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Webster 


the Profit Line 


(and profits) for you! 


WEBSTER COVERS THE QUALITY MARKET with quality carbon papers 
and quality features found in no other line. This means that all your 
customers can be better satisfied with a Webster purchase. Your pres- 
tige grows right along with your profits when you can supply them with 
products as reliable and serviceable as Webster’s. 


WEBSTER’S MULTIKOPY DURAMETRIC is the crown jewel of all carbon 
papers. No other carbon paper surpasses these quality features found in 
each carefully inspected sheet: 


¢ Balanced construction for long dependable life 


« Micrometric Scale Edge to prevent ‘running over” at the end of a 
page and to protect fingers from carbon smudge 


¢« Webster Shurflat treatment to prevent curling 


You’ll find Micrometric and Shurflat features available in other lines of 
Webster Carbon Papers too. 


MICROMETRIC — scale edge is available in MultiKopy, Web-Star 
and Old Oak Tree brands. 


SHURFLAT — treated carbon papers can be purchased in Multi- 
Kopy, Web-Star and OK brands. 


This means that today you can recommend a Webster Carbon Paper 
with either Micrometric Scale Edge or Shurflat Treated Back in a weight 
and finish for every office need — and for every office budget. 


F. S. WEBSTER COMPANY 
13 Amherst Street, Cambridge 42, Massachusetts 
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wne-Morse Co I Orna-Metal Prods. Peerless Stee! Equip. Co 
03 y-Jamestown Mfg. Corp mati Cash Reateter © Checks, Metal Peerless Steel Equip. Co Shaw Walker Co. 
73 Mia. ¢ Nat as egister Co Dayton Stencil Works Co Risom, Jens, Design, Inc Smead Mfg. Co., Inc 
“ Metal Prods. Co smith-Corona Inc Force, Wm. A., & Co., Inc Security Steel Equip. Corp ° 
63 E.. Mfa. Co Swift Bus. Mach. Corp ’ . Shaw Walker Co —— rs 
24 o> teteiela Clipboards os we 
77 NC pent Calendar Pads & Stands Elbe File & Binder Co., Inc. Wells Chair Corp Wells Chair Corp f 
11 rf peg wan ag AO Globe-Wernicke Co Worden Co. Yawman & Erbe Mfg. Co 
sravely No ' Suetel Ponds, Geman "tas Yawman & Erbe Mfg. Co Files, Cligheerd, ores 
Cases, Bankers Note : . ; Elbe File & Binder , Inc. 
- y Steel Equip. Corp Art Stacl Co. toe Service Prods. Div. Woodall Drafting Instruments & Equip. Globe-Wernicke Co 
, rc Shaw Walker Co C-Thru Ruler Co 
64 7 eee General Fireproofing Co , Hardboard Fabricators, Inc 
P 9 Yawman & Erbe Mfg. Co Cardinell Corp - : 
) Equip. Co., Inc Globe-Wernicke Co 9. ‘ Haskell. Inc Metal Prods. Engineering, ow 
7 Weis Mfg. Co. Clips, Paper ’ Service Prods. Div. Wooda 
‘97 " Acco Prods., Inc. stener Giip. Oo Shaw Walker Co 
= Ww a > ay A - . Cushman & Denison Mfg. Co Drills, Paper Yawman & Erbe Mfg. Co 
Ter ew ndiana Vas rawer UO Esterb k P “ 
226 e Nae * Regna Cash Registers, Inc. Noesting Pin Ticket Co ee ae ee ae Files, Desk Side 
42 Bus. Machs Oakville Co.. Div. Scovill Duplicating Machs. & Supplies Amberg File & Index Co 
" re Cash Registers : Art Steel Co. Inc 
20 ‘ Mac Vail Mfg. Co Ames Supply Co 
ating Mach. Co Allen, R. C.. Bus. Machs Bohn Duplicator Corp Cole Stee! Equip. Co., Inc 
30 Burroughs Corp Coin Wrappers Curtis-Young Corp Weis Mfg. Co 
121 Rand Inc Nat!. Cash Register Co American Passbook Co Heyer Corp Yawman & Erbe Mfg. Co. 
10 \ f Regna Cash Registers, Inc Downey, C. L., Co Ink Specialties Co., Inc (Cont. on page 6) 
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Files, Insulated 
Herring- Hali-Marvin Safe Co 
Shaw Walker Co. 


Files, Metal 

Advanco Prods., Inc. 
All-Steel Equip. Inc. 
Anderson-Hickey Co., 
Art Metal Constr. Co 
Art Steel Co. Inc 
Bentson Mfg. Co. 
Brown-Morse Co. 
Cole Steel Equip. Co., Inc 
Columbia Stee! Equip. Co 
Corry-Jamestown Mfg. Corp 
Durable Metal Prods. Co. 
General Fireproofing Co 
Globe-Wernicke Co 
Guardsman-Valentine, 


Inc 


Inc. 


Hillside Metal Prods., Inc 
H-O-N Co. 
Invincible Metal Furn. Co 


Modern Steelcraft Inc 
Neiman Steel Equip. Co., Inc 
Parker Steel Prods., Inc 
Peerless Steel Equip. Co 
Remington Rand Inc 

Security Steel Equip. Corp 
Shaw Walker Co 
Steelcase, Inc 
Top Flight Prods 
Watson Mfg. Co., 
Weis Mfg. Co. 
Western Mfg. Co. 
Yawman & Erbe Mfg. Co 


Files, Rotary 
Smead Mfg. Co., Inc 
Files, Stencil Duplicator 
Atlas Stencil Files Corp 


Files, Storage 
All-Steel Equip. Inc 
Amberg File & Index Co 
Art Metal Constr. Co. 
Art Steel Co. Inc. 
Bankers Box Co. 
Barkley, C. L., & Co 
Bentson Mfg. Co. 
Browne-Morse Co. 
Cole Stee! Equip Co., Inc. 
Columbia Steel Equip. Co. 
Convoy, Inc. 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 
Globe-Wernicke Co. 
Guide System & Sup. Co 
Herring-Hall-Marvin Safe Co. 
H-O-N Co. 
Imperial Methods Co. 
Invincible Metal Furn. Co. 
Mayfair Co. 
Oxford Filing Sup. Co., Inc. 
Parker Steel Prods., Inc. 
Peerless Steel Equip. Co. 
Security Steel Equip. Corp 
Shaw Walker Co. 
Steelcase, Inc. 
Top Flight Prods. Co., 
Weis Mfg. Co. 
Filing Supplies 
Acco Prods., 
Advanco Prods., 
Aigner, G. J., Co. 
Amberg File & Index Co 
Art Metal Constr. Co 
Art Steel Co. Inc. 
Barkley, C. L., & Co. 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp. 
Ennis Tag & Salesbook Co. 
Eureka Specialty Prtg. Co 
Globe-Wernicke Co. 
Guide System & Sup. Co 
Imperial Methods Co. 
Northern States Env. Co. 
Oxford Filing Sup. Co., Inc 
Parker Steel Prods., Inc 
Quality Park Env. Co 
Redi-Record Prods. Co 
Security Steel Equip. Corp. 
Shaw Walker Co 
Steelcase, Inc. 
Weis Mfg. Co. 
Yawman & Erbe Mfg. Co 
Fixtures, Store 
All-Steel Equip. 
Forms, Business 
Aigner, G. J., Co 
American Passbook Co. 
Hano, Philip, Co., Inc. 
Forms, Continuous 
Hano, Philip, Co., 
Royal Register Co 


Forms, Drafts, Notes & Recpts. 
Hano, Philip, Co., Inc 


Forms, Loose Lf. 
Aigner, G. J., Co. 
Amberg File & Index Co 
Boorum & Pease Co 
Elbe File & Binder Co., Inc 
Free Hand Binder Co 
Neiman Loose Lf. & Bindery 

Co. 

Recordplate Co. 
Sheppard, C. E., Co 
Stationers Loose Lf. Co 


Co., 
Inc 


Inc 


Inc. 


Inc. 
Inc 


Inc 


Inc. 











Fountain Pens, Incl. Ball Pt 
Changepoint, In 
sterbrook Pen Cx 
Fisher Pen. Cx 
Kahn, David, Inc 
Furniture, Off. Modular Units 
Arnot Jamestown Div 
Art Stee Co nc 
Columbia Stee “Equip Co 
Perle s Steel Equip. Co 
Tower uites Inc 
Furniture, Suites 
Indiana var») 
Ml rva } 
Risor J 
“see ' 
Furniture Upholstered 
Anderson-Hickey 
’ A Ae C 
Bright air 
ind Rapid 2 Ff 
junlocke, W. H., Chair ¢ 
Jasper Seating C 
Modernize, Inc 
Niemann Inc 
Risom, Jens, Design, | 
Roya! Metal Mfg. Ci 
Stationers Mfg. Co 
Thomas Furn. Co 
Wells Chair Corp 
Worden 
Furniture, Used 
Office Furn. Wholesale Dist 


Gummed Cloth Rings 
A — 3 
Reyburn Mfa Co 

Hardware, Office Furn 
Chicago Lock Cc 





National Lock Co 
Security Hardware Mfg 
Holders, Ticket 
Aigner 
Smead Mfg. Co., Inc 
Honor Rolls & Plaques 
Acme Bulletin Co 
Index Tabs 
Aigner, G. J., Co 
Amberg File & Index C 
Barkley = & C 
Elbe File & Binder Co., In 
3;lobe-Wer ke C 
Sraff. George B.C 
Guide Sy m & Sup. C 
Markilo 
Sheppard, C. E., C 
Reyburn Mfg. C 
Inks 
Carter's k Co 
Cushma & Denis Mfg Co 
Ink Specialties Co ne 
Rivet-O Mfg. C 
Irons, Chair 
Bassick C 
Seng C 
Labels 
Eureka Specialty Prtg. C 
Imperial Methods Co 
Metalcraft Inc 
Reyburn Mfg. Co., Inc 
Smead Mfg. Co 
Ladders, Lib., Store, Vault 
Cotterman. I. D 
Lamps Desk 
Glaro Mach. Prods 


Mayfair Co 


We Chair Corp 
Leads, 


Mech. Pencils 
Mig. C 
Kahr fr) d 


Elward 


Leather Goods 
Chicago Saddlery 


Loose Lf. 
A gr er > | J ° 
Ambera File R Index C 


Devices 
a me - 


Elbe Fil 
Hand Bir 
Lieberman, H - 


Natl. Blank Book 


Neiman Loose Lf 


Free 


C.£.C 


Stationers Loose Lf 


Sheppard 


Loose Lf. 
Elbe File & Bi 
Natl. Blank Book Ci 
Sheppard, C. E., C 


Rebuilt & Used 


ffice Appliances 


Metals 
nder Co 


Machines 


nternat 


Mailers’ Equ C 
R Typewriter Co 
Ward Mfg. C 
Mailing Machs. & Supplies 
Advanco Prods Inc 

Art Steel Co. Inc 


Globe-Wernicke C 


Marking Devices 


Cushman & Denison Mfg Co 

Taubman, Samuel, & Co 
Mats, Chair 

Hardboard Fabricators, Inc 

Office Furn. Wholesale Distr 

Service Prods. Div. Woodall 
Moisteners 


Lipton Mfg. Co 
Mayfair Co 
Prior 
Rivet-O 


Mfg. C 
Name Prates 

Acr Bulletin C 

ha Prods. C 

Braden Mfg. C 

Heyer Corp 
Notebooks, Stenographic 

r Tag & Salesbook Co 

Natl. Blank Book Co 
Numbering = nes 


American l 3 Mach. Co 
Bates Mfg. Co 
Force, Wm. A & C 
Stewart, R. A. & C 
Openers, Envelope 
MacKenzie, Arnold, Inc 
Pads, Scratch 


Boorum & Pease 


Ennis Tag & Salesb 


Nat!. Blank Book C 
Pads, Stamp 

Bates Mfg. Co 

Carter’s Ink Cx 

Rivet-O Mfg 

Stewart, R A. & Co., Inc 
Pads, Typewr. Cushion 

American Hair & Felt C 

Ames Supply Co 

Peerless Steel Equip. Co 

Shipman-Ward Mfg. Co 
Paper 

Butler Paper Corp 
Partitions, Office 

Globe-Wernicke C 

Watson Mfg. Co., Inc 


Pencil Sharpeners — 
Baumgarten, Fred 
Elward Mfg. C 


Pencils, Mechanical | 
Esterbrook Pe 
Kahn, David 


Wood Cased 
Pencil Co 


Pencils 
American 


Pins & Pin Containers 
Noesting Pin Ticket Co 
Oakville Co Div. Scovill 
Vail Mfg. Co 


Price Marking Machs., Stamps 
Stewart, R. A., & Co., Inc. 


Publications 
Office Appliance 
0. A. Buyers 


Punches 
Acco Prod 
Aigner, G. J., C 
Bates Mfg. Cc 
Boorum & Peas 
Hoggson & Pe 
Nat Blank E 
Smead Mfg. Co Inc 

Racks, Hat & Coat 
Gingher Mfg 
Vogel-Peter: 


Index 










Cc 


Racks, Stationery 
Goodfrend Mfg. Corp 
Mayfair Co 


Ribbons & Carbons 
Ames Su ipp y C 
Carter's Ink Cx 
Curtis-Young Corp 
Leedall Prods. Mfg. Co 
Manifold Supplies Co 
Old Town Corp 
Peerless-Imperial Co., Inc 
Regal Typewriter C Inc 
Remington Rand Inc 
Rose Rib. & Carb. Mfg. Co 

Inc 
Royal Typewr. C 
Shipman-Ward Mfa C 
Storms, H C 
U. S. Carb & Rib 
Underwood Corp 
Webster, F. S., Co 
Write, Inc 


Rubber Bands 
Roberts. Weldon 


Rubber Type 


Stewart, R. A. & C Inc 


Mfg 


Rubber Co 


Rulers 
C-Thru Ruler C 
Safes, Office 
Art Metal C tr. Co 
Brush, John [ & C 
Cole Steel Equip. C Inc 


vole 


seneral Fireproofing Co 
be-Wernicke Co 





Tabulating Machines 
Burroughs Corp 


Guardsman-Valentine, Inc Remington Rand 
Herring-Hall-Marvin Safe Co 
Invincible Metal Furn. Co Tacks, Thumb 














raff, George B 


Meilink Steel Safe Co en: . 
Remington Rand Inc eee * ‘ 
hwab Safe Co verge ga Seg ' 
Shaw Walker Co Va g 
York Safe & Lock Co Tags 
Sand Ums E hy & Salesbook Co 
Scales Postal Tape, Gummed & Pressure Sens 
Pelouze Mfg. Co Ebel-Binder C 
Sealers Permacel Tape 
Lipton Mfg. Co Reyburn Mfg 
Shelving Te lephone Accessorie 
A te Equip. Inc teel Cx 
banker Box Co Bates Mfg C 
nard-Franklin Co., In ecurity Hardware Mfg 
f ghs Mfg. Co 
wne-Mor + Trays, Desk, Center Drawer 
rry-Jamestown Mfg Corp A t . “eget a 
Estey Metal Prods., Inc “Setlgae Pears 
eral Fireproofing Co Vieta j 
Me . ; 
Ly V tal Prods., Inc i Trays, Letter 
Scien = Equip. Co., Inc Art Metal Constr. C 
er Mfg Co Art Steel C 
teel Equip. Co _Inc rry-Jamestowr f Corp 
me Steel Prods Inc eneral Fireproofing ( 
Signals, Index Card e-Wernick 
Graff, George B., Co kell. In 
Signs May 0 
Acme Bulletin Co V and C 
Braden Mfg. Co p es te Equip. Co 
Redi-Record F Cc 
Sorting Devices — 
Amberg File & Index Co Woodal| 
Art Steel Co. Inc 
Yawman & Erbe Mfg. Co tila 
Stands, Office Machines ve Co ; 
All-Steel Equip. Inc “ 3, ge 
Ames Supply Co wn Unair u 
Anderson Hickey Co Inc VV ce ( . 
Art Steel Co. Inc. Yawn & E gy. Co 
Cole Steel Equip. Co., Inc T 
rimming Boards 
ro Mfg. Co Phat v ater 
3eneral Fireproofing Co 
Harter Corp Type Cheeners 
H-O-N Co ardine Cort 
Interstate Metal Prods Frumkin M I 
k Inc Norta Dist. ( 
Meilink Steel Safe Co Regal Type I 
Metalstand Co Rivet-O Mfg 


Midwest Metal Mfg. Co 
Modern Steelcraft Inc 
Security Steel Equip. Corp 
Shipman-Ward Mfg. Co 








Typew 


Webster, F 


r. D 
3 C 


cr 


esk Shelf Supports 





Tiffany Stand Co T 
ewriter Ke To s 
Wells Chair Corp + le 4 a In 
Stands, Telephone peed Key ¢ 
Shaw Walker Co Typewriter Parts 
Staple Removers npg hg 
Ace Fastener Corp pman-Wa 
Viarkwell Mfg. Co., Inc Typewriters 
Allen B Mach 
Staplers & Supplies Metropolitan Typewr Co 
Ace Fastener Corp yi nol n gee ; Ir : 
Arrow Fastener Co., Inc Royal Punews : 
Bates Mfg. Co ith-C ba 
rkwell Mfg. Co., In dares d ( 
va-Clog Prods., Inc - iat 
ted Staple Co., Inc Upholstery Padding Supports 
Vail Mfg. Co Flex-O-Lator 
Stencils, Marking, Brass Upholstery Materials 
Dayton Stencil Works Co S. Rubt 
Stools Va 
ault — 
Bernard-Franklin Co., Inc ttern 
Harter Corp. : 
Mayfair Co Visible Record Equ p 
Royal Metal Mfg. Co Aigner 
elcase, Inc Art Metal ( C 
Wells Chair Corp Art Ste 
Boorum & Pe 
Tables ybe-Werr 
All-Steel Equip. Inc Natl. Blank Co 
Art Metal Constr. Co Recordplate 
Art Steel Co. Inc 7 ton Rand 
) aw Walker (| 
E C heppard, C. E., ( 
Columbia Steel Equip. Co Stati e Lf. Co 
Corry-Jamestown Mfg. Corp Yawman & f& fg. Co 


vore Mfg Co 
be-Wernicke Co 
Inc 





Haskell € I 

Jasper Table Co., Inc ( te p. C Inc 
yon Metal Prods., Inc Corry-Jé wn Mfg. Corp 
Mayfair Co 3eneral Firep fing C 
Morval Corp slobe-We ke C 

Peerless Steel Equip. Co ;00dfrend fg. Corp 
Risom, Jens, Design, Inc Haskell, Ir 

Security Steel Equip. Corp Mayfair C 

emco Sales Security St E Corp 
Shaw Walker Co Shaw Walke 

Steelcase, Inc Steelcase, | 

Wells Chair Corp Ne Chair 
Yawman & Erbe Mfg. Co Worden C 

Tables, Folding & Banquet Work Organizers 


Adirondack Chair Co ( 
Jas. P., Co Art 
Lyon Metal Prods., Inc 


Luxem 


Worden Co Lyon 








Wants & For Sale 





EXECUTIVES AVAILABLE 





DESIRES POSITION offering definite opportunity in retail! office 
Nine years experience outside selling and store management 
Box E-158 care Office Appliances, Chicago 6 





manufacturer of office products. Will consider any line of 
ynery, furniture mechanical. Age 45. University graduate 


TIVE trained in sales direction in other fields desires to perform 
£ 

' at 

handising record. Box E-159 care office Appliances, Chicago 6 





SALES-SERVICE MEN AVAILABLE 





MECHANIC, wishes to join progressive organization. Invest $5/10,000 
perience office machines. College man, German descent, widower, best 
E-168 care Office Appliances, Chicago 6 





EXECUTIVES WANTED 





AGER—Must be good merchandiser and capable of handling al! inside 

w, modern self-service store in Middlewest. Unusual opportunity with 
aggressive man. Must stand rigid investigation. Stock available to 
Our employees know of this ad. Replies confidential. Box S-154 
ances, Chicago 6 





SALESMEN WANTED 





LISHED OFFICE MACHINE manufacturer has opening for sales 
Moines, Oklahoma City and Indianapolis. Product is sold direct to 
rtunity for salesmen trained in specialty selling. Give complete 
to experience and qualifications. Box S-127 care Office Appliances, 





NITY with thirty year old, growing Southern California firm for 
e supply, equipment, and machine salesman. We carry only top 
ndustry. Salary plus commission, expenses. Established territory 
only by your own effort. Write, giving all details about yourself, 
photograph, if possible, or see J. B. Colley, Stockwell & Binney, 
treet, San Bernardino, California 





ALESMAN WANTED! Nationally established steel equipment manufac- 
jressive representative calling on stationery and office furniture trades 
th Carolina, Georgia, Florida, Tennessee and Alabama. Tremendous 


Commission basis. Give us your background facts. Box S-156 care 
100 East 42d St., New York 17 





OFFICE MACHINE FOREMAN—MECHANICS WANTED 





EMAN for complete office machine department with qualified experience 

3 machines and typewriters. Must be top mechanic and able to assume 

ty and organize. Complete references required, must be willing to 
Angeles, car necessary. Pay top wages plus percentage. Box S-128 
pliances, Chicago 6 





OFFICE MACHINE MECHANICS WANTED 





Western Kentucky Dealer offers opportunity for good mechanic 
stancard typewriters, the Underwood Electric and the Sundstrand 
Box S-129 care Office Appliances, Chicago 6 





TYPEWRITER and adding machine mechanic—prefer one with 
Royal typewriters—good opportunity for right party. Box S-130 care 
Chicago 6 





EXPERIENCED Underwood electric and Sundstrand adding machine 
also typewriter service man—young—to be trained. Established 
Nebraska Ideal future for the right parties. Box S-131 care 

es, Chicago 6 





MECHANIC on Typewriters and Adding Machines with sales ability 
position. Leon W. White, 406% E. San Antonio St., El Paso, Texas 





{INE SERVICE MAN — Very experienced Underwood electric type- 
adding machine service man. This man must be factory 
have had several years employment with the Underwood Cor- 
ther one of these machines. Steady employment, excellent earnings 
$5,000.00 per year. Please submit references. DODGE OFFICE 
MPANY, 3110 Fort St., Lincoln Park, Michigan: phone WA 8 8300 


det 









+ 





MPANY PASADENA, CALIFORNIA, HAS OPENING for experienced 
tor Equipment with general typewriter background. This position 
y with profit-sharing benefits to right man. Send full particulars 
past employment, training, to Westland Office Equipment Co., 201 
Arcadia, Calif 





EXPERIENCED ALL AROUND office machine mechanic. Must be very 


yal and Victor. One man shop. Salary with 2 weeks vacation 
Permanent job, must be sober with good references. Old established 
mate. Finest fishing in the world. Reply air mail. Elliott Station- 


Ketchikan, Alaska 





APH SERVICE MAN for Los Angeles, factory trained on 1900, 6300 

t. Must have good previous record. Work with two factory-trained 

graph only. Good pay, good accounts, good stock of parts. Firm 

years in Los Angeles. Correspondence confidential. Hutchinson Ad- 
Cc 1233 South Olive Street, Los Angeles 15, California 





SALES REPRESENTATIVES AVAILABLE 





ERS REPRESENTATIVE, expanding operations, needs additional 
stationery lines for California and West Coast. Box E-160 care 
Chicago 6 


OA-5/55 


The rate for classified advertise- 
ments is eighteen cents a word, 
minimum charge $3.60, payable 
with order. Add six words if box 
address is used. 





ESTABLISHED WASHINGTON, D.C. sales agency selling office equipment, office 
supplies and photocopy equipment to embassies, Federal Government and commercial 
accounts desires several additional lines of merit. Box E-161 care Office Appliances, 
100 East 42 Street, New York 17 





DENVER MANUFACTURERS’ REPRESENTATIVE, established five years, offers 
thorough coverage in the booming states of Colorado, Wyoming, Montana, Idaho, 
Utah, New Mexico and E! Paso. All replies respectfully acknowledged. Box E-162 
care Office Appliances, Chicago 6 





LINES WANTED FOR CHICAGO and Middle West by salesman wel! known in 
territory who plans to establish himself as manufacturers’ representative. Inter- 
ested in any dealer lines of commercial stationery and office equipment. Always 
a good sales producer. Convincing references. Box E-163 care Office Appliances, 
Chicago 6 





LINES for Southeast wanted by salesman recently established in territory. Interested 
primarily in office furniture, wood or steel. Enterprising and aggressive. Equipped 
to give thorough sales coverage. Box E-164 care Office Appliances, Chicago 6 





SALES REPRESENTATIVE, NEW YORK & NEW JERSEY wants Steel desks and 
files, now has high grade metal chair line, will develop volume sales. Box E-165 
care Office Appliances, Chicago 6 





MANUFACTURERS’ REPRESENTATIVE who has traveled New England states close 
to ten years is available for one major line. Experienced in both stationery and 
office furniture. Young and aggressive. Top references. Box E-166 care Office Ap- 
pliances, Chicago 6 





MANUFACTURERS’ REPRESENTATIVE TRAVELING Salt Lake City west desires 
to add wood desk and chair lines or a complete line of steel office furniture 
Well grounded in merchandising of office furniture and filing equipment. Box E-167 
care Office Appliances, Chicago 6 





DISTRIBUTOR—JOBBER COVERING WESTERN states interested in exclusive 
lines for aggressive coverage. Can warehouse. Box E-168 care Office Appliances, 
Chicage 6 





WANTED—OFFICE SUPPLY LINES and equipment, Manufacturer's Representative 
for New Mexico. Not a dealer. Manufacturer or supply house must carry accounts. 
Albuquerque now a city of 159,000, a splendid market, can be opened now 
Retail and direct selling. 25 years’ experience, office supplies and equipment 
A. L. James, 109 Sierra Drive S. E., Albuquerque, New Mexico 





BLANK DESK COMPANY, 830 Wilshire Bivd., Los Angeles 17, California, wishes 
some Additional Lines of Desks, Files, Chairs, Calculators, Duplicators, Address- 
ographs, Adding Machines, Typewriters, Leather Goods, Bookcases, Kardexes, etc 





WHOLESALER OF USED OFFICE MACHINES covering Southern Oregon, Northern 
California, and Nevada, desires additional jobber items. Sales truck used. Western 
Typewriter Service, 395 Valencia St., San Francisco 3, Calif. 





SALES REPRESENTATIVES WANTED 





LARGE MIDWESTERN DISTRIBUTOR of office supplies has attractive opening for 
young or middie aged man, thoroughly experienced in stationery and office supply 
line, to travel States of Iowa, Missouri, and Nebraska. Prefer someone now em- 
ployed in retail stationery store and anxious to improve status. Send details in 
confidence for interview. Box S-132 care Office Appliances, Chicago 6 





COMMISSION MEN WANTED for exclusive territories now available for qualified 
men to sell steel valets. Excellent opportunity for above average earnings. Include 
full particulars and experience in first letter. Box S-133 care Office Appliances, 
Chicago 6 





REPRESENTATIVE to establish and service dealers in New York and New England 
for Office Machines. Established manufacturer. Box S-134 care Office Appliances, 
Chicago 6 





MANUFACTURER of high-grade duplicating equipment has opening for field represent- 
ative in southern states. Applicant should have knowledge of duplicating processes 
and systems. Send complete information to Box S-135, care Office Appliances, 
Chicago 6 





LEADING MANUFACTURER of liquid process duplicators and supplies has openings 
in both Southern and Eastern Territories. The line is well established in’ both 
territories and men selected will have an exclusive sales agreement. Write fully 
in strict confidence giving lines currently handled (if any) and territory travelled 
Our organization knows of this ad. Box S-136 care Office Appliances, Chicago 6. 





VALUABLE DISTRIBUTORSHIP AVAILABLE. Fifty year old, million rated manufac- 
turer offers several distributorships to responsible executive salesmen, having or 
able to establish sales force. Nationally advertised essential business equipment, 
sold to offices, factories and businesses everywhere. Sells for half comparable 
installation. No inventory investment required. Low sales quota established. High 
sales potential, large discounts. Give complete details. Box S-137 care Office 
Appliances, 100 East 42nd Street, New York 17 





JOBBERS, MANUFACTURERS’ REPRESENTATIVES, and Dealers capable of han- 
dling carload lots wanted to handle distribution of quality steel transfer files in 
states ease of Rockies on exclusive basis. Werner's Mfg. Co., Box 697, Lodi, 
California 





MANUFACTURER'S REPRESENTATIVES wanted for exclusive state complete metal 
office chairs. Commission basis franchise dealers. Advise lines you now carry and 
what territory. Write King Posture Chair Co., 953 So. Raymond Ave., Pasadena 2, 
California. 


WANTS AND FOR SALE, Continued on page & 
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SALES REPRESENTATIVES WANTED, Cont'd from page 7 








DISTRICT SALES MANAGERS 
systems, loose leaf binder at j 
account and profit-sharing. Also 

in some territories to experier j 
themselves and also their mer 
profit-sharing plan with long-e 
Advise territory preferred. THE 
Long Island City 1, N. Y 


ex 





RETAIL BUSINESSES FOR SALE 





OFFICE MACHINES AND EQUIPMENT 
town. Best line of all machines. Ar 
S-138 care Office Appliances, Ci 





OFFICE MACHINE & SUPPLY b 
lease and location, plenty of rent 
to retire. Box S-139 care Office 





OFFICE MACHINES STORE. A-1 
west city with trading area of 1 
Box S-140 care Office Appliance 





OFFICE SUPPLY AND BUSINI 
chine franchises including typewriter 
four. Located in Intermountain are 
Store fixtures, truck, etc. $50,000 w 
Chicago 6. 








MUST SELL my 30-year established 
location in Chicago. Write for deta 
6. 





OFFICE SUPPLY AND EQUIPMENT 
area available to energetic young 

Present and potential business too nm 
references necessary. Write fully. B 





OFFICE SUPPLY STORE in California | 
7 years. Good living and business increa 
Office Appliances, Chicago 6 





FOR SALE—BEAUTIFUL OFFICE 
franchise lines. Choice location 
of health and age. Box S-145 care 


ay: 





OFFICE MACHINE SALES-SEF 
city 150,000 population and « 
plus sales of new standard and electr 
important rental and repair busine: W 
will sell for $18,000 or le for 
time. Box S-146 care Office App 











FOR SALE—Printing, Office Supply 
and wife, or salesman and wife 
years. Volume increasing yearly. Car 





FOR SALE—Typewriter and adding 
Good business, reason for selling 
303 W. Ohio St., Midland, Texa 





WANTED TO BUY RETAIL BUSINESSES 





WILL CONSIDER PURCHASE of estat 


Mexico, Arizona or Colorado. Intere 
Send information to Box S-147 care 





OFFICE FURNITURE MAN will « 
equipment business in Arizona, New 
particulars as to earnings, inventory 
Office Appliances, Chicago 6 





DESIRE TO PURCHASE full or part 
business. Fifteen years experience 
work. Prefer southern California area 
other locations. Box S-149 care Off 





OFFICE EQUIPMENT OR STATIONERY 
volume, franchised lines, inventory 
Office Appliances, Chicago 6 





WANTED to buy — established office n 
New York or Connecticut. Interested par 
one or two mechanics, handle serv 
adding machines, etc. Business must 
full information by wire to Busine 
Chicago 6 





WANTED—SALES AGENCY 





WANTED—SALES AGENCY, or w 
Middle Atlantic states, New York 
Excellent record as salesman, bran 

type of office machine, equipment or syst 
doing first-class sales job. Box S-155 





WANTED TO BUY MANUFACTURING BUSINESS 





WELL KNOWN MANUFACTURER d 
United States, and abroad will consider 
using same general type of retai 
already have user and dealer 

volume. Enterprise thus acquired 
spordence will be handled in n 
Chicago 6 





PARTNERS WANTED 
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FOR SALE & WANTED TO BUY, USED EQUIPMENT 
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O4's Press-“Fime Sulletin 


Late and Important News for Our Readers 





JOHN A. NOONAN, KEE LOX OFFICIAL, DIES: Death came to John A. Noonan, manager and di- 
rector of the Kee Lox Manufacturing Company, Rochester, N.Y., died April 
l in St. Clare's Hospital, New York City, of a cerebral hemorrhage. This 
prominent figure in the industry was 69. A complete report of his career 
will appear in the next issue. 





JAMES R. ARMINGTON DIES AT 86: Death came to James R. Armington, Eberhard Faber Pen- 
cil Company representative, on March 29 in Faulkener Hospital, Boston. At 
an age far past the ordinary life span in the stationery industry this New 
England veteran was still making his mark as a salesman. He went to work 
in 1886 for Dennison Manufacturing Company, continuing with that firm un- 
til 1929. After accepting a number of manufacturers’ lines he joined the 
Eberhard Faber Pencil Company organization. He held a life honorary mem- 
bership in NSOEA. More details of his career will be given in the June is- 
sue. 








NEW NAME FOR CLARY NOW OFFICIAL: the new name of Clary Corporation for the former 
Clary Multiplier Corporation became official recently with the filing of 
a by-law amendment with the Secretary of State at Sacramento, Calif., Hugh 
L. Clary, president, announced. Clary was incorporated in 1939. 





BLAKE REPRESENTS ASSOCIATED IN SOUTH: Wendell H. Blake, former partner in the Blake 
and Bowes Office Supply Company, Baton Rouge, La., will represent Associ- 
ated Stationers Supply Company in the states of Arkansas, Louisiana, Mis- 
Sissippi, Oklahoma and Texas. This is the western half of the southern ter- 
ritory formerly traveled by the late Harrison M. Cooper. 





COLEMAN FIRM BUYS BUSINESS SITE: Henry L. Coleman of Savannah, Ga., who was elected 
a vice-president of NOFA at recent convention, has announced that the busi- 
ness of which he is president, Nathan Coleman and Son, has acquired as its 
own home the property long occupied on Bay St. in Savannah. 





CHALLENGER MANIFOLD APPOINTS CONTROLLER: The appointment of T. Szczygiel as control- 
ler of the Challenger Manifold Corporation, Ltd., and its subsidiaries 
-- Carbon Paper Service Bureau, Peerless Distributors, Ltd., and Challen- 
ger Press, Ltd. -=- was recently announced by the corporation's vice-pres- 
ident, J. Dorion Brisbois. 





GRADY, HUNTINGTON ADVANCED BY DENNISON: Stockholders of the Dennison Manufactur- 
ing Company in recent annual meeting elected John F. Grady a new director 
and at a meeting of the directors Dana C. Huntington was elected executive 
vice-president. John S. Keir was re-elected president and John A. Garvey 
was re-elected vice-president. Directors and officers selected by the 
stockholders were James T. Dennison, John A. Garvey, Howard E. Gorton, 
John F. Grady, Philip B. Hamilton, Dana C. Huntington, John S. Keir, Rob- 
ert N. Wallis; treasurer, Robert N. Wallis; assistant treasurer, Calvin 
E. Josselyn; clerk of the corporation, Francis E. Swisher. 








SHULKIN NAMED LYNN'S "MAN OF THE YEAR": Benjamin P. Shulkin of Allen Stationery 
Company, Lynn, Mass., leader in philanthropic affairs and widely known 
business man in his home city, was recently honored as "Man of the Year" at 
the 11th annual Brotherhood Dinner of the B'nai B'rith lodge. 








ADIRONDACK CHAIR COMPANY CHOSEN SAMSON DISTRIBUTOR: The Adirondack Chair Company, 
1140 Broadway, New York City, selling its own line nationally, has been ap- 
pointed exclusive distributor in the five boroughs of New York City for 


the Samson line of folding chairs and tables. 

















GRAMONT APPOINTS HARVEY S. FIELDS: Gramont Corporation of Los Angeles, western dis- 


tributors of the Adler typewriter, have announced the appointment of Har- 
very S. Fields as sales manager for the Texas-Oklahoma Division. 











OA-5/55 9 








State of the Tudustry y 





@ Heads Nation's C. of C. A. Boyd Campbell, chair- 
man of the board of the Mississippi School Supply 
Company, Jackson, Miss., hice been elected the 28th 
president of the National Chamber of Commerce. 
This signal honor for leading representative of the 
stationery and office equipment industry, crowns 
long service in civic affairs 

As an administrator in Mississippi schools, Mr 
Campbell quickly discovered that the sources of 
school supplies were remote, impersonal, and in- 
adequate. 

In 1919, he started the Mississippi School Supply 
Company by borrowing $250 on his insurance pol- 
icy and $9,750 from friends. ‘‘With our inexperience, 
we shouldn't have lasted a year,” he says. But the 
company is still alive and growing. 

In fact, it's the parent of office-equipment-printing 
concerns in five Mississippi towns; the School Book 
Supply Company; the Mississippi Corporation, a 
financing company; and the Magnolia State Foun- 
dation, a charitable organization. 

To the young, he says: ‘The qualities for success 
don't change. It still requires the will to do, the will- 
ingness to pay the price in long hours of work. 
Above all, do the thing you most want to do and 
don’t ever forget that security is not to be had by 
statute or contract. It is something within you.” 


@ Co-operation Plus. “Out Where the Handclasp is 
a Little Stronger” is no idle slogan . those helpful 
Travelers and dealers of District No. 11, NSOEA, in 
the great Pacific Northwest. 

Knowing that many attendants at the May 22-25 
convention, Gearhart, Ore., would come to Port- 
land, Ore., by plane and train, the digg te age 
committee plans to have the necessary number of 
autos leave the Multnomah hotel on Sunday after- 
noon for the drive from Portland to Gearhart, which 
is on the coast some 75 miles from Portland. 

It is this kind of fellowship which causes the re- 
gional conventions of NSOEA to knit closer together 
bonds which hold together the members of the sta- 
tionery and office equipment industry. 


@ Useful Product. The manufacturers of paper clips 
don't care, just so their product is purchased. The 
Abseer, monthly publication of the ABC Freight 
Forward Corporation, claims that a random sample 

of 100,000 paper clips revealed that they were used 


for: 

Garter belts ee 7,159 
In place of bobby pins “a 10,801 
Pipe cleaners ... 3,196 
Emergency pantie. holders 779 
Ear reamers .... a 5,534 
Throwing at people e 192 
Shirt sleeve adjusters . 4,183 
Fingernail cleaner . 5,308 
5 re 9,012 
Cuff links .... . §e02 
To hold front of blouses ‘togeth er 7,200 
Poser chose ............ 19,413 
Olive stabbers ....... 406 
Pencil sharpener repair kits 7,324 
Toys to use while telephoning 14,163 
Holding papers together 28 


TOTAL 100,000 


@ A Dim View. Not exactly a promotion man for 
the office machines industry is the Archbishop of 
Canterbury, Dr. Geoffrey Fisher. He suggested in a 
recent address that the abolition of the typewriter 
would improve our thinking and even lessen the 
threat of war. Declaring that everyone is now so 
busy writing and circulating great masses of words 
that we are losing touch with reality, the prelate 
said: 

“There is a general feeling that the world has 
gone mad about that kind of thing, and if the type- 
writer were abolished tomorrow a mass of rapid 
thought that goes on between human beings would 
be vastly reduced and the danger of war would be 
vastly decreased.” 








This Month— 


Page 12. The story of the recent NOFA convention is told in 
pictures and story, complete coverage of an important in- 
lustry event by the Office Appliances’ staff 

Page 22. A dream has come true for Leonard Wilcox, presi- 
jent of N SOEA and his associates in the Roberts Printing & 


Stationery Company, Hutchinson, Kan. It's a staff report, 
with pictures, on one of the pace-setting commercial sta- 
tionery store's evolution into self-selection display 


Page 24. ‘Above « — maaeee the Pay Envelope special 
tudy of the special incentives that make sal tick. Al- 
bert ‘Haring, Professor ‘of Marketing, Indiana University, has 
made a real contribution to management in his:study of 


prizes and contests which can result in added sales 


ee 30. One third of a century in the tionery and office 
equipment industry is being observed y vo PBSW organ- 
ization of Arizona. Read of the des stiny fulfilled for five serv- 
icemen banded together in business after a common bond 
f illness following World War I ‘Her re's a true saga of what 


could happen only in America 
I y 


Page 32. Here’s a complete account, embellished with pic- 
tures of the convention attendants, of the opening NSOEA 
regional convention, held in Augusta, Ga 


Pa e 37. More industry coverage Ar account of the Whole- 
< 
» 





sale Stationers Association convention in New York City 
Page 122. Office Appliances presents its annual office furni- 
ture section, page after page of installation pict what's 
new in office furniture, articles wi J firms which have made a 
success in selling the desks, cha 1 other offic rnish- 
ings. Here’s inspiration material for any office furniture deal- 
Next Month— 
A section on the National Office Mach e Dea tlers Associa- 
tion convention upcoming in Denver He. re will be given in- 
formation on the program, exhibitors, and the vacation pos- 
sibilities of the “Mile High City’’ and its environs More 
reports of regional meetings Continued top cove rage ol 
the stationery and office equipment industry 





O4 Editorial 





Your Business is Everybody's 


Decisions on today's and tomorrow's business and in- 
dustrial enterprises may be made on the basis of data 
now being collected through the 1954 censuses of busi- 
ness, manufactures and mineral industries conducted by 
the Bureau of the Census, U.S. Department of Commerce. 

Any businessman who fails to co-operate in providing 
facts on his own business—data which is lumped to- 
gether and thus held secret—is selfish in withholding 
material which is everybody's business. 

Out of the nationwide compilation of figures will come 
answers to the following questions: 

1. How large is the prospective market? 

2. How much competition will be met from concerns 
making the same products? 

3. Will necessary materials and component supplies 
be available? 

4. Is there a good supply of workers, engineers and 
salesmen? 

The census now being taken will provide up-to-date 
answers and improve statistics from previous censuses 
which now are from 7 to 15 years old. 

With widespread co-operation the Bureau of the Census 
project through the U.S. Department of Commerce can do 
much to set the pattern of tomorrow's business. Those 
who haven't done their part should act today. Tomorrow 
will be too late. 





What About Electronic Computers? 


“With full allowance for all the uncertainties that 
surround the future of the high-speed digital computer, 
one thing can be said for sure: businessmen who have 
not already looked into the possibility of electronic com- 
puters should begin soon a study of their potential uses 
in their company.” 

This thought-provoking statement—a portent of things 
to come in the office equipment industry—is from the 
March-April issue of the Harvard Business Review. The 
authors, Peter B. Laubach and Lawrence E. Thompson, 
have produced a progress report on electronic computers 
which points to an exciting future in the manufacture and 
sale of these ‘‘mental giants’’. 

Not that all is rosy with such data processing ma- 
chines. The authors are careful to point out the ‘Second 
Industrial Revolution"’ has not yet arrived and neither can 
it be said that electronic digital computers are already 
revolutionizing the office much as power machinery 
revolutionized the factory. Too much was promised too 
fast, with the result that many businessmen have grown 
skeptical of the entire electronic data-processing field 

However, the electronic computer is here today, praised 
and condemned just as was the first typewriter. Manage- 
ment cannot fail to give careful study to machines pos- 
sessing the ability to carry out arithmetical and logical 
operations at rates of speed up to several thousand 
additions or subtractions per second. 

The payrolls of tomorrow, the inventory and produc- 
tion controls and the handling of special problems may 
well be done by machines which today represent a fast- 
growing segment of the office equipment industry. How 
fast this dream will be realized will to a large extent 
depend upon the imagination and the study given the 


OA—5/55 


machine by men who are not content)to stand still. 

“The ‘electronic brain’ will not only tevolutionize office 
methods,"’ says Eugene J. Benge, Asheville, N.C., man- 
agement engineer, “it will have a profound effect on all 
top management.”’ 

“So far," Mr. Benge says, ‘“management thinks of the 
computer as a means to slash clerical payrolls. But more 
important benefits are likely to result from better and 
quicker information to management, closer scheduling of 
production, reduced inventories and extended opera, 
tions’ research.” 





Automation in the Office 


The paper pileup in the United States offices has in- 
creased so mightily that a University of Chicago manpow- 
er expert, Robert K. Burns, found that between 1910 
and 1949 ‘‘the number of office workers increased four 
times as fast as the rest of the nation's work force."’ 

Small wonder, therefore, that automation has invaded 
the domain of the white collar girl and one sociologist, 
David Riesman, has said: 

“Office automation will scatter female office workers 
to nursing and teaching (spots of chronic shortages) 
which cannot be automatized.” 

But before Stella Stenog rushes to don a nurse's cap it 
might be well to consider that the automation of modern 
offices still depends on people to feed information into 
the electronic tube ‘‘monsters'’ which digest the data and 
supply answers with amazing speed. 

Replacement of office workers will still be a slow pro- 
cedure, mostly in the larger domain of customer bill 
processing where elimination of tedious detail and a 
speed-up of the end result can come through the digital 
computors now created in the office machine industry. 

Because of their bulk and their cost these ‘‘electrical 
brains"’ will not come to the smaller office today—or 
even tomorrow. 





A Place, Too, for Retail Clerks 


In the preceding editorial we have ventured the opinion 
that the office worker is here to stay, machines or no. 

And now we take up the cudgel for the retail clerk. 
There's a place for him, too, under today's merchandis- 
ing sun. 

J. Porter Henry, Jr., president of Porter Henry & Com- 
pany, New York, speaking before the Sales Managers 
Bureau of St. Louis, recently voiced a good appraisal of 
the situation when he said: 

‘Another of my pet peeves is the current rush of arti- 
cles in trade magazines to the effect that super markets 
and vending machines are going to make the retail sales- 
person obsolete. The general idea seems to be that we 
don't have to do anything about training this retail 
salesperson, because if we just keep our eyes closed for 
a few months longer, he'll go away. That's wishful think- 
ing. 

“Certainly self-selection and mechanical merchandis- 
ing is an important trend, but | have yet to see that slot 
machine that can sell a television set or fit a woman in a 
girdle. The retail salesman is going to be an important 
link in our merchandising chain for a good many years 
to come.” 








NOFA OFFICERS ...£&. A. Tyre, Mead & 
Wheeler, Chicago, treasurer; John E. 
Mossman, Desks, Inc., New York City, 
activities chairman; Bernard Nemilich, 
Regan Furniture Corp., New York City, 
president, all re-elected, with John R. 
Gray, NOFA executive director. 








NOFA Re-elects Nemlich President 


Break 1954 Registration Mark in 
Chicago Convention; Problems of 
Industry Aired; To St. Louis Next 


@ THE NATION’S OFFICE furniture dealers convened four 
days, March 20-23, at the Conrad Hilton Hotel in Chicago, 
welcoming an opportunity to view the manufacturers’ latest 
Offerings in office equipment and hold mutual discussion of 
current competitive problems. 

It was the 9th annual convention-exhibit of the National 
Office Furniture Association, an organization which is gratified 
by its growth in number of chapters, expansion of an insur- 
ance program and augmented services possible through organi- 
zation. 

Registration Up 

Registration was announced as exceeding that of 1954 and 
likewise the number exhibits was greater. The Conrad Hilton 
layout made possible the setting up displays all one floor, a 
convention advantage. 

In the final-day forums of dealers, manufacturers and man- 
ufacturers’ representatives, a number of innovations were dis- 
cussed regarding convention procedure. With these promised, 
the membership is looking forward with enthusiasm to the 
1956 convention to be held March 3, 4, 5 and 6 in St. Louis, 
Mo., utilizing the large Kiel Auditorium for exhibits and the 
Jefferson Hotel for programmed sessions. 

“We're already starting work on the 1956 convention and 
the one after that in New Orleans,” stated executive director 
John R. Gray. He is enthusiastic about the exhibit facilities 


offered in St. Louis. 
Caldwell Chairman 


The Conrad Hilton convention was chairmanned by former 
president V. L. Caldwell of John Wanamaker’s, Philadelphia, 
who had the assistance of a number of leaders in the industry. 
Bernard H. Nemlich, Regan Furniture Corporation, New York 
City, was re-elected president, NOFA recognizing his untiring 
efforts in behalf of the organization. He has personally visited 
most of the NOFA Chapters and was instrumental with Execu- 
tive Director Gray in the formation of several new ones. 

Likewise re-elected were Edward Tyre of Mead & Wheeler, 
Chicago, treasurer; John E. Mossman, Desks, Inc., New York 
City, activities chairman, and John R. Gray, executive direc- 
tor. 

Vice-presidents named are: 

Thomas Malone, S. C. Toof & Co., Memphis, Tenn.; Sey- 
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. Bill Hammon a 


. Jack Landis, Young Chair Co., 


. Bernard H. Nemlich, Regan Furniture Corp., New York City; Victor 


W. Scheinman, Cole Steel Equip. Co.; Semon H. Nemlich, Regan 
Furniture Corp., New York City. 


. Fred E. Pfaff, Duke, Inc., Wichita, Kans.; Geo, Wilkerson, mfrs. rep.; 


Art Reed, Latsch Bros., Lincoln, Nebr. 

Cc. B. Cosgrove, both B. L. Marble Chair Co. 
Cal Long, Cal Long & Associates, Cincinnati, Ohio; Arthur R. Frey, 
mfrs. rep.; Jerry Devitt, Cal Long & Associates, Cincinnati, Ohio. 
Harry R. ~ Pittsburgh Staty. Co., Pittsburgh, Pa.; George 
Weygant and E. Robinson, both Harrison Steel Cabinet Co. 
Philadelphia, Pa.; Seymour W. 
Golden, Business Furniture Co., Philadelphia, Pa.; Leonard Lafair, 
Frank Wolf Co., Philadelphia, Pa 


. Bob Sprott, The Globe-Wernicke Co.; D. T. Ryce, mfrs. rep.; Elmer 


Rahe, The Globe-Wernicke Co. 


8. Hal G. Johnsen, Aluminum Seating Co.; Mildred Wedow, Office 


12. 
13. 
14. 
15. 


17. 
18. 


19. 


20. 
21. 


22. 


23. 
24. 
25. 
26. 
27. 


. Wm. J. Berry, Hay Staty. Co., Ltd., 


Furniture Clearing House, Chicago; M. H. Wansky, Aluminum Seating 
Co.; Henry W. Jagow, Office Furniture Clearing House, Chicago. 
London, Ontario, Canada; W. 
Wallace Muir, Office Furn. Associates of Canada, iInc., Ottawa, 
Ont.; Robert Leiper, Grand & Toy, Ltd., Toronto, Canada. 


. 1. R. Cornish, Y and E Mfg. Co.; Elmer Krumwiede, Elmer Krum- 


wiede & Associates, Chicago; K. L. Boyer, N. B. Newton Co., 


Toledo, Ohio. 


. B. Agronick, Bene & Co., Inc., Providence, R. 1.; Willis Van Pelt, 


Spitzer's, Inc., Chicago; Robert J. Fuller, Arnot-Jamestown Corp.; 
Warren Spitzer, Spitzer's, Inc., Chicago. 

Mr. & Mrs. W. A. Senner, Mrs. & Mr. A, C. Finger, all S$. J. Olsen 
Co., Milwaukee, Wis. 

Frank Mock, Dave Morris, Irving M. Levy, Murray Bernard, Sam 
Katz and Merrill D. Hasty, all Art Steel Sales Corp. 

E. L. Bud Wise, Bartlesville Staty. Co., Bartlesville, Okla.; Bill 
Thomas, mfrs. rep. 

Ronald Sw , Arnot-J town Corp.; George Desmond, mfrs. 
rep.; Robert E. Dielon, General Office Equip. Co., Pittsburgh, Pa.; 
Gerry French, Arnot-Jamestown Corp 





. Sam Riggs, Riggs Sales Co., ieanae Harris Pilkington, Sturgis Pos- 


ture Chair Co.; R. J. Freeman, mfrs, rep.; Leo J. Warren, Stow- 
Davis Furniture Co. 

Bernard E. Featherman and George Faiderman, both Bernard-Franklin 
Co., Inc., Philadelphia, Pa. 

Leonard B. Wilcox, Roberts Prtg. & Staty. Co., Hutchinson, Kans.; 
Marion Follin, mfrs. rep.; Folger Fellowes, Bankers Box Co.; Henry 
1, Col c & Son, Savannah, Ga. 

George S. ‘Long, George S$. Long & Son, Cincinnati, Ohio; Jim Wal- 
lace, Jr., mfrs. rep.; Richard K. Donohoe, J. A. Kindel Co., Cincin- 
nati, Ohio. 

Allan Murray, Remington Rand Inc.; Chester Sheets, Victor Safe & 
Equip. Co. 

Ben Itkin, Itkin Bros., New York City; Milton Stone, Milton Stone 
Associates, New York City; Joseph Wallace, Joseph Wallace, Inc., 
New York City; Moe Turman, Metwood Office Equip. Co., New York 
City. 

Cc. W. Matola, George Homa and V. Larwood Caldwell, all John 
Wanamaker Co., Philadelphia, Pa.; Harry Tubis, Dubin Co., Phila- 
delphia, Pa. 

Ernest Kruse, Ruth Schwartz and Daniel M. Schwartz, all Star Steel 
Equip. Co. 

N. M. Plaine, Columbia Steel Equip. Co.; Max Block, Keystone Steel 
Equip. Co.; J. F. Emhardt, Columbia Steel Equip. Co. 

George B. Wray, mfrs. rep.; Joseph J. Galen, Peerless Steel Equip. 
Co.; Jack Barnes, George B. Wrat, New York City. 

Lawrence Phelps, Nestor's Office Supplies, Detroit, 





Mr. & Mrs. 
Mich. 

Hal G. Johnsen, mfrs. rep.; Rex Dawson, Meilink Steel Safe Co.; 
Robert Otto, Office Furniture Clearing House, Chicago. 
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mour L. Nathan, Charles S. Nathan, Inc., New York City; 
Dennis O’Hern, Hollywood Office Furniture Co., Hollywood, 
Calif.; William Simpkins, Tiffany Stand Co., St. Louis, 
Mo.; Claude G. Wilcox, Jr., Modern Stationery Co., Balti- 
more, Md.; Roger W. Young, Roger W. Young, Mfrs. Rep., 
Detroit, Mich.; Henry I. Coleman, N. 


Donald McCrea, Lackawanna Leather, Hacketstown, N. J. 
The directors are: 
V. L. Caldwell, John Wanamaker, Philadelphia; Mo Dorman, 
Mo Dorman Co., San Francisco, Calif.; Kirk Gross, Kirk 
Gross Co., Waterloo, Iowa; Harry Hofherr, Kendrick Furni- 
ture Co., Chicago; John C. Klein, John C. Klein & Associates, 
‘| Dallas, Tex.; William F. Spaulding, W. H. Kistler Stationery 
Co., Denver, Colo.; Harold B. Speicher, Leonard’s Office Sup- 
ply Co., Detroit, Mich.; Moe Turman, Metwood Office Equip- 
ment Corp., New York City; Melville G. Wheeler, Sight Light 
—M. G. Wheeler Co., Inc. 
Following a Sunday afternoon of exhibit viewing the con- 
| vention*®8viing sinto ‘action Monday forenoon, with a business 
session “at ‘which the nomination of officers’ report by commit- 
‘tee headed by Gilbert Sternberg, Ace Desk Company, Cleve- 
land, Ohio, was accepted. 


Services Expanded 


President Nemlich reported on his stewardship of NOFA, 
.expanding in membership, chapter activities and association 
services including insurance, freight pool shipments, publica- 
tions and sales training. His remarks were augmented by the 
report from Treasurer Ed Tyre (presenting a proposed budget 
of $64,140), John Mossman, telling of the expanding NOFA 
4ulletin. and the area conferences: and Daniel Waldner, ex- 
plaining the insurance program. 

“hep real purpose of the NOFA Bulletin is to help thz 
dédler,” said Mr. Mossman. 

“We have more than $4 million in insurance in effect to- 
day,” asserted Mr. Waldner, He told how all executive per- 
sonnel are now eligible for the additional insurance plan. 

An interesting feature of the business session was the report 
by President Nemlich of a 10,000-mile swing in three weeks’ 
trip during which time he met with many Chapters including 
sthose in Chicago, San Francisco, Denver, Columbus, Ohio, 
‘Cincinnati and St. Louis. 


Hear Gene Flack 


Gene Flack, famed speaker, was the attraction at the Mon- 
day noon luncheon, addressing the NOFA assemblage on 
“Spreading Sunshine Through Selling.” His enthusiasm was as 
contagious as sual and he delivered such witticisms as: 

“We can’t make footsteps on the sands of time by sitting 
down.” 

“You know what financier without 


an economist is—a 


money. 

“There always will be an England—and I hope we can 
afford it.” 

John W. Mock ably presided at the management clinic on 
Tuesday forenoon, the subject of which was, “What Would 
You Do?” Chicago dealers and manufacturers’ representatives 
in an enjoyable 


collaborated skit built around this theme 





GREETINGS .. . 


Bernard Nemlich (left), president of NOFA, 
berets Leonard Wilcox, president of NSOEA. 
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Coleman, Savannah, 
Ga.; Melvin Levin, Business Equipment Co., Boston, Mass.: 











1 


THREE HEADLINERS ... Gene Flack (1); Elmer “Sizzle” 


Wheeler (2) and Henry Flarsheim. 









, pray 2 ey) 3 oe al 
ON THE ROSTRUM ... V. L. Caldwell (1), convention chair- 
man; John R. Gray, NOFA executive director; John W. Mock, 
management consultant; and Charles Hanna, banquet speaker. 


NOFA in Action During Convention . 


2. NOFA's 


During business session: John Mossman, activities chairman; John R. 
Gray, executive director; Bernard Nemlich, president, listen to finan- 
cial report by E. A. Tyre, treasurer. 

actors and actress: Lou Farber, Charles Goodman, Frank 
Byron, Charles Trulick, Mrs. Marshall Spak, and Hal Johnson take 
a bow after their dramatic debut. 


3. Claude G. Wilcox, Jr., The Modern Staty Co., Baltimore, Md., presides 


at blackboard during the ‘What Would You Do?” skit and clinic. 

. At the dealers’* forum: Claude G. Wilcox, Jr.; Tom Malone, S$. C. 
Toof Co., Memphis, Tenn.; and H. B. Speicher, Leonard's Office Sup- 
ply & Equip., Detroit. 
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and presenting such situations as price cutting, failure to have 
specified desk in stock, the “fresh” salesman, delegation of 
authority, the architect’s competition, purchasing from the 
home office of the manufacturer, and so forth. 

In the cast were Mrs. Marshall Spak, Hal Johnson, Frank 
Byron, Lou Farber, Charles Trulick and Charles Goodman. 
Claude G. Wilcox of Baltimore, Md., officiated at the black- 
board and the dealers gave forth with solutions for most of 


? 








the problems in one of the highlight sessions of the convention. 

The advantage of service, close contact with manufacturers’ 
representatives and maintenance of stock were stressed as rem- 
edies for today’s ills. 

Henry Flarsheim, Chicago advertising man, was the Tuesday 
noon luncheon speaker on the subject, “Selling More Office 
Furniture by Selling.” He stressed the attributes of a good 
salesman: 
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Among the Registrants at NOFA Convention in Chicago .. . 
1. John F. Burke, Maso Steel Products; Charles R. Christiansen, Capitol 
Office Supply Co., Washington, D. C.; J. W. Murray, Maso Steel 
Products. 
. H. D. Rossuck, Better Office Supply, Chicago and his son Michael. 
. R. D. Cory, Bostrom Mfg. Co. and daughter Tolly Jo. 
. Guy H. Rentsler, Remington Rand Inc.; John R. Gray NOFA. 
Fred Brouwer, mfrs. rep.; D. M. Ogilvie, Hughes Ogilvie Co., Pitts- 
burgh, Pa. 
Mrs. & Mr. Samuel Abramson, Standard Office Supply Co., Inc., 
Syracuse, N. Y. 
Moynord F. Westring, Zane E. Gray, A. E. Soderquist and Gene S&S. 
Burroughs, all Mid-City Stationers, Inc., Rockford, Ill. 
Leonerd Wilcox, Roberts Prig. & Staty. Co., Hutchinson, Kans.; Paul 
E. Burbank, NSOEA, Washington, D. C. 
Joseph Brenner, Brenner Desk Co., Newark, N. J.; Henry M. Blue- 
stone, Gardall Safe Co., Syracuse, N. Y. 
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q ae Lynn Wilcox and C. G. Wilcox, Modern Staty. Co., Baltimore, 


. y~ Kahn and Herman Spak, both Spak & Natovich, Chicago. 

. Harry Hofherr, Kendrick Furn. Co., Chicago; Charles 3. ‘Holt, Pacific 
Desk Co., Albuquerque, N. M. 

. Bob Fleming and Charles Deaton, both Leopold Co. 

A. C. Lampkin, Atlanta, Ga.; Tom Hatcher, Jr., Hatcher's Office Sup- 
ply, Fayetteville, N. C. 
E. E. Barker and Frederic Leopold, both The Leopold Co. 

. J. L. Mann, Sturgis Posture Chair Co. 

. Henry Ofte, Office Furniture Clearing House, Chicago; Howard lL. 
Pfau, Sturgis Posture Chair Co. 

. Henry Jackson, The Office Supply, Charlottesville, Va.; leo C. 
Hawkins, Gilmore Desk & Safe Co., Los Angeles, Calif.; Floyd Fenn, 
California Desk Co., Los Angeles, Calif. 

. Art A. Lieberman, Coarlton-Surrey, Inc. 

. Paul C. Guth, Imperial Desk Co. 








AWARD FROM OA... John Mossman (left), Desk’s, Inc., New 
York City, accepts the Office Appliances’ plaque for service 
to the industry from Editor Walter Lennartson. 


1. Knowledge—“not only of the nuts and bolts of a prod- 
uct but also of the benefits to a customer.” 

2. Enthusiasm—‘it must rule the salesman.” 

The speaker asserted that the steady progress of offices as- 
sures the furniture dealer of a market and said that automa- 
tion may cut out muscle work but it will increase office needs. 
He stressed the value of advertising, saying that it comes to 
focus at the time when the customer and salesman come face 
to face. 

A busy program Tuesday was climaxed with the annual 
banquet, held in the Williford Room. This colorful affair, 
which saw the White Guards musical troupe present an enjoy- 
able program, was the occasion for the presentation of awards 
by OFFICE APPLIANCES, Geyer Dealer-Topics and The 
Office magazine. Recipients of these awards were selected by 
NOFA. 

Editor Walter Lennartson presented the OFFICE APPLI- 
ANCES trophy to John E. Mossman of Desks, Inc., New 
York City, in recognition of his service to the industry. 

Hugh Ward of Geyer Dealer-Topics presented the traveling 
trophy of his publication to Leo C. Hawkins, president of the 
Southern California Office Furniture Association, in recogni- 
tion of that chapter’s service to NOFA. 

Plaque from The Office was presented by Fred E. Zindler, 
Chicago representative, to Harold B. Speicher, Leonard’s Of- 
fice Supply & Equipment, Detroit, Mich. 

Another Detroit winner was Roger Young, who received 
the NOFA award from President Nemlich for his work in or- 
ganizing the “NOFA Committee of 300.” 

Banquet speaker was the eloquent Charles M. “Chuck” 
Hanna on “Conquest of Confusion.” In a well-organized talk 
he defined “the American Way of Life,” contrasting it to the 
old “Divine Right of Kings” conception of individual rights 





On the Opposite Page... 

. John £. Beck, Macey Fowler, Inc., New York City; Charles L. 
Pettibone, B. L. Marble Chair Co.; Mrs. & Mr. Lb. L. Martin, Martin 
Typewriter Co., Portland, Maine. 

Wm. L. Boggs, Wm. L. Boggs Co., Veedersburg, ind.; Bob Beekman, 


2. 
All-Stee! Equip., inc.; Mal ‘McClure, Wm. L, Boggs Co., Veedersburg, 
Ind. 
. Homer Schulenburg, A. J. Peters and Fred Bringardner, all Horder's, 


3 

inc., Chicago 
4. John A. Gilbert, OFFICE APPLIANCES; Howard Guniocke, W. H. 
Guniocke Chair Co. 

5. W. R. Diehl, Jr., and John E. Lucks, both Dieh!l Office Equip. Co., 
Columbus, Ohio. 

6. George L. Stuart, Geo. Stuart, Inc., Orlando, Fla.; Frank B. Bacon, 
Sikes Co., Inc. 

7. A. W. Goller, and Oscar R. Haase, both Northwestern Furn. Ce., 
Milwaukee, Wis. 

8. J. Thomas Stvert, Augusta Office Supply, Augusta, Ga.; George K. 
Desmond, mfrs. rep.; D. C. Greever, Greever's Office Mach. Co., 
Hutchinson, Kans. 

9. Dick Runyan and Bob Carver, both Harter Corp. 

10. William H. Race, H. Holzimmer and Geo. H. Thom. Jr., all ideas, 
Inc., Detroit, Mich. 

11. Pat Patterson and G. Max Keating, both Executive Furniture Co. 

12. D. Anderson and Harold W. Gale, both Swan Prtg. & Staty. Co., 
Inc., Buffalo, N. Y. 

13. H. C. Currier, Currier Mfg. Co.; Ray R. Voorhees, Riteform Chair Co. 

14. Roy Shoup and W. R. Browne, both Remington Rand inc, 

15. Fred Brouwer, mfrs. rep.; Marion Foliin, mfrs. rep.; John Fellowes, 
Bankers Box Co., Kenneth R. Baker, mfrs. rep.; Dick Corlett, Haines 
& Essick Co. 

16. Van W. Harverton, Van's Typewriter Co., Peorta, Ill; R. E. 
Stuart, R. E. Stuart Co., Macomb, II. 

17. Anthony Donofrio, Judy Donofrio, and Hazel Marsch, all Doro Mfg. 
Co.; Morris J. Siegel, Stoeffel Office Furn., Chicago. 

18. Joe Miney, Service Office Supply Co., Detroit, Mich.; Earl Hanson, 
mfrs. rep. 

19. Harvey Bright, ——— Chair Co., Inc., New York City; Bill Simpkins, 
Tiffany Stand C 

20. Bernard H. Nemlich and lan H. Nemilich, both Regan Furniture Corp., 
New York City. 

21. J. E. Davis, Kalamazoo, Mich.; Ed Conlon, Ed Conlon & Co., Chicago. 

22. Don Marshall; Robert Redmond, Jr.; Ed Phelan, all Flex-O-Lators, 
Inc. 

23. H. V. Boswell and H. V. Boswell, Jr., both Office Furniture, Inc., 
Washington, D. C. 

24. Mr. & Mrs. W. B. Francis; Bill Wilson; Mrs. & Mr. C. Stuart Gall, 
all York Safe & Lock Co. 

25. Mr. & Mrs. Lee Stack, Stack Office Supply Co., Decorah, lowa; Mrs. 
& Mr. Stanley C. Shoemaker, All Types Office Equip. Co., Chicago. 

26. Don Crile, Office Equip. Co., Canton, Ohio; Pat Patterson, Executive 
Furniture Co., Cleveland, Ohio. 

27. W. Bruce Ellsworth, Roy A. Edgren and Ralph E. Larson, all Corry- 
Jamestown Mfg. Corp. 


and the danger of a third program now developing in the 
United States. This new order of things, he asserted, means 
that “people are the responsibility of government and we must 
protect them from recessions and depressions.” 

Three workshop clinics were on the Wednesday forenoon 
program with Melville G. Wheeler leading the manufacturers’ 
discussion, Claude G. Wilcox, Jr., the dealers and Frank T. 
Sandstrom the manufacturers’ representatives. The findings of 
these three meetings were given to a joint assemblage later. 

The dealers’ clinic proved so successful that an entire ses- 
sion on the first day of the convention is asked for in 1956. 

in their session the dealers discussed such common problems 
as competition from discount houses, the competition of the 
architect, how to conduct a more successful convention, and 
net price lists. 

Some of the dealers’ key points were: 

“NOFA should sell a complete package registration for the 
convention.” 

“Compete with the architect by selling service and product 





1. Hugh Ward (left) of Geyer'’s Dealer-Topics presents trophy 
to Leo C. Hawkins, Gilmore Desk & Safe Co., Los Angeles, 
president of the Southern California Office Furniture Ass'n. 


2. Harold B. Speicher (left), Leonard's Office Supply & Equip- 
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ment, Detroit, Mich., receives The Office plaque from Fred 
E. Zindler, Chicago representative. 

3. Bernard Nemlich (left), president of NOFA presents the 
association's trophy to Roger Young of Detroit for his mem- 
bership efforts. 
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NOFA Dealers 


im; © 


gts 


LEFT TO RIGHT: 


Joe Walsh, Service Office Sup- 
ply Co., Detroit; Harry Thomas, 
Detroit Office Equip. Mart, De- 
troit; Marshal Spak, Spak & 
Natovich, Chicago. 


Nelson Greenfield, Finger Of- 
fice Equip. Co., Dallas; Mo Dor- 
man, San _ Francisco; Dorsey 
Barefield, Barefield & Co., 
Jackson, Miss. 


Dick Lowe, Wholesale Office 
Equip. Co., Fort Worth, Tex.; 
Ivin Singer, All Makes Type- 
writer Co., Omaha; R. |. Mitzel, 
Prinz Office Equip. Co., Akron, 
Ohio. 


Harry Hoffher, Kendrick Office 
Furn. Co., Chicago; Bill Riley, 
Anderson, Riley & Sava, Chi- 
cago; W. J. Fogel, All Makes 
Typewriter Co., Omaha, Nebr. 








in Caricature 


Some of the many office furniture dealers who stopped 
in to be sketched at the Meilink Steel Safe Co. booth. It 
was all in fun and the subjects enjoyed this convention 


experience. 
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knowledge.” (In this connection it was stressed that the manu- 
facturers have taken a large forward step in designing of con- 
temporary furniture as was evidenced by the exhibits). 

“More knowledge of the cost of doing business must be 
disseminated in order to combat discount. houses.” 

NOFA’s legal counsel gave several legal interpretations of 
problems facing the dealers and told about the status of the 
fair trade laws. 

It was the desire of the dealers present that a synopsis of 
legal opinion be presented in the NOFA Bulletin. 

With Frank T. Sandstrom as moderator, and the following 
as panel members — John H. Klein, W. H. Oehmler and 
James Ferguson — the Wednesday morning session of manu- 
facturers’ representatives considered several interestifg sub- 


jects 
Service Important 


Mr. Klein started the ball rolling with comments about “The 
Service. Department — Headache or Profit?” He was con- 
vinced that it could be made very profitable, providing the 
service man is trained to be sales minded. Very often the serv- 
ice man can get into places from which a salesman is barred. 

In the general discussion it was suggested that salesmen 
should handle small service jobs without attempting to do any 
selling. Representatives were urged to train the service men 
of dealers just as much as the salesmen. 

Bill Oehmler answered somewhat negatively the question, 
“Are We Adjusting for Tomorrow?” Relatively few manufac- 
turers’ representatives are taking definite steps to help educate 
the staffs of dealers to meet the competition of the household 
furniture dealer, the discount house, and the interior decorator. 
They should consider it part of their jobs. 

“Doing Business on an Executive Level” was discussed by 
Jim Ferguson. He expressed the opinion that dealers and their 
salesmen must get beyond the purchasing department bid basis 
in order to reach potential sales in their markets. Admitting 
that it is difficult to by-pass the purchasing agent without earn- 
ing his ire, he said that it was necessary to try it because of- 
fice furniture is important enough to be sold to the top execu- 


tive 
Extolls the Sizzle 


“What makes people buy — it is the sizzle”, declared the 
famed Elmer Wheeler at the NOFA closing luncheon. 

“If you want to get a job, promotion or a sweetheart, sell 
the sizzle and not the steak,” he asserted. Many of the Elffer 
Wheeler “selling sentences” were hurled at the audience as he 
advised his listeners that “sizzle is the tang in cheese, the aroma 
of the apple, the tart in a pickle, the foam on beer. .».” 

“Watch your words,” he advised . “say it with flowers,” 

“don’t write, telegraph.” 

Che exhibits were viewed for the last time Wednesday aftér- 

noon and another NOFA convention became history. 


Exhibitors were: 


A E 
Allen Business Machines, Inc., R. C Eagle Ottawa Leather Co 
All-Steel Equipment, Inc Emeco Corp. i 
Alma Desk Co Ever-Ready Electric Co. } 
Aluminum Seating Corp Executive Furniture Co. y 
Arnot-Jamestown Corp F a 


Art Specialty Co 


Art Steel Sales Corp Faultless Caster Corp. 


Feldman Selje 


B Filex Steel Products, Inc. 
Bankers Box Cx Flex-0-Lators, Inc. 
Bassick Co., The Franklin Co., Inc., Bernard 
Bentson Mfg. Ce G 
Bostrem Mfg. Cx _. 
Brown-Morse Co Geyer Publications 
Buckstaff Cc Gift-Craft Leather Co. 

Goodfrend Mfg. Co. 
Cc Gregson Mfg. Co. 


Challenger Steel Products Corp a a's 
Chicago Lock Co pga 


Chubb Chair, Inc H 

Cole Stee! Equipment Co 

Columbia Steel Equipment Co. Gepe See, Se. 

Corry-Jamestown Mfg. Co. Hamilton Mfg. Corp. 

Cramer Posture Chair Co. Hanes Chair & Furniture Co 
Harrison Steel Cabinet Co 


D Harter Corp. 
Davis Upholstery Cc Haskell, Inc. 
Dick Co., A. B Helms Products, Inc 
Doro Mfg. C Hemisphere Steel Products, Flush-Lok 
Dorset Steel Equipment Co - Div. 


Doten Dunton Desk Co 
Durable Metal Products 


Herring-Hall-Marvin Safe Co 
High Point Bending & Chair Co 


OA—5/55 





1. Ben Itkin, Itkin Bros., New York City; John E. Mossman, Desks, Inc., 
New York City; Jerry French and Bernard Knott, Arnot-Jamestown; 
Daniel Waldner, D. Waldner & Co., Mineola, Lt. 1., N. Y.; BR. M. 
Crippen, Taylor Chair Co. 

2. Fred Gamrod, Acro Adroit, Inc., Chicago; John lL. Hagen, De Voss 
Desk Co., Seattle, Wash.; Bill Lamberton, Lamberton Lines, Lid., Sen 
Francisco, Calif. 

3. A. F. Krieg, Jasper Seating Co.; V. Ll. Caldwell, John Wanameker, 
Philadelphia; Frank T. Sandstrom, Standard Furniture Co.; Norman 
Ginsburg, Jos. Ginsburg, inc., Chicago. 

4. Leo C. Hawkins, Gilmore Desk & Safe Co., Los Angeles, president 
of S$. California Office Furniture Ass'n.; F. T. Woods-Hill, firm of 
same name, New Orleans, la.; Floyd A. Fenn, California Desk Co., 
los Angeles. 

5. George B. Wray, Jasper Office Furniture Co.; Guy H. Rentsler, Rem- 
ington Rand Inc., sales manager furniture products; Charles E. Weyll, 
Jr., Remington Rand Inc.; H. A. Clemetsen, Jasper Desk and Jasper 
Seating Co.'s. 


Hoosier Desk Co. 
Huntington Chair Corp. 

I 
IMinois B-l! Telephone Co. 
Imperial Dee’ “o. 
Indiana Chair Co. 
Indiana Desk Co. 
Interstate Metal Products 


J 


Hillside Metal Products, Inc. 
H- Co 


Jasper Chair Co. 

Jasper Desk Co. 

Jasper Office Furniture Co. 
Jasper Seating Co. 
Johnson Chair Co. 


K 
Keystone Steel Equipment Co 


Knoll Associates 
Krumwiede, Elmer & Associates, Inc 


L 


LaSalle Products Co. 
Lees & Sons Co., James 
Lehigh Furniture Corp. 


Leopold Co., The 
Lift Truck Service Co. 
Lundstrom Laboratories, Inc. 


Marble Chair Co., B. L 
Marnay Sales & Mfg. Co. 
Maso Steel Products, Inc. 
McDonald Products Corp. 
Meilink Steel Safe Co. 
Metalstand Company 

Midwest Folding Products 
Miller Furniture Co., Herman 
Milwaukee Chair Co. 
Milwaukee Metal Furniture Co. 
Modernize, Inc. 

Monarch Furniture Co. 
Mosler Safe Co., The 
Murphy-Miller, inc. 

Myrtle Desk Co. 


National Lock Co. 

National Office Furniture Association 
National Store Fixture Co., Inc. 
Neiman Steel Equipment Co. 
Nucraft Furniture Co. 








Crowd Viewing Exhibits at NOFA Convention in Conrad Hilton Hotel... 


° R 
Office, The Rishel Furniture Co., J. K. 
Office Appliances Royal Metal Mfg. Co. 
Orna Metal Products Co. 
Otis Steel Products Corp. s 


P Sainberg & Co., Inc. 


Security Stee! Equipment Corp. 
Parker Steel Products, Inc. Shelbyville Desk Co. 
Peerless Steel Equipment Co. Sight-Light Sales Division 
Peirce Dictation Systems Corp. Smith Metal Arts Co., Inc. 
Precision Mfg. Co. Spence Furniture Co. 
Princeton Upholstery Co., Inc. 


Stacor Equipment Co 
Protectall Safe Corp. Standard Furniture Co. 


Star Steel Equipment Co. 

Steel Parts Manufacturing Corp. 
Steel Service Mfy. Corp. 
Sturgis Posture Chair 

Supreme Steel Products, Inc. 


T 


Taylor Chair Co. 
Tiffany Stand Co., Inc. 
Toledo Metal Furniture Co., The 


U 


Upholstery, The Leather Group, Tanners 
Council of America 








v 


Valco Company 

Victor Safe & Equipment, Remington 
Rand Inc. 

Vogel Peterson Co. 


wéey 


Wells Chair Corp. 

Westcort Co. 

Western Mfg. Co. 
Whirl-0-Matic, Inc 

Wood Conversion Co 

Wood Office Furniture Institute 
York Safe and Lock 
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MONTHLY MUSINGS ON SALESMEN 


AND THEIR PROBLEMS 


by L. R. ADDINGTON, vice-president 
stock sales, Art Metal Construction Co. 


@ THERE ARE PERHAPS many men 
who sell for a living who never know 
the strength and help which comes 
from being sincerely loyal to their re- 
sponsibilities, their company, their 
customer and their boss. 


Over-all loyalty springs from an 
appreciation of what the opportunity 
in your job offers to you as a sales- 
man, a provider for your family and, 
above all, the every-day privilege of 
helping your customers. 


The first indication of loyalty in a 
salesman is that he stops finding fault 
in the presence of people who can- 





not correct the real or imaginary 
faults in his company, its products, or 
his superiors. 


A customer or prospect is quick to 
sense disloyalty in a salesman and 
once it is detected the salesman may 
never get an order. 


The customer expects salesmen 
who call on them to be the same as 
their own salesmen and every com- 
pany expects its own personnel to 
possess a steadfast loyalty. 


Such devotion will add strength, 
wisdom and success to any sales- 
man's career. 





HERE A 


ND THERE 





Vernon R. Evans and 
Store Aid Appear On 


Utica Radio Station 

Vernon R. 
Evans, president 
of the Vernon R. 
Evans Company, 
office supplies 
and equipment, 
of Utica, N.Y., 
and Miss Rosella 
Frank, assistant 
store manager, 
were interviewed 
recently by Dave 
Scott of Utica radio station WIBX on 
his program. 

Mr. Evans was asked to describe 
the founding of the 20-year-old busi- 
ness and to give details on his two 
Frank told about her 
training at the Mohawk Valley Tech- 
nical Institute and some of the special 
services offered by the Vernon R. 
Evans Company. 

Descriptions of various training 
sessions given by factory representa- 
tives and programs of the monthly 
evening salesmeetings were also in- 
cluded in the interview. 

The Vernon R. Evans Company 
has an annual contract with station 
WIBX for four 50-word announce- 
ments each week in the late evening. 
Copy is changed monthly to advertise 
different items in the Evans’ line. 





VERNON R. EVANS 


stores. Miss 


Widdoes Aids in 
Red Cross Effort 


Howard V. Widdoes, vice-president 
and general sales manager of Rem- 
ington Rand Inc., served as chairman 
of the machinery division in the Red 
Cross campaign in New York City. 

He directed solicitation of Red 
Cross support from business machines 
and furniture and equipment dealers, 
as part of the campaign’s industry 
section, which is headed by H.S.M. 
Burns, president of Shell Oil Com- 
pany. The campaign sought to raise a 
New York City goal of $5,730,000. 


Rotarians Honor 


Oklahoma Dealer 


H. Dorsey Douglas, head of H. 
Dorsey Douglas, Inc., office equip- 
ment dealer of 123 Park Ave., Okla- 
homa City, Okla., is among Rotary 
Club members receiving special rec- 
ognition as his club joins in cele- 
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brating Rotary’s 50th anniversary. 

Mr. Douglas, a member of Okla- 
homa City’s first Rotary Club, now 
in its 45th year, is among the 43 
pioneers who have been Rotary Club 
members for more than 25 years. 

He was among nine members cited 
for more than 20 years perfect at- 
tendance. His record is 26 years of 
perfect attendance.—EVH 











Dealer Chosen to 
Head Boat Unit 


Henry I. Coleman, president of 
Nathan Coleman & Son, office out- 
fitters of Savannah, S. C., has been 
chosen commander of a new Coast 
Guard Auxiliary Flotilla which is in 
the process of organization in the 
southern city. He is a former air 
force flier, yachting fan and at pres- 
ent is Division 2 Training officer in 
the Savannah area. 

Mr. Coleman presided at a recent 
meeting of some 30 enthusiastic 
pleasure boat owners and outlined 
the aims of the organization which 
he explained was a volunteer civic 
unit non-military in character. 

The main objective of the flotilla 
will be to assist the U. S. Coast Guard 
in times of emergency. 


Dealer Honored 
in Oklahoma City 


H. B. Lee, vice-president and sec- 
retary of the Al Cook Desk & Office 
Supply Company, 204 N.W. 2nd St., 
Oklahoma City, Okla., has been 
elected chairman of the Oklahoma 
City Planning Commission. The 
board meets every Thursday to con- 
sider matters involved in city plan- 


ning.—EVH 


P. M. Zenner Heads 


N.Y. Cancer Unit 

P. M. Zenner, 
president of the 
Royal McBee 
Corporation, has 
accepted the of- 
fice equipment 
division c hair- 
manship for the 
1955 Cancer 
Crusade of the 
New York City Cancer Committee, 
reports the committee president, John 
Reed Kilpatrick. 

Mr. Zenner said: “In order to wid- 
en and intensify the fight against 
cancer through research, public and 
professional education, and service to 
the cancer patient, the committee 
asks the public’s support of these pro- 
grams, especially during April, Can- 
cer Control Month.” 

The New York City Cancer Com- 
mittee local division of the American 
Cancer Society, seeks $1,400,640 as 
its share of the $24,000,000 national 
goal. 





P. M. ZENNER 





fight cancer 
with a CHECK 


and a CHECKUP 








give to 


AMERICAN CANCER SOCIETY 








With Partner William 
Bond Goal is Achieved in 
Opening of New Self- 
Selection Store of Roberts 
Printing © Stationery 
Company On Main St., 
Hutchinson, Kan. 


a 
dreai 
comes 
true 


@ BACK IN 1933 Leonard Wilcox, 
William Bond and Herbert Hanna 
formed a partnership in Hutchinson, 
Kan., and bought the Roberts Print- 
ing Company. They added a sta- 
tionery department and changed the 
name of the firm to Roberts Printing 
& Stationery Company. That was 
the beginning of a dream that cul- 
minated in a beautiful self-selection 
store opened at 112 South Main St., 
Hutchinson, in March of this year. 
At the ofiginal location space ex- 
pansion was difficult. Business vol- 
ume growth, however, soon made it 
imperative that larger quarters be 
obtained. A rather narrow, deep 
store was rented at 26 South Main 
St. Then the dream began taking 
form—needed was a wide store 
with plenty of room for display, 
both of big furniture pieces and the 
small stationery and supply items. 


Kept in Touch 


During the dream stage, the self- 
service trend began to take hold in 
retail establishments such as gro- 
cery, drug, and hardware stores. 
The super-markets carried the self- 
service idea to the point of every 
step in the retail buying procedure 
except the paying for merchandise 


























FOR LEONARD WILCOX 


and having it wrapped or packaged. 

Mr. Wilcox kept in touch. He 
watched the extension of the self- 
service technique, studied the fac- 
tors involved and analyzed the po- 
tential application to the office 
equipment and supply field. When 
a larger store became available last 
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Self-Selection Units 


year he had reached a compromise 
conclusion—that in the merchan- 
dising of utilities for the office com- 
plete self-service was neither feasi- 
ble nor desirable. A large proportion 
of the office supply and systems 
items in a stationer’s stock need 
demonstration and explanation to 
make evident their efficient applica- 
tion to office needs and problems. 
Thus the term self-selection is more 


appropriate, the service phase 
being expressed in the assistance 
available from sales personnel. 

Into the new store Mr. Wilcox 
and his partner William Bond put 
in function many ideas they had 
gathered during their years in the 
stationery industry. The result is a 
beautiful and efficient establishment 
from the imposing new front to the 
well equipped printing department 
in the back. 


Has More Space 


The new store is 50 feet wide. 
With four times more floor space 
than in the former location, two 
warehouses in other buildings are 
no longer necessary and there is 
room for expansion of facilities as 
business volume grows. 





The Boss’ Office 
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Full depth windows with cross 
bars like giant mullions make the 
entire front a show window with the 
store as a constant display. At the 
center is a recessed area permitting 
comfortable viewing of displays 
during inclement weather. 


Modern Decor 


An interesting color scheme sets 
the tone for the modern decor of 
the store. The floor is covered with 
light gray asphalt tile. The wooden 
portions of display units are a 
natural blond, counter tops are gray, 
pegboard walls of displays are 
canasta red, walls above the displays 
are chartreuse and the ceiling is 
lavender. The north wall, behind the 
furniture displays, is turquoise. 

The back wall of the store is 
chartreuse with a very effective trim 
of actual redwood boards set verti- 
cally from the ceiling about half 
way down the wall. 

Fluorescent lights make seeing 
easy and complete air conditioning 
assures comfort while in the store. 


Simple in Design 


The self-selection section of the 
store is simple in design and effi- 
cient in operation. Eight open dis- 
play tables make readily available 
to customers a variety of small 
items. Cash registers are located 
near the center of the group of 
tables. The wall and shelf displays 
and the utility counters with stor- 
age space below run along the en- 
tire south wall of the store. The 
displays are illuminated by cove 
lighting above the shelves. 

Because speed in replacing stock 
is essential in self-selection selling, 
storage stock is located on two 
rows of shelving facing each other 

one against the south wall of the 
store and one against the display 
units facing into the store. 

By affixing the pegboard dis- 


(Turn to page 25, please) 


SELF-SELECTION Units... I. 
Inside the front door behind the 
writing instrument supply case, 
the pegboard display wall and 
demonstration counter begins; 
2. Looking toward the rear of 
the store along the self-service 
counters. 3. A few of the several 
island display and storage units 
that occupy most of the south 
half of the store. 
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by ALBERT HARING 


Professor of Marketing, 
Indiana University, 
Bloomington, Ind. 


@ Special incentives are no more 
is than “vitamin pills” that keep 
Men on their toes. 

thing more than adequate 
pay is needed to obtain maximum 
performance from members of the 
sales force. 

Sure, these men will work be- 
cause they need dollars to purchase 
the housing, food and clothing es- 
sential to maintenance of their fam- 
ilies. 

But that isn’t enough. A sales- 
man wants recognition. He needs 
competition. He needs variety. And 
he needs job mastery. 

Weigh Incentives 

What gre sales incentives? Dur- 
ing the last three years, Indiana 
University and the National Sales 
Executives, Inc., have investigated 
those facts which are above and be- 
yond the pay envelope. Giving basic 
compensation a rating of 100, sales 
managers evaluated other incentives 
with respect to their ability to stim- 
ulate average salesmen. Here are 
the ratings: 

1. Basic compensation 






(whatever plan) 100 
2. Sales contests . 58 
3. Bonus payments Pio 
4. Friendly, informal relations be- 

tween salesmen and supervisors 44 


5. Scientific planning of quotas 
and territories to assure equal 


effort expended 34 
6. Honor awards and recognition 

programs —__. 23 
7. Sales conventions 18 
8. Profit-sharing plan 17 
9. “Fringe benefits” — retirement 


plans, hospitalization, group in- 
surance, etc. 

10. Vacations with pay 

11. Suggestion systems 


N— 
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12. Complaint procedures l 
13. All others 6 

If the above ratio values are ac- 
cepted at face value, a good com- 
pensation plan would be twice as 
effective if coupled with friendly 
and informal relations between su- 
pervisor and salesman, and also im- 
plemented by an effective use of 
sales contests. 

Such an interpretation is not rec- 
ommended. Assuming sound basic 
compensation and good relations 
between supervisor and salesman, 
however, an examination of the 
practices which make sales contests 
effective is pertinent. 

During the last five years, sales- 
contest techniques have been im- 
proved and new devices tested. The 
features which warrant particular 
attention are: 

1. Every salesman should have 
the opportunity to win something 
through the final day of the contest. 

2. The jackpot award should be 
replaced by awards to all and a 
semi-jackpot for the top men. 

3. Specific objectives increase the 
effectiveness of contests—new cus- 
tomers, larger volume per customer, 
full-line selling window displays, and 
so forth. If the objective must be 
dollar volume, start the special in- 
Centive as a specific point, set as low 
as practical. 

4. Contests should be fitted to 
the needs of the particular firm. In 
general, one contest at a time with 
a duration of one to three months 
is preferred piactice. 

5. Rules should be simple and 
easily understood; once the rules are 
fixed, they should not be changed; 
each man should be able to check 
his standing and reach the same 
answer as the company. 

6. Weekly standings must be 
available and posted as promptly as 





and beyond THE PAY ENVELOPE 


A Study of Special Incentives That Make Salesmen Tick 


possible; daily standings are better. 
Giving prominent place and promot- 
ing standings is the most effective 
publicity for a contest. 

7. Get the family interested in the 
contest by sending literature to the 
home and using merchandise prizes. 

8. Train before the contest; su- 
pervise during the contest. 

9. Honor awards are very effec- 
tive when coupled with material 
prizes; alone, honor awards have 
limited value because neither the 
men nor their families can “eat 
honor.” 

10. Use as much fanfare and care 
and expense in ending the contest 
and awarding prizes as was used in 
starting the contest. Possibly this 
is the only type of honor award 
available to many small companies. 

To enable every participant to 
win, merchandise prizes (particu- 
larly for the home) have risen sub- 
stantially in usage. 

Five Reasons 

Five reasons for this development 
warrant special attention: (a) mer- 
chandise can be bought at wholesale 
and given a retail value for contest 
prizes; (b) small amounts, such as 
$5.00 or $10, strike the salesman 
as “peanuts” in terms of cash, but 
worthwhile in merchandise; (c) 
merchandise prizes are awarded 
when won and only when won 
whereas, in a jackpot-type of cash 
award, there must be a big winner 
regardless of the contest; (d) rise 
of organizations which assist in ad- 
ministering contests, handle inven- 
tory problems and see that merchan- 
dise prizes are delivered prompt- 
ly; (e) prizes for the home, the wife 
or the children bring the family into 
the picture and act as honor awards 
in the home throughout their life. 

To take care of the “star” sales- 
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men and the competitive features of 
motivation, the funds available for 
prizes may be split into two parts. 
The bulk of the money, often three- 
quarters or more, is used for mer- 
chandise prizes; the remainder is 
devoted to one or a few top prizes, 
usually in money or travel. 

This combination of merchandise 
prizes for everyone and a semi-jack- 
pot for the top men keeps every 
salesman interested in the contest 
from beginning to end. 


Here's Example 


A furniture store in a small mid- 
western city illustrates the place 
which the contest plays in running 
a business. During the Spring of 
1953, this store had expenses of 
32% of sales. July sales were 
budgeted at $10,000. The percent- 
ages and the dollars involved were: 


Administrative 11.0% or $1100 
Occupancy 5.7% or 570 
Advertising 2.5% or 250 
Selling 6.1% or 610 
Handling 2.2% or 220 
Delivery 3.5% or 350 
Other expense 1.0% or 100 
Total expenses 32.0% or $3200 
Gross margin 35.8% or 3580 
Net profit 3.8 or 380* 


*Before income tax 

All personnel was paid on a salary 
basis because of the multiple duties 
of each employee. The budgeted 
sales of $10,000 in July would yield 
a net profit of $380 upon the basis 
of actual costs under contract or 
otherwise determinable. 

Forgetting the percentages and 
using only the dollar figures, what 
will happen if sales exceed the es- 
timated and budgeted volume of 
$10,000 by $1000? Gross margin 
will rise by 35.8% of the extra 
$1000 or $358; salaries and rent 
will remain at budgeted figures; 
none of the expenses, as a matter 


playors to the backs of the inner 
line of shelves, the necessity for 
special fixtures is eliminated. Glass 
shelves for display purposes are 
mounted on the pegboard sheets. 
The counter tops are of Formica. 

In the north half of the store 
are the furniture displays. General 
lines occupy most of the space. 
Toward the back are two model 
offices where different types and 
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of fact, will rise to major degree. 

The extra out-of-pocket expenses 
to handle the extra $1000 of busi- 
ness was estimated at $50, or profits 
would rise by $308. Some of this 
extra profit of $308 could certainly 
be given to the sales people for 
securing the added sales. 

Sales for the first five months 
were analyzed to learn how much 
was accounted for by each em- 
ployee. Salesman “A” obtained 
30% of sales during that period; 
so he was alloted 30% of $3000 of 
the budgeted sales for July. The 
company could have started its sales 
contest with merchandise prizes 
with salesman “A’s” quota at $3000 
for July. A better technique was 
used to get the contest moving. 
Here’s a Typical plan: 

Salesman “A”: Sales to $2400 or 
80% of quota — basic salary 
only; sales $2401 to $2700 — one 
point per $1.00 of sales; sales $2701 
to $3000—two points per $1.00 of 
sales, and sales $3001 and over — 
three points per $1.00 of sales. 

July sales actually turned out to 
be $14,000, the biggest July which 
the store had ever enjoyed, although 
there was no indication that similar 
success has been gained by local 
competition. The extra margin at 
35.8% on the added $4000 of 
sales was $1432; extra out-of-pocket 
costs were $250; prizes and other 
contest costs were $500; extra net 
profit was $682. The contest paid 
off, prospective profits of $380 
being increased by $682. 

Subsequently, this merchant ran 
a “Christmas Present Contest” in 
October, November and December 
with similar success. In August 
1954, he used a contest to clean his 
inventory. 

A Southern automobile dealer has 


used sport-travel awards to move his 
used cars since 1937. His commu- 
nity is 75 miles away from a great 
university whose football is tradi- 
tionally excellent. 

Used cars are given a consumer 
price and a dealer price, presumably 
a reasonable cost figure for the car; 
the difference between these two 
prices is credited to the salesman 
whenever a sale is made. 

A specific dollar amount of this 
used-car credit entitles a salesman 
to one ticket to the next home foot- 
ball game; more credit provides a 
fixed travel allowance to the game; 
finally, a few dollars more credit 
furnishes a second ticket and travel 
allowance for his wife. This man’s 
comment is: “If all of my sales- 
men take in the next home game 
with their wives, the September 
profit statement will let me go to the 
Sugar Bowl in January.” 

In each of these two cases, con- 
test standings are posted within one 
day. The owner-manager continual- 
ly mentions the contest daily and 
reminds each man of his standing— 
when possible, congratulating him. 


Family is Part 


Whenever there is a dinner for 
employees, the contests and their 
standings are featured; the family 
is made a part of the contest to the 
maximum degree. Winning is made 
as much of a social honor as it is a 
business honor, with every salesman 
who does a good sound job winning 
something. 

Applied within the framework 
suggested earlier, new streamlined 
sales contests, such as those de- 
scribed, are now working for both 
large and small firms with surpris- 
ing and regular success. 





A Dream Comes True, 


styles of furniture for private of- 
fices can be set up and changed 
quickly, if desired. 

Of more permanent display na- 
ture is “The Boss’s Office,” the 
private sanctum of Leonard Wil- 
cox, beautifully furnished with the 
finest in furniture and accessories. 

Separating the store proper from 
the company offices, storage areas, 
printing department, and so forth, 


continued from page 23 


are cinder block walls. Acoustic 
tile on the ceilings of the offices 
adds to the comfort of working 
conditions. Another feature much 
appreciated by employees is a cof- 
fee room equipped with a table, 
four chairs, a sink, a refrigerator, 
a hot plate and two coffee makers. 
Cold soft drinks and hot coffee are 
always available. At Roberts, the 
“coffee break” is not only an insti- 
tution, it’s a pleasure. 
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— By Zenn Kaufman 
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Some columns of selling ideas based on the experience of smart 


salesmen both in and out of the office appliance field. 


@ WE’VE OFTEN HEARD the 
remark, “Mother told us there’d be 
days like this.” 

Recently we heard the best reply, 
namely, “yes but she didn’t tell 


us they’d come so often.” 
* * * 


It all Depends 

There’s a sales training moral in 
the story of the lad who asked 
his friend, “How do you teach a 
girl to swim?” 

“Well,” the answer was, “you 
stand directly behind her with the 
small of her back against your chest. 
You grasp her right hand and move 
it toward her breast.” 


“Say — this is my sister.” 
“Oh, shucks — shove her off 
the dock.” 





Most new sales help gets just 
that kind of treatment — it’s 
shoved off the dock. No wonder 
the turnover is so great, the selling 
cost so high. One of the soundest 
investments a company can make is 
in the indoctrination training of a 


new salesman. 
x * * 


Something of a non-stop record 
was made by a Kleenex salesman 
in California who built what is 
termed the world’s largest Kleene. 
display in the Cracker Barrel Mar- 
ket in Van Nuys, Calif. The dis- 
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play, which showed some 2,000 
boxes of Kleenex, was coyly graced 
with a sign reading, “if you can’t 
find Kleenex, ask any clerk.” 


* os ok 


Enthusiasm Sells 

The genius of the salesman is 
illustrated once again in this story 
about a store in Columbus that 
was overstocked with venetian 
blinds. They placed an ad in the 
paper to run for two days — gave 
their salesmen a real pep talk on 
backing it up with personal effort. 
By noon the next day they had 
sold out the blinds so the owner 
called the paper to cancel the ad 
for the second day. Before he could 
say anything, the ad manager apolo- 
gized to the owner for leaving the 
ad out of the paper. The ad had 
never run. However, the personal 
enthusiasm of the salesmen had 
sold out the goods. 

That must have been some pep 
talk he gave those boys the day 
before. It reminds us of the time 
when the football coach gave the 
losing team such a lacing between 
the halves that the lockers went 
out and played football. 

* * * 

“Good manners is something 
more than knowing how to hold 
your spoon; much more than mere 
tact. It is to feel and show a genu- 
ine concern in others. It means car- 
ing for people, respecting them, 
treating them as equals, and sharing 
their fears and earthly concerns. 
It means extending the hand of 
honest comradeship and under- 
standing. We would have a better 
and more cheérful world to live in 
if we fostered such an attitude at all 
times.” 





That’s a quote from a talk given 
by Jim Farley to the students of 
the Friends’ School in Philadelphia. 
We would like it no matter who 


said it, but it particularly bears 
study in view of the fact that it 
comes from the lips and mind and 
heart of a man who has something 
of an outstanding record as a sales- 
man. 


That's Life 

Does your wife know that if she 
is a typical housewife, she spends 
34% years of her life in a food 
store? 

This interesting fact was spun out 
in a recent ad of the National Tea 
Company in Milwaukee. It goes 
on the record as a nice piece of 
“sell” — particularly, since they 
went on to say, “It is National 
Tea’s feeling that anyone who 
spends that much time with us de- 
serves all the attention we can give 
her.” 

*x* * *& 

Let me tell you one of the rea- 
sons I like my secretary, Dorothy. 
My first name is an odd one and 
when it is given to people over the 
phone for the first time, they usually 
ask her to spell it. 

In the past, every secretary I 
ever had would say, “Z for zero” 
— which never made me feel any 
good when I overheard it — or, 
“Z for zebra’ — which I think 
is just a little bit worse. Then along 
came Dorothy and I heard her say, 
“Z for zenith” 

Now you know why I like Doro- 
thy. 


Quetable 

“People don’t buy your pfoduct. 
They buy you — and then sell 
your product.” 

Alfred Lyon, Chairman 
Philip Morris & Co. 
* * * 

It’s news when Daniel goes into 
the lion’s den and comes out with 
a new fur coat. And that’s what 
happened to Bob Kinney, a dis- 
trict sales manager for the General 
Electric Company in Pittsburgh. 

When he got a ticket for a traffic 
violation in a small West Virginia 
town, he struck up a conversation 
with the police chief and before 


(Turn to page 28, please) 
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are Up 


and 


Going 


Black & King, Everett, Wash., 
Discover There's Profit in 
Store Designed for Personal 


and Self-Service as Desired 


@ “SELF-SELECTION” is _ the 
term used by William D. Cross to 
describe the basic theory of opera- 
tion which his store was specifically 
designed to serve. 

[he theory and the store design 
that was worked out to implement 
it, have served well the economic 
interests of Mr. Cross and of Black 
& King, Inc., of which he is presi- 
dent and general manager. 

Since the store opened in Febru- 
ary of 1953 just four doors up 
from its previous location in the 
small city of Everett, Wash., sales 
for the 30-plus-year-old office sup- 
ply firm have increased substantial- 
ly over previous levels, Mr. Cross 


states. Moreover, the gradual up- * 


ward sales trend is still continuing. 
The move from the old store 
made possible the application of 
some merchandising methods which 
Mr. Cross had been unable to test 
in his previously limited quarters. 
The new store has more than 
double the previous area with a 
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Maxine Ir Easter ... to buy at Black & King, Inc., in Everett, 
Wash. Note wide aisles and open self-selection fixtures. 


in this SELF-SELECTION Store 


main floor display room measuring 
25 x 110 feet and widening to 50 
feet across at the rear of the L- 
shaped room. 

The full basement gives space for 
an office furniture display room of 
generous dimensions, a_ well- 
equipped repair shop and office, 
and warehouse space. 

“Office appliances and furniture 
in particular have benefited from 





our enlarged quarters,” Mr. Cross 
observes. “Previously we had space 
to display about two desks, keeping 
the rest in the warehouse. A good 
deal of our selling had to be made 
out of catalogs, never a fully satis- 
factory arrangement. 

“Our new store enables us to 
widen our variety of merchandise 
here, as well as our quantity. And 
quantity as well as variety is impor- 


PERSONAL SERVICE ... is not neglected at Black & King’s. The 
customer is still given plenty of help. William D. Cross (right) 
shows a sample book to a prospect. The display fixture is one Mr. 
Cross made up in his home workshop. 
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tant, since a customer who has his 
choice of three identical filing cabi- 
nets will invariably look all of them 
over carefully, then choose a specific 
cabinet. If you have only one to 
show him, you may miss the sale. 

“We do not call our new mer- 
chandising set-up self-service since 
we must still give plenty of personal 
service to both our business and 
our general customers. However, 
our new fixtures were designed and 
the store was laid out in such a man- 
ner that customers who wish to do 
so, may pick out their own mer- 
chandise, hence the term ‘self-selec- 
tion’. 


Traffic Flows 


“The main principle followed has 
been use of the open, self-service 
type of fixture with a store lay-out 
that encourages a free flow of traf- 
fic throughout. This permits the cus- 
tomer to examine merchandise in 
any department and decide what he 
wants without the intercession of a 
salesman. We’ve found it builds 
sales of such routine items as order 
books, for which I designed and 
built a special fixture in my work- 
shop, to display them in this man- 
ner. 

“Although Black and King has 
previously sold almost entirely to 
other business houses of the area, 
our new store has enabled us to de- 
velop some new lines of more gen- 
eral interest. These include particu- 
larly personal stationery, art sup- 
plies, and engineering supplies. 
Items in these categories are dis- 
played in the front third of the store, 
with business office supplies taking 
up the balance. Our sales run about 
the same proportions as our floor 
space, with a good two-thirds of 
present volume accounted for by 
sales to business firms. 


Cover Large Area 


“Total personnel of our firm is 
10 employees, of whom two are 
outside salesmen. We cover not on- 
ly Everett, a city of over 30,000, 
but all the small towns in Sno- 
homish County. 

“Service is naturally a most im- 
portant part of sales of office ma- 
chinery, and we keep two first-rate 
service mechanics on our payroll. 
I would like to refer to them as 
salesmen also, but the plain fact 
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play room installed downstairs. 


seems to be that good mechanics 
just do not have a compelling inter- 
est in selling. However, they do pro- 
vide us with a good many leads to 
prospective buyers of new equip- 
ment, and for each lead that results 
in a sale we pay the service man a 
small cash bonus. A cash incentive 
of some sort is necessary to maintain 
their interest even to this extent, 
we've found. 

“We use one ‘gimmick’ that I 
have not heard of elsewhere, that 
has been unusually successful in 
building sales of new office ma- 
chines. 

“In cases where business custom- 
ers must have a machine repaired 
in our shop, taking it out of service 


INCREASED SALES ... have resulted from the office furniture dis- 








for several days, we of course pro- 
vide a ‘loaner’ for their interim use. 
That’s standard practice, but our 
gimmick is this: instead of loaning 
them a battered but serviceable sec- 
ond-hand machine, we loan them a 
brand new one that has been ‘tuned 
up’ to just the right degree of oper- 
ating efficiency. 

“How does it work? I cannot 
imagine a better way of getting a 
prospective buyer to let you give 
him a demonstration. At the end of 
the loan period you would not be 
able to talk some of the users out 
of buying the new machine. As a 
consequence, it results in a new ma- 
chine sale in about 50% of such 
cases!—ERL 





Over the Fence Continued from page 26 


he knew it, he had sold the town 
council a $1,000 two-way radio for 
the police force. 

* * * 

We're finding that our new dictat- 
ing machine is good for a lot of 
things besides dictation. For ex- 
ample, it’s swell for sales meetings 
to give an illusion of a talking prod- 
uct —- you simply record one-half 
of the dialogue on the disc — con- 
ceal the voice — then it goes like 
this: 

You: If that desk could talk, it 
sure would tell us something. 

Desk: You said it. 

You: Say, I didn’t know you 
could talk. 

Desk: Well, I don’t very often 


but it makes me mad to hear the 
way some of these salesmen skip 
over my best points. 

Another good use is for recording 
customer testimonials to play back 
at sales meetings. 





Watch the papers for news of sales 
clinics run by Sales Executives Clubs 
around the country. These usually 
run from two to four nights, are con- 
ducted by outstanding men, cost from 
$5 to $15. A few currently scheduled 
are: 

Seattle, Wash. —— April 26-27-28. 

Tulsa, Okla. April 28-30. 

Los Angeles, Calif. April 21. 

Chicago, IIl. May 4. 

Washington, D. C. —— May 16. 

Write us if you have trouble lo- 
cating sponsoring groups. 
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Builders 





@ IT TOOK JUST three words to 
win this month’s Mr. I. Will Pepper 
Upper special citation. And we hope 
Gene Ray- 
mond, who is 
the narrator 
on the Fire- 
side Theatre 
TV program 
in advertising 
Crisco, will 
forgive a Spo- 
kane printer, 





\ 
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Claude E. Starling, for referring to 
him as “THE CISCO KID.” You'll 
agree that is a peppy-PEPPER- 


UPPER! . . . and Claude had some 
good runner-UPPERS, too. Perhaps 
you would like to sample just a 
few: 

... “I would like to see Liberace 
with a crew haircut.” 

. “Drive as carefully all the 
time as you do when a patrol car 
is following you and you will never 
be in trouble.” 

.. . “The person who wrote the 
song, ‘Let it snow, let it snow, let 
it snow’, must live in an apartment.” 


There, the BLUE, RED, and 
WHITE ribbons go to Claude for 
his star dust. 


* * * 


Stand by now at your OA-TV 
for this important flash from an- 
other Washington contributor, who 
sent us a six-stanza revised slant 
on a subject we are often prone 
to overlook in our busy office equip- 
ping enterprises. . . 

Here it is, for our department: 
AN IDEA FROM UNDER MY 
HAT 
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“SLIP IT TO HIM” 
' with pleasure you are viewing 
any work a man is doing, 
* you like him, if you love him, 
Tell him now. 
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Broadcast over Station S A L E S$ Operating on a 
Wave Length of CONFIDENCE . . . COURAGE . . . CO-OPERATION 


Don’t withhold your approbation 

Till the parson makes oration 

And he lies with snowy lilies 
O’er his brow. 


For no matter how you shout it 

He won't really care about it, 

He won't know how many teardrops 
You have shed. 


If you think some praise is due him 

Now’s the time to slip it to him, 

For he cannot read his tombstone 
When he’s dead. 


More than fame and more than money 
is the comment kind and sunny 
And the heart approval 

Of a friend. 


If he earns your praise, bestow it, 

If you like him, let him know it, 

It will give him strength and courage 
To the end. 


Thanks, C. A. Hawley of Ephrata, Wash. 


IDEA EXCHANGE 
Presented 
each month 
to give 

your dol- 

lars CENTS- 
INSURED 
plus SENSE 
ASSURED! 
Remember 
the price— 





AN IDEA FROM YOU FOR 
EACH IDEA ORDERED 


(Always mention the idea num- 
ber. Address the co-ordinator of 
this page at 2936 W. Grandview, 
Spokane 44, Wash. Use this same 
address in sending in your thoughts 
for our Mr. I. Will Pepper-Upper, 
An Idea from Under My Hat, and 
Terse Trailer departments of Busi- 
ness Builders’ monthly telecast.) 


*Yours for your idea-exchanging: 
Meet Business Builder No. 3-55-1: 
“Do you have regular creative sales 
meetings with your delivery force? 
. . « We DO! and we will be glad 
to share these Business Builders 
with YOU!” This is from a large 
office supply concern in Texas and 
truly rates No. 1 on this month’s 
B. B. Hit Parade. 


*It has been said by Frank Irv- 
ing Fletcher in his excellent text- 


book, “Advertising Copy”: 

“Brevity is the art of speaking 
volumes without writing them. . . 
True brevity is not merely a proc- 
ess of elimination. It is measured 
not by what it deletes, but by what 
it distills . . . ILLUMINATION 
through ELIMINATION is the task 
of compression.” 

. . . And that brings to you, if 
you purchase it with another Busi- 
ness Builder Idea, a brief but po- 
tent digest, Business Builder No. 
3-55-2, captioned by an Ohio sta- 
tioner: 

“Have most of your advertise- 
ments themed to sell the how and 
why of prices and terms; your or- 
ganization and service back of your 
office item offerings, to make your 
establishment stand out in the true 
distinction and character it merits.” 

“Sales-thought-starters gleaned 
from exactly one year’s round the 
seasons clock of office equipment 
sales clinics with our sales person- 
nel” is Business Builder No. 3-55-3 
from an important Utah printing 
and office equipment firm. 


* * * 











Now, having viewed our impor- 
tant signboard reminder, give a 
teleview to one of the best ever 
Terse Trailers. It’s from the good 
old state of Vermont: 


“If you want to make your 
office supply and equipment 
sales quota dreams come true, 


don’t oversleep!” 


Office efficiently yours: 


Ralph B. Ortel 


Ltt 
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“MAME 





In PHoenrx... The PBSW store at 530 W. Washington St. 


@ IT COULD HAPPEN only in Amer- 
ica. Peterson, Brooke, Steiner & Wist 
Supply & Equipment Company (PBSW) 
was founded 33 years ago in Arizona 
upon courage and the dream of five 
servicemen banded together in a conimon 
bond of illness after World War I. 

These men came from three branches 
of the service—Army, Navy and Ma- 
rines. 

Their earlier life had been spent in 
five different states—Minnesota, Missis- 
sippi, Oklahoma, Nebraska and South 
Dakota. 


Had Common Bond 


Their common bond of tuberculosis 
and the desire to find health brought 
them together in Fort Whipple hospital, 
Arizona. Likewise, their desire to find 
financial independence drew them to- 
gether to start a small store in Prescott, 
Ariz., in the stationery industry. 

Prescott was their Iwo Jima and they 
planted their flag there. 

From Prescott the PBSW saga grew. 
Other stores were established in Phoenix, 
Tucson, Yuma, Safford, Flagstaff, Mesa 
and Bisbee. 

That’s the sketchy background for the 
PBSW story which had a brilliant chap- 
ter recently in observance of the 33rd 
anniversary and the holding of open 
house at the Phoenix store. There, the 
public was introduced to a new retail 
self service section and other innovations 
in stationery and office equipment mer- 
chandising. 

The pages of PBSW history prior to 
that happy “open house” day are stained, 
literally, with the sweat and blood of ill 
men—Ralph I. Peterson, Hilliard T. 
Brooke, Frederick K. Steiner, Martin E. 
Wist and J. Grant Howard. 

Closely identified in the operations 
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during more recent years has been Fred 
Stofft, associated with Howard in man- 
agement of the Tucson store known as 
Howard & Stofft. Mr. Howard, former 
president of the National Stationery & 
Office Equipment Association, has since 
been transferred to head up the Phoenix 
operation. 


There Were Five 


Who are the “original five’’?: 

Ralph Peterson—born in Elbow Lake, 
Minn., the son of a lumber and hard- 
ware merchant. 

Hilliard Brooke—born in Meridian, 
Miss., a claims agent for the Southern 
Railway until Uncle Sam put the finger 
on him at the age of 18. 

Frederick Steiner—born in Pender, 
Nebr., of parents who emigrated to this 
country from Switzerland. When he was 
5, his family moved to a farm in Cal- 
ifornia. 

Martin Wist—Born in Webster, S. D., 
and at 19 a member of the South Dakota 
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Tue THREE original partners 
in their more youthful years. 
Front: Frederick Steiner; up- 
per, Ralph Peterson, left, and 


Hilliard Brooke. 
¥ # 
- 
—— 


af; 


~ 
Y 





SaME Trio Topay ... from left: Peterson, Brooke and Steiner. 
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National Guard. He was stricken with 
tuberculosis in the midst of his army 
careel 

J. Grant Howard—born in Webb City, 
Mo. He was first introduced to business 
as a salesman in his uncle’s hardware 
store while attending high school in 
Shawnee, Okla 

Chronologically the PBSW story goes 
like this 

Raising $4,000 between them, Peter- 
son, Brooke and Steiner leased a former 
grocery store at Prescott, Ariz., in 1922 
and introduced the citizens to a line of 
books, stationery, office supplies, flowers 
and Indian baskets. Each customer who 
attended the grand opening was pre- 
sented with a pink carnation. 

On Their Way 

In 1923 Peterson, Brooke and Steiner 
became northern Arizona agents for the 
C. F. Weber Company, a firm which 
during the depression was absorbed by 
the American Seating Company. 

On January 1, 1925, the business acu- 
men of the Prescott partners convinced 
another Fort Whipple (T. B. Hospital) 
alumnus, Martin Wist, that he should 
join them 

rhe fifth partner entered the picture 
in 1926. J. Grant Howard was recruited 
to take Brooke’s place when he (Brooke) 
was re-elected to his second term as 
state legislator from Yavapai County. 








INTERIOR View ... of PBSW store in Phoenix where the main floor 
has been remodeled and equipped with help-yourself fixtures. 


sharing basis. The offer was accepted at 
the same time a new name, Peterson, 
Brooke, Steiner & Wist, was formally 
adopted. The firm has publicly expressed 
its gratitude to the American Seating 
Company for the help extended which 





Founpers ... of PBSW Supply & Equipment Co. are here pictured 
at the meeting held in 1946 on the day that the firm was incorpo- 
rated. Standing: Frederick K. Steiner (left) and J. Grant Howard. 
Seated: Martin E. Wist, Ralph I. Peterson and Hilliard T. Brooke. 


On the eve of the great depression in 
1929, Brooke left Arizona for San Fran- 
cisco to become western division man- 
ager for the American Seating Company 

a position which he maintained until 
1941. He took the new job with the 
blessings of the other four partners. 

Riding out the depression, PBSW was 
offered the American Seating Company 
Arizona division on a franchise, profit- 
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enabled it to ride out heavy financial 
storms. 

Between times, in 1935, a retail store 
was established in Tucson and Howard 
moved there to take over management. 
With the addition of Fred Stofft, the Old 
Pueblo store became Howard & Stofft. 
It was the first one in the chain to spe- 
cialize in commercial office supplies. 

World War II brought with it read- 


justments and more problems but as the 
military moved into such areas as Yuma, 
PBSW_ kept pace. Yuma _ Stationers 
opened in July 1944. 

Business machine and service unit out- 
lets, all carrying the PBSW name, were 
established in this order: 

Safford, May 1943; Mesa, June 1951; 
Flagstaff, December 1951, and Bisbee, 
June 1954. 

Always Expanding 

Currently, a $60,000 expansion pro- 
gram has been under way at the Phoenix 
headquarters. Mezzanine offices have 
been built for sales and clerical staffs. 
The main part of the store has been 
equipped with self-service counters. 

Thus, from an original $4,000 invest- 
ment and three men, PBSW has grown 
to a $3 million business and 135°'em- 
ployees. It operates a fleet of 40 trucks 
and scooters and pays out $488,000 an- 
nually in salaries. 





rs 


PartTNers .. . Fred Stofft 
(left) and J. Grant Howard, 
shown in the Tucson store of- 
fice. Mr. Howard has since 
been transferred to Phoenix 
headquarters. 
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1955 Regional Season 
Opens in Augusta, Ga. 


Convention of District 4 Held 
at Bon Air Hotel; Ted Vaughan 
Succeeds Sanford as Governor 


@ THE CONVENTION OF the Fourth District NSOBA, first 
of the 1955 series, was held March 24 to 26 at the Bon Air Ho- 
tel, Augusta, Ga., under the direction of its governor, Robert 
Sanford, Sanford-Hall Co., Jacksonville, Fla. Representing the 
states of Georgia, Florida, Alabama, Tennessee and the Caro- 
linas, the meeting drew a registered attendance of 473, a good 
number for any district. The Fourth is one of the best organ- 
ized districts in the country, a fact evident in program and 
smoothness of operation as well as quantity of registrations. 

For a practical change in format the program included what 
was termed a workshop clinic presented by Leonard Wilcox, 
Roberts Printing & Stationery Co., Hutchinson, Kans., presi- 
dent of NSOEA; Henry Berry, Henry Berry Associates; and 
James B. Kobak, The J. K. Lasser Co. Mr. Wilcox spoke on 
the use of the association’s services to members, Mr. Berry on 
store modernization, Mr. Kobak on accounting that properly 
distributes costs by departments. 


Hear R. S. Sanders 


Other speakers were Robert J. Sanders, Burroughs Corp., a 
member of the 1954 troupe; Harry G. Horder, formerly presi- 
dent Horder’s Inc.; J. L. Mann, The Sturgis Posture Chair Co., 
vice-president Manufacturers Division; Ivan Allen, Jr., The 
Ivan Allen Co., Atlanta, vice-president Distributors Division, 
and Orvin Moen, Smead Manufacturing Co. 

The meeting was called to order by Governor Sanford. In- 
vocation was offered by the Reverend Massey M. Heltzel of 
Augusta, the address of welcome to the city by Tom Becker 
representing the mayor. 

President Wilcox was introduced for the first address of the 
program, which was entitled, “It’s Yours for the Asking.” Us- 
ing the parable of the talents as an illustration he gave a de- 
tailed talk on how best to use NSOEA services. He referred 
to the National Stationer, the weekly desk sheet, research 
showing trends in volume, operating costs, compensation, pol- 
icies, freight problems, etc., advertising, sales training man- 
uals, group insurance, management aids, salesmen selection, 
the new clinic on store fixtures, awards, and regionals. 


Horder on Program 


Harry G. Horder, well known to stationers everywhere, as 
was his father before him, spoke on “Observations of an Old 
Stationer in a New Country,” and in doing so referred fo sta- 
tionery as a one generation business. He went on to say, “An 
old stationer wishes to give suggestions about conditions in the 
trade, where the trade is heading, and why I think this is a 
One generation industry. My right to discuss this is based on 
the business founded by my father. 

“My father (E. Y. Horder, formerly outstanding stationer in 
Chicago and the nation — Editor) started to work when 11 
years old. When he was forty he lost his then current (news 
agency) business through no fault of his own and started over 
again. He went into the real estate business, which didn’t pros- 
per very well, so he added office supplies, and soon went into 
the office supply business entirely. When 60 years old he quit, 
played for 26 years and passed on at 86. He was a typical sta- 
tioner, had good judgment and bad. He loved his people, took 
care of them and kept them. As George Gobel would say, 
‘You can’t hardly get that kind no more.’ 

“I was tagged for errand boy in 1904. There were no filing 
cabinets then; the main filing was done in box files. Books 
were kept by longhand and got bigger and bigger. Machines 
had not yet been developed. In 1904 there wasn’t very much 
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Officers of Southern Travelers Club .. . 

Charles H. Hucke, mfrs. rep., secrefary-treasurer; Philip Rhodes, S$. P. 
Richards Paper Co., second vice-president; Frank Link, Art Metal Con- 
struction Co., president; Ralph Hilburn, Bainbridge Southern, Inc., third 
vice-president; Sam Orr, National Blank Book Co., first vice-president. 


to sell and not many dealers to sell it. The whole office sup- 
ply world has grown up since. Three stationers in Chicago 
were the leaders — A. C. McClurg Co., Cameron Amberg Co., 
Shea Smith & Co. 


Reveals ‘Musts” 


“Why is the stationery business a one generation business? 
(1) Because of the things stationers do not do, not because of 
the things they do. Most stationers do not seem to realize that 
a good comptroller is the most important man in the business; 
that figures should be considered above all else. A manager 
should be vitally interested in figures. (2) Because they do not 
delegate their work. A good stationer must have a stock sys- 
tem and consistent accounting; a cost device; a definite price 
list; must know what is the succession of orders through his 
business; must train others to answer questions and not answer 
them himself; must have a procedure man, a job description 
man; an adequate program of rating and upgrading employ- 
ees; a compensation scheme. These things are missing in the 


On the Opposite Page... 

1. T. J. Vaughan, Stoddard's, Inc., Nashville, incoming governor re- 
ceives congratulations of his predecessor, Bob Sanford. 

2. Rear Row—Howard Gunlocke, W. H. Gunilocke Chair Co.; J. L. 
Mann, Sturgis Posture Chair Co., vice president, manufacturers 
division NSOEA; Leonard Wilcox, president NSOEA. Front Row— 
Jas. B, Kobak, The J. K. Lasser Co.; Bob Sanford, Sanford-Hall Co., 
Governor District 4; Walter Miller, Otto Ulbrich Co., Inc., Buffalo, 
last year’s president NSOEA. 

3. Cecil S. Stowe, Alabama Office Supply Co., Opelika, Ala. in charge 
of District 4 publicity, presenting scrapbook to Governor Bob Sanford, 
Sanford-Hall Co., Jacksonville, Fla. 

4. Louw Mann, Sturgis Posture Chair Co.; Mrs. Manning; Ed. Manning, 
National Brief Case Mfg. Co.; Ruth Burbank; Pau! Burbank, execu- 
tive vice-president NSOEA. 

5. Walter Miller, Otto Ulbrich Co., Inc., Buffalo, N. Y., past president 
NSOEA; Bob Sanders, Burroughs Corp., former trouper. 

6. Homer B. Lay, NSOEA; Bob Sanford, Sanford-Hall Co., Jacksonville, 
Fia., governor District 4. 

7. J. P. Canine, Do-More Chair Co. and York Safe Co.; Mrs. Canine; 
Sam Flenniken, Diebold-York. 

8. Mr. & Mrs. W. L. Cooper, Cooper Office Equip. Co., Johnson City, 
Tenn. 

9. E. V. Slack and Collis H. Coffey, mfrs. reps.; R. P. Rossom, Murphy 
Staty. Co., Augusta. 

0. Ben F. Johnson, The Globe-Wernicke Co., Mary Jane Johnson; Elma 
Waterman; A. T. Waterman, Waterman Typewriter Co., Shelbyville, 
Tenn. 

11. A Globe-Wernicke quartet—C. O. Rumph, Elmer Rahe, Kes Down- 
ing, Ben Johnson. 

12. J. R. Sheorn, T. H. Payne Co., Chattanooga; Paul Cheney, South- 
worth Paper Co.; C. A. Burton, Berger Division, Republic Steel Corp. 

13. M. J. O'Brien, Fulghum's, Tampa, Fia.; Larry Miller, The General 
Fireproofing Co.; Mrs. Long, C. M. Long, Long Office Supply Co., 
Miami. 

14. Joe Rebholz, Northern States Envelope Co.; B. R. Sammons, Justrite 
Envelope Co., Atlanta. 

15. Mrs. George Chapman, St. Petersburg, Fia.; George Chapman, Wilson 
Jones Co.; J. Clarke Evans, Office Equip. Co., Tampa; Mrs. Minnie 
Mae Evans; Joe Alvarez, Chestnut Office Equip. Co., Gainesville, Fla.; 
Mrs. Alvarez. 

16. Mrs. Salsman; Mrs. RockweH; Tom Salsman, Rockwell-Barnes Co.; 
Harvey Rockwell, Yawman and Erbe Mfg. Co.; Elizabeth Fitzgerald, 
Rockwell-Barnes Co. 

17. Joe McCormick, Stationers Guild; Joe Strauss, Fulton Marking 
Equip. Co.; Jess Haralson, Boorum & Pease Co.; Tom Hancock, 
Richard Best Pencil Co.; Archibald Ryan, mfrs. rep. 

18. Herb Walsh, Ace Fastener Corp.; Roger Thurber, Geo. B. Graff Co.; 
Mrs. Ryan; Archibald Ryan, mfrs. rep. 

19. E. C. Clifton, McMillan Book Co., doing a turn with little Jean 
Schroeder, whose father, Bill, is with Bainbridge Southern, Inc. 

20. Seated: Jim Cooper, mfrs. rep. Standing: Allan Murray, Victor Safe 
& Equip. Co.; Kemp Huber and Emory Upshaw, Weber Costello Co. 

21. Harry Horder; Jack Tamany, Boorum & Pease Co. 
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ordinary business. It is the lack of these which creates a one 
man generation business. The average stationer has not trained 
others. When he passes on no one is equipped to keep his 
business going. 

“Every stationer should give earnest consideration to the 
question — ‘What would happen to my business if I died sud- 
denly; would it live or disintegrate?’ Train and organize so 
that your business will not die with you or your son.” 

Mr. Berry presented his part of the workshop clinic with 
his talk, “To Live and Grow — Modernize Your Store.” The 
points brought out were, essentially, those emphasized in Mr. 
Berry’s recent series of articles in OFFICE APPLIANCES. 

Mr. Sanders spoke on the topic, “There’s Power in Creative 
Selling.” He made the statement that the use of imagination is 
inherent in good selling, that animation, vivacity and intensity 
all add up to enthusiasm. He put those three qualities into his 
talk. The big question today, he said, is not how much can 
we. produce, but how much can we sell. As we sell, so shall 
we live. He said we must go forward or backward, for we 
cannot stand still. We are back to the freedom to succeed or 
fail. Service for mutual profit, he stated, ranks high in crea- 
tive salesmanship and requires thorough knowledge of the 
product, the prospect and the company. 


Gives Selling ‘Musts' 


The requisites for good selling he gave as (1) Education. 
Study. Watch the advertising pages; get ideas from them. Prac- 
tice self-analysis, asking, “How I could have handled that sit- 
uation better?” Learn how to handle objections by the follow- 
ing methods: (a) relax — and objections will lessen; ‘(b) listen 
— for the feeling and meaning of objector’s words; listen with 
your eyes as well as your ears; (c) do not interrupt; (d) concede 
where you can; (e) ask questions; (f) qualify; (g) justify; (h) 
be cool. (2) Observation — simply finding out things. (3) 
Competition. (4) Imagination — to take what you have seen 
and heard and then sell. (5) Animation — enthusiasm is the 
most contagious of emotions. (6) Perspiration — work, prac- 
tice your presentation. 

The second day of the convention opened with Joseph L. 
Alvarez, lieutenant governor for Florida, presiding. Mr. Kobak 
opened the session with his part of the workshop clinic. He 
started his presentation with a bit of humor to match the title 
“Seano’s Amazing Elixir.” He gave Executive Vice-President 
Paul Burbank a dose of Seano’s elixir from a bottle. A bite of 
a ham sandwich would have been much more palatable. Mr. 
Kobak thrives on figures. He went on to say, “It isa recog- 
nized fact that business expenses vary with change of volume. 
As a dealer gets bigger, profits and the owner’s salaries tend to 
get smaller, so small you can hardly find them. That’s the 
squeeze. The average dealer either doesn’t know what is going 
on in his store, or he doesn’t control the situation. 

“This industry will grow larger and larger and we must be 
ready for’ it. Seano’s Amazing Elixir, “Your Profit Primer,’ is 
needed to provide a good accounting system to answer the 
question ‘Are you making money in each department of your 
business and on each item sold?’ Every dollar saved is worth 
$30.00 in increased sales. Watch your gross profit percentage 
salaries, wages advertising and all other selling expenses @nd 
do something about what you find. ‘Seano’ is NSOBA all 
mixed up but will cure all ills if given cooperation and exer- 
cise. 


Consider Type of Store 


“In figuring out how a good accounting system will apply 
to your store, consider the three types of stores in this indus- 
try: (4) store with one complete unit; (2) store with separate 
departments’ with separate sales people operating each depart- 
ment, perhaps located togeth ith one manager; (3) store 
with departments separated, wdifferent sales people and 
different managers, advertising their own products independ- 
ently of one another, a sales department with outside salesmen, 
a service department, a warehouse, delivery service, office 
management — all components of the stationery business. 

“How to set up operating expenses. A small dealer should 
know: the net profit on the whole business and on the various 
types of merchandise he sells. A-medium dealer should break 
up the costs of departments — perhaps furniture and station- 
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ery — with a statement for each and one for outside sales- 
men, and must know the cost of supporting functions such 
as delivery expenses, warehouse, etc. A large dealer with a 
large store and small Branch store, possibly printing plant, 
and so forth must have a-statement showing bird’s-eye view 
of entire business, then a separate statement for each phase of 
the business — quite complicated, but he must know the gross 
profit on everything in detail in order to know how to allocate 
expenses. Your allocation should fit your operation. 


What About Inventory? 


“How do you keep your inventory? Is it a one-man inven- 
tory, a perpetual inventory on cards or a retail inventory meth- 
od for small items? A physical inventory, where articles are 
actually counted, is necessary in any method. Keeping these 
records is of great importance.” 

Mr. Mann’s topic was, “The Keys of a Master Salesman.” 
His address measured up to publicity given it~the day préced- 
ing by Bob Sanders. As part of his talk Mr. Mann said, “ ‘Sell 
or sink’ has, for many years, been the advice given over and 
over. A disastrous business jam has been predicted many 
times. But here we are, ten years after V-J Day, and our in- 
dustries are still running. The» prophets of doom were wrong, 
but they are still predicting. However, the manufacturers are 
not being lulled into a coma by their prophecies. The manu- 
facturers feel that they are responsible for producing new 
products and the dealers unlock the door for distribution. 
Statistics all point to the assurance that this industry shall con- 
tinue to prosper. 


Depend on Dealers 


“How Shall we serve the prospective market during the next 
few years? The manufacturers are interested in the dealer’s 
business and the net profit he agakes. They are dependent upon 
the dealers for the distribution. of their goods and_believe that 
the dealer must have a large enough profit to do business ade- 
quately. Good salesmen are vitally important in the scheme 
of distributions When hiring salésmen, careful screening is 
necessary as to health and capabilities, to be followed by in- 


= the Opposite Page .. . 

. John Weeks, J: M. Weeks, Mal Yeo, Weeks Office Supply, Wilming- 
ton, N. C.; M. H. Jackson and Gray McChesney, Jos. Dixon Crucible. 

2. t. & Vaughan, Stoddard's, Inc., Nashville; Mrs. Vaughan; Mrs. Parr; 

Victor Parr, mfrs. rep. 

3. John Pittman, Johnny Pitt Stati s, Tampa, Fia.; F. H. (Ted) 

Caswell, F. S$. Webster Co.; Joe Alvarez, Chesnut Office Equip. Co., 

Gainesville, Fla. 

. Mrs. Linden; Hy Linden, Ace Fastener Corp.; Mrs. Penegar; O. G. 

Penegar, O. G. Penegar Co., Gastonia, N. C. 

Cc. @. Kern, Southern Office Equip. Co., Lakeland, Fila.; Miss Boothe, 

W. B. Thornton, Southern Office Equip. Co. 

. Mrs. Joe Shanks, Knoxville, Tenn.; Mrs. Ralph Bender, Atlanta; Mrs. 

Henry C. Waiden, Decatur, Ga. 

. Carl Priesing, American Lead Pencil Co.; Ivan Allen, Jr., Ivan Allen 
Co., Atlanta; Maurice Joslin, pxblisher National Newsagent, Book- 
eller, Stationer, London, England. 

W. Goodhew, Jr., mfrs. rep.; Sidney Gassenheimer, Mercantile 

Pood Co., Montgomery, Ala.; Mrs. Shanks; Joe Shanks, mfrs, rep. 

B. Hanna, Wallace Pencil Co.; Mrs. Coleman; Henry |. Coleman, 
Nathan Coleman & Son, Savannah, Ga. 

10. Joe B. Ellis, Associated Stationers Supply Co.; Robert L. Peacock, 

Peacock Office Supply Co.; C. B. Horr, Associated Stationers Supply. 

11. Henry C. Walden, H. W. Nichols Salesbook Co.; Harry Tehan, Jr. and 
Stanley H. Brown, Royal Register Co. 

12. Mrs. H. G. Horder; Mrs. Ellis Ryan, mfrs. rep.; Mrs. C. M. Long, Long 

Office Supply Co., Miami; Mrs. H. C. Williamson,—Atlanta. 

13. Felix E. Brockman, John J. Hanlon, Wm. E. Folk, Jr., John E. Hugu- 

ley, Clifford L. Legerton, Legerton &-Co., Charleston, é..¢. 

14. J. C. Turner, Alma Desk Co.; E. C. fton, McMillan Book Co.; Bill 

Goodhew, Jr., All-Steel Equip., Inc.7 E> V. Slack, mfrs. rep. 

15. Cliff Halverson, Midwest-Beach Co., Sioux Falls, $. D., vice-chairman, 

distributors division. 

16. Bill King, ivan Allen Co., Greenville, $. C.; J. L. Waugh, Halsey & 

Griffith Co., West Paim Beach, Fia.; sin’ Co Godwin and Joe Bruker, 
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both Office Equip. of Augusta, Augu Ga 

17. Bill Boyer, Wilson Jones Co.; Mrs. Stephens; Mrs. Charles W. 
Baldwin, Macon, Ga.; Orvin Moen, Smiéad Mfg. Co. 

18. Mrs. Alma Hucke and Mrs. Jess Haralson, who handled registrations 
and numerous ot duties with ut ¢ efficlenty and received gifts 
at the banquet in recognition of their services. 

19. Mrs. Truman Vaughan; Truman Vaughan, Codo Mfg. Corp.; Mrs. 
Garcia; Frank Garcia, Beach Typewriter Co., Miami Beach, Fla 

20. J. K. Boling, High Point Bending and Chair Co.; Mrs. Boling; Tom 
Stuart, Augusta Office Supply Co. 

21. T. R. Unsworth, R. A. Bender, Fred A. Chindgren, all Watson Mfg. 

22. Arthur D. Hubert, John H. Harland Co., Atlanta; Harry Fellows, Bank- 
ers Box Co.; Mrs. Hubert. 

23. Mrs. Graham; Ralph Graham, mfrs, rep.; Rose Cushman, NSOEA. 

24. Hollis J. Stephens, Mrs. Stephens, Orvin A. Moen, all Smead Mfg. Co. 

25. F. W. Samson, Moore Push Pin Co.; Mrs. Samson. 
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tensive training to enable them to sell creatively and profit- 


ably.” 


Mr. Allen’s talk was on “The Deep South — Its Opportu- 
nities.” He said in part, “The time is ripe for the South to re- 


affirm its faith in the future. It was founded on the idea of 
finding the Fountain of Youth, with no more work forever and 
many people believe it is still that way. It has been a land of 
contrasts. For instance, it might be a land of moonlight or 
moonshine ‘ 


= 
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“The last two generations have made great changes. Busi- 
ness, once considered very poor, has advanced to a booming 
market, not a busting one. The virtues of the South cannot 
be appreciated today without an understanding of the situation 
in which it found itself after the Civil War. From the vast 
devastation created in the ‘60's, it is now a brave beautiful 
country. Nineteen thousand new industries have come to the 
South in the last ten years. The increased industrial develop- 
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ment is a definite challenge. Five hundred thousand new 
workers are needed in this area today where a man can live 
more cheaply and have many opportunities. Colonel Robert 
McCormick, publisher of the Chicago Tribune, has said, “The 
Southeast some day will be the greatest industrial area the 
world has ever seen.’ 

“The South is in an expansion era and has great natural re- 
sources. It needs to offer its attractions. It can attract by its 
natural geographical location, its resources, climate and alti- 
tude. Homes and business plants can be constructed easily; chil- 
dren thrive in its fine climate; the rainfall is adequate; water 
supply is good; labor supply is large; and the area has power 
because of Federal programs. The South has the fastest-grow- 
ing consumer market of the world. It no longer ships raw 
materials north for processing. It has the human advantages of 
the surplus negro population. 

“The South is God’s chosen land.’ Out of the South is 
coming a splendid type of young people who will manage the 
coming industries. We have a date with destiny — to give the 
young people what they must have — a good education and 
an opportunity for constant and better jobs. The young people 
of today are much improved over their fathers and deserve 
the best of plans. The revival of religion for their time has 
benefited them to a point where their future is almost assured. 

“But there are road blocks to progress. The area must learn 
to live within its income and not miss opportunities to better 
itself. Then it will be truly a land of milk and honey — of 
courtesy and hospitality.” 

The speaking program was completed by Mr. Moen using 
the subject, “You, the Teacher on Main Street.” He stated that 
one million persons graduate annually from high schools and 
business schools, a large percentage of whom go to work in 
offices. Smead Manufacturing Co., he said, had received re- 
quests from more than 9,000 schools for free teaching mate- 
rials which the company offers. He mentioned Sanford Ink 
Co., W. A. Sheaffer Pen Co., Minnesota Mining & Mfg. Co., 
F. S. Webster Co., National Blank Book Co. and others as 
carrying on somewhat similar programs. Hundreds of thou- 
sands of printed pieces are supplied by the company to stu- 
dents and teachers. A description of filing systems is supplied 





Seen at Art Metal Breakfast... 

1. Standing: Frank Link and Don Larson, Art Metal Construction Co. 
Seated: Adrian Pembroke, The Pembroke Co., Salt Lake City; Paula 
Smith, NSOEA; Walter Miller, Otte Ulbrich Co., Inc., Buffalo. 

2. Standing: Henry Coleman, Nathan Coleman & Son, Savannah; Mrs. 
Coleman; A. W. Lawing, Kale-Lawing Ce., Charlotte, N. C. Seated: 
J. R. Sheern, T. H. Payne Co., Chatfanoega, Tenn.; Mrs. Sheorn; 
Mrs. Lawing. 
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GF Entertains at Breakfast .. . 

1. Mrs. C. M. Long — H. G. Horder — Tom Simons, and Mrs. Simons; 
a Long Office Equip. Co. group. 

2. Standing: Fred Matthews, Harper Bros., Greenville, $. C.; Tom S&S. 
Taylor, Florence Office Supply, Florence, $. C. Seated: Gordon Bailes, 
Harper Bros., Inc., Greenwood, S$. C.; Mrs. Matthews; Mrs. Taylor. 

3. Joe Rosolio, Thomasville, Ga.; Larry Miller, The General Fireproofing 
Co.; Bob Sanford, Sanford-Hali Co., Jacksonville; Mrs. J. A, Gilbert 
OFFICE APPLIANCES; Mrs. Sanford. 

4. Standing: Mrs. Steinberg; Oscar Adams, L. J. Henry Co., Augusta; 
Mrs. Adams. Seated: Sol Steinberg, Ll. J. Henry Co.; Scott Nixon, 
Augusta; Mrs. Nixon. 


as material for a typewriting contest. As another illustration, 
one printed piece tells how to file and find papers. Teachers 
participating are given teaching certificates after completing a 
reasonable acquaintanceship with filing. A poster bears the 
slogan, “A family office in every home.” He reminded his 
audience that teachers depend on cooperating dealers for in- 
formation on filing problems. School enrollment has increased 
22% since 1950. Dealers found his remarks definitely practical. 
A number were observed making notes as Mr. Moen spoke. 
Entertainment was furnished on a generous scale. Graham 
Jackson, whose musical efforts were accepted so enthusiasti- 
cally at the national convention in 1953, provided outstanding 
performances on piano and organ. Special entertainment was 
provided for the two evenings of the convention as well as 
the one preceding. As usual, the ever alert Southern Travelers 
Club was the principal factor in providing the entertainment 


(Turn to Page 80, Please) 
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Wholesale Stationers Elect 
Jacobsen New President 


"All About Wholesaling", “How 
to Tell the Wholesale Story" 
Prove 39th Convention Theme 


The 39th annual convention 
and trade show of the Whole- 
sale Stationers Association of the 
U. S. A. and Canada was held 
February 28 to March 3 in the 
New Yorker Hotel, New York 
City. Registration topped 300. 

The trade show consisted of 
exhibits of some 90 manufacturers 
displayed in rooms on the entire 
eighth and ninth floors of the New 
Yorker Hotel. On Wednesday 
evening “A Pan American Fiesta” 
was held following a buffet supper and on Thursday night the 
annual banquet was enjoyed in the Grand Ballroom. 


Tuesday, March | 

The first general session was well attended in the Mosaic 
Room when called to order by Harold C. Whittemore. Presi- 
dent Edward W. Blevins, Caldwell-Sites company, Roanoke, 
Va., presided. William H. Greenleaf, Bainbridge, Kimpton 
and Haupt, Inc., gave the invocation and also the necrology 
report on the death of the following members: Harry Tehan, 
Sr., Higgins Ink Company; J. J. McDonough, Plymouth Rub- 
ber Company; Omar E. Boyd, Stationers Corporation; Ben 
Terkel, H. Niedecken Company; Carl Carlson, S. E. & M. 
Vernon, Inc.; David Koeller, Jr., Blackwell-Wielandy Company 
and Stan Bennett, Brown Bros., Ltd. All stood with bowed 
heads in respect to their memory. 

President Blevins reviewed the association’s activities dur- 
ing the past year. He told of attending regional conferences 
throughout the country in which a high degree of interest was 
shown in discussions of factors of importance to the best 
interests of the wholesale industry. One of the main topics at 
those regional conferences was the seven-point report of the 
marketing committee. 

he first subject on the program was “The National Market- 
ing Committee Presents Its Seven Point Program”, a panel 
discussion with Harold W. Jacobsen, Associated Stationers 
Supply Company, as moderator. Members of the panel were 
Marion E. Springer, American News Company; Mortimer H. 
Chute, Bainbridge, Kimpton & Haupt, Inc.; Herbert F. Held, 
Blackwell-Wielandy Company; Max A. Goldstein, Rochester 
Stationery Company; and Milton S. Pickle, Will Winnes Co., 
Inc., Cincinnati. 

After presenting the program, each of the seven points 
was discussed from the wholesalers’ viewpoint. The object is 
to provide a practical, positive plan to increase the distribution 
of the industries’ products through wholesalers and to help 
make more profit for retailers, wholesalers and manufacturers 
by complete co-operation of all three sections of the industry. 

H. C. Whittemore then reviewed the development of the 
program. Going back two years, he told of the work of the 
marketing committee in making studies and surveys. He told 
of the start of several plans which were rejected in favor of 
the proposed seven-point plan. 

Mr. Whittemore then discussed at some length each of the 
following seven points: 

1. Publicity in modern retailing using the association’s trade 
mark, “Get it from your wholesaler”. 

2. Distribution of booklets to tell the wholesale story. 


3. The turn-over story, a continual study of market data to 
be supplied to wholesalers. 

4. Personnel, including lists of both manufacturers and 
wholesalers. 


5. Membership. 







GET IT FROM 
YOUR 
WHOLESALER 
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6. Advisory membership and financial committee to study 
ways and means. 

7. Public relations program. 

The next speaker was David Manley, publisher of Modern 
Retailing, whose topic was publicity for the program. In 
stressing the advantage and value of an intensive publicity 
campaign, he pointed out that it must be presented to all 
three factions—manufacturers, wholesalers and retailers—if 
the wholesale story is to be effectively told. At this point, he 
called attention to a large blowup of an effective presentation 
and eight booklets which will be available for that purpose in 
the near future. He urged extensive use of the association's 
slogan, “Buy It from Your Wholesaler” on letter heads, cata- 
logs and in advertisements as a symbol of identification. 

The last feature of the first session was an address by guest 
speaker, George Fielding Eliot, whose topic was “Analysis of 
Current Events”. Commenting on the possibility of war with 
communistic countries, he said there are two things they must 
consider—the consequences to themselves and that they can- 
not knock us out by a surprise attack. He went on to review 
the resources of the U. S. A. both for defense and offense. 


Wednesday, March 2 


The second general session had Vice-President Harold W. 
Jacobsen presiding. The first topic was: the manufacturers’ 
viewpoint with Mortimer H. Chute, Bainbridge, Kimpton & 
Haupt, as moderator. 

Members of the panel were Charles W. Lofgren, Sanford 
Ink Company; John Conway, Loring, Short & Harmon, Port- 
land, Maine; Mort Altman, Rochester Stationery Company, 
Rochester, N. Y. and Harry Chandler, Adams, Cushing & 
Foster, Boston, Mass. The subject was: “How the Manufac- 
turers can Help the Wholesalers to Help the Manufacturers”. 
The first speaker was Charles W. Lofgren who advocated open 
discussions and their value in bringing out a variety of opinions 
and constructive suggestions for improvements of the industry. 

J. W. Brooks, Scripto, Inc., called attention to changing 
conditions that wholesale stationers must compete with, such 
as super-markets, drug jobbers and others who now sell sta- 
tionery items. His opinion was that the association’s new seven 
point program should prove effective in building for more 
effective distribution. 

C. S. Olsen, Rippl-Tie Products, Inc., urged that whole- 
salers carry more higher-priced lines. He went on to tell of 





New Officers of Wholesale Stationers... 

TOP—Retiring President Edward W. Blevins, Caldwell-Sites Co., 
Roanoke, Va., congratulates Harold W. Jocobsen, Associated Sta- 
tioners Co., Chicago, his successor as president of the 
Wholesale Stationers Ass'n. of the U.S.A. and } Guned, BsOTTOM— 
George F. Griffiths Jr., Noesting Pin Ticket Co., with Ralph 
Maish, Dennison Mfg. Co., the newly-elected national chairman 
and vice-chairman of the Sales Society Division. 
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the operations of his own company and assistance given to 
distributors. He said wholesalers should take advantage of 
manufacturers aids and their salesmen who are really more 
than just salesmen. 

The guest speaker of the second session was Julius N. Cahn, 
Counsel for U. S. Senate Committee on Foreign Relations 
whose topic was “Foreign Policy, Key to Survival or De- 
struction”. He told of the menace of communists waiting to 
take over more and more countries, ever increasing their 
territory. Propaganda, he said, is one of the Soviet’s strongest 
weapons since it has succeeded in convincing over a billion 
people in undeveloped areas that the United States is their 
enemy and the Russians are harmless, peace loving people. 

In the evening a Pan American style “Farmers Market” 
buffet supper was served on the Terrace and in the Rio Fiesta 
Garden. A “Pan American Fiesta” was staged, consisting of 
exciting games of skill and chance and exotic South American 
Fiesta entertainment. 


Thursday, March 3 


The concluding session was called to order Thursday morn- 





ing with President Edward W. Blevins presiding. The vice- 
president and national chairman of the sales representatives’ 
division, Herbert C. Hooks, Moore Push Pin Company, re- 
ported on the activities during the past year. 

The next topic was the “Seven-Point Program for 1955” 
with Harold Jacobsen pinch hitting for Marion E. Springer in 
reviewing the proposals. 

Following nomination, officers were unanimously elected 
for the coming year. They are: 

President, Harold W. Jacobsen, Associated Stationers Sup- 
ply Company, Chicago; first vice-president, John Conway, 
Loring, Short & Harmon, Portland, Me.; second vice-president, 
John H. Chipman, Brown Brothers, Ltd., Toronto, Canada; 
third vice-president, Charles W. Lofgren, Sanford Ink Com- 
pany; fourth vice-president, Marion E. Springer, American 
News Company, New York City; fifth vice-president, George 
F. Griffiths, Jr., Noesting Pin Ticket Company. 

At noon, the annual meeting and luncheon of the sales 
representatives’ division was held in the East Room with 
National Chairman Herbert C. Hooks presiding. The following 
officers were elected: national chairman, George F. Griffiths, 





Seen by OA Camera at Wholesale Stationers Annual Convention... 


1. Harold C. Whittemore, Wholesale Stationers Ass'n.; Edward W. Blevins, 


Caldwell-Sites Co., Roanoke, Va.; Harold W. Jacobsen, Associated 


Stationers Supply Co., Chicago; John H. Conway, Loring, Short & Harmon, Portland, Me.; Charles W. Lofgren, Sanford Ink Co. Officers of 
the association not present for this photo are John H. Chipman, Brown Brothers, Ltd., Toronto, Canada, and Marion E. Springer, American 


News Co., New York City. 


Culdwell-Sites Co., Roanoke, Va. 


Ticket Co.; R. C. Chapman, Oakville Co. 


Associated Stationers Supply Co., Chicago; Milton Pickle, Will 
. Arthur Edwards, Golden Montana Co., Lewistown, Mont.; Louis 
Moore Push Pin Co. 


On &29 Ww & &6 WwW 


Art Co., Boston. 
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- E. T. Macintyre, Defiance Calendar Co.; J. P. (Steve) Morlarity, 


Eureka Specialty Ptg. Co.; 
Winnes Co., Cincinnati. 
Oelwang, Scrantom’s Book & Staty. Co., Rochester, N. Y.; Herbert C. Hooks, 


. Harry Chandler, Adams, Cushing & Foster, Inc., Boston; R. J. Davis, 


E. Morrison Paper Co., Washington, D.C.; Mrs. & Mr. Edward W. Blevins, 


- William H. Greenleaf, Bainbridge, Kimpton & Haupt, Inc., New York City; Bill Fletcher, The Carter's Ink Co.; John E. Carr, ZCMI School & 
Office Supply, Salt Lake City, Utah; Sam Jason, IDL Mfg. & Sales Corp.; Arthur Lawless, Cel-U-Dex Corp. 
George F, Griffiths, Jr., Noesting Pin Ticket Co.; Arthur Edwards, Golden Montana Co., Lewistown, Mont.; George F. Griffiths, Sr., Noesting Pin 


Harold W. Jacobsen and Cortland B. Horr, 


J. W. Brooks, Scripto, Inc.; Ralph Scherer, John Leslie Paper Co., Minneapolis; H. Norbert Schmidt, Paul M. Adams Co., Baltimore. 
Robert T. Gemmell, Binney & Smith, Inc.; R. W. Woolford, J. C. Blair Co.; Herbert Held, Blackwell-Wielandy Co., St. Louis; L. Barnett, United 
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Ir.. Noesting Pin Ticket Company, and vice-chairman, Ralph —E— 
Maish, Dennison Manufacturing Company. Eagle Peneil Co 
Eastern Bag Mfg. Corp 
Ed-U-Cards Mfg. Co. 
Elam Staty. Co. Inc. 
Ellingsworth Mfg. Co. 


450 Attend Banquet 
Eureka Specialty Ptg. Co 


A reception was held in the spacious foyer to the Grand Everfull Pen Co 
Ballroom prior to the banquet. Guests assembled for an hour ie 
of cocktails and social good fellowship. Afterwards, some 450 
people of both the Wholesale Stationers Association and the 
Toy Wholesalers partook of a chicken dinner. 

Cigars were distributed courtesy of the J. L. May Company, 
after which the convention co-chairman, Herbert C. Hooks, 
introduced the elected officers of the association and their 
wives seated at the head table. He then presented the past 
president, Edward W. Blevins, with a beautiful silver service 
in recognition of his services during his three-year term in 
office. Excellent entertainment was then presented in the form 
of a number of acts. Good music was provided by Bert Knapp ee 
and his entertaining orchestra for dancing. 

Exhibitors were: 


Faber Castell Peneil Co 
Faber Pencil Co., Eberhard 
Feldeo Loose Leaf Corp 
Fisher Pen Co 

Floquil Products, Inc. 
Franklin Metal Prod. Co 
Fulton Marking Equip. Co. 


Hassenfeld Bros., Inc. 
Higgins Ink Co., Inc. 
Hodgman Rubber Co. 
Hunt Pen Co., C. Howard 


Kahn, Inc., David 

Kenner Products Co. 
Ketchum & MeDougall, Inc 
Klick Leather Goods Corp. 


—A— aoe Koh-I-Noor Pencil Co. 
Ace Art ( Carter’s Ink Co —o41— 
Acme Br Ca ( Cooke & Cobb Co. ; 
Nie - P Ine Crystal Tissue Co. Le Page's, Inc. 
—— File & Index Co. c Thru Ruler Co. ~~ = 
american ( ( Cushman & Denison Mfg. Co 
American Per ( Majestic Staty. Co 
Apseo Pre I —d— May Co., Ine., J. L. 
Art Steel ( I Mayer, Inc., A. G 
Defiance Calendar Co Memphis Converting (Co 
—B— Dennison Mfg. Co Mystic Novelty Mills 
Baehr & S I Dettra Flag Co ; Inc arm 
Ben-Mont I | Dixon Crucible Co., Joseph 
Bert Mfg. ¢ Doppelt, M. A. National Leather Mfg. Co 
inney & Sm I Doringer Co. Noesting Pin Ticket Co. 


Pencil ¢ Dura Products, 


Ine Norma Pencil Corp. 


— 


Papercraft Corp 

Paper Mate Bastern, Inc. 
Pelouze Mfg. Co. 

Plymouth Rubber Co 

Price Leather Mfg. Co 
Prudential Paper Prod. Co 
Puritan Stationery Co. of N.Y 


anfiue 


Reliance Pencil Corp 
Rippl-Tie Products Co 


anion 


Sanford Ink Co. 

Seripto, Inc. 

Seneca Novelty Co., Inc. 
Siris Frod. Corp., A. J 
Smith-Stewart Paper Prod. 
Speed Products Co. 
Standard Diary Co 
Stratford Pen Corp. 
Strathmore Co. 


== 


Taubman Laundry Marking Pen Co. 
Testrite Instrument Co. Inc. 
Tru-Pak Products Co. 

Tuttle Press 


ounfa 
United Leather Goods Corp 


= = 


Vance Co., The Hart 
Vernon, Inc., 8. BE. & M. 


—_—— 


Wallace Pencil Co 
Waterman Pen Co., Inc 
Westcott Rule Co., Inc. 
Western Novelty Co. 

Will & Baumer Candle Co. 
Wilson Jones Co., Ine. 








What the Courts Say 


CASE HISTORIES REPORTED BY 








DAMAGES FOR DELAY 


@ A dealer in New Orleans, La., 
submitted a contract bid for fur- 
nishing the courthouse at St. Mar- 
tinville. In addition to its bid the 
dealer was required to furnish not 
later than a named date samples 
of the furniture covered by this bid. 

A motor carrier agreed to trans- 
port the furniture samples with the 
understanding that it must be de- 
livered not later than the stipulated 
date. This furniture—a bench, desk 
and three chairs—was picked up 
by the carrier but none of it ex- 
cept the desk ever reached the des- 
tination. The dealer, as a_ conse- 
quence, failed to secure the con- 
tract although its bid was the low- 
est and otherwise acceptable. 

In a suit against the carrier for 
the loss of profit the dealer recovered 
a judgment for $868.89 The car- 
rier appealed, contending. that its 
only liability was for damages aris- 
ing from circumstances that were 
under consideration when the trans- 
portation contract was made. 

“We hold,"’ said the court, ‘that 
the dealer is entitled to recover 
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ALBERT WOODRUFF GRAY 


special damages by reason of the 
carrier's breach of contract. The dam- 
ages consist of the profits the dealer 
would have made on the contract 
if its bid had been received and 

* 


considered" ° 


H. C. Parker, Inc. v. Herrin Transp. 
Co., 183 So. 606, Louisiana 


CONFISCATION OF CASH REGISTER 


@ A cash register was sold to the 
proprietor of an inn in North Caro- 
lina under a conditional sale con- 
tract on which one installment was 
paid. 

A statute in that state states in 
part that any building together with 
its furniture and other equipment, 
‘used for the purpose of lewdness, 
assignation, prostitution, gambling or 
the illegal sale of whiskey" is a 
nuisance and subject to seizure. 

A court of that state held that 
under this statute this inn was a 
nuisance and ‘“‘operated in such a 
way as to shock the public morals 
and sense of decency of the com- 
munity.” 

The cash register was seized and 
held for sale as an element of this 


statutory nuisance. The dealer ap- 
pealed from the judgment ordering 
the confiscation and sale. The Su- 
preme Court of the state said in 
reversing the judgment: 

“Under a just government men do 
not suffer punishment or penalty un- 
less they have violated some law. 
Confiscation of property which may 
be said to be innocent in itself and 
ordinarily used for lawful and in- 
nocent purposes as required by the 
statute under consideration, cannot 
be construed in any other light than 
as a penalty for having been en- 
gaged in the maintenance of a nui- 
sance. 

“A law which requires a person 
at all times to know what is being 
done with his property, in other 
words by the act of a sale or lease 
to make a public guarantee that it 
shall at all times be used for a 
legitimate purpose, is opposed to 
common experience and the neces- 
sity of social and commercial inter- 
course and is so obviously unjust 
as to be arbitrary. We regard it as 
an unreasonable and unconstitutional 
restriction upon the use of the prop- 
erty and confiscation upon that 
ground, in the taking of property 
without due process of law.""* * * 


Sinclair v. Croom, 8 S$.E.2d 834,. 
North Carolina. 
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National Office Machine Dealers Association 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 














NOMDA's Board of Directors Holds Executive Meeting in Fort Worth... 


FIRST ROW—Martin Waisbren, Los Angeles; Charles Krause, Jr., gener- 
al Counsel, New York City; Harold Steinke, treasurer, Upper Darby, 
Pa.; David Silvers, vice-president, New York City; Wilbur Walker, 
president, Wichita, Kan.; D. L. Keeney, Jr., secretary, Dallas; Harold 
Peck, New York City; Liston Jackson, Fort Worth, Tex. SECOND ROW 
—Harold Mann, executive secretary; Charles Taylor, St. Louis; C. W. 
Mclane, Elko, Nev.; Samuel Stein, New York City; Vitto Randazzo, 
Kansas City, Mo.; Harry Van Zant, executive committee, Dayton, Ohio; 
Alfred Foxcroft, Los Angeles; Fred Standley, Chickasha, Okla.; Robert 
Randazzo, executive committee, Kansas City, Mo.; Gordon Miller, 


NOMDA Directors Meet in Fort Worth, 
Map Ambitious Program of Survey 

Fort Worth, Tex., was the scene of the mid-winter meeting 
of the board of directors of the National Office Machine 
Dealers Association. An unusually good turnout of directors 
was on hand at the Hotel Texas to greet the gavel of Presi- 
dent Wilbur Walker. 

Much important business of the association was transacted, 
with the resolution regarding the fair trading of portable 
typewriters being the most significant. As a result of a large 
package of activities recommended to the board for action 
by the screening committee appointed to select ideas that 
were submitted by the members at large, the association will 
soon embark on an ainbiiious program of surveys. 

These will place the members and the association in posses- 
sion of a great amount of vita! statistics and other data con- 
cerning the industry that has not been available previously. 

The directors participated in the activities of the Texas 
OMDA in its two-day annual session at the same hotel. 





Houston, Tex., Named Convention 
City for NOMDA’s 1956 Gathering 


Houston, Tex., and the fabulous Shamrock Hotel, have 
been selected by the National Office Machine Dealers Associa- 
tion for the 1956 convention and trade exhibit. July 8 to 11 
are the dates. 

Being one of the nation’s greatest hotels, it is expected that 
the Shamrock will be a strong magnet for the members of the 
association. Exhibit facilities of the hotel are outstanding. 
Displays are housed in a building located just 150 feet from 
the hotel. The hotel and exhibit building are 100% air con- 
ditioned. 

At the time the hotel was built by the celebrated oil man, 
Glen McCarthy, the facilities for exhibits were included as 
one of the most important assets of the hostelry. 

The Shamrock is said to be one of the most beautifully 
decorated hotels in the country. All guest rooms are generous 
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executive committee, Los Angeles; W. A. A. Johnston, executive com- 
mittee, Knoxville, Tenn.; Edward Pfitzenmaier, Ardmore, Pa.; Herbert 
T int, Camden, N. J. TOP ROW—John Romano, executive com- 
mittee, Fresno, Cal.; Jack Davenport, Bakersfield, Cal.; 1. R. Ritchie, 
New York City; Russell Brewington, Houston, Tex.; Harvey Miner, 
Kankakee, IlI.; Mario Teschion, St. Paul; Paul McWilliams, Little Rock, 
Ark.; Ed McHale, Cincinnati; Japes P. Ward, Chicago; Jules Waedekin, 
Milwaukee; Irwin Vincent, Topeka, Kan., and Miller Huggins, Anderson, 
Ind. 





in size and each one has its self-controlled air conditioning 
unit. Comfort of the guests was uppermost in the thought of 
McCarthy in all his plans. 

Another great attraction is the full-size Olympic Games 
swimming pool. It is here that many of the conventioneers 
are expected to spend considerable time. 

Russell Brewington of Houston has been appointed to act 
as local chairman of the event. 





NOMDA Gets McFarland, Noted Speaker 


Dr. Kenneth McFarland of Topeka, 
Kan., is to be the keynote speaker at 
the June 26-29 NOMDA convention in 
Denver. He will talk at the opening 
luncheon of the meeting on Monday in 
the Silver Glade Room of the Cosmo- 
politan Hotel. 

Dr. McFarland is considered one of 
America’s truly great speakers and 
comes to the convention as a member 
of the Speakers Bureau of General Mo- 
tors Corporation. One air line has de- 
scribed him as “America’s No. 1 Air Passenger” because of 
his on-the-spot observations of business affairs all over the na- 
tion, affording a close insight into what makes the economy 
of the United States tick. 

His lecture in meetings of management groups in General 
Motors are an important part of his service to that organiza- 
tion. His talks to groups on the outside, even though numer- 
ous, are still on a selective basis. 


2 






DR. MCFARLAND 





Fine Motels Available in Denver 

Those driving to the June 26 to 29 NOMDA convention in 
Denver will find a veritable gold mine of motels. Few cities 
have the number and the high class motels as those found in 
the Rocky Mountain city. Most of them are located on the 
northern approaches to Denver and are surprisingly close to 
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A lewe its / 
ive new smith-coroms SILENT-SUPER 





with... 











FASTEST REYSET TABULATOR 
on any portable! Set and 
clear and tabulate from 
the keyboard. No reaching. 








KEYSET TABULATOR! 


\ BRAND NEw addition to the line of famous 
portables! An added luxury model in the Smith- 
Corona line. With the finest Keyset Tabulator 
to be found on any portable. Operation pro- 
cedure is simple. 


Now more than ever Smith-Corona is the finest 
line of portable typewriters in America. It has 
long been a dealer favorite — because it costs 
less to sell, less to maintain. Now with the 
Silent-Super the line is better than ever. 


The Silent-Super is now being advertised na- 
tionally. See your Smith-Corona representa- 
tive and get your share of this business by 
selling the complete line of Smith-Corona 
portable typewriters. 


... and SMART, NEW “HOLIDAY CASE” 












Shown here is the 
Silent-Super in its 
smart, new and 
exclusive, slim-line 
“Holiday Case.” An 
ingenious metal frame 
locks the portable in 
position for carrying, 
or can be removed 
completely 
from case. 


SMITH-CORONA INC SYRACUSE 1 N Y Factories also in Toronto, Brussels and Johannesburg. 
Makers of famous Smith-Corona Office Typewriters, Portable Typewriters, Adding Machines and Cash Registers, Vivid Duplicators, Ribbons and Carbons. 
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the civic center. All are within a short driving distance of 
convention headquarters at the Cosmopolitan Hotel. 

Complete information will be provided by the Convention 
& Visitors Bureau of Denver. 


NOMDA to Conduct Surveys 


Quarterly surveys to determine the trend of the office ma- 
chine business from a retail standpoint will be started by the 
National Office Machine Dealers Association among its mem- 
bers. The first such survey was conducted immediately at 
the end of March to find how the first three months of this 
year compared with the same three months of 1954. Also, 
the comparison of business with the immediate past quarter 
year was learned. 

This is another fact-finding service that is to be a regular 
feature of NOMDA’s informational data releases to its mem- 
bers. This survey is one of a series recommended by its idea 
screening committee to the board of directors which adopted 
the committee’s recommendations without change and unani- 
mously. 

It was felt that great deal of information was available on 
business conditions in general in the United States, but there 
was nothing that pin-pointed the trend in retail office ma- 
chines. It is this that such data will bring to light. Full re- 
sults will be printed in the association’s publication, The 
Spokesman. 

For two full days the idea screening committee, appointed 
by President Wilbur Walker, carefully examined scores of 
ideas that would make the association more valuable to its 
members. 

Miller Huggins of Anderson, Ind., Ed McHale of Cincin- 
nati, Ohio, and Robert Randazzo of Kansas City as chairman, 
comprised the committee with NOMDA’s executive secretary 
as an ex officio member. They met in Chicago, January 15 
and 16, and no committee of NOMDA ever worked harder. 

Out of the two-day meet came a package of suggestions for 
the Board’s adoption. 

“We know full well that NOMDA membership right now 
is worth much more than the annual dues we pay,” declared 
Robert Randazzo at the meeting’s end, “but we feel that the 
adoption of our recommendations will put our association in 
a position that will make it many times more valuable to its 
members and will make it a stronger group. 

“We also feel that every retail dealer in office machines will 
find that he cannot remain outside of the association if he 
wants to know what is really going on in his chosen industry.” 


Ladies to Have Full Program 
of Activities at Denver 

A full program of activities for the ladies at NOMDA’s 
convention in Denver, is assured. Under the leadership of 
Mrs. Louis DeSciouse of Denver, the visiting ladies will be 
kept comfortably busy. 

First on the agenda will be the outstanding talk by Dr. 
Kenneth McFarland at the luncheon on the opening day of 
the four-day event, The same afternoon will find them on a 
tour of the city of Denver with a stop at the United States 
Mint and the capitol grounds of 5,280 foot altitude. 

Monday night’s feature will be the outdoor chuck-wagon, 
bonfire dinner in the foothills of the Rockies. Here, is prom- 
ised one of the finest Western repasts to be found anywhere. 
Also on the program will be community singing and dancing 
to a real Western trio. 

Tuesday afternoon will find quite a different affair in a 
luncheon and fashion show at the Park Lane, residential hotel. 
This will be followed by games for beautiful prizes. 

Tuesday night will find the ladies “on their own” with their 
husbands in sight seeing. No planned entertainment will be on 
tap for that night. 

Wednesday will be given over to preparations for the big 
banquet and dance at the Cosmopolitan Hotel — the closing 
event of the four days. 
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Panels Highlight NOMDA 


Convention Program June 26-29 


Panel discussions, during which all members may have 
the floor to talk on pertinent subjects, will take over a very 
prominent place at the 30th annual convention & trade ex- 
hibit of the National Office Machine Dealers Association in 
Denver June 26-29. Not in a long time have the dealers of 
the nation had so much to talk about and discuss as this year. 

Most popular subject will undoubtedly be that of the dis- 
count house. It is expected that much time will be given over 
to this phase of retail competition as the dealers attempt to 
assist in a solution. 

An advertising panel, headed by Harold Steinke of Upper 
Darby, Pa., treasurer of NOMDA, will also be close to the 
No. 1 spot in importance. Other panels on the agenda will be 
determined by the results of a survey among the members. 





Three Hotels to House Most of NOMDA’s 
Members, Friends June 26-29 in Denver 

Denver's three leading hotels will house most of the mem- 
bers and friends of NOMDA at the 30th annual convention 
and trade exhibit being held in that city June 26-29. Head- 
quarters are at the Cosmopolitan Hotel. 

Inasmuch as there is no individual hotel able to set aside 
sufficient rooms to care for all those who will attend, it will 
be necessary for dealers and their wives to be assigned rooms 
in the three hotels: Cosmopolitan, Brown Palace and the 
Shirley Savoy. The Brown Palace is across the street from the 
Cosmopolitan, and the Shirley Savoy is one square away. 

In order that the conventioneers may be taken care of prop- 
erly, all room reservations are handled by a central agency 

the Convention & Visitors Bureau of Denver. Reservation 
cards carry the return address of that organization which in 
turn allots rooms according to space available. 

Between the three hotels a large block of rooms is avail- 
able to the NOMDANS and all will be very well housed. 
Motels will, of course, take care of a large number of those 
who drive to Denver. 


Supply Price Tags to NOMDA Members 

As a means of saving money for the members, the National 
Office Machine Dealers Association will offer price tags at a 
cost that would be impossible for them to obtain in any other 
manner. Two types of tags will be offered—one an open-face 
type and the other a booklet tag. Both will come with the 
dealer’s name imprinted and will carry the emblem of the 
association. 

To make it possible for the members to place different tags 
on different types of machines, the open-face tag will be pro- 
vided in three colors. When presented to the board of direc- 
tors’ meeting in Fort Worth, the idea was greeted with a 
great deal of enthusiasm. 

These tags are an outgrowth of the meeting of NOMDA’s 
idea screening committee that met in January in Chicago. 
From that meeting came scores of ideas that will be carried 
out under the new plan to make NOMDA more and more 
valuable to its members. 


Brewington Heads Texas Machine Dealers 

R. B. Brewington of the Brewington Typewriter Company, 
Houston, was elected p-csident of the Texas Office Machine 
Dealers Association at ‘he two-day meeting held in Fort 
Worth, Tex., February 27-28. 

Other new officers are: Henry Sassman, Victoria, vice-presi- 
dent; “Buddy” Lemmon, J. J. Lemmon Company, Houston, 
secretary-treasurer; R. L. Duncan, Duncan Typewriter Com- 
pany, Austin; Dick Wagner, San Angelo, and C. M. Wood- 
liff, Woodliff Office Machine Compa: y. Waco, directors. 

Wilbur S. Walker, president of *«.'’MDA, was principal 
speaker at the meeting and a feature was the largest exhibi- 
tion of office equipment ever shown in Texas.—JHR 
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STEEL STORAGE CABINETS 


Will keep your office supplies and printed matter clean and orderly. As a storage 








































cabinet for hand tools and other valuables, will pay for itself over and over again 
by preventing pilferage. Doors are equipped with a two-way locking device con- 
trolled by a paracentric lock. Olive green or Cole gray baked enamel finish. 


TWO DOOR CABINETS 
siustrated) No. 349L —Two adjustable shelves. Size: 302” wide, 37/2" high, 17" deep. $45.00 
No. 350 Three adjustable shelves. Size: 29’2” wide, 5214” high, 26%" deep. $64.95 


’ No. 471 Two welded shelves. Size: 24” wide, 37/2” high, 17" deep. $34.50 
: COUNTER HEIGHT CABINETS — Three adjustable shelves. 

No. 402 One door unit. Size: 14%” wide, 40” high, 26%” deep. $42.50 
*No. 80C Two door unit. Size: 29%” wide, 40” high, 26%” deep. $59.00 


DESK HEIGHT CABINET 
No. 200 Two adjustable shelves. Size: 14%” wide, desk high, 24” deep. $24.00 


DDITIONAL SHELVES for above $3.95 ea. *ADDITIONAL SHELVES for No. 800 $5.95 ea. 


\bove cabinets available in Grained Walnut, Mahogany or Knotty Pine Finish $12.50 add'l. 


No. 3491 





SPACE SAVING DESK...Contains 
three letter size full suspension 
files with spring compressors, two The above with this 
double index card drawers for 
3x5 or 4x6 cards (9000 capacity), 
also used for cancelled checks, 
plus a convenient arm rest. Heavy 
gauge steel, desk height, 542” 
wide, 2542” deep. Green or gray. 
No. 1621 $89.00 


Combination Dial Lock 
instead of key lock. 


No. 349Y $54.95 








STEEL DESKS 


No. 1620 DESK... Consists 
of two letter size full suspen- 
sion drawers with spring 
compressors for record pro- 
tection. Plus three adjustable 
storage compartments under 
lock and key for books or 
supplies. Made of heavy 
gauge steel, electrically 
welded, desk height, 5412" 
wide, 25'2"’ deep. Green or 
Cole gray finish...... $69.95 


STEEL 
TRANSFER CASES 






SALESMAN’S DESK 


... This well made, beautifully 
finished steel desk is used 


Heavy gauge steel, electrically welded. Extra heavy where space is at a premium. 
formed reinforcing channel for additional strength. Files Has 4 roomy drawers, an 

. can be interlocked into solid batteries. Olive green or Cole arm rest and a private com- 
gray partment under lock and 
d { ie Dimensions Packed Packed key. Perfect for receptionists 
> N Size Height Depth  Singly 2toacorton and students. Desk height, 
Letter 12%, 10%” 24” $8.45 $7.95 40” wide, 18” deep. Olive 

115 Lega Vo 10%,” 24” 9.45 8.95 green or Cole gray baked 

Check .* 4," 24” 7.45 6.95 enamel. No. 756 $34.95 


Compressor follow block for C112 or C115 order No. c88s $1.90 


Compressor follow block for C110 order No. 10FB $1.90 Perfect for the 
c Files equipped witr ks add $2.10 to above. Smail Office—Receptionist— 
t Steel sanitary bases for above files $4.99 Student—"' Office at Home.” 


“ AE 
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Top quality “RECORD-CARD” files 
at rock bottom prices... 


A combination file for index cards and other RECORD-CARD File 


records. Three full suspension letter size drawers Nine double drawers accommodate 3x5 










glide smoothly on ball bearing rollers. Also two or 4x6 cards (36,000 capacity). 1434 
drawers for 3x5 or 4x6 cards (8000 cap.). 1434” wide, 5214” high, 265s’ deep. Green or ; 
wide, 52'4" high, 265s’’ deep. Green or gray gray baked enamel finish 
No. 323 $57.50 $7r00 === 
With plunger lock for all drawers. No. 323PL $67.50 : 5 No. 1234 75 (J 





DESK HEIGHT 


Contains one letter size drawer, 





two drawers for 3x5 or 4x6 cards 
7200 cap.), plus a sliding shelf. 
14% wide, desk high, 24 deep 

No. 321 $42.50 
With plunger type lock that locks 
all drawers No. 321PL $51.00 


COUNTER HEIGHT 


Contains two letter size drawers 














< CHECK-DRAFT File 
Nine drawers will house recor 
to 10%" wide x 414" high. Ca 
size: 1234" wide, 5214’ high, 2 
deep. Green or gray finish. 






plus two drawers for 3x5 or 4x6 
cards (8000 cap.), 14%4" wide 
40” high, 2658” deep 

No. 322 $53.95 
With plunger type lock that locks 
ll drawers No. 322PL $62.95 


































Piunger type lock that automatically | 


a all drawers of above cabinets add $10 





No. 323 






(‘ole’ TELEPHONE TABLES 


Contains a secret vault, a suspension letter size drawer 
... protected by outer door under lock and key... 
plus a compartment for phone books. Linoleum top eC Ual / 
with aluminum edging. 19’ wide, 30%” high, 19” ff 


deep. Green or gray No. 20X $59.95 
















No. 10X. Same as above but 
with two storage compart- 


your VALUABLES 
and VITAL PAPERS 


Contains a dial lock secret 
vault, (only you knoW the 
combination). Plus three sus- 
pension letter files. Heavy 
gauge steel. 14%” wide, 
5214" high, 2656” deep. Olive 
green or Cole gray. 


No. 2004D $5995 


With additional plunger 
lock that locks all drawers. 


No. 10X No. 2004DL $69.95 


ments protected by an outer 
door under lock and key for 
personal use, green or gray 


baked enamel finish $49.95 


Phone tables are available in 
Grained Walnut, Mahogany 
or Knotty Pine finish at $12.50 
additional. 





No. 20X 





SLIDING 
SHELF 
CABINET 


No. 401 94379 


DESK HEIGHT 


Contains one letter size full suspens : 
drawer plus safety vault. Desk hie? ects 


1434” wide, 24” deep. co . 
sel. mo 


No. 2002D $4750 > for siz 

feen or ( 

With additional lock for bottom 9 DRAW 
drawer No. 2002DL $52@h, 17! 
fe: 255’ 

¥’ deep 









COUNTER HEIGHT ~> 


Contains two full suspension letter size drawers plus * 


safety vault. 1434’ wide, 40” high, 265’ deep. 
stooping. Upper shelf valuable as a typewriter table. $ 95 
Simply push back after use, then typewriter can be locked No. 2003D 53 


safely away. 3 smooth gliding shelves. Heavy steel, Also used as With additional plunger type lock that locks all 
20%’ wide, 40%” high, 24s” deep. Green or gray. typewriter desk drawers No. 2003DL $62.95 








Gliding shelves enable you to view contents without 








COLE steet EQUIPMENT CO., INC. 


NEW YORK 285 MADISON AVENUE ¢ CANADA [536 fec ieee Toronto. ONTAR 
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No. 2810 


$3995 















<10 EXCITING COLORS: 


Granite Gray...O0ak Leaf Green 
Wine... Saddle Tan. 
Terra Cotta...Sapphire Blue... 
and soft pastel shades of Coral 
... Apple Green...and Russet. 


. Brown 


lee “HEAVYWEIGHT” Stand > 


r your costly electric bookkeeping machines 
ng drop leaves, designed for operator com- 
ency. Bottom shelf for books or personal 
tra heavy 18 gauge steel, electrically welded 
p or tilt. The smooth rolling, ball bearing 
t the flip of a lever. Cole’s “HEAVYWEIGHT 
1 lever is set. Two drop leaves open up to 
Non-skid top holds machine firmly in place. 
y baked enamel finish. 







$1995 


30 DAYS 
FREE TRIAL 


To prove this is 
the best stand 
made for heavy 
office machines 








No. 759 
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Lever 





controls 
retractable 


casters 






. “Non-Skid” top 
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Spring 
action 
button 

controls 
drop leaves 






No. 777 $3450 





Vv 


(‘oles “ALL-PURPOSE” Stand 


Use it as a typewriter table, “TV” stand or work bench. Has a center 
desk drawer for supplies and a shelf for books that makes it ideal 
as a student’s desk. Also is mighty handy in the kitchen. Rolls 
smoothly on four quality casters . . 
typewriter desk height. Heavy gauge steel and strong piano hinges. 
Will last a lifetime. Green or gray 

No. 757 The same table as above... 
Made of the same heavy gauge steel throughout 


“SECRETARY” Chair 


Eliminates fatigue and corrects improper posture. Brushed aluminum 


. opens up to 39” x 17” and is 


No. 759 $10.95 


without the center drawer. 


$8.95 


frame. Has four-way adjustment. Upholstered with thick foam 


rubber and covered with DuPont's famous Fabrilite . . 
drawn base equipped with kick plates 


. one piece 


No. 2810 $39.95 





SAMPLE” Cabinet 


suspens 

soak potects samples rt work 
ectros, etc Heavy gauge 
sel. Smooth gliding drawers 

for sizes up to 19x24 


ottom 9 DRAWERS 22 
dL $52igh 7% dee; a 
fe: 255¢ wide 37 nic 
; deep...No ‘ 
DRAWERS 24 
“high, 191% Jee; 
t size 2734" wide 37 
h, 20% deep 















No. 1924 $74.50 





“ALL-PURPOSE” File 


Two letter files and three ad- 
justable storage compartments 
under lock and key. Plus 
double drawer for 3x5 or 4x6 
cards (3200 cap.). 3012” wide, 
32” high, 17’’ deep. Green or 
gray No. 370 $43.95 


With plunger lock for all draw- 
ers No. 370PL $51.45 


Grained Walnut, Mahogany 
or Knotty Pine 


add $12.50 





‘“‘MAILING LIST’ CABINETS 
Ideal for Offices and Libraries 


Designed for card record systems. Bail suspension 
prevents accidental withdrawal of drawers from 
cabinet. Lock compressors for extra record protec- 
tion. Additional sections can be added. Heavy steel, 
green or gray baked enamel finish. 


12 DRAWER UNITS (Low Counter-Height) 19,200 cap. 


No. CardSize Width Height 
4-3353 3x5 18%” 37’ 
4-3463 4x6 21%" 372" 
4-3583 5x8 27%" 37" 

*4-3693 6x9 3012” 52% 


Tabulati “ 
4-3373 ' ed 25% 


37 42’ 


Depth 
16” 
16” 
16” 
16” 
16” 


Price 


$ 58.00 


67.50 
79.50 
107.50 
97.80 


*Height to match 4 drawer file instead of low counter-height. 


16” 
16” 
16” 
16” 


$ 67.50 


82.50 
100.00 
135.00 


DRAWER UNITS (4 drower file height) 24,000 cap. 
t5-3353 3x5 18%” 37%’ 
5-3463 4x6 21%" 5214’ 
5-3583 5x8 27%" 5214’ 
5-3693 6x9 30%” 52%” 
$5-3373 Tabulating 25%" 37%’ 


SLow counter height instead of 4 drawer 


DRAWER UNITS (4 drawer file height) 
63353 3x5 18%" 52%" 
6-3463 4x6 21%" 52%” 
63583 5x8 27%" 52%” 
6-3693 6x9 30%" 52%" 
6-3373 — 25%" 52%” 


16” 


119.75 


filing cabinet height. 


28,800 cap. 
16” $ 79.50 


16” 
16” 
16” 
16” 


100.00 
118.00 
160.00 
139.20 
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$7950 


Complete 
Drawers of above cabinets, equipped 
with locks, add $2.10 per drawer. 


With rods for punched cards, add 
$3.00 per drawer. 


COLE steet equipment CO., INC. 


NEW YORK 285 


MADISON AVENUE 


« CANADA 
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for less active records... 
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PRONTO STORAGE FILES 



























Letter Si $355 
OTHER SIZES AND PRICES etter Size 3 
Inside Dimensions FIBRE BOARD STEEL Legal Size $435 
DRAWER FRONT DRAWER FRONT $ 
SUGGESTED USES ; File PRICE File PRICE . 40 
Width Height Length on ee Conte ae Sete Gates Check Size 2 ; 
J id 
Letter Size ...___. 12% ..10%..24 | E210 .. $3.55... $3.45 | I210L.. $4.45.. $4.35 STURDY CONSTRUCTION — Prontos are buil 
Letter Size... | 12% .. 1044 ..15 | E210S . 3.45.. 3.35 | 12108... 435.. 4.2 ; 
{tee or Cap... 15%. 10,..24 | ESIO. . 4.35 4.25 | ISI0L.. 5.60.. 5.50 275-lb. test corrugated fibre board and n 
eae ae .; Besa | Ce .. 2.. 30 109L. . 3.95.. 3.85 forced with steel on the shell and the four corm 
*2 Rows 8x5 Forms... 10% .. 8%..24 | E108... 3.50.. 3.40 108L.. 4.25.. 4.15 “eer 
*Invoices or 2Rows 8x5 | 10% .. 8%..18 | El08M. 3.45.. 3.35 108M . 4.15.. 4.05 of the drawers. 
Freight Bills Me .. 7 ..24 | £97 .. 3.00.. 2.90 | I97IL.. 355... 3.45 SAVE FLOOR SPACE — Constructed so that | 
“aaa 10'/p .. 4%... 24 E104... 3.05.. 2.95 104... 3.95.. 3.8 interlock into solid units and stack as high 
Drafts or Checks. We .. 44..24 | E94 .. 2.40.. 2.30 1941L.. 3.00.. 2.90 a4 2 
Drafts or Checks. ae ah an is E94M . 2.35.. 2.25 19eine a 2.85 the ceiling, saving valuable floor space. 
,, ——=_= Ome. SHe E85 .. 2.70.. 2.60 SL. Bee & 
eDeposit Slips (2Rows) | 8% .. 5%... 15 | E85S.. 260.. 250 | 185IS.. 3.20.. 3.10 LOCATE YOUR RECORDS EASILY — No moren 
i i B} ° ° . 
Deposit Slips qunehameemns 8% aa 4\/, .. 24 E84 > Bae 2.30 i841L.. 3.00.. 2.90 of fussing and fuming. With Pronto files you 
Tabulating Cards __. 7% .. 3%..24 | E73 2.40... 2.30 1731L 2.95... 2.6 get at all records just as easily as in your reg 
3x5 Cards (3 Rows)_._ | 16/2 .. 4i/2.. 24 | E64 435... 4.25 | 1645L.. 5.60.. 5.50 ve fil 
ons Cards 2 Rows) __ 12% .. 5 + 24 oe 4. Babee 3.10 1246 3.98 « 3.85 active Tiles. 
ards (2 Rows) | 10% .. 3%..2 E103... 3.05.. 2. ee fee a 
Vouchers (Upright). | Si ..10%..24 | E592... 3.35.2. 3.25 | Wel. . 4.25.2. 4.5 BEAUTIFUL APPEARANCE — Pronto files are b 
Ledger Sheets __.__ We ..12 ..24 | EM .. 405... 3% 9i2L.. 4.90.. 4.80 tiful in appearance, finished in an attractive ¢ 
Ledger Sheets 12% ..12%..18 | £12 .. 5.15... 5.05 1212M . 6.70.. 6.60 
green. The steel drawer front matches your ft 
*These numbers have removable divider partitions. {Packed 6 to a carton—all others 12 to a carton. lar active office files. 











CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS AVAILABLE ON REQUEST 


PRONTO rite corPoration 


COLE STEEL INTERNATIONAL, LTD 





NEW YORK 285 MADISON AVENUE e CANADA 329 DUFFERIN STREET. TORONTO, ONTARIO 





Now that he has one Clary, he’ll be back for more! 
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Here’s the way Clary dealers sell large new 
accounts: at first the company is cautious... 
may buy only one or two units. But soon 
Clary’s wondrous speed and simplicity wins 
over every girl in the office. Before long, 
the office has more Clarys than any other 
make. And in a year or so, the entire firm 


has switched to Clary. They tell others, too! 

This buying pattern has happened over 
and over again among companies of all sizes 
...many now using 50 or more Clarys. Their 
names read like the Who’s Who of modern 
American business. In all, over 150,000 com- 
panies have switched to Clary since 1947. 


Let us tell you about our long, profit-making line, which 
includes both hand and electric Cash Registers and Add- 
ing Machines (10-Key or Full Key). Clary dealers also 
benefit from our strong advertising and merchandising 
help...easy credit terms...liberal discount structure. A 
few franchises still available. Write: Dealer Division, 
Dept. A55, Clary Corporation, San Gabriel, California. 


CREATORS OF MODERN COMPUTING MACHINES AND CASH REGISTERS FOR AMERICA AND THE WORLD 
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AJUSTRITE STOOL 
Ajusto Equipment Co. 


Ajustrite 
stool illustrated here is claimed 
to be a completely new idea 
in seating. The company states 
Post 
is employing thousands of this 
model 
with employee efficiency show 
ing a marked upturn. No tool 
of any kind are required t 
make adjustments from a 

low enough to 
high leaning support. (Inquiry 
Card No. 49.) 


The 


the 
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PHOTOCOPY MACHINE 
Copease Co. 


The new Copease duplex photocopy nm 
chine pictured here features the Lite 
Visor which permit f 
fice papers under ) 

addition, the machine has a 


tions. In 
radically new type of roller transp 
system which accommodate pying 


+ 


a much wider range 


formerly. (Inquiry Card No. 24.) 





sit-stand-lean 


Office 


Department 


at the sorting cases 


sit on to a 





Or “KEY” TO THE CARD °* 

All New Products displayed here carry an In- 
quiry Card Number. If you are interested in an 
item, simply circle the corresponding number car- 
ried on the Handy Inquiry Card which appears just 
inside the back cover of the magazine. From that 
point on, OFFICE APPLIANCES will take over. Sales 
Stimulators, which appear on the Inquiry Card 
Pages, operate in the same fashion. 
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SMOKING STAND 
Smo-King Prod- 
ucts, Inc. 


Pictured here is the com- 


pany's Smo-King No. 46, 
ts 1955 leader in smok- 
nq accessories. Made of 
heavy gauge with 
weighted base comes 
in lustrous hromium or 
bronze finish. The II inch 
top holds an 8 inch am- 
ber glass tray and the 
stand has an_ overall 


of 26 inches. It 
retails tor $3.85 each in 
units of 12 or more. (In- 


height 


KARD-VEYER 

Remington Rand Inc. 

A new electrified rotary card index 
file called the Kard-Veyer has been 
pertecteq by the company tor 
and posting oper 


ations. The unit contains movable 


he which travel from either di- 
rection, bringing desired tray 
T Th reterence area from either 


above or below, stopping at the 
ing station by automatic level- 
A chair and posting board 
form a complete and compact work 

fice space. A 
witch can be installed which 
lets both hands free for work. (In- 


quiry Card No. 22.) 


sTaTION which saves 


+ 





POCKET INDEX 
Kamket Corp. 
Now 


prospect index book that pr 


available to salesmen is a new 


vides valu- 


quiry Card No. 48.) able help to the user in keeping his 
prospect his tinger tips. It's loose 
eaf and keeps a mplete record 
calls y a ally asssified on indi 
vidua n @ nanay memc book 
Kamket states the Pocket-Dex prospect 
cards tit the wner Jesk ard cabinet. 
F yr Waily ca mpiy remove the 
necessary number each day and insert in 
your Pocket-Dex. (Inquiry Card No. 4.) 


LIQUASCRIBE PENCIL 
David Kahn, Inc. 


The new Wearever Liquascribe pencil write ke a lead 
pen with a fine erasable nd point cannot break 
and never needs re-sharpening, the company claims. It 
writes dry, cannot smear and th a replaceable 


artridge as well as 


retractable to prevent soi 


a renew 
in 


priced at 29c. (Inquiry Card No. 47) 


provided w 
able eraser. The Liquascribe is 
kets or thing. It i 
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at 4 she declines... 


at 9 she shines... 


How PANAMA BEAVER 
“Vision Engineering = 
combats fatigue that cuts production 





White paper on a dark desk . . . black print on white tints on special no-glare paper. Typing stands out, 


paper .. . reflected glare: these are the “optic never strikes back! (You still get the same brilliant 
ogres" that reduce efficiency as much as 25% in copies in the same remarkable numbers!) 
some offices .. . tire employees . . . slow production. 
And you'll find the same scientific “vision engineer- 
And it costs you plenty! ing"’ in all PANAMA-BEAVER products, from Hypoint 
new colored carbon papers to Lustra Colorful Inked Rib- 


— PANAMA-BEAVER eliminates the major causes of bons that harmonize with all papers and letterheads. 


hs eye fatigue with a complete line of products which 

id are ‘vision engineered"’ for greater efficiency. For Check into PANAMA-BEAVER “‘vision engineering" 
ae example, new EYE-SAVER Uni-Masters for spirit du- before you place your next order. It will pay you 
ates plicating now come in soft, eye-soothing jacket color vastly! 
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oast to Coast Distribution 
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" MANIFOLD SUPPLIES CO., 


— sei. i i lk il “s 


FILING FOLDER 
Oxford Filing Supply Co. 





NEW 





CABINET 
Bohn Duplicator Corp. 


PRODUCTS continued 











A new mimeograph cabinet with 
emphasis on beauty and service has 
The company has developed a new, ex been made available to dealers 
tra-heavy !8 point Durox filing folder by Bohn. Finished in two-tone black 
with back edge doubled over and and fawn, it is resistant to alcohol 
slotted for insertion of Pendaflex and ink. Touch latches operate the 
luloid tabs in any one of five positions. doors and full length piano hinges 
Tabs slant back ading and eliminate springing. The inside stor- ~ 
can accommodate three-line typed age shelf and the pu ut shelf 
headings. The item not a hanaina increase the work surfa e material- 
folder but stands firmly in drawer and ly. Dimensions of the B D C prod- 
can take plenty of abuse, Oxford states uct are 19 inches deep by 29 
They are 10 inches in height. (Inquiry inches wide. The cabinet will ac- 
Card No. 19.) commodate any duplicator and is 
isted at $59.50. (Inquiry Card 16.) 
PHONE-LOK RECORD FILE 
Security Hardware Mayfair Co. 
Mfg. Co. Available for dealers now is 
The company announces that the company s new No. 335 
its Phone-Lok is a completely steel record file with a capac- 
new approach to the con ity of 1,500 cards, divided 
stantly increasing problem compartments and two steel 
controlling unauthorized ph ollower blocks. The product 
calls. The answer is a pin including an alphabetical in- 
tumbling device that dex, comes equipped with lock 
with a key, effectively prevent and key a lid carrying handle 
ing outgoing calls but ps and identification plate. May- 
mitting incoming calls. Secu tair reports the file is ideal for 
rity states it is an ideal item records of all types. (Inquiry 
for any public depot, store Card No. 13.) 
terminal. (Inquiry Card 17.) 
COIN CHANGER 
STACKING BIN Klopp Engineer- 
Bay Products, Inc. ing, Inc. 
Pictured here is style 900-D stacking bin A new coin changer has 
designed for handling of small parts. The been developed by the 
init Nas reintorced c a agrop han mpany which claims 
dle back of the bin and sp twelded it ncreases sales of ae 
m 4 rivets for extra strength. A coin operated vending 
tinuous stacking rim on all four machines by making 
Ie nes up pertectiy with @ style 800- proper oins readi y a- 
U box the same width and length vailable The changer 
Bay Products says. (Inquiry Card No. 3.) ran be mounted on 
wal ounter on stand. 
STORAGE BOX . A hood also is avail- 
Marwol Products Co. able for machines ex- 
The company is produ poses outdoo . 
storage boxes in two size weather conditions. 
handy disposal of cance Four models are avail- 
checks. The items are n able for providing 
structed of sturdy, corrucated change for quarters 
kraftboard and finished dimes and nickels and 
ver eray. The smaller special models can be 
box for personal check reta secureaq wn ch dispense 
for 49c, with the laraer Token Klopp recom- 
for company checks going for riage me —— . S 
. any sites where crowds 
69c. (Inquiry Card No. 18.) jather. (Inquiry Card 
No. 20.) 
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+ and then oil up your cash register ! 


More students would rather own a Royal Portable than the next 
3 makes combined. Why? Because they think it the best portable. 


These statements are based on a nationwide survey 
among more than 4000 high school students of both sexes 
and living in 30 different cities located in 22 different states. 


3 Students want ROYAL 
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portables...you’ve got ’em...go git’em! 


Royal Typewriter Company, Division of Royal McBee Corporation 














TELAEZE 
Eze Co. 


A new product to improve hearing re 
ception and eliminate annoyance caused 
by pressure of the telephone receiver 
against an earring is announced by the 
company. The device enables a girl ¢ 
hear naturally without removing the art 
cle of jewelry. Now available 
which snaps on the receiver, is adjust 
able and easily removed for cleaning 
The company claims the item has in 


creased acoustic value because t 
creates its own sound box. A display 
card accompanies all orders of tw 

dozen or more. The item priced at 


80 cents. (Inquiry Card No. 15.) 


FAN COVERS 
Budlew Products Co. 





Now available is the company's tran 
lucent plastic electric fan covers that 
are waterproof, non-inflammable and 


crack-proof. They are produced in 
eleven popular sizes ranging fron 
eight to 35 inches, a 

aged in a three color pliofilm bag 
The covers are guaranteed against 


cracking or peeling for three years 


(Inquiry Card No. 32.) 


ttractive pack 


BULLETIN TACKBOARD 
Armstrong Cork Co. 


A new tackboard with ds rative tun 

tional qualities has been introdu the com 
pany. Called Armstrong tackboar material 
is a resilient cork mposition made expressly for 
bulletin board use. It is furnished ntinuous roll 
form in '/4" and '/g" thicknesse widths of 


48 and 72 inches. Easy installat 
plified by use of Armstrong J-I| 
will bond the product firmly to an 


The item is available in four pa 


green, pueblo gray rk tan ar 


Card No. 39.) 
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further sim 
4 adhesive which 


dry wall 


(Inquiry 





VOSS PORTABLE 
Metropolitan Typewriter 
Co., Inc. 


The Detroit firm has been named 
national distributor for the Ger 
man-made Voss 9-inch standard 
portable (illustrated) with key set 
key clear tabulator and the 13 

Voss Business-riter, possessing the 
ame teature. Made in Wupperta 
West Germany, these typewriters 
have standard left hand variable 


and carriage release levers on both 
f 


right and lett des the car 
riage. The portab e ha 44 key 
88 characters, and is offered witt 


hoice of type and color. A defi 
nite policy f exclusive dealershiy 
will be set up, states Bert Swanger 
f Metropolitan Typewriter C 
Inc., and rigid prices will be mair 
tained of $99.50 for the portable 
and $120 for the Business-rit 
(Inquiry Card No. 41) 





HOBBY SCRAPBOOK 
Redi-Record Co. 


The third and latest in a line of the 
ompany's products featuring the chil- 
dren's TV star, The Merry Mailman, this 
time on a Hobby Scrapbook, was an- 
nounced ready for distribution. The 
item, designed expressly for the young- 
er set, is made of gold tooled red, blue 
r green Leatherlax. It looks and feels 


like fine leather and can be cleaned: 


with a damp cloth. The scrapbook can 
hold numerous souvenir llections 
measuring up ft 12 x 12 inches and 
contains 40 black mounting pages. (In- 


quiry Card No. 52.) 


sage 





NEW PRODUCTS continued 





TAPE DISPENSER 
Lipton Mfg. Co. 
This new heavy duty Seal-O-Mat 


Senior three nch automatic 
gummed tape dispenser automat 
cally will dispense, moisten, meas 


ure and ut 
lengths from 2!/> to 36 inches 
one stroke. The easily set feed stop 


jummea tape in 
in 


and visual measuring scale on the 
front of the machine reduce to a 
matter of seconds the time re- 
quired to set the dispenser. Lipton 
states that ingenious change in 
construction have stripped the 


Senior down to about half the 
number of parts normally found in 
product f this type. The mode 
has a list price of $39.98, F.O.B. 
factory. (Inquiry Card No. 53.) 





PERSONAL SAFES 
John D. Brush & Co. 


The new Sentry line of per 
sonal sates features a number 
of innovations, the firm re- 
veais. Highlighted is the large 
capacity Sentry Major with a 
3285 cubic inch capacity and 
tipping the scales at 275 
pounds. Outside dimensions 
are 24'/> x 17'/> x 2234 inches. 
Brush states the popular Sen 

try Safe and Cabinet intrc 

duced last year now is avail- 
able n tw more ftinishe 


bleached mahogany and wal 


nut in addition t tandard 
mahogany. The new ne of 


Sentry safes may be had in 
baked enamel finishe 
brown or gray. (Inquiry Card 


of 
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For the first time the unique B D C makes it easy and practical to use 
colors with an office mimeograph. The B D C design, eliminating the 
drum and ink pad, uses only a thin film of ink that can be cleaned 
completely in less than one minute. Re-ink with the second color, 
change the stencil and in less than 3 minutes the first copies of a two 
color job are stacking in the receiving tray. This is only one of the 
fabulous advantages of the B D C, the mimeograph that can never 
leak, that always keeps the operator clean, that is designed like a 
printing press and produces copies that are printing press quality. 
Write for complete dealer information. Bohn Duplicator Corporation, 
44 Fourth Avenue, New York 16, New York. 


REX-ROTARY 
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SLIDE RULE 
The Lithocalculator Co. 


A new circular slide rule for ma 
chinists, store manager alesmen 
and accountants with limited math 
ematical training has been de 
signed and manufactured by A. F 
Eckel. The firm states the Layman 
Calculator is the easiest operated 
slide rule available. Computatior 
are made by simply dialing in the 
numbers with the 

claimed the answer : 
the scale, and is always read at 
the same stop position on the An 
swer Dial. The division lines are 


white faced metal prec 
spaced. The average scale length 
is 17 inches. The item priced at 


$9.95. (Inquiry Card No. 14.) 


PACKAGING KIT 
Tape, Inc. 





One of a series of new products being 


introduced by the company is its T 
Test packaging kit. Here in one con 
pact unit is everything the sma fice 
or shop needs for neat preparation 

parcel post packages or sealing carton 
of various types. The kit includes a Ban 
tam roll of gummed tape, the new Bar 
tam gummed tape dispenser, a |00 f 

roll of Kraft wrapping paper in a cutter 
box plus a supply of gummed labe 

Tape, Inc., states the kit retails for $3.98 
in most areas and yields a handsome 


return. (Inquiry Card No. 5.) 


ru 


CONTAINER 
J. Clark 


The company reports th 
handy plastic box with meta 
cover is ideal for storing 
small items such as nuts, b 
screws, nails and like object 
The container has 3 


Oo w 


partments and measur 14 x 
9 x Ye inches. Clark states t 
item sells for $1.98 prepaid 


and is a prized time and w 


saver. (Inquiry Card No. 2.) 
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NEW PRODUCTS continued 


TYPEWRITER- 
ATTACHMENT 
Moderne Forrestning- 
sutstyr A. S. 

The Speed-Form typewriter-at 





tact pictured e ha 
b ped | Ber 
A + tor aI 

ak pewr qd in 

3 n e em 

with nuou 

gq T arta ed 


PORTFOLIO ke ts on ea 
Constructo se. Rele 


x 2 Ga fn 
Th Zippalope, a yntweiaht multi-pur nd tt ‘a 
c j tirely t f urp 
plast except tor the zipper, has been The mpany state t insure 
marketed by the mpany. A Japtable sa ease t nandling niar peed 
3rious printing processe the item is writing eliminate arb 
ugge 1 6 mprinteq aavertising ana that exnaust 


an ests nave 
jiveaway. The Zippalope can be opr prover ‘Ss W (Inquiry 
duced in a variety t rs and em- Card No. 12.) 


bossed patterns. It 3 product of 


Monsant (Inquiry Card No. 54.) 


TACKY-FINGER 
Evans Specialty Co. 





A new product alled Tacky 
F oT as Ct 12a ped by 
r moa ? mp > | 
yor f material wh 
aK ros n m the a 
nereby } @ harr 
aTing fT tingers wh 
ac tne t nang 
NV Cvans sta 


LOOSE LEAF BINDER he Cones ae ee 
Elbe File & Binder Co., Inc. sod tor wet sponges, age 


rine. It is guar 


inteea + be non rritatina 

The fe ecently introduced a new jreasele tainless and odor 
postal anua bind " (Inquiry Card No. 33.) 
ac mmodate the p nua and 
supplement The d nits t 
page Ta p 5] 5 V 
with the bind v “ pea 
estal. T ad Jurab ; 

a | pages ] i y a 
p n cha “ pen 
antiy r Bu k 
depre i § binde d 
turdy black nia nitatior eathe 
with ruggea nickel piated metal parts 
Tnrougqnour,t T iS @€pprov 1 Dy The U S 


Post Office department. (Inquiry Card 





STAPLES 
United Staple Co., Inc. 


The company recently | 
ine of staples ¢ Je , 
a standard staple which w 

e machines now the marke} 
Tydee" packaaced a thousand +t ; 
box and was expre y desianed f 

ffices and the home. The product i 


Tractively priced and packaged 4nd 
uited admirat 


unter display. (Inquiry Card No. 43.) 
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competition ?$!?$! 
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. .. and you'll be competition! 
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president director vice president junior executive comptroller 





America’s lowest-priced 
“quality” business chairs! 


Why sell your prospects “just any” chair? 
Today’s aggressive competitive selling em- 
phasizes the importance of handling the 
line that offers more for the money. Com- 
parison will show that the WELLS “ARISTO- 
CRAT” Line offers just that! Here is a 
complete line of the most luxurious chairs 
ever presented. 

Write TODAY for complete details. 


. . . and don’t forget, WELLS PAYS THE 
FREIGHT! on shipments of 100 Ibs. or more. 


thick, comfortable 





COMPTROLLER No. 224 


lllustrated in elastic Naugahyde 


3 62* on all cushioned areas! 


Slightly higher in Zones 2 & 3 


T\\ Di_y | 7 pe I) 
WIN } Ola , UH 
—— Z = = &  — 
u =— = iat 
% : Y 


a 
» af '? x4 
¥ > ~ ~ 


NTH 
WELLS SALESMAN OF THE MO 


ristocnate™ 


Buy elle is{ocul 


_ 








secretary 





gvest 


receptionist 


visitor 








MR. ELMER H. HUPP 
1410 3 Mile Road 
Grand Rapids, Michigan 
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MARKER PENCIL 
Eberhard Faber Pencil 


Card No. 21.) 


‘VAULT CABINET 
Modern Steelcraft 


The company present 
Criterion, a new tw 

age and vault cabinet ds 
signed especially f ff 
ciency. All drawers have ba 
bearing roller action and 
spring compre: 

vide finger-tip folder 
lation. The vault feat 
magic-touch safety 
tion lock and the added Y 
lock on the outer storage d 
provides an additiona 
guard. The cabinet measu 
32'/o inches in height, 30 
in width and 17 inche 
depth. The model! is availab 
in Steelcraft gray and green 
finishes that will not cra 


peel. (Inquiry Card No. 30.) 





PHRASE-DATE STAMP 
Douglas Homs Co. 


Here in one npact stamp 
is the !2 year rubber dater 
which the mpany claim 

yood for seven years nger 
than any other date n the 


market. A twist of the key 
clicks any one of I2 phrase 


into tame tion and 
dater wheel turns easily ?# je 
sired yaTe rt 

item ; made t t 
materia na juaranteec >| 


The dater retails for $1.95 and 


a mpanion piece 


company 





NEW PRODUCTS continued 





ompany states it has per 
ted an entirely new type of 


writing instrument known 4s 
the Marker mechanical pen 
Equipped with a _ unique 


eavy-duty, all-metal mechan 


sm which simplifies operation, 


product, Eberhard Faber 


rt $5 Quaranteed f wl 


na retails Tor 29¢c Tt 
arke j being pror fea if 
(Inquiry 


na cale 





PAPER CUTTER 
Hectographia Corp. 
The company claims the first er 
jineering advance in paper cutter 
Jesign is incorporated in its new 
all steel Safe-T paper cutter. He 
tographia states the item teatures 
an exclusive hidden blade which 
w ut tissue, paper, cloth mate 
ria ardboard and similar material 
with safety, ease and accuracy. The 
cutting edge is a concealed, easily 
changed standard Shick Injector 
r blade that cannot touch any 
thing except the material being 
it. The cutter operates with a 
and will cut up to 20 sheets 
typewriter bond without bevel 
wave or creep. (Inquiry Card 44.) 





stamp. (Inquiry Card No. 35.) 





PUNCHED-TAPE MACHINES 
Monroe Calculating Machine 


The company reports that 14 different 
models of punched-tape bookkeeping 
machines and 20 models of punched 
tape adding machines now are available 
in their line to American busine Pic 
tured here is the auto-punch adding 
machine which operates as a regular full 
keyboard unit and 
matically punches and codes in 5, 6, 7 
r 8 channel tape. The product per 
forates at the rate of 1,800 digits per 


imultaneously au 


minute. Automat ding and error 
correction are among its teature The 
machine is av stente n any t and 
totaling capac 10 to 14 n 


(Inquiry Card Ne. 46.) 


CALENDARS 
Stark Calendars 
The company is featur 
ng at the present time 
s quality line of calen 
dar stands and pads in 
popular styles and size 
Stark reports the pad: 
are lithographed 
igh grade bond paper 
pure whiteness with 
he date in red and the 
monthly calendar n 
black. The No. 7 mode! 
llustrated here carrie 
the complete 1956 cal 
endar with ample room 
n both sides of indi 
vidual dates for mem 


(Inquiry Card No. 34.) 





w 


SPIRIT CARBON 
Codo Mfg. Co. 


Codo states that aft 
has developed a new spirit carbon whic 

produces sharp, black pies without stain 
ing the hands of typist or operator. A plas 
tic-type materia n the hectograph coat- 





ing gives Black-O-Graph a satiny finish and 
stain-free surface. It is claimed te have é 
proved it excellent for printing and eng 


neering drawings. In addition t ts long 
shelf-life, it can be use : n any spirit du 
plicator without spe pape r fluid. 
(Inquiry Card No. 22. ) Ca 
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oot work can get you holes jn ydue alias 


pimless 22= foot 








Smart head work Opens new 


accounts with 


KLEEN KLEEN 


PENCIL CARBON 




















You say there are some very fat carbon accounts 
in your town that you’d give a lot to open.... 
here’s the magic combination: 


KLEEN KLEEN PENCIL CARBON 


1. A lot of offices are looking for superior quality at an 
economical price. Do we have to say more? 





KLEEN KLEEN gives cleaner, sharper copies. Its treated back wears longer, is easier to 
handle. Extra body resists wrinkling and tearing. 


N 


3. Clean to handle, clean to use, reduces smudging. 











Will not curl. Available in Green and Blue. 








NO CURL WON’T STICK Pencil Carbon 


Special ink formula prevents tacking or sticking to the copies. 








/ 2. Produces very sharp, brilliant copies. 


3. Will not curl. Available in 4 weights. 









~ PEERLESS: - IMPERIAL CO., INC. 


% > General Office and Factory: 32 Peerless Place, Newark 5, New Jersey 
QS New York Office: 108 Franklin Street, New York 13, N. Y. 


Use your head, Mr. Dealer—get 
your foot in the door with KLEEN 


$ Michigan Office: 37 Linden Street, River Rouge, Detroit 18, Mich. KLEEN or No Curt Won’T STICK. 
OS DMDDADDADADL Write today. 
DOQQ z 


“J Guat ame in RET a Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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THE ONE AND ONLY 
ROLLER BEARING 
FIBRE BOARD FILE 


The DeLuxe Transfile 
























Even in semi-active storage quick, easy, 
sure access to records is a necessity. 


No experiment this! DeLuxe TRANSFILE 
Files have been giving satisfactory per- 
formance for over 20 years. These roller 
bearings, though they cost a few cents 
more, assure quick, easy and sure access 
to semi-active records no matter how 
heavily they are loaded. The DeLuxe 
TRANSFILE File is the only roller bear- 
ing fibre board transfer file on the market. 
It has all the famous TRANSFILE fea- 
tures: Steel Front — Steel reinforced — 
Interlock, and quick, easy assembly with- 
out nuts, bolts or tools. 

DeLuxe TRANSFILE Files will make your 
customer completely satisfied. Put them 
on display today. 






STYLES 


1 3 THE REGULAR 






THE LEADER 
A Steel Front TRANSFILE File for customers who keep their Here’s the original steel-reinforced all fibre-board file 
semi-active and inactive records with their regular files. SIZES designed for economy-conscious buyers. Like all TRANS- 
Interlock for stacking into batteries. Steel reinforced. FILE Files, all the weight of drawer and contents is sup- 


ported on steel. Interlock for stacking. 


ALSO MANUFACTURERS OF THE FAMOUS 
Trademark 


‘GUIDE-O-FOLDER’ Hanging Files — ‘GUIDE-O-FILES’ — GUSSCO FILING SUPPLIES 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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OPEN ANDCLOSE 
BY HANDLE ONLY 


“HOME” of a perfectionist 


This curious, lead-lined cabinet, in the 
Esterbrook testing and research labora- 
tory, is ““home” for one of Esterbrook’s 
most meticulous perfectionists. For this 
is the housing of a very special 
X-Ray machine. 


Designed especially for Esterbrook, this 
X-Ray machine can see through solid 
metal... even the ultra-hard, ultra dense 
alloy pellets used in tipping Esterbrook 
Master Renew-Points. 


And these tiny pellets are precisely what 
this machine does inspect. In a twinkling 


of an eye, the machine examines 503 
pellets simultaneously and makes a per- 
manent record of its findings. 


This record, much like a photographic 
film, can then be enlarged, and all sub- 
standard pellets quickly identified... 
and discarded. 


Meticulous attention to details, insistence 
on highest quality standards, are the 
distinguishing marks of every Esterbrook 
Pen and Point you sell. This applies to 
every part of the pen...even when that 
part is a pellet scarcely bigger than the 
period at the end of this sentence. 


















Osterbrook 


FOUNTAIN PEN 





THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 





The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontario 
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OTHER LANDS 





Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bldg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


April 1, 1955 Manchester 


The office machinery and equipment section at the British 
Industries Fair this year will not be on the same scale as in 
the past, but what it will lack in spaciousness it will make up 
for in pride of position. Its 11,000 square feet will be hinging 
on the center of the Grand Hall at Olympia, London, and tak 
ing part will be more than a score of firms. 

The comparatively small size of the section is due to the 
proximity of the industry’s own national trade fair, the Busi- 
ness Efficiency Exhibition, which opens at Olympia, 24 days 
after the Fair closes June 6. 

Another innovation will be the position of the Office Ap- 
pliance and Business Equipment Trades’ Association’s type- 
writing and secretarial bureau for overseas’ buyers outside the 
section, where it is felt, its purpose may be more self-evident. 

The service offered is for the benefit of all visitors from 
abroad, but to make the stand more distinctive from those of 
its neighbors when it was located among many firms selling 
typewriters, office stationery and filing cabinets. 

Despite its size, there will be a comprehensive range of 
equipment on display. Moore’s Modern Methods Ltd., one of 
the firms in the industry which has been represented at the 
B.I.F. almost without interruption since the inception of the 
Fair, is introducing a new machine posting trolley, each sec- 
tion of the cover of which is mounted on rollers and yet is an 
integral part of the whole. 

A further addition to the company’s products on show will 
be a counter catalog stand designed to speed up service to 
a customer. 

The stand holds an extensive collection of the international 
punched-out type of catalogs and holds them in such a way 
that any page of any item can be turned up naturally and 
speedily. 

* ££ & & F 

On the Rotaprint R30/90 duplicating machine, which made 
its debut at the B.I.F. two years ago, there will be shown a 
new attachment, an automatic numberer. It features a central 
press-button control panel reducing the manual effort of of- 
fice printing to a minimum. One of the beauties of the R30/90 
is its versatility. 

Acrow (Engineers) Ltd., will have two stands at the Fair, 
one in the section and one in the gallery. The one upstairs 
will feature a new self-opening-and-closing garage door which 
enables you to drive your car straight into your garage with- 
out getting out. 

New to the Fair, Burroughs Adding Machine Ltd., will be 
showing their £49. desk model adding machine which both 
adds and multiplies, and is so designed that several keys may 
be depressed simultaneously to index entire amounts at a time. 

Also in this field there will be a useful range of adding 
machines on the stand of Bulmer’s (Calculators) Ltd., includ- 
ing the new Addo-X adding machine for sterling currency 
with an electric subtractor and credit balance. This machine 
has a keyboard capacity of ten figures with a total capacity 


60 


of eleven, and features multiplication with whole numbers. 

In the typewriter field British Typewriters Ltd., one of the 
most stalwart supporters of the B.I.F., will be represented by 
the ‘Empire Aristocrat’ of which nearly one million have now 
been sold and for which overseas demand is tremendous. 

* £ & & & 

As venue for their next regional Business Efficiency Exhibi- 
tion, the Office Appliance and Business Equipment Trades 
Association have chosen Hull. The display will be held at 
the City Hall from April 19-22 and opened by the Lord 
Mayor, Councillor H. W. Jackson. 

Being the first time since before the war the B. E. E. has 
visited this city, it is not surprising to find exhibitors will be 
making a big show of new equipment in which local govern- 
ment offices may be especially interested. 

Carter-Parratt Ltd., for instance, will have two new items 
with particular appeal. The first of these is a “speed post 
unit”, a card filing “desk” with two storage units on each 
side and accommodation for a maximum of 24,000 cards. 
Each of the four bins has a disappearing steel shutter-type 
cover and a pull-out writing section is available to facilitate 
posting from the “wing” sections. Under this writing section 
is a drawer for the operator’s belongings. 

The second new exhibit of the same firm is the “Vistamatic” 
wall unit, a charting system designed to provide a_ positive 
means of visual control over management problems. Con- 
structed on the unit principle, the device comprises seven 
panels, each five squares wide by twenty squares deep. 

Signal sets for these squares of up to 14 colors are standard 
equipment and transparent holders are supplied. Clear acetate 
fittings, on which one can write with a chanagraph pencil, 
enable the operator to make his own signals for insertion. 

*¥ £ & & € 

The National Cash Register Company’s display will be 
extensive, beginning with the class 31 direct entry accounting 
machine and the new 32, the basic feature of which is to 
simplify the more complicated forms of statistical work in- 
volving analysis of entries and the computation of several 
balances on the same record. 

These will be amplified with the Company’s extensive E.N. 
series which eliminate the handwork normally entailed in 
the earlier stages, and the virtually new 2000 and 58 classes. 

On the other side of the same firm’s stand will appear 
their “Silent 51” cash register, representative units of the 
6000 class and four class 100 machines. 

* &£ & & & 

Also new will be Modern Telephones’ “Magicmaster” in- 
tercommunication system, specially designed for chief execu- 
tives. This can be incorporated in any “dialcom” private 
automatic exchange system and enables the user to obtain 
priority for his calls even if the called extension proves to be 
engaged. 

* * & & & 

A whole variety of new equipment is to be shown, too, 
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Bates List 
Finders 
Press . . presto! 
There’s the 
address, 
phone number, 
recipe, etc. . . 
quick as 

—_—— a wink! 

Numbering 

Machines 

The world’s 

standard for excellence. 


Bates Refill 
5000 rustless Brass 
staples each loading 
Bates 
Automatic 
Eyeleter 
Feeds, inserts 
and crimps 
eyelets in one 
automatic action. 


Bates BATES 


Perforator 
Easiest action, large waste MERCURY 
STAPLER 


container Compact, 
economical. 


Bates Staple 
Remover and Punch 
Instantly removes any staple 
Punches a hole up to 
a thickness of eight 
pieces of paper. 


Bates é 
Model C Stapler ~ 
Makes its own staples. 


Silent Stamp Pads 

Reversible, renewable filler 

for long life, clear 
impressions 


keep all these 
BATES quality 
products 

on display 


Bates 

Samson 

Hand Punch 

Powerful, easy to use— 
perforates up to 

Ye" of paper. 


Wide range of 
models for every 
requirement. 
Attractive 
stream-lined design. 
Removable 

head for easy, 
jam-free 

operation. 





by Office Machinery Ltd., including the new Alpina: portable 
typewriter, which is an office machine rather than a light- 
weight portable. This will be available with 10” or 13” car- 
riages and is basically made of duralumin. 

The 10” carriage model without tabulator but with case 
weighs just under 19 Ibs. Among its many features is a per- 
spex paper guide enabling typing to be carried out down to 
the bottom of the page. Also being shown by the same con- 
cern will be a new deluxe chair for typists, which has been 


streamlined back and front, and Vickers-Armstrong one- 
pedestal desk built on the unit principal. 
On Abbott Bros’ stand will be seen additions to their 


draughtsman’s equipment and Ellam’s Duplicator Company, 
Ltd., will be showing a wide range of their hand and electri- 
cally operated models, including the M.100/E, the printing 
speed of which can be increased and reduced over a range 
of 40 to 120 copies a minute. 

The feed board holds a ream of paper and seven degrees 
of pressure can be selected to afford different densities of 
printing. Notable about this machine is the inking system 
which automatically allows the stencil the correct volum2 
of ink to ensure copies of equal “weight”. 

* &£ & & 

A firm with close contacts with the American office appli- 
ance industry — Macgowan and Company, Ltd., of St. John 
St., Wolverhampton — has opened a new branch office at 
11-12, Chatham St., Dublin. The management of the branch 
office will be in the hands of the Chatham Trading Company, 
Ltd. The branch office will be the distribution point in Eire 
for all Bates machines and devices. 

The firm has for many years been the sole U. K. and 
Eire importers and distributors of products made by the Bates 
Manufacturing Company, of New York and Orange, N. J. 

The Olivetti “Lexicon 80” office typewriter seems to be 
creating a great deal of interest in office equipment circles in 
Britain. The machine is supplied in five different carriage 
lengths, 12, 15, 18, 23 and 27 inches. There is type and 
keyboards for all alphabets. 

The typebar action and carriage is of new design. The 
typebar action is based on the principle of progressive accel- 
eration, ensuring a high speed and light touch. 

The carriage guide consists of a tube made of hardened 
steel, ground and polished, which runs over specially de- 
signed bearings to ensure permanent alignment of the written 
line, and a smooth carriage return. 


A. B. Dick Forms Foreign Trade 
Department, Names Unit Chiefs 


Appointment of George H. Canada as 
director of a newly formed foreign mar- 
kets department was announced recently 
by A. B. Dick Company of Chicago. 

Ralph P. Bassett has been named 
European sales manager and Robert S. 
Starrs, Latin American sales manager, 
the company added. 

Formation of the new department em- 
phasizes the increasing potential of for- 
eign markets in the duplicating equip- 
ment and supplies business, according to 
Mathews Dick Jr., vice president of sales. At present, the 
Western European market is about two-thirds as large as the 
U. S. market, Mr. Dick estimated. Latin America represents 
about one sixth the potential of this country and is growing 
rapidly. 

A. B. Dick products now are sold through 14 distributors 
in Europe and 28 in Latin America. For the past three years, 
Mr. Canada has been sales manager of the special markets 
department, handling foreign as well as federal government 
sales. 

Mr. Bassett has been with the company more than 19 years, 
most recently as a federal government sales representative. 
Mr. Starrs joined the company three years ago and has been 
a staff assistant in the special markets department the last two 
years. 





G. H. CANADA 
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Swangers on Trip to Europe 

Mr. & Mrs. Bertan R. Swanger, president and secretary- 
treasurer of Metropolitan Typewriter Company, Inc., 18097 
Sorrento Ave., Detroit, Mich., planned to leave April 13 on 
the Queen Mary for Wuppertal, West Germany. There, they 
were to visit the home factory of the Voss Writing Machine 
Company, makers of the Voss portable typewriter and the 
Voss Business-riter. 

The Detroit firm is the sole importer of these machines for 
the entire United States and will distribute them to dealers on 
an exclusive basis. 

While in Europe, after their business at their home factory 
is finished, Mr. and Mrs. Swanger will attend the Hanover 
(German) Industrial Fair. Later, they will visit the Precisa 
Adding Machine factory in Zurich, Switzerland. A tour of 
the continent is planned for approximately three weeks and 
the Detroit couple will return to the United States about May 
26 in plenty of time to attend the NOMDA convention where 
the Voss typewriters will be on display. 





AUSTRALIAN NEWS 


W. BEECHAM, Correspondent 
Box E256, G.P.O., Perth, W.A, 





onsider should 
During the month of Feb- 
Australia exceeded the value of 
trading deficit for the 
£40,300,000, com- 
of £35,100,000 for the corresponding 


The Federal Cabinet is soon to whether it 
tighten import restrictions once again. 
ruary the value of imports int 
exports by £1,500,000. This brought the 
first eight months of current financial year t 
pared with a trading surplus 
months of the previous financial year 

The deter is more marked than the figures suggest, as 
they do not take into account freight and insurance charges on 
i eight-months 
in the period 


ration 


the imports, and these charges will bring the tota 


deficit to about £115 million. as the total import: 
were worth some £538,600,000. 


*&* &£ & & & 


Although Minister for Customs Senator O'Sullivan has refused 
to indicate whether import restrictions will be tightened after 
April |, he recently left behind, after a two-hour conference with 
members of the Brisbane Chamber of Commerce, a distinct im- 


pression that further restrictions were imminent 


As the do 


tion in regard t 


me specula- 
in imports from the United States, al- 


lar position continues to worsen there is 
possible cut: 


though these are already down to a low ebb. 
*¥ *£ &€£ & & 

The recent Federal Arbitration Court udament on margins 
undoubtedly means, although it st mpossible to gauge ac- 
urately the total effect on aqeneral waae costs, that most Austra 
lian employers will face a higher wages bill in the coming financial 
year. 

Some of the higher costs may be cushioned in industries where 
employers already are paying overaward wages to skilled workers 
to retain their services, but against this the shortage of labor in 
killed categories may be expected to give employees an extra 


point. More efficient manaaement resulting in greater 


baraaining 


productivity also will tend to absorb hiqher waae costs. 

And it is in this field of more efficient management that the 
office appliance distributor should score. But, unfortunately, his 
supplie f efficient anpliances are likely to be limited. He has 
his eye on a deal of merchandise from the United States. but 
he has little more chance of securing most of it than the penniless 

rl wh ks with longing into the jeweler'’s window. 

* &£ & & & 

In the furniture industry, wage increases ranging from 5s. 
to 28s. a week were granted recently. Increased wages also were 


aranted to timber workers, which means that raw material costs will 
be heav er 

"Nobody wants to see our living standards decline," says a 
spokesman for the Victorian Chamber of Manufacturers, “but the 


cold truth must be faced that the high cost factor in Australia 


makes ir prices uncompetitive in w rld markets. 

'We have no control over the ts and prices in other coun- 
tries, and we cannot expect intries, whose biect is to re- 
qain their export markets, to burden their costs to meet ours. If 


ecure 4 share of the world's trade we must adjust our 


we are t 
" 
own. 
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Sinead QUICK SERVICE 


MERCHANDISING UNITS 


ARE READY TO GO 
TO WORK FOR YOU! 

























The Smead Manufacturing Company, to- 
gether with four other manufacturers* and 
Henry Berry Associates, has developed a 
merchandising plan which will . . . 

GIVE YOU MORE SALES PER SALES PERSON 
Many customers will help themselves, thus 
freeing your sales people to those customers 
who need help. 

GIVE YOU FAR BETTER DISPLAY 

You change your store from a warehouse to 
a “saleshouse” and you carry fewer slow 
moving items. 

GIVE YOU A TAILOR-MADE STORE IN DESIGN 
The 5-part “Master Plan” includes a personal 
analysis, blue prints and keyed recommenda- 
tions for self-servicing your store. 


Modular Wall Type Fixture 


. Provides Self-Service and Self-Selection features as well 
as substantial storage space along the wall. 80” high x 60” long 
x 25” deep. Top recessed lighting, designed for use singly or in 
multiple. 






THE SMEAD MANUFACTURING CO., INC. 
HASTINGS, MINNESOTA 


We are interested in learning more about your 











| 
| 
| 
| 
| 
| Quick-Service plan. Send us further particulars. 
| 
| 
| 
| 
| 
| 


Name 
Address 
Arc-Segment Island Type Fixture 
City Zone. State. : 
Designed, by Henry Berry, this unit provides shelves which are *Cooperating 
> <n ale cone nen eammscemep onaividicnlainstaiadiemndieimniananiaieniaesia nnn ane eL aa all equally distant from both the eye and the hand. Merchandise eae beck Co. 
NO. 1-555 gets “Top Billing” regardless of position in this unit. Every cubic Des ance ~ ay 3 -e, 
D IN , inch of selling area rates 100% in effectiveness. hetox Peeet , 





WHETHER YOU FILE... Alphabetically, Numerically, Geographically, 
Chronologically, or by Subject Indexing, THERE IS A SMEAD SYSTEM 


ALREADY TAILORED TO FIT YOUR NEED! 


SMEAD manufactures 
over 3100 filing and 
stationery products. 
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TELL-1-VISION SYS 
For Alphabetical Fil 
Available from 25 ¢ 


OUT GUIDE 
to 10,000. 


For Charge-out Records 
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THE INDIVIDUAL FOLDER 








Note the Two-Pli-Top at the point of 
greatest wear. “Replace them at 
transfer time.” 
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PAD STYLE FOLDER LABELS 
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SEE YOUR LOCAL STATIONER 


SMEAD can supply your every 
ww 
o AND SPECIFY SMEAD PRODUCTS 


filing need. “IF YOU NEED IT 
WE CAN FURNISH IT”. 





THE Smead’ MANUFACTURING CO., INC.-HASTINGS, MINNESOTA 
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anew concept of 
cash register design 


If there is one cash register which fully meets the performance and 
budget needs of all small and medium size retailers—surely it is 

the magnificent new Regna DeLuxe! A cash register . . . an adding 
machine .. . a bookkeeping machine— it is ideally suited for the 
multiple functions of cash protection, cash-credit control and general 
figurework. Sturdy, precision-built, soft-spoken . . . virtually 
maintenance-free! And note the Regna’s trim, rounded styling: 

so elegant, compact, unobtrusive. Yet for all this versatility and beauty, 
the Regna is low-priced, within easy reach of the smallest storekeeper! 
New manual or electric models with through-colored Carbamide 

cases in green, ivory arid maroon. 








2 * Be eke coos V : cS ~e" Oo , 

Regna can print double cash receipts Visible item indication shows clerk New square-shaped “sculptured” keys 

C (one for store, one for customer). and customer individual items, total. are far easier and faster to operate. 
Electrically and hand - 

A complete stock of Regna parts is located in ated models with or without 

service centers throughout the U. S. indication. 








Regna Cash Registers, Inc. 
| 175 Fifth Avenue, New York 10, N. Y. 
at Gentlemen: 


Please send details and prices on the Regna Deluxe Cash Register 
plus information about becoming a Regna dealer. 


IER OIE 
CTS “we - 


IN CANADA: Regna Cash Registers of Canada Ltd., 704 Notre | ee eee 
Dame St. W., Montreal, Que., and Business Equipment Ma- 
chines, 489-R King St. W., Toronto, Ont. Company 


OUTSIDE CONTINENTAL U. S-.: Jorgen S. Lien, Box 507, 
Bergen, Norway. 
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Your best season for selling 


INDELIBLE 
CLOTH-MARKERS 


is the camp season 








Your next-best is 
the school season 


Your best item is No. 475, the complete kit 
with Ball-Point Marking Pen and stretcher for 
marking on light-colored fabrics, and press-on 
tape for dark fabrics . . . Suggested retail $1.89. 


Also good, is No. 476, the Ball-Point Cloth 
Marker with the Retractable Point... 
Suggested retail $1.29. 


And for a real economy item, sell the No. 474 
Marker at a suggested retail price of 79¢. 


kind of insurance against loss, theft or 


accidental swapping. 


Order Now for the Camp Season business. 


Be Smarter... 


Sell Carter's 


THE CARTER’S 
INK COMPANY 


CAMBRIDGE 42, BOSTON, MASSACHUSETTS 
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These Markers offer your customers the cheapest 


Let the Carter Display Card go to work for you. 














... De Luxe 
We ern nan PEN 


Mo our Voth 





4 
7 





sf 
e | Ate 


om 











Ze) 
@B2Z| - 
OA-5/55 c 





VVUVVUVVVVUVyY 


F 
—, 


55 















In-and-out 
boards 


Job Ticket 
Racks 


priced to sell! 
Every Lit-Ning product w 
priced to move fast ..yet 


there’s always a long profit 
for the Lit-Ning dealer. 


Over half-a-hundred fast-selling 
steel office accessories available 
fi om one source. Lit-Ning, 
the longest quality line. 







: Stationery Racks ; 









Vertical Files 





WRITE FOR LIT-NING PROFIT STORY 


LIT-NING PRODUCTS COMPANY 
3907 DUQUESNE AVE. * CULVER CITY, CALIF. 


Please send me your new catalog and discount sheet. 


FIRM NAME 








city STATE 2 





a MY NAME ee) ae ee 








LIT-NING PRODUCTS COMPANY + FACTORY FRESNO, CALIF. © SALES OFFICE 3907 DUQUESNE AVE., CULVER CITY, CALIF. 
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Mexican Firm Specializes 
in Modern Office Machines 


by MABEL F. KNIGHT 
Correspondent 


@® YOUR CORRESPONDENT experienced a certain amount 
of difficulty in finding the offices and plant of F. Armida & 
Company in Mexico City but once discovered it revealed 
itself as a busy abode radiating a warm and cheerful atmos- 
phere. 

The office, a large, bright room, was in charge of Don 
Ignacio Armida, Jr., a graduate of the National University of 
Mexico. His particular chore is control of the entire Friden 
line of office equipment machines which the firm carries. 

It was a pleasure to meet Don Ignacio who was acquainted 
through correspondence with OFFICE APPLIANCES MAGA- 
ZINE and for which he wrote an engaging account of in- 
dustrialization of Mexico for the golden anniversary number 
last June. 

His uncle, Francisco Armida, had his office two flights up 
and it was his secretary, Senorita Benita Diaz Araiza, who con- 
ducted me on a tour of the premises and introduced me to the 
intricacies of machines on display. 

Senorita Araiza was specially interested in explaining the 
postage stamp meter, a Pitney Bowes machine that stamps 





and seals mail in one operation, being able to run off 175 
letters a minute. The meter is electrically operated with auto- 
matic feeding and stacking. It prints postage of any value by 
adjusting a lever to the amount wished. It protects postage 
from waste, theft or “borrowing”. It not only saves time in 
the business office but also in the post office as metered mail 
needs no canceling or postmarking. 

Akin to this machine is the precision weighing scales. It has 
a cast iron base and housing with a durable finish. It eliminates 
mail delays and overpayments. 

The machine appeared one of the most important in use 
here at Armida although they had so many others that it was 
bewildering. 


Addressing Made Easy 


There were desk and related objects found in every shop 
where such equipment is sold. They told me that they were 
the sole distributors for Smith-Corona portable typewriters, 
but I was on the lookout for the unusual and such was the 
Elliot addressing machine which prints address cards which 
last indefinitely, and are quickly typed on any regular type- 
writer. By snapping a clamp over the platen of any typewriter, 
one can stencil addresses at typewriter speed. 

There also was the Speedrite machine for protecting one’s 
checks so they cannot be altered without detection. Then there 
were the calculating machines and the duplicadores found in 
most offices. 

Now comes the auto-typist perforating equipment which 
seems at first sight like something Aladdin’s Lamp might pro- 
duce. This auto-typist perforator has a standard typewriter 
keyboard, and will perforate auto-typist record rolls almost as 
quickly as one can type a letter. 


Easy to Operate 


As the paper roll is fed forward pneumatically only a light 
touch is necessary for operation. A winding spindle on top 
allows one to wind up the roll on the record spool. 

They had stands there, too, in the office for the auto- 
typist perforating equipment. What I saw were finished in gray 
to match the perforator. But there were other important arti- 
cles that must be enumerated, such as the Friden automatic 
calculating machine. 

It is sometimes called the thinking machine of American 
business, for through the use of the separate multiplier key- 
board each percentage can be quickly computed. 

Straight time, overtime and total gross earnings are all ob- 
tained simultaneously with the calculator for payroll computa- 
tions. Deductions are made at the touch of a key and the 
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Seen at the Armida Offices in Mexico City... 

1. Office g Don Ig lo Armida, Jr., and his secretary Esther 
Basterra pose for the ‘‘birdie." 

2. A variety of items highlight the window display. 

3. Floor show of office machines for easy inspection. 





total payroll is accumulated automatically. It is not only easy 
to operate but it slashes office costs. 

Then there is the A. B. Dick Duplicadora, so simple it is 
said that a child can work it. Silent and smoothly it performs 
its functions such as duplicating deeds, declarations, circulars 
and portfolios. 

Armida and Company have no factory, but import all arti- 
cles and sell them in the Republic of Mexico. Many of their 
customers come directly to their offices on Palma 35, where 
they can see what they are buying. 

They have been established in Mexico since 1908 and it is 
strictly a Mexican firm throughout. 
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M THE MOST SALEABLE 
CHAIR IN THE BUSINESS — 












chis new base, let your prospects see the Point out the nylon thrust bearing. Have them sit 
ch and beauty of the die-cast aluminum base down, swivel around, tilt back, scoot back and 
ts exclusive, satin-chrome, recessed scuff forth... nota squeak, not a sound. Silent lifetime 

Turn it upside down—feel the smoothly _nylom bearings are just where you need “er 7 
ed edges that protect shoes. Remove a _ Explain that the beautiful ASE finish is baked 
d, ball-bearing caster. Point out the steel om over Bonderite-treated metal . . . that it's a aE 
socket. Lift the seat off to show the steel hub _ lifetime finish... that it comes in a variety of col- 3 


ght into the base. ors... and your prospect becomes a customer! © 


Show ASE chairs and you'll sell them. Write today to see how 
you can put these profitable ASE chairs on your showroom floor. 





This fast selling ASE line will make profits on you 






ALL-STEEL EQUIPMENT INC., Aurora, Illinois 
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Write for complete information. Franchise may be open in your 





District 7 NSOEA Prepares 
for Convention in Duluth 


“Sessions will be held in the beauti- 
ful Hotel Duluth during the city’s love- 
liest time of the year. Paris for the Pari- 
sians . . . we'll take Duluth in the 
Spring,” states the invitation issued to 
stationers of District No. 7, NSOEA, 
to attend the regional convention May 
27-28 in Duluth, Minn. The Northwest 
Travelers Club is taking an active part 
in the planning. 

Governor Clarence Bensen of Farn- 
ham’s, Minneapolis, announces that the 
speakers will include Leonard B. Wilcox, NSOEA president; 
Paul Burbank, NSOEA executive vice-president; Dr. Neal 
Bowman of the National Association of Manufacturers and 
J. L. Mann, vice-president NSOEA manufacturers’ division, 
speaking on office equipment sales. 

Lots of fun for everybody is promised including a Saturday 
afternoon fishing trip, a golf tournament and a smorgasbord 
on Friday night. The outdoor events will depend, of course, 
on the weather. 

A number of events are being planned for the ladies in- 
cluding a Lake Superior excursion. 

The Hotel Duluth is the convention hotel and reservations 
for rooms are to be sent there. 





Cc. BENSON 





New York Office Furniture Salesmen 
Form Club; Elect Morgan President 

Early in March a group of office furniture sales representa- 
tives met in the Hotel Commodore to lay the foundation for 
an office furniture sales representatives’ club. Acting President 
Hugh Morgan presided. 

The chairman of the by-laws committee, Milton Stone, 
Milton Stone Associates, read the aims of the club as follows: 

“We, sales representatives of manufacturers of office furni- 
ture, who are engaged in selling to the resale trades in the 
metropolitan New York area, in the common desire to con- 
tribute toward the improvement of the entire office furniture 
industry; to help create better understanding between all 
branches of the industry; to render our best co-operation to 
the trade organizations of our industry; to enhance our group 
status as sales representatives; to make of ourselves ever-better 
sales representatives and thus enhance our value to the manu- 
facturers and customers we serve; and to constantly strive for 
the betterment of every individual in our group.” 

“Therefore, with the ideal of our mutual welfare always in 
mind, and without special privilege or unfair advantage to any 
individual or individuals among us, do we enter into the for- 
mation of this organization.” 

The next article dealt with the name of the club which was 
proposed as follows: “New York Office Furniture Representa- 
tives Club”. Other articles covered the establishing of dues at 
$10.00 yearly for charter members with later members paying 
$5.00 initiation fees. 

Specific meeting months were designated as follows: Feb- 
ruary, April, June, October and December, the latter to be 
their annual meeting and election of officers. The by-laws 
consisted of 12 articles which after discussion were passed and 
adopted. 
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The following slate of officers was proposed: President Hugh 
Morgan, manufacturers’ representative; first vice-president, 
Walter Diamond, Shelbyville Desk Company; second vice- 
president, Milton Stone, Milton Stone Associates; recording 
secretary, Harry Neckaman, Joseph Wallace; corresponding 
secretary, Mel Geyer, The Globe-Wernicke Co., and treas- 
urer, Milton Skala, Milwaukee Chair Company. All were 
unanimously elected. Directors are as follows: Fred Bloempot, 
George B. Wray, Joseph Wallace, Roland Freeman, H. A. 
Clemetson, Bert Schubert and David Kohansky. 

The governing body will consist of officers of the club, the 
board of directors, and chairman of standing committees. 





Stationers 12:30 Club Marks Fifth 
Year of Successful Insurance Fund 

The Stationers 12:30 Club Insurance Fund recently cele- 
brated the completion of five successful years in providing 
group coverage for members and personnel of this industry 
in New York City. The trustees of the group have announced 
that new applications for membership will be acceptable this 
Spring. 

The Stationers Insurance Fund came into being as the di- 
rect result of the efforts of the officers and the board of gov- 
ernors of the Stationer’s 12:30 Club. It is unique that a lunch- 
eon club should undertake such a far-reaching and forward 
step for its members and for the employers and employees of 
the industry in New York City. 

Credit for whipping it into shape and guiding the original 
negotiations belongs to the late Dwight N. Briggs, charter 
member, past president and perennial treasurer of the Club 
and Mort Libien, Libien Press, Inc., the then president of 
the club, and Philip G. Tagley, Consolidated Loose Leaf 
Company, past president. 

The effort that went into the creation of this fund can best 
be appreciated when it is realized that this plan of insurance 
was little known; that every step along the way had to be 
tested with the insurance carrier, The Travelers Insurance 
Company, and cleared with the New York State Insurance 
Department. And even at this writing the number of such 
funds is still very limited. 

During the five years that the fund has been in existence and 
after the original solicitation, the group was only opened once 
for additional membership — about 2% years ago. While it 
was the original intent of the club that the insurance fund be 
set up so that employer-members of the club could avail them- 
selves of the low-cost, non medical, tax deductible, life pro- 
tection, they have amended the trust agreement so that non- 
members may now participate and allied stationery groups 
may join. 

At the present time approximately 60 companies are joined 
together to enjoy the benefits of the plan with a total of more 
than $750,000 coverage. Since its inception, participating mem- 
bers of the fund have enjoyed a 10% experience mortality re- 
fund each year and during one year an additional 15% credit 
was distributed. 

Messrs. Libien, Tagley and Louis Caracci, The Nor-Wood 
Company, are the trustees. M. S. Sellner is administrator. 





Announce Manufacturers’ Division Meetings 

J. L. (Lou) Mann, Sturgis Posture Chair Company, vice- 
president of the manufacturers’ division of NSOEA, has an- 
nounced two divisional meetings to be held in June. 

The eastern session will be in New York City on June 16 
and the western meeting in Chicago on June 28. 
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¥ tL No. 840 Female 
Adjustable seat height re- Back tilts to relieve fatigue. Posture Chair 
lieves under-knee pressure. Adjustable spring tension. 





Beautiful in 










-—{—. 


Back height adjusts to Back pad and back frame have 
provide proper support. separate angular adjustments. 





see this chair at your A.S.E. dealer or wire 


ALL-STEEL EQUIPMENT ING. 


Aurora, Illinois 
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WHY PENDAFLEX HANGING FOLDERS EFFECT 
SUCH A GREAT SAVING ug Zhao Cole,” 





IN YOUR PRESENT FILING— 
AFTER YOU OPEN THE DRAWER— 


HOW SOON CAN YOU FILE? 


1. NOT YET— 


The follower block closes 
folders up as tight as a drum 


So let's loosen the follower. 


2. NOT YET— 


The folders have fallen over, 
making matters even worse 
So let's make a “working 
space’ — lean some forward, 


some backward. 


3. NOT YET— 


Now you can start fingering 
for the index guide behind 
which the folder is filed 
You find it. 


4. NOT YET— 


Now you can finger for the 
tight folder—you find it. 


5. NOT YET— 


You still have to open the 
folder—but at long last— 


6. EUREKA! 


Mission accomplished — one 


paper filed! 


TIME ELAPSED: X MINUTES. 
ENERGY EXPENDED: X FOOT POUNDS. 


COST IN DOLLARS AND CENTS: X SAL- 
ARY DIVIDED BY X MINUTES, THE 
MAJOR COST OF FILING! 


















A typical setup 
for correspondence 
filing with 
Oxford Pendoflex 


WITH 
OXFORD 


PENDAFLEX 
Hanging Folders 


HOW SOON CAN YOU FILE? 


1. READY — There’s no follower block to loosen. Every 
folder is hanging upright in the natural position for insert- 
ing a paper. Every tab is visible. The required folder is 
located not by fumbling and fingering, but in a swift glance, 
with no fingering at all. 


2. FILE! All the actual work the file clerk does is to spread 
the folder open with a light touch of the fingers and drop 
in the paper. 

TIME ELAPSED: X SECONDS. 

ENERGY EXPENDED: X PINKY POWER. 

COST IN DOLLARS AND CENTS: 


A saving of up to 50%, as Pendaflex Users 
everywhere will testify! 








NEVER BEFORE SUCH FAST, EASY FILING! 


a SAAMI 








OXFORD FILING SUPPLY COMPANY, INC. 


Garden City, N. Y. 
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Make CHILD’S PLAY 
of Copy Work 


nce 








N OLD TOWN SPIRIT DUPLICATOR 
A is clean and foolproof. There are 
no costly stencils or mats, no messy 
inks or gelatins, no cleaning up later. 
Simply write, type or draw on an 
Old Town master unit and place it 
on the machine. Copy paper mois- 
tened with a clean, alcohol-type fluid 





picks off up to 500 crisp, clear copies | 


faster than one a second. And you 

at um te of k t t World’s foremost maker 
> os . 2 ¢ . 

Ee I x colors at once: of carbons, ribbons, 


duplicators and 
duplicating supplies. 






Rent your 
OLD TOWN SPIRIT DUPLICATOR 





*® Rentals as low as $7.50 per 


ation about Old Town spirit duplicators 
month. 


| and trade-in offer. 


*& Rent one or many machines. 


*® 10-day FREE trial in your own 
office. 





se % Liberal trade-in on your old ma- 
lo. chine if you decide to buy. 
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Pocono Manor to be Site 


of Region 3 Convention 


Pocono Manor Inn, Pocono Manor, 
Pa., will be the site of the third regional 
convention of NSOEA June 12-15. 

Governor T. M. Stout has been spear- 
heading plans for this convention which 
promises to attract a large attendance 
from the region embracing Pennsylvania, 
Virginia and adjoining area. 

Mary C. Sutherland of the publicity 
committee announces that some of the 
speakers and their subjects are: 

Leonard B. Wilcox, “It’s Yours for 





T. M. STOUT 


the Asking.” 
J. L. Mann, “The Keys of a Master Salesman.” 
Henry Berry, “To Live and Grow, Modernize Your Store.” 
James Kobak, “Seano’s Amazing Elixir”. (For the relief of 
sagging surplus and pallid profits). 
Orvin A. Moen, “You, the Teacher of Main Street.” 





Joint Stationery Meeting Held in New York; 
Burbank and Picchione Guest Speakers 

Some 120 members and guests attended a meeting jointly 
sponsored by the Metropolitan Travelers Club and NSOEA 
13th Regional District held March 7 in the Mosaic Room of 
the Hotel New Yorker. President Martin M. Moldow of Metro- 
politan Travelers Club presided. 

The meeting was well attended by members of the New 
York Stationers Association, The Stationers 12:30 Club, The 
Stationers Square Club, manufacturers and their representa- 
tives, retailers and wholesalers in the Metropolitan New York 
City area. 

President Moldow expressed his pleasure at seeing such a 
good attendance. He went on to outline the aims and pur- 
poses of the Metropolitan Travelers Club and its harmonious 
co-operation with other clubs, manufacturers, representatives 
and dealers in the area. 

He introduced dignitaries at the head table who were: 
president of the Stationers 12:30 Club, Edward J. Healy, 
Wilson Jones Company; president of the Stationers Square 
Club, Milton Stone, Milton Stone Associates; guest speaker, 
Nicholas Picchione, Dome Publishing Company, Inc.; presi- 
dent of the National Office Furniture Association, Bernard H. 
Nemlich, Regan Furniture Corporation; vice-president of the 
Stationers Association of New York, George Reichman, 
Mooneys, Inc.; former governor of the NSOEA 13th Region, 
J. S. Libien, Libien Press, Inc., who was pinch hitting for 
Governor Carl C. Judkoff, Cantigny Printing & Stationery 
Company, Inc., and Paul E. Burbank, National Stationery & 
Office Equipment Association. 

George Reichman, on behalf of the Stationers Association 
of New York, welcomed the Metropolitan Travelers Club into 
the ranks of associations in the Metropolitan New York City 
area and opined that it could be beneficial as a good connecting 
link between manufacturers and dealers. Past president of the 
Stationers Association of New York, Milton Goldhair, Harmill 
Office Supply Company, invited all to attend the association’s 
golden anniversary, gala dinner dance and entertainment to be 
held Saturday evening, May 7, in the grand ballroom of the 
Hotel Commodore. 

J. S. Libien, in behalf of Governor Carl C. Judkoff, urged a 
good attendance at the District No. 13 NSOEA convention to 
be held on June 20-21 at Grossinger’s Hotel and Country 
Club, Ferndale, N. Y. Revealing that some 300 reservations 
have already been made, he urged those who are planning to 
go to make their reservations promptly. 

The first speaker of the evening was Paul E. Burbank, 
NSOEA executive vice-president, whose subject was “50 Years 
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of Progress in the Stationery Business and What the Future 
Holds for Us”. Having talked with many men on his trips 
across the country, he found that some were concerned with 
automation. They wondered how things would be 20 years 
from now and what would happen to industry. His reply was 
that stationery products are an important and necessary part 
of all business and automation is not likely to stop their use. 

He went on to tell of the value and need for trade associa- 
tions on both a local and national level to find out things and 
do things that need to be done. 

For the benefit of those who had not seen the model sta- 
tionery store with open display fixtures exhibited at the NSOEA 
1954 convention, he described it in some detail. Informing his 
listeners that since the convention some 100 stores have moved 
into open display, he declared that many are showing as high 
as a 30% increase in dollar volume. 

The next guest speaker was Nicholas Picchione, Dome Pub- 
lishing Company, Inc., whose topic was, “High Spots of New 
1954 Tax Law” in which he outlined a number of the more 
important changes made. In his very informative talk, Mr. 
Picchione covered numerous changes in the tax law affecting 
individuals, changes affecting business firms’ and employees’ 
business deductions. 

In conclusion, he explained the Supreme Court decision of 
December 6, 1954, giving the treasury department the “green 
light” on the use of “net worth method” of taxation where 
the taxpayer keeps no books or improper books. Form 2106 
worksheets for use of taxpayer claiming local transportation, 
travel or outside salesman expenses incurred as an employee 
were distributed. 

Announcement was made of the illness of Leonard A. 
Mathews, Weis Manufacturing Company, Inc. A huge get-well 
card was sent him. 





Pick Your Type and Succeed, 
Expert Tells OEA Members 

Business leaders are combination Bismarck and Franklin 
personalities, and only by changing into this type of person- 
ality can a business executive hope to be successful, claims 
Frank E. Fehlman, advertising and distribution counsel. He 
advanced this belief in a March address before the New York 
Chapter of the Office Executives Association at the Belmont 
Plaza Hotel. He stated: 

“There are five major types of personalities that we must 
deal with in business every day: 

“The Bismarck type who is gruff, knows the answers to 
any and all questions. The only way to win his interest is to 
ask him quickly a question. He loves to tell others and to 
dominate every conversation. 

“The Ben Franklin type can be spotted almost instantly. 
He never raises his voice and seldom buys or agrees to any 
proposition until he has studied it. 

“The Weather Vane type can’t stand criticism. He wants 
things cheerful, wants to avoid controversies. 

“The Flipped Coin type will try anything once. He bets 
against himself. 

“The Woman’s Intuition type can’t decide until he has dis- 
cussed a problem with his wife, mother, or girl friend. He 
believes that women have intuition.” 

According to Department of Commerce figures, 87.71% 
of all families have incomes from $7,000 down. 9% have 
incomes from $10,000 to $15,000, and only 1.2% have in- 
comes in excess of $15,000. 

“In order to smash through the salary barrier”, says Mr. 
Fehlman, “we must know that the most successful people in 
all walks of life are a combination of Franklin and Bis- 
marck. 

“We also know that the weak types can if they want to, 
change their habits of thinking in a few months. Once they 
know how to adjust their behavior to any of the five types, 
they are in the first lap of the race to higher income”. 

Frank E. Fehlman is author of the popular seller “Anyone 
Can Sell”. For the past 20 years he has been sales and ad- 
vertising counsel for 42 newspapers, 27 banks and 22 national 
Advertisers. 
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Worlds Finest Duplicators 


AT THE WORLD'S LOWEST PRICES 
Intoducing 


SPEED-O-PRINT’S 


LIBERATOR MODEL S3OO ELECTRIC 


SPEED-O-PRINT CORPORATION 


1801 W. LARCHMONT AVENUE + CHICAGO 13, ILLINOIS 


EE 








UNMATCHED IN SALES APPEAL 


the new Remington 


QUIET-RITER 


HERE'S WHY— 


Style makes sales...and the new Remington Quiet-riter has style 
and beauty never approached in a portable typewriter. 


Performance...only the new Remington Quiet-riter has this exclusive 
combination of features: Uniformly Beautiful Printwork ... Miracle 
Tab... Patented Simplified Ribbon Changer... Super-Strength 
Frame... Standard Keyboard with Finger-Speed Keys... High 
Speed Escapement plus accelerated Type Bars... Larger Size Cylinder. 


Hard-hitting Advertising in such leading national magazines as 
Saturday Evening Post, Coronet, Vogue, National Geographic, 
American Magazine, Seventeen, This Week, and Parade plus Free 
Advertising and Sales Promotion Material to help you tie-in and 
cash-in on the demand these ads will create! 
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The Victor Treasure Chest is the 
ideal fire protective unit for valua- 
bles of all kinds, at home or in the 
office. Provide your customers with 
the wonderful fire-resistant Victor 
Treasure Chest...certified to protect 
their irreplaceable valuables against 
fire reaching 1700°F. for at least 
one hour. Feature the smart looking, 
fast-selling Treasure Chest ... we'll 
provide you with free advertising 
material including stuffers, counter 
giveaways, window streamers and 
newspaper ad mats. 
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the VICTOR BOOK VISIBLE fll nfomation 


er Sales Division Re; 


ua- Win a greater percentage of repeat sales with the portable, Ve. 
the compact, instant reference Victor Book Visible. It’s perfect 
vith for listings of all kinds... enables your customers to find ° 'P 
! we com > f 
stor important facts faster ... visibly! Feature this time-saving, Whe a nieces 
tect money-saving book of 
inst 1,000 uses. Easily DEALER SALES 
past adapted to any record- 
ing, keeping need through 
ve'll the use of Victor card D Vi > O N 
sing forms and signaling 


nter systems. 





OMAC Business Show Viewed 
by Thousands at Hilton 


The annual Office Management Association of Chicago 
Business Show, held concurrently with the 13th annual Seminar, 
attracted more than 40,000 office personnel to the Conrad 
Hilton Hotel February 28-March 2. Exhibits and demonstra- 
tions of more than 120 of the nation’s office equipment com- 
panies and service organizations were the focal point of the 
large audience. 

Exhibition space on the Sth floor of the hotel 
for the first time by OMAC. 

Northwestern University collaborated in production of the 
three-day seminar at which specialists developed topics re- 


was used 


lating to automation, techniques, organization and manage- 


ment. 


Speaker at the banquet closing the Seminar was the Rev. 
William H. Alexander of Oklahoma City, O., on the subject, 


“Life’s Quiz Program.” 


Ralph H. Sinn of Detroit, President 


of the National Office Management Association, presided. 


Exhibitors were: 


Acme Visible Records, Inc. 
Addressograph-Multigraph Corp. 

Air Associates, Inc. 

Allen-Wales Adding Machine Agency 
All-Steel Equipment, Inc. 

Alma Office Machine Corp. 

American Automatic Twp. Co. 
American Perforator Co. 

American Photocopy Equip. Co. 

Art Metal Construction Co. 


Co. 
Boom Electric Corp. (Muzak) 
Browne-Morse Co. 
Charles Bruning Co., Inc 
Burroughs Corp. 
Chart-Pak, Inc. 
Chicago Dictating Machine Co. 
Cincinnati Time Recorder Co. 
Clary Multiplier Corp. 
Commercial Controls Corp. 
Comptometer, Felt & Tarrant 
R. Cooper, Jr., Inc. 


Copease Corp. ; 
Copy-Plus Sales & Service 
ac-Premier Graining Co. 
Ralph C. Coxhead Corp. 
Cummins-Chicago Corp. 


DoMore jSeatina Service Corp. 
Duplico 

| omy Kodak Stores Co. 
Thos. A. Edison, Inc. 
Elliott Address Machine Co. 
Fototype, Inc. 

Friden Calculating Machine 
General Binding Corp. 
General Fireproofing Co. 
Jos. Ginsburg, Inc. 

Gray Audograph Corp. 
Halber Corp. 

The Haloid Co. 
Harris-Seybold Co. 

Donovan Hershey Corp. 


Heyer Corp. ; 
Hunter Photo Copyist, Inc. 
IMinois Bell Telephone Co. 
IMinois Duplicator Corp. 
—_ 0-Matic Corp. 

Bus. Machines Corp. 
hanes Fare Box Co. 
Jones Commercial High School 
Lee F. Kollie Assoc., Inc. 
e Febure Business Systems 
Lo-Cost Systems & Tabbies, Inc. 


Magne-Dex Sales of Chicago, Inc. 
Marchant Calculators, Inc. 
Marr Duplicator Sales Co., Inc. 
Marshall Field & Co. Contract 
& Office Furniture Division 
Marshall-Jackson Co. 
Master Address Co. 
The McBee Co. 
McCaskey Div., Victor Adding Machine 
Co. 
Mead & Wheeler Co. 
J. Curry Mendes Corp. 
Minnesota Mining & Mfg. Co. 
Monroe Calculating Machine Co. 
Mosler Safe Co. 
Multistamp Chicago Co. 
National Blank Book Co. 
National Cash Register Co. 
Office Equipment Co., Chicago 
The Office Magazine 
Office Management 
Office Management Assoc., Chicago 
Olivetti Sales Corp. 
Ozalid Division 
Photostate Corp. 
Pitney-Bowes, Inc. 
Plus Computing Machines, Inc. 
Precision Mfg. Co. 
Private Tele-Communications, Inc. 
Record Controls, Inc. 
Recordak Corp 
Remington Rand Inc 
Robertson Photo-Mechanix, Inc. 
Rol-Dex, Watson Mfg. Co. 
Royal Typewriter Co., 
Division Royal McBee Corp. 
E. G. Ryan & Co. 
Scribe Corp 
Shaw-Walker Co. 
Simplex Time Recorder Co. 
Slattery-Bigelow, Inc. 
Standard Duplicating Machines Corp. 
Standard Manifold Co. 
Statistical Tabulating Co. 
Stenographic Machines, Inc. 
Stivers Office Service 
Tallman, Robbins & Co. 
Temperature Equip. Corp. 
Tiffany Stand Co., Inc. 
Todd Co., Inc. 
Transo Envelope Co. 
Triner Sales Co. 
Underwood -Samas 
Underwood Corp. 
Victor Adding Machine Co 
Weber Label & Marking Systems 
Wheeldex-Simpla Chicago Co. 
Workman Service, Inc. 


Boston Stationers Discuss Transportation 

The Boston Stationers Association held their regular meet- 
ing March 21 at the Hotel Kenmore. Despite inclement weath- 
er which cut down normal attendance, the session made up 


in spirit what it lacked in numbers. 


W. F. Mottla of the Wilson Forwarding Company was guest 
speaker. He devoted his talk to the transportation problem 
confronting dealers and outlined the most economical meth- 


ods of shipping. 


The next meeting of the association was on April 18 at which 


time the election of officers 


ports heard. 
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N.Y. Stationers Laud Pen Company 
The Stationers Association of New York in February 14 
general membership meeting, passed a resolution reading: 
“Whereas, the Stationers Association of New York, Inc., has 
always co-operated with manufacturers who seek to maintain 
the established fair trade prices on their products, and 
“Whereas, the vigilant and vigorous activity of the W. A. 
Sheaffer Pen Company has contributed materially to the 





A FAIR TRADE ...R. L. Westfall (left), eastern sales manager 
of the W. A. Sheaffer Pen Co., accepts from George Reichman, 
vice-president of the Stationers Association of New York, the 
club's citation for its unrelenting war on price cutting in the 
New York area. Actions of this nature are in violation of the 
Fair Trade Act. 


success in maintaining fair trade prices on pens, and have 
benefitted the stationery industry at large. 

“Whereas, the aforesaid actions of the W. A. Sheaffer Pen 
Company have benefitted the stationery industry at large, 

“Now, therefore, be it 

“Resolved, that we, the Stationers Association of New York, 
Inc., do hereby commend and congratulate the W. A. Sheaffer 
Pen Company for their worthwhile and successful actions in 
maintaining and vigorously enforcing the fair trade prices on 
their products.” 





COMDA Hears About History, 
Future of Electric Typewriters 

At the second meeting under the leadership of President 
Albert Tangora, the Chicago Office Machine Dealers Associa- 
tion recorded an attendance of 40 at the Chicago Engineers 
Club on Tuesday evening, March 8. 

Following self-introductions, Steve Kantor, Shipman-Ward 
Manufacturing Company, reported that the International Busi- 
ness Machines Corporation would provide a qualified instruc- 
tor, under certain conditions, for a class of typewriter mechan- 
ics selected by Chicago dealers to take training in the repair 
and. maintenance of electric typewriters. After some discussion 
the subject was tabled. 

Harvey Miner, Miner Business Machines Company, Kan- 
kakee, IIl., gave a report on the recent meeting of the board of 
directors of the National Office Machine Dealers Association. 
Mr. Miner referred to a number of problems, such as local 
association’s representation on the board of NOMDA, which 
are to be discussed fully at the national convention in Denver 
this June. 

The speaker of the evening was C. L. “Rocky” Jones, R. C. 
Allen Business Machines, Inc. Mr. Jones, whose favorite sub- 
ject is electric typewriters, gave a very interesting outline of 
the history of electric typing machines from a typewriter for 
the blind made in 1872 to the efficient machines of today. 

He concluded his remarks by pointing to the fact that the 
business public wants better looking letters, which are pro- 
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vided by electric typewriters. In Mr. Jones’ opinion, the future 
of electric typewriters is bright. 

Just before adjournment, President Tangora announced that 
the April meeting program would include motion pictures, 
both educational and entertaining. 





Friden Sales Team Takes Field 

The newly re-organized and enlarged home office sales team 
of the Friden Calculating Machine Company, Inc., San Lean 
dro, Calif., has swung into action in support of Friden field 
sales representatives. That was the word from Vice-president 
Larry B. Taylor, “signal caller” for the group. 

Mr. Taylor said each member of the team has taken on a 
specific assignment in the overall effort to furnish the sales 





Friden Home Office Sales Team Gets Together .. . 

Photographed at the meeting held at San Leandro headquarters are 
(left to right) cround Vice-president Larry B. Taylor: C. L. Haig, exec- 
utive sales assistant; R. C. Lindgren, manager, Computyper Division; 
Norman S$. Jones, publicity manager; Russ Ketchum, general service 


manager; Jack H. Lund, saies promotion manager; R. C. Gleichman, 
educational research manager and George Beeken, advertising manager. 


force with material, assistance and general management con- 
trol. 

At a recent “squad” meeting, part of the session was de- 
voted to planning the fifth Fiesta de los Conquistadores, the 
Friden sales convention. This meeting will bring company 
sales leaders together at Del Monte Lodge, Pebble Beach, 
Calif.. May 2 to 7. More than 200 top sales representatives 
are expected to attend. 





Form New NOFA Chapter in N. California 

On March 5 the Northern California Chapter of the 
National Office Furniture Association was born in San 
Francisco. About 35 attended the organization meeting and 
elected the following officers: James Hill, James Hill & 
Company, San Francisco, president; Leon W. Grossman, 
Grossman Office Equipment Company, San Jose, vice-president; 
Ken Bervan, Beier & Gunderson Company, San Francisco, 
secretary-treasurer. 

Attending the meeting to help the new chapter to get 
started were Leo Hawkins, Gilmore Desk Company, Los 
Angeles, president of the Southern California NOFA Chapter, 
and Morris Piltzer, Morris Piltzer Company, Los Angeles. 








1955 Regional Season 
Opens in Augusta, Ga. 





Continued from page 36 


features. A special program for the ladies included a tour of 
Augusta homes and gardens. 

For governor the selection was Ted Vaughan, of Stoddard’s, 
Inc., Nashville, Tenn. Miami Beach was chosen for next year’s 
meeting. The slogan, already adopted, is “1006 in °56.” 


Southern Travelers Meet 


The annual meeting of the Southern Travelers Club was 
held at the Bon Air Hotel, Augusta, on March 25. After the 
handling of routine matters, financial and otherwise, and the 
election of new members, plaques were awarded to Jim 
Cooper, Jr., and Charles Hucke for liberal service to the club 
for a long period of years. The plaques read, “Honorary life 
membership presented to (name of individual) in grateful 
recognition of his inspiration and unseen effort in furthering 
the interest of our club. Southern Travelers Club. Founded 
1925. Presented i954.” 

After that important part of the program the club voted 
unanimously to give a similar plaque to Mrs. Hucke and to 
give her a life membership in the organization. 

In the election which finished the session Frank Link of Art 
Metal Construction Company was made president; Sam Orr, 
National Blank Book Company, first vice-president; Philip 
Rhodes, S. P. Richards Paper Company, second vice-president; 
Ralph Hilburn, Bainbridge Southern, Inc., third vice-president; 
Charles Hucke, secretary-treasurer. 





Art Metal Salesmen Convene 


Fourteen representatives from Art Metal Construction 
Company, dealers located as far away as California and 
Florida were in Jamestown, N. Y., during the week of March 
14-18 for a five-day sales conference at the company’s home 
office and plants. 

Attending were: front row, — Robert L. Perry, Western Bank 
& Office Supply Co., Oklahoma City, Okla.; Donald S. Larson, 
Larson Equipment Co., Buffalo, N. Y.; Cortis Hamilton, 
Austin Safe & Desk Co., San Diego, Calif.; William Luna, 
Jr., Blank, Inc., Miami, Fla.; Kirby West, Jr., M. G. West 
Co., San Francisco, Calif.; William A. Seiver, Archie Sherer 
Co., Dayton, Ohio, and Ernest Ammor, Charles Ritter Co., 
Mansfield, Ohio. 

Second row, — John Robertson, Postindex division sales; 
Warren G. Moe, Art Metal district manager; Carl H. Bowen, 
vice-president, products and markets; Roscoe Clark, vice- 
president, contract division; Farnum G. Oster, Business Equip- 
ment Co., Peoria, Ill.; J. H. Mitchell, Mitchell-Dixon Office 
Supply Co., Greensboro, N. C.; Donald Smelker, Weger 
Business Systems, Lansing, Mich.; Donald Larson, manager, 
dealer sales. 

Third row, — Reno Anderson, Art Metal sales; Marvin 
Van Vleck, Hall Stationery Co., Topeka, Kan.; Dean W. 
Stover, Hall Stationery; J. Arthur Johnson, manager, national 
accounts and exports; W. F. Gary and Robert Wagner, Forrer 
Equipment Co., Milwaukee, Wis.; Paul Elmes, Art Metal 
district manager and V. D. Swanson, manager, El-Unit sales. 


IN CONFERENCE ... Art Metal Construc- 
tion Co. dealer salesmen conference in 
Jamestown, N.Y. 
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cause it’s correlated! 
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; NOISE? 
Correlation is far more than a new, freshly styled 
sales; family of fine desks. Correlation was painstakingly Desk drawer clatter 
or designed to actually so/ve most problems that create is hushed to a whis- 
vice- r per now with Steel 
Ste inefhciency in ofhces. Modern high strength plas- Age’s exclusive ny- 
{quip- ; 
mice tics were called upon to reduce drawer noise to a lon rollers with 
Weger whisper. New concepts in construction were de- Buna ‘'N"’ rings— 
nager veloped to enable users to easily expand individual oe Pa se 
units—or combine two or more units to form &, 8: 
larvin space-saving work areas. And over 100 top and 
n W. finish color combinations were made available for  —=_seeseccecccecceeccescccccecccescceeeeesecseseseees eeeecccceecescssooees 
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a hailing Correlation as the biggest sales opportunity siiecel sine 
eae of the year in office furniture? Write today for STY LING? 
complete information. 


Correlation gives 


you a rainbow of 

attractive finishes 

and desk top ma- 

ee e terials. You can 

struc: / create or match al- 
nce In most any color 


scheme now! 
U'he Quality Choice of Modern Offices” 





CORRY-JAMESTOWN MFG. CORP., CORRY, PA. 
Branch Offices: Atlanta + Boston + Chicago + Dallas +* Detroit + New York + Oakland + Philadelphia + Seattle 
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Group #2—Standard pedestal with 45” desk top 
and convenience drawer, 5589 table attached. 





Group #4—Two standard pedestals with 45” 
desk tops joined by 5589 table. 





Fa 
Group #8—5560 desk attached to 5588 top 
with panel end, 5590 bookcase, 5591 cupboard. 


CORRY-JAMESTOWN 
Branch Offices: Atlanta + Boston + Chicago * Dallas + Detroit 








Group #3—Standard pedestal with 45” desk 
top with convenience drawer. 5589 table with 
panel end and 5599 cabinet attached. 


It’s Easy to Assemble 


“Correlation” Work Stations 


like these in Any Office 


The ease of creating tailored work stations from Correlation 
units is one of the outstanding features of this new Steel Age 
desk line. All units are correlated to enable you to utilize every 
square foot of your office space more efficiently. 

With correlated groups like these, office personnel can do more 
work and better work, thanks to the comfort and efficiency of 
work areas that match specific jobs. 

In addition, each individual Correlation desk unit can be 
expanded to meet changing functions and space needs, because 
tops, bases, pedestals and end panels are completely interchange- 
able. This feature often eliminates the need for a completely new 
investment in office furniture each time new or additional desk 
work areas are needed. 

It’s one more reason why an investment in Stee/ Age is an invest- 
ment in the future! Get acquainted with Correlation today! 
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+ The all-r new BURROUGHS TEN KEY 
with new soft-touch control 
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- sal SELLING BURROUGHS IS BETTER THAN EVER 
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Pictured 

1. The officers: SEATED—Mrs. E. J. Land, Franklin Press, Baton Rouge, 
secretary-treasurer; Francis Holliday, Franklin Press, president; L. 
W. Tabb, Lake Charles Office Supply, post president; STANDING— 
7. J. LeBlanc, A. Blanco, Inc., New Orleans, director for 3 years; 
Clarence Gaubert, Sr., Tribune Ptg. Plant, Lafayette, director; Ar- 
mand Breard, Monroe Office Equip. Co., Monroe, Ist vice-president. 

2. Barrow Castle, Castile Ptg. Co., Shreveport, 2nd vice-president. 

3. Emery J. Bernard, Piazza Office Supply, Abbeville; Ralph P. 
Bienvenu, Abbeville Meridional; T. J. LeBlanc, A. Blanco, Inc., New 
Orleans; J. E. Renton, A. Blanco, Inc., New Orleans, and Paul Piazza, 
Plazza Office Supply, Abbeville. 

4. Speakers’ group: Albert T. Shands, Graham Paper Co., New Orleans; 
Edwards J. Boulos, Shaw-Walker Co.; Robert Boyer, Stow-Davis 
Furniture Co.; Joseph Taylor, American Type Founders, Atlanta, 
Ga.; L. W. Tabb, president of the convention. 

5. Mary Elizabeth Glover, Cenas Gaines and Mrs. Cenas Gaines, Ook 
Office Supply, New Iberic. 

6. Mrs. L. W. Tabb, Lake Charles, La.; Carolyn and Janis Puttrell, Twin 
City Ptg. Co., Monroe. 


La Fayette Hosts Louisiana 
Stationers and Printers 


Reported by Art Carrow 


In the historical setting of the Evangeline country, the 
seventh annual convention of the Louisiana Printers and 
Stationers was held at the Evangeline Hotel in Lafayette, 
La., on March 18 and 19. Attendance was 112. 

The social hour and buffet supper which was sponsored 
by the suppliers’ division provided the kick-off for the meeting. 

Gus Trahan, General Office Supply Company, Lafayette, 
was chairman of the convention and L. W. Tabb, Lake 
Charles Office Supply Company, Lake Charles, presiding 
during the meetings. 

Bob Boyer of Stow Davis was the first speaker, dwelling 
on the selling of executive furniture and presenting a package 
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by Art Carrow at Lovisiana Printers & Stationers Annual Convention... 


7. Lafayette steering committee: Clarence Gaubert, Jr., Clarence 
Gaubert, Sr., Tribune Ptg. Plant; Leon J. Broussard, Bruce's Office 
Supply; Clinton Bingham, General Office Supply; V. C. Reid, Reid's 
Supply; James G. Mouton, General Office Supply; Gus Trahan, General 
Office Supply. All from Lafayette. 

8. Mrs. Billy Garrett, J. C. Roberts Office Supply, Lake Charles; Mrs. 
V. C. Reid, Reid's Office Supply, Lafayette; Dorothy Pratt; Mrs. Eliz- 
abeth Roberts, J. C. Roberts Office Supply, and Mrs. Bernard Waldman, 
Orange Stationers, Orange, Tex. 

9. Mrs. C. J. Macholl, Rollosson's, Crowley; Mrs. Louis R. Lipp, Franklin 
Office Supply, Winnsboro; Mrs. Robert Rollosson, Crowley. 

10. Mrs. Marvin Drake, The Drake Co., Shreveport; Mrs. H. A. Kuwhl- 
mann, Kuhimann Office Supply, Baton Rouge; Mrs. Paul Jordan, 
Jordan Stationers, Alexandria; Mrs. George Drake, The Drake Co., 

Shreveport. 

11. A. C. “Sam" Hill, Rollosson'’s; Glady Trahan, Glady Ptg. Co.; Bob 
Rollosson, Rollosson’s; C. J. Macholl, Rollosson's, all of Crowley. 


deal to the prospective customer. A very interesting film pre- 
pared by Executive Furniture Guild was shown. 

Eddie Boulos of Shaw-Walker followed with a meaty talk 
on “The Reward for Selling”. He stressed product knowledge 
as most essential in selling steel furniture. 

W. G. Cassady of Acme Visible gave an interesting talk on 
visible systems, and this was followed by an open forum 
conducted by Marvin Drake, The Drake Company, Shreve- 
port. 

The panel for the forum was Paul Jordan, Jordan Stationers, 
Alexandria; Gus Trahan, General Office Supply, Lafayette; 
L. W. Tabb, Lake Charles Office Supply, and Claude Latil, 
Latil Stationery Company, Baton Rouge. 

The afternoon session got off to a good start with an 
interesting and constructive talk by Joseph Taylor of the 
American Type Founders, Inc., whose subject was: “Why 
The Trend To Offset?” 

J. E. Blazek of E. C. Palmer & Company, New Orleans, 
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© GF Co. 1954 


Eating time is relaxing time 


at Minnesota Mining with 








Goodform 
Aluminum Chair 
. 431 










pod; 777, ALUMINUM CHAIRS 


Home meals are eaten in comfort... 
why not working meals, too? 


So in its spacious employees’ cafe- 
teria, the Minnesota Mining and Mfg. 
Company (maker of the famous line 
of Scotch Brand Pressure-sensitive 
tapes) of St. Paul, Minnesota, installed 
Goodform Aluminum Chairs. 


Comfortable, yes . . . but Goodform’s 
restful design and luxurious uphol- 
stered seat tells only part of the story. 
Its strong, fire-resistant anodized frame 


gives many extra years of trouble-free 
service. Its long-wearing, handsome 
plastic-upholstered seat can be replaced 
in a matter of seconds, at low cost. 


Light weight aluminum makes these 
chairs easy to move and lift when floors 


are being cleaned. And there is nothing 
to cleaning the chairs themselves .. . 
just a cloth dipped in soapy water 
whisks off dirt instantly. 


Many of the more than 2,000,000 
Goodform chairs now in daily service 
are actually 20 years old and older... 
and still smart and new looking! For 
employees’ cafeterias and lounges, also 
for reception rooms and general offices, 
you'll find Goodform Aluminum 
Chairs a low-cost, low-maintenance, 
long-term investment that pays you 
handsome dividends in better employee 
and public relations. 


See these beautiful aluminum chairs 
in the showroom of your local GF dealer. 
Or write for our free illustrated catalog, 


GF metal business furniture is @ good investment 
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listing a great variety of colors and 
styles for all purposes. The General 
Fireproofing Company, Dept. X-44, 
Youngstown 1, Ohio. 











GENERAL 


FIREPROOFING 


Me 


MODE-MAKER DESKS +« GOODFORM 
ALUMINUM CHAIRS « SUPER-FILER 
MECHANIZED FILING EQUIPMENT « 
GF ADJUSTABLE STEEL SHELVING 
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followed with a discourse on paper and paper products, with 
Russ Shaw of D. & W. Paper Company, New Orleans; Al- 
bert Fox, Louisiana Paper Company, Shreveport; Al T. Shands, 
Graham Paper Company, New Orleans, and C. Geene Hol- 
combe, Ennis Tag & Salesbook Company, participating in 
the discussion. 

A report of the legislative committee was given by Francis 
Holliday, Frapklin Press, Baton Rouge. 

Mr. Holliday was elected President for the next year; 
Armand Breard, Monroe Office Equipment Company, Monroe, 
first vice-president; Barrow Castle, Castle Printing Company, 
Shreveport, second vice-president; and Mrs. Inez Land, Frank- 
lin Press, Baton Rouge, secretary and treasurer. L. W. Tabb 
was automatically placed on the executive committee as im- 
mediate past president. 

New directors elected for three years are: Clarence Gau- 
bert, Sr., Tribune Printing Plant, Lafayette; Connie Ruysenaars, 
Office Machines and Supplies, Lake Charles; Bob Burns, 
Bob Burns Printing Company, Monroe, La.; H. A. Kuhlmann, 
Kuhlmann Office Supply Company, Baton Rouge; T. J. Le- 
Blanc, A. Blanco, Inc., New Orleans, and Gilbert DeGruy, 
Moran & Sons, Baton Rouge. 

Baton Rouge was selected as the city to entertain the con- 
vention in 1956. The banquet was held in the Oak Room of 
the Evangeline Hotel, with Dr. Joel Lafayette Fletcher, 
president of Southwestern Louisiana Institute, as the speaker. 

The ladies in addition to participation in the social hour 
and buffet supper on Friday night, and the banquet on Sat- 
urday night, spent all day Saturday on a tour of the Evange- 
line County with luncheon at the lodge of the Evangeline 
Park and a visit to Jungle Gardens. 


Transcription Supervisors Hold Little 
Business Show in New York 


More than 160 members and guests attended the seventh 
Little Business Show staged by the Transcription Supervisors 
Association of New York on March 14 at Schrafft’s 57th St. 
Restaurant, New York, N. Y. 

The entire second floor aside from the dining room was 
devoted to this year’s show at which 19 manufacturers featured 
their newest office machines, equipment and supplies. 

The show was sponsored by the Transcription Supervisors 
Association, an organization of business women office execu- 
tives associated to promote the practical, efficient and eco- 
nomical operation of transcription, stenographic and typing 
departments of business and professional organizations. 

From a small beginning by a group of 12 supervisors on 
November 10, 1930, just 25 years ago, the association has 
grown steadily and now has an active membership of 178 
representing a wide variety of fields. 

President Elsie M. Kaiser, United States Rubber Company, 
extended a cordial welcome at the dinner. After guests were 
introduced, President Kaiser presented the chairman of the 
products committee, Elsa M. Crosa, Joseph E. Seagram & 
Sons, Inc., who added a word of welcome and urged members 
and guests to visit all exhibits. 

Credit for another successful Little Business Show staged by 
the TSA goes to Chairman Elsa M. Crosa and the business 
show committee who were: president and presiding officer, 
Elsie M. Kaiser, United States Rubber Company; treasurers, 
Loretta Spacek, Bell Telephone Laboratories, Inc., and Rose 
C. Brown, The United States Life Insurance Company; pub- 
licity, Marie E. Jordan, The Flintkote Company; cash awards, 
Anna Rathjen, Cornell & Underhill, Inc. and Carina L. Meyers, 
American Steel & Wire, Div. U. S. Steel Corporation; decora- 
tions, Edith Stanley, Joseph Dixon Crucible Company and 
Anna M. Matthews, J. P. Morgan and Company, Inc.; host- 
esses, Mary A. Berendes, Consolidated Edison Company of 
New York, Inc.; Pauline Castellani, U. S. Atomic Energy 
Commission; Caroline E. Slocum, Electrical Testing Labora- 
tories, Inc.; Mae C. Turbush, Fireman’s Fund Group; Theresa 
C. Landquist, Ebasco Services, Inc.; Beatrice M. Barrett, 
National Industrial Conference Board; Marjorie M. Taylor, 
Remington Rand, Inc.; Anna L. Bardes, The U. S. Life In- 
surance Company; Edna M. Ness, Otis Elevator Company; 
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Seen at Transcription Supervisors’ Show .. . 


1. Edna M. Ness, Otis Elevator Co.; Marjorie M. Taylor, Remington 
Rand iInc.; Theresa C. Landquist, Ebasco Services, Inc.; Elsie M. 
Kaiser, United States Rubber Co.; Loretta F. Spacek, Bell Telephone 
Laboratories, Inc.; Anna M. Matthews, J. P. Morgan & Co., Inc.; 
Beatrice M. Barrett, National Industrial Conference Board. 

2. Marie E. Jordan, The Flintkote Co.; Elsa M. Crosa, Joseph E. Seagram 
& Sons, Inc.; Mae C. Turbush, Fireman's Fund Indemnity Co.; Anno 
Rathjen, Cornell & Underhill, Inc.; Carina L. Meyers, American Steel 
& Wire, Div., U.S. Steel Corp. 

3. Pauline Castellani, U.S. Atomic Energy Commission; Elsie M. Kaiser, 
United States Rubber Co.; Elsa M. Crosa, Joseph E. Seagram & Sons, 
Inc.; Caroline E. Slocum, Electrical Testing Laboratories, Inc. 

4. Anna L. Bardes and Rose C. Brown, The United States Life Insurance 
Co.; Edith Stanley, Joseph Dixon Crucible Co.; Mary A. Berendes, 
Consolidated Edison Co. of New York, Inc. 

5. Marie E. Jordan, The Flintkote Co.; Anthony Leandra, manage 
Schrafft's Restaurant; Elsa M. Crosa, Joseph E. Seagram & Sons, Int 





and members of the executive committee. 

Exhibitors at the show were H. C. Anderson Mimeograph 
Corporation, The Audograph Company of New York, Amer 
can Automatic Typewriter Company, The Buckeye Ribbot 
and Carbon Company, Collister Corporation, Copy-Craft Inc. 
Ralph C. Coxhead Corporation, Crystal Copy Corporation 
Dictaphone Corporation, Thomas A. Edison Inc., Comptomete! 
Division, Felt and Tarrant Manufacturing Company, The 
Haloid Company, Kee Lox Manufacturing Company, Olivett 
Corporation of America, Recordak Corporation, Remingtoah}e 
Rand Inc., Royal Typewriter Company, Smith-Corona, Inc} 5 wid 
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Columbus Blank Promotes Cleek trans: 
« 


Carroll D. Cleek, with the Columbus Blank Book Mant 
facturing Company, Columbus, O., since 1952, has been ap 
pointed manager of their office equipment department.—Ak DETAI 

informa 
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R.C.Allen dealers will tell you... 


MORE SALES FEATURES PER DOLLAR 
MEAN GREATER SALES AND PROFITS 





And every R. C. Allen office machine offers R. C. Allen machines are the leaders that 


your customer all the most-wanted, advanced give you more to sell at lower cost ... and 
features at lower cost than ordinary machines! live up to the R. C. Allen tradition of unrivalled 
These features sell themselves to your quality, value and versatility. The independent 
customers . . . build bigger profits for you with office machine dealer’s greatest profit opportu- 
faster turnover and increased sales. nities wear the R. C. Allen name. 





isOmatic/ | 


ADDING 
MACHINES TYPEWRITERS 


















Hand and electric models for every 
use. Built for exceptional speed, 
ease of operation, unfailing accu- 
racy; triple visibility leaves no 
room for errors. Credit balance on 
some electric models. 


The ultimate in typing perfection. 
The VisOmatic Carbon-Ribbon Type- 
writer, for executive correspond- 
ence. Sharper impressions than with 
silk ribbon . . . at lower cost. Ideal 
for critical work and reproduction. 
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CASH 
REGISTERS 


BOOKKEEPING 
MACHINES 


Insurance 
Berendes, 


manage 
Sons, Int 


eograph 

Ameri 

Ribbon 

aft Inc ve 

oration Commercial, payroll and bank models 
stometel designed to save time, effort and elimi- 
*. nate errors. Easier to operate, fully 


carriage controlled with automatic print- 
ing features, fast, easy alignment and 
complete posting records. 


minsfable construction, easy operation 
na, Int a wide range of service features for 
Ty type of business, usually found 
—~¥ in more expensive machines. Both 
tric and hand models handle multi- R. C. Allen is the only manufacturer of business 
M transactions, machines selling such a complete line of models 

: ant 


been ap — through independent dealers everywhere. 
een 4 


nt.—AR R.C.Allen Business Machines, Inc, 


663 Front Ave., N. W., Grand Rapids, Michigan 






= DETAILS! Write today to the factory sales division for 
information and literature on the complete R. C. Allen 
—5 /5i#nd facts about a "profit partnership” for you. 


A FEW EXCLUSIVE TYPEWRITER AND CASH REGISTER TERRITORIES ARE STILL AVAILABLE 








Purnell New GF President, 


Bender Now Board Chairman 


The board of directors of The General Fireproofing Com- 
pany in session following the annual stockholders meeting on 
March 28 announced several important changes in the top 
management of the company. 

Edward A. Purnell, formerly first vice-president, becomes 
president and chief executive officer of the company. He first 
joined GF in 1912 as a mail boy. He has had a wealth of 





WALTER BENDER 


E. A. PURNELL 


experience in all divisions of the company, particularly sales, 
which he has headed for the past 19 years. 

Walter Bender, former president, was elevated to the chair- 
manship of the board of directors. He came with the com- 
pany in 1918 and was president from January 1, 1946 until 
March 28 of this year, making a dynamic contribution to the 
growth of GF. 

Comprising the board of directors along with Mr. Purnell 
and Mr. Bender are Donald J. Lynn, George C. Brainard, 
Asael E. Adams, Jr., W. Wallace Thornton and Paul Wick. 

Other changes announced in GF top management include: 

Alfred J. Ball, formerly vice-president of furniture sales, 
now becomes first vice-president. He came with the company 
in 1915 as a clerk in the pressroom, but has been associated 
with the sales division since 1919, both in the field and home 
offices. 

Donald W. McClure, formerly vice-president of contract 
sales, now becomes vice-president in charge of sales. He joined 
GF in 1926 as a sales engineer, and has been identified with 
various departments of the sales division for 29 years. He is 
now in charge of all sales for the company. 

David K. Phillips remains as secretary and treasurer and 
Melvin F. Ogram as assistant secretary and assistant treasurer. 

Leon B. McCarthy, vice-president of operations, is now 
retired, completing a GF career which began in 1904. His 
duties are now assumed by Alfred H. Anderson, who becomes 
factory manager. Formerly general superintendent of the 
factory under Mr. McCarthy, Mr. Anderson joined the com- 
pany in 1916 and has devoted almost his entire service to tool 
and die making, and designing. 

John P. Huestis, formerly production manager, now be- 
comes superintendent and James P. Tyrell is the new produc- 
tion manager. 

James L. Mills retains his position as director of purchases 
and Grant E. Spong remains in his present position as man- 
ager of industrial relations. 

John A. Saunders, formerly manager of national accounts, 
now becomes manager of furniture sales. 

Lawrence W. Miller continues as manager of dealer sales. 
Fred W. Rowits has been named manager of contract sales. 

Harold H. Suender remains as manager of advertising and 
sales education. 





Rommell Awarded Clary Trophy 

John E. Rommell of York, Pa., hal 
been awarded the annual Vice-Presiz 
dent’s Cup by the Clary Multiplier Cor 
poration as its outstanding dealer dis 
trict manager in the nation for 1954 
J. W. Stallings, general sales manager 
announced. 

The trophy for highest rating in sale 
public relations and general achieveme 
was presented to Mr. Rommell in Ch 
cago by W. S. Watkins, manager 
dealer sales. 

The winner is manager of dealer district No. 7, embracin 
the New England states, New York and Pennsylvania. 


















J. E. ROMMELL 













Canadian Firm Opens New Showroom 

Preston-Noelting, Ltd., recently announced the opening 
their new and expanded sales office and showroom at 47 
Wellington St. West, Stratford, Canada. The firm states t 
enlarged quarters gives them ample room for display of thei 
products. 































“Have just received our copy of the April 1955 issue, 4 
note on page 27 an article supposedly relative to our bus 
ness, but it is completely in error. 

“To the best of my knowledge no information such 
this was given out to anyone, furthermore, it is not true. 

“Five years ago, we had a new building built, but we a 
not located near any college or university. We are still wi 
in five blocks of the center of Reno—Second and Virgin 
Sts. 

“The picture shown in connection with the story is ne 
any we had taken. The window is not ours. The pict 
depicts Remington portables but we do not represent Remin 
ton, nor do we carry stationery items.” 

The preceding paragraphs are from a letter dated Maré 
23, written by Harry S. Foote, manager, Harry’s Busine 
Machines, Inc., Reno, Nev. The errors in the correspondent 
article are deeply regretted. We hope for the opportunity | 
publish in the near future an accurate story of the progressi 
business conducted by Mr. Foote. 

Our apologies likewise go to A. Carlisle & Co. of Nevad 
another Reno firm since 1917. In an article appearing on pa 
31 in the April issue and written by the same corresponde 
Harry Cantlion is quoted as saying, “We do not go into fi 
office furniture business, but handle an extensive line of off 
supplies.” Instead, office furniture is the one department wi 
which Mr. Cantlion has been connected since he started wi 
A. Carlisle & Co. in 1929. Mr. Cantlion also points out 
the window pictured is not that of his firm. 
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ORANGE and 
LEMON YELLOW 
CARBON 
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For the Diazo Processes of Reproduction 


Ready for you 
NOW — the new 
1955 Storms Cat- 
alog ... 32 pages 
of quick reference 
to hundreds of 
items. Write for 
your copy TODAY! 





STORMS 
SERVICE BUREAU 


The Storms Service Bureau is 
ready to help you with special 
applications of carbon paper 
inked ribbons and carbon rolls 
You are invited to consult with 
Storms any time you get such re 
quests from your customers. No 
obligation, of course 


Recommended by leading manufactur- 
ers of Diazo Process equipment as 
having exceptional actinic opacity... 
excellent handling characteristics. 
Get to know this Storms specialty. 
Write for samples and complete in- 
formation. (Also available: Special 
opaque inked typewriter ribbons.) 


Manufacturers of the complete line that 
stands the test of time... CARBON PAPER— 
CARBON ROLLS — INKED RIBBONS. 


H. M. STORMS COMPANY — 


Storms Building, Brooklyn 38, N. Y. 


Gentlemen: We are interested in Carbons & Ribbons for the Diazo 
Process. [_] Please send complete information and samples. 
[_) We would like a copy of your new 1955 Catalog. 


oe ee we oe oe oe oe oe oe ee oe oe oe ow ot 


Pl), ee me) 2)" b-geote) | | Vb a 


STORMS BUILDING, BROOKLYN 38, N. Y. 
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FREE ENTERPRISE CHAMPIONED .. . Busi- 
ness founders and heirs are honored by 
the Free Enterprise Awards Ass'n., Inc., 
Eimer M. Jackson (left), vice-president 
of the Capital Gazette Press, Annapolis, 
Md., presents awards to group including 
Frank D. Waterman (third from left, 
seated), chairman, Waterman Pen Co. 


American Family Heritage Awards 
Presented Business Founders, Heirs 

“American Family Heritage” awards were granted at the 
Waldorf Astoria Hotel recently by the Free Enterprise Awards 
Association, Inc., 1501 Broadway, New York City, to these 
business founders and heirs symbolizing the American family 
business success possible under the American free enterprise 
system, wherein the fruits of a founder's labor can be enjoyed 
by him and his family and passed on to his heirs, rather than 
be confiscated by totalitarian state decree. 

Elmer M. Jackson, vice-president of the Capital Gazette 
Press, Annapolis, Maryland, presented the citations for Talbot 
T. Speer, its publisher and chairman of the FEAA Editorial 
Advisory Board to Charlotte Cramer (Mrs. Alexander Sachs), 
founder of Cramer Products Co.; Russell Maguire, chairman, 
“American Mercury Magazine” and Maguire Industries, Frank 
D. Waterman, chairman, Waterman Pen Co.; Max Hess, Jr., 
president Hess Brothers, Allentown, Pa., department store: 
Herbert Merin, president, Emenee Industries, Inc., (musical 
toys); Edmund W. Poor, co-founder with Leroy Grumman of 


Grumman Aircraft and Engineering Corp., and accepting for 


him, Monroe Sherman, founder, president, American Silver 
Co., and William S. Masland, great grandson of Charles H. 
Masland, founder of C. H. Masland Co. (rugs) accepting for 
its president, Frank E. Masland, Jr. 

The FEAA, Inc., is a non-profit agency chartered by the 
State of New York to promote incentive and champion the 
cause of free enterprise by bringing to public attention the suc- 
cess possible under it.” 





Holt Elected Waterman Pen Vice-President 

Robert D. Howse, president of the 
Waterman Pen Company, Inc., has an- 
nounced the election of George C. Holt 
as vice-president in charge of sales of 
that organization. 

From February 1954 until his present 
appointment Mr. Holt served as general 
sales manager of Waterman Pen. 

This advancement comes after a long 
career in the fountain pen industry. Mr. 
Holt also gave much of his time and 
energy to the National Stationers Asso- 
ciation. He served as vice-chairman in 1945-46 and vice- 
president of the manufacturers’ division in 1946-47. He was 
one of the heavily contributing members of the NSA Troupe. 
With Bob Latsch, NSA president when General Manager 
Charles Garvin died early in 1941, Mr. Holt took on heavy 
responsibility in keeping association affairs moving until a 
new general manager was selected. 

Although he became outstandingly successful as a business 
man in this industry, Mr. Holt was educated for law, complet- 
ing his formal education at Northwestern University and re- 
ceiving an L.L.B. degree from Chicago Law School. He orig- 
inally went into the pen and pencil business with Autopoint as 
purchasing agent and joined the W. A. Sheaffer Pen Company 
staff in 1922. He advanced to the positions of general sales 
manager and vice-president. Later, he went into manufacturing 
business for himself in the East. 





GEORGE HOLT 


90 





H. W. Clopp New Brand Name 
Retailer-of-the-Year Choice 


The Brand Name Retailer-of-the-Year in the office equip- 
ment field is H. W. Clopp, Trenton, N. J. 

This was announced by Henry E. Abt, president of Brand 
Names Foundation, Inc., following a two-day meeting of 23 
retailers who judged entries in the annual national competition 
at the offices of Brand Names Foundation, Inc. 

Highest honor in the Office Equipment category of the com- 
petition went to H. W. Clopp for outstanding presentation of 
manufacturers’ advertised brands to the public during 1954. 

In addition to H. W. Clopp, four office equipment stores 
were cited with Certificates of Distinction. They were: Busi- 
ness Equipment Corp., Boston, Mass., second place; Baker’s 
Office Equipment Co., Elyria, Ohio, third place; Carithers-Wal- 
lace-Courtenay, Inc., Atlanta, Ga.; and Pembroke Co., Salt 
Lake City, Utah. 

The awards were to be formally presented at the Brand 
Names Day dinner on Wednesday, April 13, in the Grand Ball- 
room of the Waldorf-Astoria Hotel in New York City. More 
than 1,700 industry, retailing and advertising leaders will wit- 
ness the presentation. 

Each of the merchants on the panel of judges represented a 
retail firm which had been awarded a top Brand Name Re- 
tailer-of-the-Year plaque at last year’s Brand Names Day. 

Judges examined detailed presentations submitted by 515 
finalists which had been selected in a preliminary screening of 
thousands of entries. Presentations were of almost every size 
and shape; and ran the gamut from a 16-page leather bound 
essay to a giant 500-pound color display complete with auto- 
matic blinker light. 

After two days of deliberation, the judges awarded a Brand 
Name Retailer-of-the-Year plaque and up to four Certificates 
of Distinction to retail firms in twenty-five fields of retailing. 

In announcing the awards, President Abt described the en- 
tries as “the most imaginative and effective evidences of crea- 
tive merchandise selling that has ever been brought together at 
one point of observation. 

“For merchants — 1954, the retailing year encompassed by 
these presentations,” Mr. Abt said, “was a “Year of Decision. 
It was the first 12-month period of reasonably normal com- 
petition since before World War II; perhaps, in fact, since be- 
fore the Depression. 

“Dealers had to decide whether or not they would travel the 
path of price, price, price, or whether they would meet the 
complex challenges of this competitive period by long range, 
soundly conceived policies based on quality, value and service. 
They had to choose the ‘quick buck’ or the slower but sounder 
institutional development that has made the great mercantile 
traditions of our economy. 

“The Brand Name Retailers-of-the-Year selected by the 
competent panel of merchant judges are, of course, dealers 
who chose the latter of the two alternative courses and who, 
from among many like themselves, were selected to have led 
the way in long range thinking.” 
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VARIETY OF 
COMBINATIONS. OF 
CASH AND JOURNAL 


7- PRACTICAL 
SIZES—RULED 2 


TO 36 COLUMNS UT ets 


No matter where they're opened, Standard 

B & P Columnar Ruled Books provide a flat 
writing surface, without the bothersome, 

time-wasting bulge along the binding. 


Other "Hidden Assets" include exception- 
ally high-quality, white,rag content ledger 
Proauct paper, which promotes clear, crisp figures; 
uniformity of rulings with guide lines that 
tessa 10:90 fennet Siet str tern a tit omm, SIMplify posting: Bowne 2m Sinest Sees 
cloth, with warp-proof laminated boards. 


. Chicago 7: 310 W. Polk St. 
New York City Salesroom: 349 Broadway, New York 13 
Chicago Salesroom: 1519 Merchandise Mart Plaza, Chicago 54 150 and 300 pages . 
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PROMOTIONS FROM WITHIN RANKS 





Royal McBee International 
Posts 4 New Appointments 


D. B. Starrett, president of Royal 
McBee International, has made four 
appointments to assist him in directing 
the operations of this new and important 
division of the Royal McBee Corpora- 
tion. 

J. C. Hussey, formerly overseas sales 
manager, takes over the post of director 
of exports. He joined Royal as a cor- 
respondent in the foreign department in 
1923. Mr. Hussey gained the special 
type of experience and background 
needed for his present new post by progressing from his 
initial job to assistant manager of the foreign department to 
vice-president and managing director of Royal Typewriter 
Company Ltd. in Canada. He was made sales manager of the 
Overseas Division in 1944. 

In his new position, Mr. Hussey will be responsible to Mr. 
Starrett for general supervision of headquarters administrative 
activities for export sales. 

Joseph T. Bergen, formerly district manager at Portland, 
Me., has been appointed sales manager for the Leiden, Holland 





J. HUSSEY 





T. HART 


J. BERGEN E. RAND 


subsidiary. He came to the company as a Roytype salesman at 
New York in 1940 and in 1953 was appointed Portland 
manager. 

As sales manager, Mr. Bergen will be responsible to L. C. 
Hult, director of Royal Typewriters (Holland) N. V., for all 
domestic sales within the territorial limits of Holland. 

Edward V. Rand, formerly financial statements supervisor 
on the comptroller’s staff, takes over the duties of accounting 
manager. He began his career with Royal as an auditor in the 
accounting department in 1948. His understanding of the 
financial phase of the company’s operations earned him a post 
on the comptroller’s staff in 1951, the position from which he 
steps up to his current assignment. 

Mr. Rand will be responsible to Mr. Starrett for super- 
vising the development and maintenance of central accounting 
records and financial data. 

Thomas F. Hart, formerly correspondent in the sales de- 
partment, has been appointed staff assistant to Mr. Starrett. 

Mr. Hart was first employed at Royal as a mail clerk in 
1936. He transferred to the comptroller’s department in 1937 
where he progressively was bookkeeper, assistant to chief clerk 
and paymaster. In 1947 Mr. Hart was promoted to the general 
sales department. 

In his new position he will provide Mr. Starrett with sales 
reports and other data to aid in control of subsidiary opera- 
tions. 





Copenhagen Firm Moves Offices 

Office Appliances is informed by O. Viborg-Larsen, its sub- 
scription representative in Scandinavian countries, of a change 
in address of Original-Odhner A/S, one of the pioneer com- 
panies located in Denmark. The new location is H. C. Ander- 
sens Blvd., 4, Copenhagen V., Denmark. 
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Riteform Chair Company Reorganized 

Riteform Chair 
Company, 2300 Ellis 
Ave., St. Paul, Minn., 
has been completely 
reorganized with Stew- 
art R. Thomas be- 
coming president and 
sales manager and 
Ray R. Voorhees 
vice-president and 
general manager. 

It is announced 
that the new Riteform 
line will be ample in 
assortment but stabilized upon a lesser number of consist- 
ently popular numbers than heretofore. New, broad policies 
have been adopted as to dealer relations but the plan of 
selling exclusively through legitimate dealers will be vigorously 
maintained. 

Mr. Thomas, the new president, developed a reputation as a 
field representative in the insurance field and later successfully 
reorganized the huge, century-old Monroe Chemical Com- 
pany, makers of Putnam dyes. For a number of years he 
served aS an experimental engineer with both the Allis- 
Chalmers Company and the Caterpillar Tractor Company. 

Mr. Voorhees, the new general manager, was -born and 
raised in the commercial stationery business, his father being 
a wholesale paper merchant. An alumnus of the University 
of Iowa, he spent some years in the retail furniture business 
and was associated with Montgomery Ward & Company, 
He joined the Riteform Chair Company four years ago as 
factory production manager. 


RITEFORM’S NEW HEADS... 


Ray R. 


Voorhees (left) and Stewart R. 


Thomas. 





Aetna Safe Company to Promote 
Private Exhibit for its Dealers 

The latest products of three companies will be featured in 
a three day show May 9 through May 11 promoted by the 
Aetna Safe Company, 46 West 29th St., New York City. The 
exhibit will be limited to office furniture dealers and their 
salesmen who handle Aetna products. It will be staged at the 
Hotel Governor Clinton. 

The three manufacturers to be represented are Meilink 
Steel Safe Company, Toledo, Ohio; Haskell, Inc., Pittsburgh, 
Pa., and the H-O-N Company, Muscatine, Iowa. C. C, 





W. BLATT 


S. HASKELL C. PENSKE 


Penske, sales manager, and Walter Blatt, assistant, are to 
handle the Meilink display. Haskell will send its president, 
S. K. Haskel, to tell its story and explain the features of 
its products and John J. Van Lent was to picture in words the 
latest of the H-O-N line. 

Aetna’s sales area as metropolitan warehouse distributors 
covers Metropolitan New York City, Long Island, Hudson 
River Valley and the northern half of New Jersey. 





Allen Brothers Named Ideal Distributor 

Allen Brothers Corporation of Boston, Mass. has been ap- 
pointed exclusive distributor of the complete Ideal line of 
stencil machines, tape dispensing machines and marking equip 
ment. The firm will service all of New England with the ex 
ception of Danbury, Middlesex and New Haven in Connecti 
cut. Established in 1862, “When Lincoln was President,” the 
company has offices at 17 Cornhill, Boston 8. 
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Saves up to 50% hand motion 
—and effort! 


Never before have so many time-and- 
effort saving features been placed on an 
adding machine. 


Every key operates the motor —so you 
can now forget the motor bar. No more 
back-and-forth hand motion from keys 
to motor bar. 


And keys are instantly adjustable to 
each operator’s touch! No wonder oper- 
ators are so enthusiastic about it. They 


THE NATIONAL CASH REGISTER COMPANY, varron 9, onto 


Nalionals “De Luxe” 


Series of ADDING MACHINES! 


do their work faster —and with up to 
50% less effort. New operating advan- 
tages! New quietness! New beauty! 


“Live” Keyboard with Adjustable Key- 
touch plus 8 other time-saving features 
combined only on the National Adding 
Machine: Automatic Clear Signal .. . 
Subtractions in red . . . Automatic Credit 
Balance, in red . . . Automatic space-up 
of tape when total prints . . . Large An- 
swer Dials ... Easy-touch Key Action... 
Full-Visible Keyboard with Automatic 
Ciphers . . . Rugged-Duty Construction. 


949 OFFICES IN 94 COUNTRIES 
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Contact Dayton Office, 
Adding Machine Division, 
now, for information about the 
complete adding machine line 


dealerships still available. 











Matthews Brothers, Inc.. 
Shows Off Renovations 


Matthews Brothers, Inc. of Wilmington, Del., recently 
opened the doors of a new ultra-modern stationery and office 
furniture store. 

The governor of Delaware, J. Caleb Boggs, cut the ribbon 
to officially open the new block-long store. He was accom- 
panied by distinguished guests from Delaware business, in- 
dustry and the professions as city police supervised more than 
500 people who had. assembled for the ceremony in response 
to concentrated advertising and publicity the week of the 





opening. 

Approximately 6,000 guests attended the Matthews’ open 
house from noon until 9 P.M. Gifts and souvenirs were given MODERN FACADE .. . Exterior view of Matthews Brothers, Inc., 
to all guests and refreshments were served by a local caterer. Shipley St. entrance in Wilmington, Del. 


Fifteen prizes, topped by a $100 United States Savings Bond, 
were awarded. 


Use Newspaper Ads 


Dominating-page newspaper advertisements appeared in the 
Wilmington evening paper on Tuesday, Wednesday and Thurs- 
day, and in the morning paper on Wednesday, Thursday and 
Friday. The first two advertisements were scheduled with the 
cooperation of 14 of Matthews’ suppliers. The last ad was 
placed with the co-operation of six contractors who took part 
in the building and renovation of the store. 

A “thank you” advertisement was placed in newspapers the 
following Tuesday as a courtesy to the throngs who attended 
the open house. 

Both morning and evening papers carried business news 
releases on the opening of the new store, including pictures 
and construction details. Both papers carried the success story 
of the opening on Saturday. 

The design for the renovation and reconstruction was under 
the direction of architect Leon Fagnani of Wilmington. 


Founded 36 Years Ago 


The original Matthews Brothers’, a small brick store under 
the name of the Wilmington Typewriter & Safe Company, was 
founded by Paul Matthews, father of the present owner, 36 
years ago. John S. Matthews joined the firm in 1935 and as- 





FIXTURED FOR SELLING . . . Interior of commercial stationery 
department of Matthews Brothers, inc., Wilmington, Del. 





sumed full control upon the retirement of his father in 1942. More than 3,000 invitations were sent the week-end preced- 

Radio advertising for the event was scheduled on the local ing the opening to Delaware business, industrial, civic, and 
stations. Television advertising included a one-week participa- professional leaders. Their response was most gratifying. 
tion in a highly rated local program for homemakers. This Immediately following the brief formal ceremonies, Mr. 
show had a proven record of viewer response among women, & Mrs. John S. Matthews entertained the governor of Dela- 
to whom the gifts, prizes and refreshments were designed to ware and other guests at luncheon in the Green Room of the 
appeal. In addition five television announcements were Hotel duPont. 
scheduled. . . . “os . 

Community relations and advertising for the open house 


were coordinated by the Frank Gallagher office, a local busi- 
ness consulting firm. 

In support of the maxim that “nothing succeeds but suc- 
cess”, John S. Matthews, President of Matthews Brothers, Inc., 
reports a marked increase in sales—especially among the more 
expensive office furniture groups—since the open house. 





Ortel Resigns from Shaw & Borden 

Ralph B. Ortel, executive vice-president and secretary of 
Shaw & Borden Company, Spokane, Wash., has announced ; 
his resignation effective April 1. He is also resigning his posi- “ 
tion on the firm’s board of directors. 

Mr. Ortel, who was named to head the company January 
1, 1953, said he plans to take a “long and much needed vaca- 
tion.” 

A veteran of 36 years with the pioneer printing and sta- 
tionery firm, Mr. Ortel succeeded his father, Will J. Ortel, as 
president. The elder Ortel joined the firm in 1898 as general 
manager. 

Established in 1890 Shaw & Borden was formed by the late 
John H. Shaw and Joseph A. Borden, both former govern- 








EXECUTIVE FURNITURE . . . How fo furnish the complete office ae : 
is suggested in the beautiful display room, ment printing office employees. 
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CELL LIBERTY & 
Quality Conetruction... 


Only the highest grade, moisture-resistant 
corrugated fibre-board is used in Liberty Boxes. 
All parts, fittings and reinforcements at points 
mn of strain are specially designed, and each 

is made of carefully selected materials 
chosen for long life and efficient use. Storage 

system is uniform for all sizes and 

kinds of records — you can offer 
a selection of 25 
standard stock sizes. 
Special sizes 

made to order. 
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Let the best-serve-you.._... 
A_REX-ROTARY 
D-270° DUPLICATOR 





You Dial Your Own Inking ~ 
ith the revolutionary 


“THinking Robot” 7 


\ the only stencil duplicator with ie 
Selecto-Matic Ink Control. ~ ~ all 


Everything, is controlled automatically 
by the “Thinking Robot” . . . you'll mar- 


N 
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ight, Medium \or Dark copy without, oes 
supervision .. . haw a bell signals when ~ ~ 


.\how it counts and Stops automatically 
the job is completed. 


See for yourself the greater accuracy in ; ~ M 
registration . .. how quickl\ colors can be “J si 
changed by simply wiping dff cylinders. 

This iq made possible by the pew REX- 

ROTARY principle of twin tylinders \ de 
with silk-screen stencil-carrier}, which \ 


eliminates changing of drums and\messy pie 
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New MONRO*MATIC 
brings the time-saving, 


ore we eens ae eae . 














work-saving efficiency 
of *Automation to 


every day figuring! 


Monroe. tt ¢ 


Automation, today’s labor-saving industrial miracle. 


most automatic of all calculators, brings you 


Take the new Monro*Matic 8N, for instance, intro- 
duced just a few months ago. Business men were quick to 
recognize the 8N as the one calculator that reduces work- 
a-day figuring to feeding numbers, pushing buttons. 
On zeros and decimals alone, because they are fully 
automatic, the 8N is way ahead. Work flows faster and 
chance of human error is eliminated. Multiplication and 


division, in fact every type of figuring problem is easier, 


faster on the Monroe 8N. From routine arithmetic to pay- 
roll and invoice work, to the most intricate statistical cal- 
culations, it eases through them all! And, after each prob- 
lem, the 8N automatically readies the carriage for the next. 

The Man from Monroe, listed in your classified tele- 
phone book, has the whole story. He'll show you why 
Monroes, the only calculators with Automation, breeze 
through your toughest figuring work. And the trial is 
on us! Monroe Calculating Machine Company, Inc., 
Orange, New Jersey. Branches Everywhere. 


OPERATORS WHO KNOW... PREFER M O N ROE CALCULATING, ADDING, ACCOUNTING MACHINES 
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Sinton: NAVRATS 


TWO VIEWS ... of the new home of 
Navrat’s, Emporia, Kans., revealing the 
attractive front and the interior de- 
signed for befter selling. 
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Navrat’s Triples 
“Space in Emporia 


Formal opening was recently held in 
Emporia, Kan., of the new home of 
Navrat Office Equipment Company at 
16 W. 6th:St. 

Proprictor Milton Navrat is happy 
over! the success of his company .whjch 
opened in Emporia December 1, 1945, 
at 504 Commercial St., and now in the 
new location has three times as much 
space, completely air-conditioned. 

Mr. Navrat also points out that every 
article of merchandise is now accessible 
to the customer in self-service display. 

An innovation is the fact that display 
counters are on wheels for ease of re 
arranging the store. 

Part of the Navrat expansion has 
been the addition of personnel and new 
lines. 

Navrat’s also operates a modern ait 
conditioned store at Garden City, Kan., 
serving western Kansas. 





Hermes Chief Visits United States 

Henri Cuchet, director of the Hermes 
Division of Paillard S. A., manufacturers 
of the Hermes portable and office type- 
writers, has just completed a visit to the 
United States. 

“I have come to this country”, said 
Mr. Cuchet, “to study the marketing 
problems of the United States. We at the 
Hermes Division wish to keep continu- 
ally abreast of the problems and condi- 
tions which face our Hermes dealers in 
the United States.” 

Mr. Cuchet and Hans Stauder, executive vice-president of 
the factory branch office in the United States, visited many 
Hermes franchised dealers in the eastern part of the United 
States. Later, Mr. Cuchet visited Canada and the Hermes deal- 
ers in that country. 





HENRI CUCHET 


Aris Establishes Furniture Firm 

Gene D. Aris, president of the Spokane Office Supply Com 
pany, Spokane, Wash., has organized the Aris Office Furniture 
Company at 319 W. Sprague Ave., Spokane. Although op- 
erated as a separate enterprise, the new business is, in a sense, 
a branch of the Spokane Office Supply Company. The only 
thing done jointly is the buying from office furniture manu 
facturers. Mr. Aris keeps himself busy by directing the affairs 
of both companies. 
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Chair Caster Promotion Party By 
Three Companies Is a Success 

The Lorain County Stationers at Ely- 
ria, Ohio, recently sponsored a successful 
promotion which they called “Colson- 
Sturgis week.” 

An Elyria firm, the Colson Corpora- 
tion had worked with the engineers of 
the Sturgis Posture Chair Company in 
developing a new caster for Sturgis 
chairs for which Lorain County Station- 
ers is the Elyria area dealer. The thought 
behind the promotion was that the people 
of Elyria, many of whom are connected 
with Colson, would be interested to see the vital role played 
by one of the products of their local firm. 

The week was highlighted with a buffet luncheon which was 
attended by more than 50 purchasing agents, buyers and office 
managers. Special guest was R. E. Hamm, vice-president in 
charge of sales for Colson. In a special demonstration the 
audience saw how important a good caster is in the operation 
of a fine chair. 


R. B. HAMM 





Industrial Office Supply to New Location 

Industrial Office Supply Company has announced the re- 
moval to new quarters at 10007 W. Grand Ave., Franklin 
Park, Ill. 

The old address was 9567 Franklin Ave., also in Franklin 
Park. 
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MOBILE MESSAGE ... In an effort to 
render greater service to the office 
equipment dealers, Murphy-Miller, Inc. 
of Owensboro, Ky., will carry the man- 
ufacturer’s story literally to the store 
door via this mobile sales truck, This 
vehicle will travel coast to coast and it 
is the intention of the company to visit 
every state in the Union. The unit is 
completely air-conditioned, thickly-car- 
peted and trimmed _ in _ pegboard. 
Equipped with special lights it will per- 
mit the display of four to six chairs. 
Each sales representative will intensive- 
ly work his territory, accompanying this 
mobile sales truck. 


3 M Makes Shift in Top 
Sales Personnel Bracket 


Louis F. Weyand, executive vice-pres- 
ident and director of Minnesota Mining 
& Manufacturing Company, has been 
named to fill the firm’s top sales job, the 
company reported recently. 

As sales director, Mr. Weyand suc- 
ceeds George H. Halpin, also an execu- 
tive vice-president and board member, 
who will remain active as a consultant 
in specific sales and operating problems. 
Mr. Halpin, who reached retirement age 
last November, had asked to be relieved 
of the responsibilities of director of sales, Herbert P. Buetow, 
president, reported in announcing the shift of responsibilities 
for the two executives. 

Mr. Weyand is just completing 40 years of service at 3M. 
He joined the firm as a salesman in Chicago in 1915. After 
two years of service as a Marine Corps officer in World War 
I, he was assigned a territory with headquarters in Cincinnati. 
Among his customers were a number of automobile firms 
which were then located in Ohio and Indiana. 

When the automobile industry centered in Detroit, Mr. 
Weyand followed. He became a salesman in the Detroit office 
in 1924 and, two vears later, became division sales manager 
for the Detroit area. In 1941 he was made sales manager for 
adhesives and in 1944 became general manager of the ad- 
hesives and coatings division. He was elected a vice-president 
in 1946 and a director in 1950. 

Mr. Halpin joined 3M as sales manager in 1930 at the time 
3M acquired Baeder Adamson & Company, an abrasives man- 
ufacturing firm. He had been vice-president and sales manager 
of that firm. He was elected a vice-president of 3M and was 
made general sales manager in 1938. He was elected to the 
board of directors in 1939. He has been executive vice-presi- 
dent in charge of sales since 1949. 





L. F. WEYAND 





Peerless Names Dri-Stat Distributor 

Peerless Photo Products, Inc. has appointed The Elite Com- 
pany (The Eastern L. I. Typewriter & Equipment Co.) Wad- 
ing River, N. Y., as distributor for eastern Long Island of its 
Dri-Stat dry-process photocopying equipment, Arthur W. Ta- 
ber, Peerless’ sales manager, has announced. 

The new distributor will bring to Peerless customers in 
Suffolk County the same professional counseling service on 
office reproduction methods which all Peerless distributors 
offer. 

Established in 1946, The Elite Company has grown steadily 
through the years into a widely diversified business, offering 
service on all types of duplicating problems as well as a full 
line of business machines and supplies. Under its president, F. 
Nicolay, the company has built up a staff familiar with all 
kinds of duplicating methods. 

The company also has a completely equipped service de- 
partment under the direction of Henry Hoffman. 
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AR aD! OM ED 
MOBILE UNIT 


CHAIRS FOR EVERVBODY.... 


Denver Branch Opened by Wholesale 
Office Equipment of West Coast 

In order to render better service to 
the trade throughout the Rocky Moun- 
tain territory, the Wholesale Office 
Equipment Company, exclusive factory 
representative of office furniture and 
equipment, announces the opening of a 
new branch at 2250 Blake St., Denver, 
Colo. 

The new branch, which combines 
showrooms and a_ warehouse, is in 
charge of Howard B. Boardman, who 
has been associated with Wholesale Of- 
fice Equipment Company for the past four years in the firm’s 
San Francisco office. 

Experienced and well qualified, Mr. Boardman was formerly 
in the office furniture business at Salinas, Calif., before join- 
ing the Wholesale Office Equipment Company. 

As branch manager of the new Denver headquarters, Mr. 
Boardman will serve the Rocky Mountain trade in every 
possible way, it is announced. Formerly residing in San Mateo, 
Calif., Mr. Boardman and his wife have now established their 
home in Denver. 

The Wholesale Office Equipment Company is the factory 
representative in the 11 western states for the following lines: 
Alma Desk Company, Aluminum Seating Corporation, Colum- 
bia Steel Equipment Company, Dixie Chrome Products, Gun- 
locke Chair Company, The H-O-N Company, Harmon Manu- 
facturing Company, High Point Bending & Chair Company, 
Krueger Metal Folding Chairs, Meilink Steel Safe Company, 
Morval Corporation, Myrtle Desk Company, and Standard 
Furniture Company. 

Wholesale Office Equipment Company also has showrooms 
and warehouse facilities in San Francisco (81 Minna St), 
Los Angeles (851 E. 60th St.), and Seattle (84 University St.). 
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Permacel Appoints New Controller 

George C. Riegger, president of Per- 
macel Tape Corporation, New Bruns- 
wick, N. J., has announced the appoint- 
ment of Edgar A. Gaudette as corpora- 
tion controller. 

Mr. Gaudette joined Permacel in 
February 1953 after years of experience 
in the procurement, financial and ad- 
ministrative fields within the industry. 

He studied Engineering at Newark 
Technical School and _ received his 
formal education in Business Adminis 
tration at Rutgers University. He makes his home at 400 
Whitewood Road, Union, N. J., with his wife and two children. 

Mr. Riegger also announced the appointment of Herbert D. 
Lamar, Lake Nelson, N. J., as assistant controller and Frank 
Seel, 23 Preston Road, Oldbridge, N. J., as manager of general 
accounting. 

Mr. Lamar comes to Permacel from Chicopee Manufacturing 
Company where he was supervisor of cost statements. 

Mr. Seel formerly was assistant manager of general ac- 
counting at Permacel. 





E. A. GAUDETTE 
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Volkswagen Buses 
are Eye Catchers 
for Von Soosten 


[Two German 
Volkswagen Micro 
buses are proving 
both eye catchers 
and business mag 
nets for Von Soos- 
ten & Company, 
accounting 
machine deal 
ers and consult 


Von Soosten ants of St. Louis, 
Bus Emblem Mo. 





The firm now has two of these mobile 
units on the street and, in the words of 
Manager N. H. Von Soosten, “both are 
accomplishing a little more than anyone 
could bargain for. 

“We have found this marvelous little 
bus to be built exactly to fill our needs. 
It has offered a great stimulus to our ac- 
tivity and I believe many other office 
machines or appliances business opera- 
tors might enjoy knowing about it.” 


Has Real Appeal 


Mr. Von Soosten points out that the 
Volkswagen has real appeal for his 
bookkeeping machine business because 
the two side doors open onto a level 
floor large enough to permit demonstra- 
tion of several models and still allow 
room for salesman and prospect. A 100- 
foot extension cord plugs into a nearby 
outlet to provide electricity for operation 
of the machines. 

Secondly, it is asserted that the clever 
design of the German bus makes it a 
continuous attraction and a real eye 
catcher. 


Find Economy 

There are other reasons, too, for the 
Von Soosten enthusiasm. Economy in 
operation has been discovered with gas- 
oline mileage ranging from 25 to 32 
miles with load. The Volkswagen has a 
36-horsepower air-cooled rear motor and 
the top speed is from 55 to 64 miles. 
Overall length of the bus is only 13% 
feet. Parts and service are available in 
most larger cities. 

Out-of-town bookkeeping machine de- 
liveries are rolled into the bus on their 
regular stands and then strapped down 
to various floor fasteners. Mr. Von Soo- 
sten observes, “Formerly when we 
carried these machines in station wagons 
or passenger cars, we experienced fre- 
quent mechanical failures because of the 
tilting of the machines.” 


BUSINESS ON WHEELS—Panel! of pic- 
tures at right depicts the Volkswagen 
in action as a Von Soosten & Co. 
business asset in St. Lovis. TOP—The 
two “addmobiles” used by the firm. 
CENTER—N. H. Von Soosten (left) 
with Al Brueges, manager, inside the 
bus. BOTTOM—interior view showing 
how a bookkeeping machine can be 
demonstrated. 
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‘ TOP QUALITY 
LINE! 


ACELINER 





You do much more than sell mechanical devices 
at a good profit when you hand your customers 
ACE Stapling Equipment! What you really do is 
supply flawless fastening service for a lifetime! * 
Yes, your customers will be happier with ACE 
Stapling Equipment. For they get truly remarkable 


ACE 
penne . : : : 
— service, satisfaction and long life. 


STAPLE REMOVER Sat ere 





You'll build a larger and more profitable business 
.. keep customers happier .. by featuring ACE. . 
the ONE Top Quality Line! 






SOLD THROUGH DEALERS EXCLUSIVELY 


ACE CLIPPER 











ACE FASTENER CORPORATION, 3415 NORTH ASHLAND AVENUE, CHICAG( 
CANADA: ACE FASTENER (CANADA) LTD. 6705 UPPER LACHINE ROAD, MONTREAL 28 © 770 DU PONT ST., TORONTO 
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Casper’s New Showrooms 


Emphasize Office Partitions 


To help the archi- 
tect, general  con- 
tractor, real estate 
operator, and interior 
designer and decora- 
tor Irwin Casper, 
Inc. has a display in 
its new showrooms at 
401 Broadway in New 
York City on the 18th 
floor. 

A large and com- 
plete display of metal 
and glass _ partitions 
are set up in actual 
size rooms. The par- 
titions range from 36 
inch high railings to 
ceiling-high partitions in all metal and metal and glass in 
five different grades and thicknesses in all heights. 

Also on display is a complete line of the Otis Panel-ettes. 
These are free-standing movable, portable walls in three colors 
and four heights—36, 54, 65, and 84 inches—in glass, metal 
and acoustic styles. 

These Otis Panel-ettes are as modern as tomorrow. Proprie- 
tor Irwin Casper says that the Otis Panel-ettes for which he 
is a distributor are “a packaged wall. Your dividing walls are 
delivered in a package. From these cartons one can create a 
beautiful, practical, efficient, space saving office in minutes 
because Otis Panel-ettes are prefabricated for simple assembly 
by positive locking devices—no tools are needed, no skill is 
needed. These modern offices can be delivered anywhere in 
the world.” 

The Casper firm also carries an inventory of used partitions 
in wood and glass and metal and glass occupying more than 
26,000 square feet of warehouse space. This inventory is avail- 
able to the general contractors and real estate operators for 
alteration work and for use in offices and plants where price 
is an important factor. 

All makes and grades of partitions are included in the in- 
ventory. Movable partitions have a versatility which the old 
time plaster covered walls did not have, points out Mr. Casper, 
who has been in the partition business for 29 years. He points 
out: 





THE MAN .. . behind the business, 
Irwin Casper. 


. They can be readily adapted to existing space. 
. They can be used, over and over again. 

. They provide privacy. 

. They are practical, efficient and pleasing. 

They are economical. 

. They save space and time. 

Mr. Casper extends an invitation to customers to visit his 
showroom where they can see the office they require and help 
themselves in planning space divisions. He believes his show- 
room will take the guess work out of office planning because 
“You see how your office will look before you build it.” 


ANWhWN— 


Lipton Manufacturing Company Appoints 
Bainbridge Distributor of Seal-O-Matic 

Bainbridge, Kimpton & Haupt of New York City, and 
Bainbridge-Southern of Atlanta, Ga., have been appointed 
distributors of the Seal-O-Matic line of gummed tape dis- 
pensers and label and envelope moisteners. Manufacturer is 
Lipton Manufacturing Company, with sales office at 52 West 
Houston St., New York 12, N.Y., and factory at Bridgeport, 
Conn. 

Both of the Bainbridge firms are leaders in the commercial 
stationery and office supply fields. 

Lipton Manufacturing Company, advertises itself as the 
world’s largest manufacturer of low-priced automatic tape 
dispensers. 
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of panels and partitions are set up for dis- 
play in the new showrooms of Irwin Casper, Inc., New York. 


VARIED TYPES... 


The Seal-O-Matic line recently was completely redesigned 
to provide advanced styling and design in all models. Ingenious 
mechanical innovations have gucceeded in reducing the num- 
ber of working parts. Extensive use of new manufacturing 
methods have brought reduction in prices on all models, 
states the manufacturer. 


The new distributors will carry an extensive stock of the 
entire line, to provide for immediate shipment of all orders. 
The line includes 1% and 3 inch fully automatic gummed 
tape dispensers which are claimed to be the lowest priced in 
the world. It also includes 14% and 3 inch pull type tape 
dispensers and 1% and 3 inch envelope and label moisteners. 
A recent addition is the “Cello” dispenser of pressure sensi- 
tive and cellophane tapes which may be adjusted for length. 
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GIVES YOU THE COMPETITIVE 
ADVANTAGE... When servicing your ac- 
counts is so important in getting new business, 
find out for yourself what Royal Register’s two: 
to three week shipment will do to boost your. 
sales and profits. Royal’s “rapid delivery” pro- 
tects your present accounts . . . makes it possible 
for you to give the kind of service which turns 
prospects into customers, for all the lines that 
you carry! 





LONG MARKUP ...NO INVENTORY 
costs... As a Royal dealer (we have NO 
direct salesmen!) you will profit by markups of 
33% to 42%, plus additional discounts for volume. 
lion ” —- a = = boost pee cg a 
a Uy thf Mybtvl Yt MMi Ashe hij’ 0 Royal’s “rapid delivery”, withou ing @ 
we 4 GM fd Ce . penny to the cost of your inventory. 


FORMS FOR ALL YOUR CUSTOMERS... One look at the latest Royal Register catalog will 
show you a wide variety of quality forms to suit the needs of all your customers — cash and charge — 
cleaners and dyers — bills of lading — forms tailor-made to your customers’ specifications. Royal can 
ship them all in from two to three weeks. 





WRITE TODAY FOR ROYAL'S COMPLETE 
CATALOG AND FIND OUT FOR YOURSELF THE 
ADVANTAGES OF SELLING THE NATIONALLY 

ADVERTISED ROYAL REGISTER LINE. YOUR 

CUSTOMERS WILL LOVE ROYAL'S RAPID 

DELIVERY. SO WILL YOU! 
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New Construction Completed 
At Meilink Steel Safe Company 


The third phase of a new construction and rebuilding pro- 
gram at Meilink Steel Safe Company has been completed 
according to Stanley R. Akers, president of the company, 
and plans are being readied for phase four. 

The program began in 1948 when 3,600 square feet of 
new welding area and storage space were finished in 1953, 
a two-story general office and an insulated file assembly 
area totaling 4,900 square feet were completed. 

The third phase involved a rebuilding job of 13,500 square 
feet for the tool, punch press and safe erecting departments. 

The new construction is of cement block with brick facing, 
all of it painted dove gray with red accent to tie-in with the 
established Meilink color scheme. A new, 13-foot overhead 
door provides easy access to the tool and punch press sec- 
tions. 

A large display window is located in the southeast corner 
facing the mainline tracks of the New York Central Railroad 
and Toledo’s heavy traffic artery, Oakwood Ave. The com- 
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EXPANSION PROGRAM .. . Drawing shows various phases of 
construction program at Meilink Steel Safe Co. begun in 1948. 
Most recently completed area (No. 3) houses tool, punch 
press and safe erecting departments. Plans for proposed new 
addition (No. 4) for a conveyorized de-greasing and painting 
department are now being readied. 


pany name, “Meilink Steel Safe Company” is mounted in 
cut-out letters on the front of the building, backlighted in red. 

The old building, which was completely torn down and 
rebuilt in phase three of the construction program, has an 
interesting place in the history of the company, Mr. Akers 
said. It had originally been a gray cast iron foundry built 
in 1889. C. F. Meilink, founder of the company, bought 
the foundry building in 1912 to use for manufacturing his 
own design of insulated safe cabinets and from that beginning 
in an 18,500 square foot area, manufacturing space has been 
added through the years to the present total of 87,000 square 
feet. 

Phase four of the building program now being readied 
involves new construction totaling approximately 11,000 
square feet on the northwest corner of the plant grounds. 

It will house the de-greasing and painting departments and 
will be conveyorized to tie-in with the conveyor system in the 
new insulated file assembly area. When the final building stage 
of the 100,000 square foot plant has been completed, Mr. 
Akers said, the entire manufacturing system will be con- 
veyorized according to the latest production techniques. 

Meilink has two other manufacturing facilities in the Mid- 
west area—a 45,000 square foot plant at Bellevue, Ohio, 
where the new Meilink 1-X safe and home protection units 
are made. A 12,000 square foot plant at Flat Rock, Mich. 
manufactures typewriter and business machine stands and 
school tables. 
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MEILINK’S NEW LOOK .. . Recently completed construction of 
the Meilink Steel Safe Co. is of concrete block with brick facing 
Painted gray. Cut-out letters are backlighted in red neon, 
Meilink plant now totals 87,000 square feet. 





American Pencil Company Develops 
Liquid Graphite for Writing Instruments 

American Pencil Company president, Richard Lewisohn Jr., 
has announced that the company’s research laboratories have 
developed liquid graphite—a completely graphitic lead for 
writing instruments. New liquid graphite contains no carbon 
black or soluble dyes. 

Mr. Lewisohn said the American Pencil Company feels 
liquid graphite is an important—but not a “miracle” discovery. 
He explained it is essentially a logical variation of the exclu- 
sive Venus colloidal process for making the homogenized 
lead used in all Venus and Velvet black lead pencils. 

American Pencil Company’s patented colloidal process re- 
duces graphite (and the clay used as a binding agent) to 
extremely fine particles—finer than talcum powder. These 
tiny particles are so evenly blended or “homogenized”— 
similar to cream and milk in homogenized milk—that they 
can be suspended in liquid. 

In making regular Venus and Velvet homogenized lead 
the liquid is dehydrated, solidified into many different degrees 
from very soft to extra hard, and then cut to length. In develop- 
ing liquid graphite the solidifying operation has been elimi- 
nated and new chemical processing added. 

Liquid graphite, according to the company’s research lab- 
oratories, is a new pencil lead in fluid form. Unlike ink it 
does not penetrate the fibers of the paper. Liquid graphite 
deposits tiny particles of graphite on the surface of the paper, 
thereby giving it its greatest feature: erasability. It dries in- 
stantly and will not smear. 

The company’s announcement stated that liquid graphite 
is a notable, but not revolutionary advance in the field of 
writing instruments. It is not expected to replace lead pencils, 
ball pens or fountain pens. Each has its own special purpose. 
The company plans to introduce in the near future new 
writing instruments with liquid graphite. Full details con- 
cerning these new writing instruments will be announced later. 








. . Pictured here is the booth of Joseph 
Ginsburg, inc., at the recent Chicago Chapter show of Office 
Management. All props used by the Chicago firm were prod- 
ucts recommended to the trade for top office planning. The 
free standing panel-ettes formed a natural background for 
the display. Use of large swatches of material and leathers 
gave the presentation a vivid color. 


THEY WERE THERE . 


OA—5/55 





pee WN 





hn Jr., 
s have 
ad for 
carbon 


' feels 
overy. 
exclu- 
enized 


SS re 
nt) to 
These 
red” — 
t they 


| lead 
egrees 
velop- 
elimi- 


h lab- 
ink it 
aphite 
paper, 
es in- 


aphite 
Id of 
=ncils, 
rpose. 

new 

con- 
later 








»seph 
fice 
srod- 
. The 
i for 
thers 


/55 





here’s your best everyday 



















it, Builder 


A well balanced line of prod- 
ucts is the best “Profit Builder” 
for your business. And that’s 
just what Borroughs “Bill of 
Fare’ offers you. Here’s a 
menu you never tire of. It's 
chuck full of the needed item 
vitamin: that put extra zip into 
your sales. If you are a 
Borroughs dealer, you know 
how the Borroughs line 
strengthened your bankroll. If 
you are not, write sales de- 
partment today. Tell them you 
want to try the Borroughs 
Profit Menu. 


WIN CUSTOMERS with Borroughs Products 
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BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK alli KALAMAZOO, MICHIGAN 
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NEW HOME... of Shipman Ward Mfg. Co. is third floor of this 
structure, 320 W. Ohio, Chicago. 


Shipman-Ward Moves 


After 19 years in its present location 
at 325 N. Wells Street in Chicago, 
Shipman-Ward Manufacturing Company 
will move its main offices to new, larger 
quarters in May, according to an an- 
nouncement by Steve Kantor, vice-presi- 
dent and general manager of the firm. 

New headquarters for Shipman-Ward, 
as of May 1, will be the entire third 
floor at 320 W. Ohio St., just outside 
Chicago’s “Loop”, where 25,000 square 
feet of space will provide expanded 
facilities for serving the firm’s dealer-customers throughout 
the world. 

Although the moving process will require transporting over 
100 thousand pounds of stock, equipment, and records, arrange- 
ments have been made to complete the entire operation in 
one day, with no disruption of service to Shipman-Ward’s 
customers. 

Originally established in 1892, Shipman-Ward is well-known 
internationally as suppliers of office machines, parts, tools, 
supplies and equipment and as rebuilders and suppliers of 
electric typewriters, in addition to being the exclusive world- 
wide distributor of B. F. Goodrich platens. The company took 
over the third floor at its present location, across the street 
from Chicago’s famed Merchandise Mart, 19 years ago and 
expanded its space to include the ninth floor at the same 
address in 1940. 

Prime reason for the May | move, as cited by Mr. Kantor, 
is the need for increased space to enable the firm to main- 
tain and expand the reputation for service which it has built 
up over the past 62 years. In addition to a steadily increasing 
volume of business done through its Chicago headquarters, 
the firm has established branches or agencies in leading cities 
which also depend on the facilities of the Chicago office, 
Mr. Kantor pointed out. 

Dramatic highlight of Shipman-Ward’s residence at the 
Wells Street address was the spectacular LaSalle St. fire in 
January of 1951; .Causing a total of 1% million dollars in 
fire damage, the gigantic blaze was seen on TV screens across 
the nation as it engulfed the entire block, defying for hours 
the combined efforts of Chicago's fire-fighting equipment and 
fireboats on the Chicago river. 

Although the large warehouse directly behind the Shipman- 
Ward building was reduced to rubble, the firm’s offices were 
extremely fortunate to escape heavy damage. Several windows 
on Shipman-Ward’s premises were blown out and several 
employees injured. The entire staff, however, was back on 
the job the following day. 





STEVE KANTOR 
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All-Luminum Launches Contest 


An opportunity for members of the 
housewares industry with new product 
ideas to get their ideas manufactured 
and onto the nation’s retail counters — 
and to reap rich rewards up to $10,000 


or more — is being provided by All- 
Luminum Products, Inc., of Philadel- 
phia. 


Bob Cohen, president of All-Lumi- 
num, announced that the company 1s 
launching its first “Products for Tomor- 
row” contest. 

Mr. Cohen said that the housewares industry, to remain the 
dynamic industry it has become, needs more fresh thinking 
and new ideas. “All-Luminum,” said Mr. Cohen, “as a pioneer 
in the aluminum folding furniture field and a leader in the 
housewares industry, is making this investment in the future 
of the industry to provide the necessary stimulus.” 

All entries must be filed on the official entry blanks. Entry 
forms and contest rules are available from the Product De- 
velopment Division, All-Luminum Products, Inc., 36th & Reed 
Sts., Philadelphia 46, Pa. All-Luminum is the manufacturer 
of Fold-A-Way aluminum tables, Sun ’n Surf folding alumi- 
num chairs and Atlas utility folding legs. 

Winners of the “Products for Tomorrow” Contest will be 
selected by a panel of distinguished judges. In addition to the 
possibility of earning royalties of up to $10,000 or more, win- 
ners will share in five awards. First prize is $500; second, 
$300; third, $200. The top five contestants will receive tro- 
phies. 

The judges’ panel will be made up of editors of trade and 
consumer publications, representatives of the large basic in- 
dustries, leading merchandise managers, and representatives 
of All-Luminum. 

Items selected in the contest may be manufactured by AIll- 
Luminum and put on sale throughout the country. Remunera- 
tion will be arranged on the basis of a royalty for patented 
products and on a percentage of sales on products not cov- 
ered by patents. 

If an entry is worthwhile, but not practical for production 
by All-Luminum, the sponsor will help to get the item manu- 
factured and sold by another company. 

Entries must be unique — either a completely new idea or 
an original improvement on a product already on the market 
— and should be within the scope of the housewares, hard- 
ware, toy or juvenile fields. 

The rules require that the product must have a wide ap- 
peal, be useful, and be adaptable to mass-production methods. 
It should be made of aluminum or steel, in the form of sheets, 
rods or tubes, or a metal-and-fabric combination. Also, it 
should retail at no less than $3.00; preferably over $5.00. 

Entries must be in the mail before midnight June 30. 





BOB COHEN 





Copease Granted Photocopy Patent 

Copease Manufacturing Company, Inc., an affiliate of the 
Copease Corporation, has acquired the U. S. photocopy patent 
license of Dr. Walter E. Eisbein of Develop, K. G., Stuttgart, 
Germany (U. S. patent number 2,657,618) and Remington 
Rand, Inc., has been licensed to manufacture and sell photo- 
copy machines under the patent. Charles E. Hallenborg, Cop- 
ease president, announced at a press conference in the com- 
pany’s New York headquarters: 

“The photocopy machine has produced a minor revolution 
in office copying methods. The production of legally accepta- 
ble copies of documents and papers in from 30 to 40 seconds 
is making possible a saving in time, space and money for 
industries ranging from insurance companies and banks to 
textile manufacturers.” 

Copease Manufacturing shortly will begin production of 4 
complete line of the photocopy machines, previously imported 
from Germany. Initially, the firm will function as an assembly 
operation. Complete production in the U.S. is contemplated 
within the next year. 
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LOWERS COSTS! 
No more time wasted at the 
sharpener. The remarkable 
Velvet Ball Pen-cil has no 
point to wear down, none to 
break. Ready to write in- 
stantly, clearly. Ink cartridge 
is longer lasting . . . writes 
enough to fill 18 stenog- 
rapher’s notebooks. 
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RAISES EFFICIENCY! 
Everybody’s favorite be- 
cause it’s shaped and bal- 
anced for top writing ease 
and comfort. Dependable, 
sennethy ene, it speeds 


every writing job... insures 
better records, better work 
throughout every depart- 
ment of the office. 












Order from your 


commercial stationer 


For sample write on your 
compony letterhead Dept. OA-5 


the amazing new 


VELVET 
ball PEN: cil 


the pencil that 
writes with INK 


e combines the best features of a pencil with 
the best features of a ball-point pen 

e it’s light as a pencil because it’s made of wood 
e banker approved ink writes dry, won’t smear, 
transfer, leak . . . never stains fingers, never fades 
e full-length brass cartridge has even-flow ink control 
e uniform writing nickel chrome steel-spun ball 

e there’s nothing to press, turn or fill 
\ e nationally advertised in Saturday Evening Post 
@ guaranteed by makers of famous 
Venus and Velvet pencils 






ECONOMIZE... 

buy them by the dozen in 
this handy, easy-to-store 
pack. Blue, black, red or 
green ink. $3 per dozen, 


AMERICAN PENCIL CO., HOBOKEN, N. J. 























MANUFACTURERS 


W. N. Ryan, president of the Amer- 
ican Register Company, of Boston 
Mass., has been re-elected presiden 
of the Business Forms Institute. The 
honor again was bestowed on Mr. 
Ryan in recognition of his outstanding 
leadership of the organization the past 
year. 

The Institute is composed of manu- 
facturers who turn out business forms 
g in more than 100 different styles. 

*& &£ & & 
The Dallas, Tex., division office and 
warehouse of the Permacel Tape Corp., New Brunswick, 
N. J., has moved to 9000 Denton Drive, Dallas 20. Company 
officials stated the transfer to larger quarters will result in 
faster service to customers in that territory. The new setup 
will handle the complete line of 180 different types of in- 
dustrial tapes manufactured by Permacel 
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The Elbe File & Binder Company of Fall River, Mass., has 
announced the appointment of William Cohen as special 
sales representative in Ohio. He is possessed of extensive 
experience in the office equipment and stationery fields and 
is rated a specialist in loose-leaf equipment. Mr. Cohen 
maintains his office at 3167 Euclid Heights Blvd., Cleveland 

&¢ ££ & H& & 

Burroughs Corporation of Detroit, Mich., in a recent release 
stated that “because of its strong position in electronics, the 
company has been given responsibility for highly special- 
ized work for the armed forces, both in research and pro- 
duction.” President John S. Coleman revealed that several 
extensive long-range projects are being carried on and that 
the defense program has been integrated with Burroughs’ 
commercial research, development and production activities 

% £&£ & H& & 


Elbert R. Faust has been elected vice-president in charge 
of manufacturing for the Waterman Pen Company, it recently 
was announced by Robert D. Howse, president. From 1950 
to his present appointment, Mr. Faust was affiliated with the 
H. M. Harper Company, Morton Grove, IIl., as works man- 
ager. He is a graduate of the University of Illinois and a 
native of Chicago. 

+ +H & & 

Announcement was made recently at the directors’ meet- 
ing of the Clary Multiplier Corp. of the introduction of 
new gyro-package by the Automatic Controls Division and 
of the continued excellent national reception of the new 
10-key electric adding machine. The gyro-package, known 
as the CGI100, for controlling pilotless flight, is a proprietary 
item of the Clary corporatior 

*. &£ £&£ & 

Charles L. Toms has been appointed Toledo, Ohio, district 
manager for Royal Typewriter Company. He succeeds J. K. 
Campbell who is opening a new Royal agency embracing 
Lucas, Ottawa and Fulton Counties, outside Toledo.—GET 

* £ & & & 

The promotion of Robert J. Kummer to the position of 
agency manager of the Cincinnati, Ohio, district office has 
been announced by Marchant Calculators, Inc. He has been 
a sales representative with the company since 1947. Two 
additional promotions send Richard C. Steiner to manage the 
Cleveland, Ohio, office and Peter A. Primavera to direct the 
Wheeling, W. Va., district office. He previously was local 
agent in Augusta, Ga. Mr. Steiner moves from the Mansfield 
Ohio, branch. 


DEALERS 


Georgia-Hanks, Inc., Binghamton, N. Y., has moved from 
130 State St. to 201-03 Water St. and the shift has doubled 
its floor space to approximately 26,000 feet. The company 
also has contracted to take over the first floor and basement 
at 205-07 Water St. as soon as available. H. Boyd Georgia is 





which now employs 32.—R§ 
* &£ & & 


the 10 year old firm 


president ol 


Hagan Business Machines, office appliance concern, has 
moved to a new and larger location at 1317 State St., Erie, 
Pa. Better service facilities and increased display space are 
provided in the new location Charles Geer and William 
A. Long have been elected to the retail executive board of 
the Retail Merchants Association of Jamestown, N.Y. The or- 
ganization represents office appliance dealers—GET 

* &£ & & © 


R. M. Pound, Jr., of Charlotte, N. C., recently was elected 
vice-president and secretary of the Pound & Moore Com- 
pany. He succeeded George H. Moore who retired after 47 
years of service with the company. Pound, Jr., is the son of 
Ralston M. Pound, president and treasurer of the firm since 
its founding in 1908. The younger Mr. Pound saw service as 
a fighter pilot in the Pacific during World War II 

* £ & & & 
, 

The R. P. Lewis Company of Flint, Mich., has announced 
the purchase of DeMay’s, Inc., of Jackson, Mich. The deal 
was made to strengthen and further expand operations of 
the Lewis branch which was established in Jackson in 1938. 
DeMay’s was founded in 1915 and for many years was the 
dominant dealer there. 





Robert Hano Resigns Posts at Hano Firm 


Robert Hano has resigned as treasurer, 
general manager and director of the 
Philip Hano Company, Holyoke, Mass., 
but is retaining his office as president of 
Technicarbon Company of that city, 
manufacturers of one-time carbon paper. 

After a period with the sales force of 
Philip Hano Company in Holyoke, Bos- 
ton and New York City, Mr. Hano re- 
turned to Holyoke in 1936 to devote his 
full time to manufacturing. He became 
treasurer in 1941 and general manager 
in 1947. He is a director of the Marvellum Company and an 
incorporator of the Mechanics Savings Bank in Holyoke. 


ROBERT HANO 





Name Underwood Samas Branch Managers 

H. R. Russell, division manager, has announced the ap- 
pointment of two branch managers of the Samas Punched 
Card Division of Underwood Corporation. 





F. A. LEMLEY 


FRED R. GRIMM 


Assigned to Newark, N.J., is Frank A. Lemley of Passaic 
Park, N.J. 

Named as branch manager of the New York office is Fred 
R. Grimm. 

Mr. Lemley joined Underwood Samas in 1953. He is widely 
experienced in marketing and accounting. Mr. Grimm joined 
Underwood Samas as a salesman with an extensive background 
in punched card accounting. He now resides in Flushing, L. 1 





Whirl-O-Matic at 350 Fifth Ave. 

The address of Whirl-O-Matic used in the March advertise- 
ment of that firm was for the former location. Whirl-O-Matic 
is now located at 350 Fifth Ave., New York 1, N.Y. 





Columbus, Ohio, Concern Moves 

The Scioto Printing Company has moved from 2063 N. High 
St. to larger quarters at 3286 N. High St., Columbus, O. An 
office supply department has been added.—AK 
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When customers look for 


When you are looking for big installation sales 


r 


REMEMBER 


a | 


Value 
Qvatty COSCH is 
Comfort 





QO si rree watt 
UALITY | OISPLAYS | 














MOTION ‘DISPLAY 


The sales-making Cosco Valwe-Quality- 
Comfort story is advertised in News- 
week, U. S. News & World Report, 
Business Week, Fortune, 
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—SELL LO5L0 


Look to Cosco’s value, quality and comfort to get more big installation sales for 
you. Yes, Cosco Office Chairs have all three of the factors most wanted by the 
people who make the decisions on office chair purchases. 


Value in delivering more luxury features than brands costing twice as much. 
Comfort that reduces fatigue, increases efficiency. And quality in its superior 
construction and engineering. What better sales story can there be for you to 
talk about! And Cosco is going to tell your customers and prospects all about 
the value-quality-comfort story in one of the most sales-compelling advertising 
campaigns ever seen in the industry. 


Put proof of COSCO’s superiority in your window . . . at low cost. 
Now, an eye-stopping motion display unit is available that dramatically shows 
the grueling tests every Cosco chair undergoes. Of heavy board, in full color, 
uses no electricity. It’s got real sales-making power! 

FREE wall displays to open customers’ eyes to COSCO. A set of three 
wall or column displays, in the form of eye charts, will attract the eyes of your 
customers. Order them today. Ad mats, mailers available, too. All to help you 
sell like never before! 


HAMILTON MANUFACTURING CORPORATION, COLUMBUS, INDIANA 









Feature Nationally Advertised 
COoMCe 


CUD i‘. 


lt pays to give the customer what he's looking for 


COPR. 1955 











New Appointments, Promotions e e e e 


Star Steel Picks Sales Manager 


Ernest Kruse has been appointed by the 
Star Steel Equipment Co., Inc., in the 
egpacity of sales manager and assistant 
to the vice-president in charge of sales. 
Mr. Kruse has long been associated with 
the steel office equipment industry. 





Eureka Selects Ad Manager 


Robert Krestschmer, who has worked on 
both the manufacturer and agency side 
of the picture, is the new advertising 
manager of Eureka Specialty Printing 
Co. He has been president of his own 
advertising agency in Scranton, Pa., and 
also advertising and sales promotion 
director for The Household Outfitting Co., 
of Scranton. He authored a book on ad- 
vertising, ‘‘Visual Merchandising.” 








Bulman Picks Specialist 


leonard A. St. John has been named 
field sales supervisor by the E. O. Bul- 
man Co. of Grand Rapids, Mich. He 
brings to the self-service store equip- 
ment company an extensive background 
in the retail field and in self-selection 
methods and merchandising. Among Mr. 
$t. John's contributions in the latter field 
are an instruction manual on self-service 
for store managers and many talks be- 





Appointment by Cram 


R. Aberli, Jr., has been appointed New 
York City representative for The George 
F. Cram Co., Inc. Mr. Aberli, who is a 
veteran in the stationery field, has re- 
modeled his show space at 225 Fifth 
Ave., New York, to accommodate the 
complete Cram line of globes and pock. 
et maps. He is a resident of West 
Orange, N.J., an ardent sportsman and 
interested in civic and church problems, 





fore retail groups. 


Clary Shifts Spangler 


Tabat Joins Old Town 


Emmett L. Tabat (pictured) has joined 
Old Town Corp., New York, as a vice- 
president, it was announced by James 
H. McGraw, Jr., president of Old Town. 
Mr. Tabat resigned as general sales 
manager of the A. B. Dick Co. to accept 
his new post. His duties will include di- 
rection of sales, marketing and product 
development. Mr. Tabat had been with 
Dick almost 20 years, beginning his ca- 
reer there as a machine service man. He 
Is a graduate of the University of Wis- 
consin and studied executive manage- 
ment at Harvard Business School. 


Clary Multiplier Corp. has announced 
the appointment of Jack L. Spangler as 
manager of the Philadelphia branch. He 
previously was dealer manager for Dis- 
trict No. 3 embracing Ohio, Kentucky, 
Indiana and parts of Michigan and West 
Virginia. For the past six months he has 
been a training specialist. He joined 
Clary as a serviceman in 1950. 









we 











Named Distributor of Vue-Fax 


Russell H. Frantz has been appointed 
exclusive distributor of Vue-Fax Corp. 
for the state of Michigan. The products 
consist of a complete line of visible fil- 
ing equipment, ledger cards and rotary 
carbon interleaved business forms. Mr. 
Frantz succeeds Printing Service, Inc., of 
Detroit. The new distributorship will be 
known as Russ Frantz Vue-Fax Co. with 
offices at 18954 James Couzens High- 
way, Detroit 21, Mich. Mr. Frantz has 
been connected with such firms as Inter- 
national Business Machines Corp. and 


Named Campro Sales Manager 


Walter S. Krusich, who joined the Cam- 
pro Sales Co. in 1952, has been ap- 
pointed sales manager. Mr Krusich pre- 
viously had held positions as assistant 
advertising manager of Modernfold Door 
Co., New Castile, Ind., and sales promo- 
tions manager of Edmont Mfg. Co., Co- 








Visirecord, Inc. 





BUILDING TO THE STARS ... The ivan 
Allen Co. reported pronounced success 
in their Staxonstee! transfer file sales 
promotion, the ‘‘Sky's the Limit."’ The 
lvan Allen campaign of the Bankers Box 
Company's product centered around 
prominent window displays in all seven 
of their stores located throughout the 
Southeast. 


112 


shocton, Ohio. 


New Sturgis Salesman 


The Sturgis Posture Chair Co. has an- 
nounced the appointment of Chandler 
Shackelford as a direct company’ repre- 
sentative for their southwest territory. 
Mr. Shackelford is a native Texan and 
resident of Dallas which will be his 
headquarters. He formerly was Director 
of Client Relations and Dallas sales rep- 
resentative for a major advertising firm. 
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Here’s REX-O-graph’s new policy, 
new program, new line: 


Our 1955 objective is to give you every 
possible help to step up your 
REX-O-graph sales! REX-O-graph is 
known and wanted .. . backed by over 
20 years of experience. You’ll have 
national advertising . . . a complete, 
packaged line EXCLUSIVE in your 
territory ...a sales training school 

for systems, machines, fluids, carbons. 
And REX-O-graph offers the most 
diversified line of fluid duplicators... 
all simple in construction, simple to 
operate, simple to maintain... including 
5 hand models, 5 electric models, 2 
systems units. Write today for full 
details on our exclusive franchise plan! 


RE X-O-gragh, tne. 


7842 W. Hicks Street * Milwaukee 14, Wisconsin 
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* au" 
pre: increase YOUR profits now! 





12 PRECISION-BUILT MODELS from $95.00 to 
$910.00 plus tax ... PLUS A COMPLETE LINE 
OF QUALITY SUPPLIES! 


REX-O-graph, Inc. 
7842 W. Hicks Street, Milwaukee 14, Wisconsin 


Please send complete information on the REX-O- 
graph line of fluid duplicators and supplies. 


| 
| 
| 
| 
eee 
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Appointments... 


Autopoint Picks Specialist 


| Robert G. Drew has been appointed Spe- 
| elal Accounts sales manager for the 
Autopoint Company, a division of Cory 
| Corp. In his new role, Mr. Drew will 

work out of the Chicago home office and 
| will handle accounts which demand spe- 
| elal or unusual attention. Prior to his 
| joining Autopoint, he was the metro- 
politan New York territory manager for 
National Presto Industries. Mr. Drew 
| calls Portsmouth, N. H., his birthplace. 





Harlan Gets Territory ... 


To serve better the dealers in the North 
west territory, Associated Stationer 
Supply Company of Chicago has assig 
William L. Harlan to the area. His trav 
will take him through northern Wiscon 
sin, Minnesota, and North and South Da 
kota. He joined the staff of Associated 
as a salesman for Chicago about twé 
years ago after a successful career i 
the retail stationery field. He will make 
his headquarters with his wife at 482] 
S$. Fourth Ave., Minneapolis. 


EASE OF USE, 
CLEAN, SHARP 
REPRODUCTION 


eee 





McBee Names Manager 


Russell Rankin, formerly technical divi- 
sion supervisor of The McBee Co., has 
been named manager of the newly 
formed systems and procedures depart- 
ment of the Royal McBee Corporation. 
He has been associated with McBee 
since 1946 on the technical staff. Mr. 
Rankin will be responsible for general 
supervision of systems and procedures 
matters for the company. In that role he 
will develop overall plans to act as a 
guide for division managers. 











NEW DRI-RITE 100 


@ NO offset, smudge, slip- 
sheeting. Dries as it stacks 
on mimeo (and some rag 
stocks.) NEW formula 
and processing give sharp 
BLACKER work. Posi- 
tively will not harden on 
pad in any climate. 








Beckley Appoints Manager 


Beckley Business Equipment Co., Roches: 

ter, Minn., has appointed Fred G. Bro 
dersen fo fill the position of sales man 

ager. He assumed his new duties April 

1 with a wide background of valuable 
experience. He previously had been as 
sociated with Royal Typewriter. Mr 
Brodersen is commanding officer of At- Rt 
tack Squadron 812, Naval Air Reserve 

in Minneapolis. He is married and the 
father of four children. 


PREMIUM BLACK 


@ Maximum sharpness 
with minimum penetra- 
tion and offset. Premium 
workability without price 
premium. 





332 BLACK 
@ Very black, all-purpose 


ink. Your economy lead- 
er for office bulletins, 
forms, memos, mimeo 
and sulphite stocks. 


GESTETNER TUBE PAKT 
for GESTETNER MACHINES 


@ Gives 15 to 20% more 
copies than any ‘previous 
inks. Tube makes per- 
fect connection with ink 
pump. No drip from silk 
screen. Washes off hands 


Whitrock Joins Western 


J. G. Whitrock (pictured) recently joined 
the Western Mfg. Co., Aurora, Ill., in the 
role of assistant to R. R. Bentson, presi- 
dent and sales manager of Western. 
For the past four years he was a sales- 
man and assistant sales chief with Uni- 
versal Steel Co. Mr. Whitrock, who 
served in naval aviation, has a wide 
acquaintance among office equipment 
manufacturers. He makes his home in 
Westchester, Ill. 





a) 





with soap and water. 14- 
oz. tubes. BLACK AND 
8 COLORS. 


Ask about the 
Extra Profits For You in Private Label Packing... 


INK SPECIALTIES CO., INC. 


C & H Promotes Toolan... 


Lawrence D. Toolan recently was named 
sales manager by Cordley & Hayes, New 
York City manufacturers. Mr. Toolan, 
who previously had been assistant sales 
manager, has had 12 years experience 
in the fields of product distribution and 
sales organization. Inducted into the 
army as a private in the infantry in 
1941, he was discharged in 1946 with 
the rank of major. 








Dept. © 519 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 
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and here’s why: 


®@ models with or without direct 
subtraction available 
revolutionary years-ahead styling, 
Swedish steel assembly ... . 
Swiss precision counters 
fully automatic safety keyboard: 
ciphers printed automatically 
signals for subtract, multiply, 
sub-total and total printed 
correction key clears entire keyboard 
lifetime handle construction 
scientifically designed moulded keys 
trouble-free performance .. . 
minimum maintenance 
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Business Equipment W 
Toronto, Ont. 
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Sensational! That's the only word to describe the all- 
new REGNA Adding Machine! Streamlined as the 
newest cars . . . so low in cost it's a dream-come-true 
for small business owners. Lets many firms cut ex- 
penses and increase production by supplying a 
machine to every department, to every desk where 
adding is done. It took REGNA engineers years to 
develop an adding machine of such supreme quality 
at such a remarkably low price. It will take your 
customers only minutes to realize that the new 
REGNA is their “‘best adding machine buy’! , 


REGNA CASH REGISTERS, INC. 
175 Fifth Avenue 
New York 10, N. Y. 
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Gentlemen: 
Please send more information on the new Regna Adding Machine and oviline 
advantages of becoming a Regna Dealer. 


Name___ aie x 





Address__ 


City. State 
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Your Customers 
“Love It! 


Gn. COIN CHANGER 
...For Speed 


...For Beauty 


Note the exclusive 
storage box and 














top tray. Both ’ 
easily removed. ~ 
*Over 700 in use Holds 
by one leading $125 
Western bank chain. 1c to 50c 


Makes change faster—more easily. Now more than 
5000 satisfied users in banks, savings-loan, theaters, 
stores, ticket offices. Made of sturdy aluminum with 
gray hammertone finish. Small—compact size. All 
parts and workmanship unconditionally guaranteed. 
Also Famous space-saving MP BANTAM 
—$49.50 plus tax 











CLIP BOARDS 














The best quality aluminum clip board you can 
stock. Heavy gauge aluminum with special 
Alumilite Finish—will not rub off on 
hands or clothes. Clip boards will 
not break, warp or bend. All edges 
smoothly finished. Standard 6” 
bright metal clip. 


4 sizes—Legal, letter, note, pad. 


MP Aluminum Sheet Holders: Heavy gauge, top quality, 4 sizes. 
MP Universal Spring Clips: 1’ wide with powerful sure-grip. 








“An Extra Desk” 














Strong, sturdy and secure, it provides 
extra desk space in any office when 
attached to filing cabinet drawer. 
The File Shelf is a real door opener 
that sells itself to bosses and stenog- 
raphers in banks, utilities, insurance 
companies, etc. High dealer profit. 


Size: 11° x 1312" .. . $7.95 (no tax) 


M, COIN HOLDER 


A modern coin holder for extra bank win- 
dows at peak hours. Perfect for office 
cashiers. Giant capacity—midget size: 
holds nearly $80.00. Many special features. 


Only $11.95 (no tax) 
Modern Products... Moderate Price 
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Metal Products Engineering Co. 

4000 Long Beach Avenue a 
Los Angeles 58, California a Firm—__ 

For information on the com- ' Address__ 

plete MP line, use coupon. * City am 


MAIL TODAY > 


4 Zone___State 
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Paris Appointed Sales Manager 


Alan G. Paris was recently appointed 
sales manager of the Creely & Shirley 
Co., Camden, N.J. He brings a diversity 
of experience to his new position from 
@ manufacturing and retailing stand- 
point. He was formerly associated with 
Boorum & Pease Co., and prior to that, 
with the Stationers’ Guild of America, 
His new connection is with a long estab. 
lished stationery firm, the only Guild 
concern in Camden County. The store 
has recently been modernized with self. 
service features. 


MacNeil Joins Arnot-Jamestown 


Robert P. MacNeil has joined the Arnot- 
Jamestown Division of Aetna Steel Prod- 
ucts Corp. as research co-ordinator. For- 
merly head of the Human Factors Section 
of the Electric Boat Division of the Gen- 
eral Dynamics Corp. Mr. MacNeil will di- 
rect a@ program in investigation and 
study of new techniques and practices 
applicable to Arnot-Jamestown’'s ship 
interior contracting work and to the 
manufacture of Partion-ette and Office- 
ette modular office furniture products. 





Parker Announces Two Promotions 


Mark M. Morrissey, Chicago-Detroit 
area divisional manager of the 
Parker Pen Company, has been named 
to the position of consultant to sales 
management. His new responsibilities in- 
clude service to the company’s 20,000 
franchised dealers as well as counsel to 
Parker’s general sales management. 

Mr. Morrissey joined Parker in 1922 
following graduation from DeLaSalle In- 
stitute. Progressing through varied as- 
signments in the department, he 


sales 


sales 


M. MORRISSEY 
assumed leadership of the Detroit-Chicago area sales division. 


Mr. Morrissey will be succeeded by George B. Wright, 
presently manager of the firm’s Central sales division, and 
there will be a consolidation of the Central and Chicago- 


Detroit area sales divisions. 

The new division will include Chicago and Detroit areas, 
all of Ohio and Indiana, most of Illinois and Michigan, and 
the St. Louis trading area. 

Mr. Wright assumed his new duties April 1, and Mr. Mor- 
rissey Was promoted to his new responsibilities May 1. He 
resides with his family at 2830 Harrison Street, Evanston, 
Ill. Mr. Wright, presently in Janesville, Wis., where the firm’s 
main offices are located, will have his new office at 36 S. 
State St., Chicago. 





Lansdale Gives New Sales Demonstration 

A new sales technique employed by Lansdale Products Cor- 
poration is in the form of a weekly open house policy. Office 
managers and production officials see demonstrations of the 
newest time and money saving office devices distributed by the 
manufacturer. 

Each Tuesday representatives of a selected group of 15 
firms are invited by telephone to attend a demonstration on 
the following Thursday afternoon. Those persons who cannot 
attend this particular week are asked to schedule their visit 
for the next available Thursday. Being fairly close to Phila- 
delphia, Lansdale is within one hour's drive of many large {n- 
dustries. 

Demonstrations include operation and instructions of Plano- 
matic control board, the letter folding and letter opening ma- 
chines, copy boards and clipless paper fastener. 

Informations and appointments can be secured by writing 
Lansdale Products Corporation, Box 568, Lansdale, Pa. 
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for the start of @ 
Senmenie Furniture Promotio 
without parallel in this industry! | 


Here are the facts 





STARTING IN MAY FORTUNE MAGAZINE, 
STANDARD FURNITURE COMPANY PRESENTS — 


Lice for feving 
AL 4 
ly LO- ol .%: 

A DRAMATIC 

ALL-OUT 


CAMPAIGN 
GEARED 








10 BRING 


Standard is pulling no punches. The full color adver- 
tisement you see on the right will be reproduced 
in full, bleed page size (1024”x13”) in the May issue 
of Fortune Magazine. During following months, 


there'll be equally dramatic color advertisements 
featuring other executive furniture groupings based on 
] ( VF R Y the proven Standard Continuity Decorating System. 


Men who hold the purse strings in every 
important business within your sales 

f lA NI) A R | area will see this consistent and 
compelling advertising. 


Turn the page for tie-in promotion 

pieces available to every Standard dealer. 
Get started now by wiring, calling or writing 
your Standard representative or 

the Standard Furniture Co., Herkimer, N.Y. 
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DESK DRAWER TAGS 


Standard equipment on new fac- 
tory-shipments of Standard furni- 
ture. Tie in your current stocks with 
Fortune’s ‘‘Office for Living’’ theme 
For use in drawers. Size 2” x 2%4” 
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QUOTATION FOLDERS 


Personalized folder, with die-cut 
holder for card with prospect's 
name, firm and your name. Pockets 
inside for quotation sheet, Fortune 
reprint, catalog sheet, sketch and 
swatches. 


STANDARD 
Since 1886, the 


uring CAMPATE 
PROVIDES YOU WITH A COMPLI 


/ 


\ 


Packug for Solu 


magazine straight through to the display in your showroom, this program 





is complete, with every phase geared for timely, forceful selling. Get behind 
this program now for maximum results. Contact us immediately for full in- 


formation on all individual items in this “Package for Selling”. 





FURNITURE 


Fortune 


DESK DISPLAY 


Quality grey leather, easeled frame 
for full color reprints of Fortune 
advertisements. Words ‘‘ Standard 
Executive Furniture from the pages 
of Fortune’ featured in gold letter- 
ing at top of frame. 

Size—13%5" x 17%4”. 





DIRECT MAIL PROGRAM 


Series of 4-page folders featuring 
each new Standard advertisement, f& 
in full color just as it appears in § 
Fortune. Imprint space on back 
cover 





CATALOG FOLDERS 


Two-color folders illustrating and 
describing all units in each line 
advertised in Fortune. For use in 
quotation folders and for answer 
ing inquiries 


COMPANY, 


Largest Maker oO f 


NEWSPAPER ADS 


Three mats—2 col.x6”, 3 col.x7”, 
4col.x10” featuring furniture used 
in ‘‘ Offices for Living—from the 
pages of Fortune Magazine’’. 


York 


Furniture 


Herkimer, New 


Executive Office 
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New Red Rope 
Pockets and Wallets... 
stronger, easier-to-use 


ar 





selling ideas 
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NEW SPACE-SAVING GUS- NEW STRENGTH—All 5-piece NEW REINFORCEMENT— NEW FLEXIBILITY—19 extra 


SETS—An amazing new ma- pockets are now double rein- Points of greatest strain are scorings make these flaps bend 
chine makes perfect gussets forced for extra strength and now strengthened with sturdy easily, close tightly, and resist 
that expand uniformly to ex- eyelet rivets. cracking. , 


actly the capacity needed— 
without occupying extra space. 


\ 
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Tt 
‘ 
NEW PACKAGING—AIl 5- 
NEW RED TIE TAPES—Blend NEW ROUND CORNERS—Ali piece wallets and pockets now 
with color of red rope—stay NEW BLANK TABS—Give corners now smoothly rounded delivered in boxes of 10 & 25. 
fresh and clean looking. greater flexibility for labeling. to prevent dog ears. See Supplies Catalog No. 4071. 
The rope business you do with any one cus- have a new envelope stuffer (No. 4369) that you 
tomer doesn’t keep your wife in mink; but if you can use to tell them. 
are getting your share from all your customers, The improvements in YawmanotE shown above 
it is a good piece of business. Practically every one give you some easy-to-talk-about sales advantages. 
customers uses some pockets and wallets. Use them for your own profit. 
Are you sure they know you handle them? We 
YAWMANA,ND FRBE MUFG.(O. 01s sav steer + nocuester 3, 6. ¥ 
SINCE 1880 + A TIME-HONORED NAME, A QUALITY LINE, A VALUABLE FRANCHISE 
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ON FRONT COVER 
Second picture from 
bottom: Executive fur 
niture in metal by Art 
Metal Construction C 
Bottom picture: Im 
perial Desk Company 
equipment in office of 
president of a Texas 
oil company. Installed 
by Story-Wright Prta. 
& Staty. Co. 


Tyler, Tex 
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AT RIGHT — 

Beautiful office ot 
Burdett Green, execu 
tive vice-president, Fine 
Hardwoods Association 
Chicago, equipped with 
Leopold desk and Gun 
locke chairs. Wood 
carving by Mr 

Burdett Green 
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Arnolt C 
Arnot-Jame 
Aetna 
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Bernard Fra 
Blair Alun 
Cc 
Borrougt 
Bostrom M} 
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Concentration Pays Off for Dick Momand 
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Design & Planning Department Keys Sales. . . 126 


Selling Posture Chairs. 
Catering to Individual Taste. . . 
New for the Office. . 
Two Types of Customers Change Selling Tactics. . 
. 158, 159, 160, 161, 162, 163 

Office Planning Service Builds Furniture Sales. . 

“Idea of the Month" Adds Selling Punch. . .165 
Four Words That Changed My Business. . 
Installations—Plan and Follow Through. . . 189 


Installations. . 


Homes, Too, Need Office Furniture. . 
Make Money with Modules. . 
‘*Plan-A-Room"’ Graph Boosts Sales. . 
50-Mile Radius Without Outside Salesmen. . 
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Enthusiasm Can be Built by Sales Training. . .195 
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Taylor Chair C 

Thomas Furn. Co. 168 

Tiffany Stand Cc 

Top Flight Products C 
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Tower Suites 
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Days Ol ror pick MOMAND 


Florida Business an Example 


of How "Exclusiveness'’ Can 


Sell More Office Furniture 


Dick MomaAnp .. . erudite 
and a bachelor, poses against 
one of his more interesting 
backgrounds, his own home. 





Nicnt View ... of Dick Momand store. Note store name in huge block letters. 
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@ THE SIGN which runs in huge 
block letters clear across the upper 
front of a handsome building on 
the Biscayne Boulevard approach to 
downtown Miami, Fla., reads sim- 
ply DICK MOMAND — OFFICE 
FURNITURE. Not office supplies, 
appliances, or equipment, Just fur- 
niture. And therein lies the prin- 
ciple on which Dick Momand has 
founded and operates an extremely 
successful business. 

It is his unalterable conviction 
that the sale of a five cent pencil, 
for example, requires a different ap- 
proach by a different personality 
from a contract to design and over- 
see the equipment and decoration 
of a suite of offices, or even a single 
office. 

Has a Policy 

It is not a question of compara- 
tive importance or of value. Cer- 
tainly, to belabor that symbol a bit 
further, a pencil is an essential bit 
of equipment, and the thousands 
which are sold doubtless run into 
astronomical figures. 

From the average office equip- 
ment firm a customer may select 





desks, chairs or filing cabinets piece 
by piece, as the need arises. But 
not from Dick Momand — he 
hopes. He would not feel that he 
could flatly refuse to part with a 
handsome lamp or an exquisite 
screen, but he greatly prefers that 9 
the objects in his collection be used } 
as details in an overall design. 


True to Principle § 


His business is founded upon this 
basic attitude. Some years ago, he 
resigned a lucrative position with } 
his father’s highly successful office 
equipment firm because the elder § 
Momand took an entirely different 
view. Dick is a member of the Ex- 
ecutive Furniture Guild, and per- 
haps the only member south of At- § 
lanta. Guild membership, in itself, J 
implies something of this approach. 

The Momand building has a solid 
glass facade, affording passers-by, 
who stream along the boulevard in 
countless numbers, a clear view of | 
the interior. Within is a series of 
offices, each unit including furni- J 
ture, rugs, draperies, pictures, bibe- § 
lots; each design harmonious in 
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THe Louncrt 
imprint of luxury and good taste. 


color and complete in convenience. 
Inside there is mezzanine floor, 
where many more of these coordi- 
nated plans are on display. 

A glass doorway at either end 
of the building leads into a broad 
corridor back of these exhibits. Due 
center stands the desk of Mildred 
Wolfe, receptionist, secretary and 
designer 


Entry to Beauty 
Back of that are folding doors 
to a spacious office. It is a beautiful 
room, somewhat muted in effect, 
carefully proportioned and lined by 
draperies in sculptured folds. Large 
as it is, it contains only three desks, 
with plenty of pacing room between. 
Dick’s own desk is framed by the 
doorway, and there are desks at 
either end for his assistant design- 
ers. Ray Wheatley, head designer, 
approves all plans 
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. of an executive suite displays the Dick Momand 


It is not a large staff, but en- 
tirely sufficient for this specialized 
type of work. Since it would seem 


that an equally specialized type of 
employee might be needed, Dick 
Momand was asked how he had re- 
cruited his designers. He said that 
only a person with the right atti- 
tude would be attracted by the po- 
sition. 

“Given the attitude,” he put it, 
“the know-how will follow.” 

Each staff member has received 
training at the Grand Rapids head- 
quarters of the Executive Furniture 
Guild. The Guild membership also 
permits the acquisition of stock from 
certain firms whose products are 
sold exclusively to Guild members. 


Waits Patiently 

Virtually the only advertising Mr. 
Momand does is in the classified 
section of the telephone book, and 
in Prestige, house organ of the 
Guild, which led to another ques- 
tion: “Do you just sit quietly be- 
hind that desk and wait for the jobs 
to fall on it?” 

“Well,” said Dick, a little hesi- 
tantly, “that is the way most of 
them come.” Obviously by word of 
mouth, the best advertising of all. 

However they come, the first step 
is for a designer to make a careful 
evaluation of the building or the 
space to be utilized. More often 
than not, the firm is given a free 
hand in the design, but a complete 
understanding of the customer’s 
business activities is essential. 

Next comes the layout, which 
leaves absolutely nothing to the 
imagination. There is a plat, of 
course, showing the arrangement of 
the rooms.—PC 





An Executive Orrice ... designed by Dick Momand offers max- 
imum convenience, comfort and attractive appearance. 
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design & planning 


DEPARTMENT KEYS SALES 


@ A POTENT STAND against the 
“price-cutters” and “discount 
houses” which are invading the of- 
fice furniture field has been taken 
by the Design & Planning Depart- 
ment of Kendrick-Bellamy Compa- 
ny, Denver, Colo. 

Kendrick-Bellamy is one of the 
Rocky Mountain State’s largest of- 
fice furniture dealerships, with a 
crew of six veteran salesmen, under 
management of office furniture de- 
partment head Paul Turvey, cover- 
ing the central Colorado area 


Separate Displays 

Three years ago, the office furni- 
ture department was completely re- 
modeled into a series of separated 
sections, each featuring a “model 
office display”. 

During recent years, the problem 
of low-price competition has become 
a serious one, according to Mr. 
Turvey, who with C. R. Kendrick, 
head of the store, is taking a mili- 
tant stand on the matter. As is ob- 
viously true, the Denver office furni- 
ture retailers reasoned that the only 
logical offset to mere price consid- 
erations in the purchase of office 





~ 


PauL TurRVEY .. . manager of 
the office furniture depart- 
ment at Kendrick Bellamy, 
makes a design survey ap- 
pointment. 
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Kendrick-Bellamy Firm 
Meets 'Discount" 
Competition with 


Special Services 





ROBERT ARMSTRONG . . 
works on a layout in the store’s 


equipment and furniture, is “serv- 
ice”’. 

Thus, in the Design & Planning 
Department, the store has concreted 
the offtimes nebulous “planning 
service” which business executives 
ask for in terms of actual drawing 
boards, experienced personnel, and 
custom layout work. 

The Design & Planning Depart- 
ment is located to the rear of the 
office furniture department, con- 
veniently enough that the office 
furniture prospect can be escorted 
directly from the furniture which 
he admires to the planning office, 
to work out a practical installation 
“on the spot”. 

Most of the work, however, has 
been major-scale installations in 
newly-built Denver office buildings, 
which require long drawn-out, care- 


one of Kendrick Bellamy’s designers, 
well-equipped drafting department. 


ful planning with blueprints and 
plats furnished by the prospect in 
order to fit the equipment. 

The department is headed by 
William Forrest, a veteran of many 
years in the field, and with the abili- 
ty to tackle the complete planning 
of an insurance or petroleum com- 
pany’s general headquarters, as well 
as a single-room executive office. 


Help Wanted 


Under the system as developed, 
requests for such authentic planning 
service came in so rapidly that 
Kendrick-Bellamy found it neces- 
sary to add another draftsman. 

The Planning Department, com- 
pletely equipped with. drafting 
tables, tracing paper, and informa- 
tional library, can produce ordinary 
plats, three-dimensional floor plans 


OA—5/55 





ti 
tic 


wh 
Fo 
flo 
em 
ing 
am 
ne\ 
fou 
at 
bu: 
lar 
ura 
sire 
suc 
nec 
the 
pos 
ers 
nur 
200 


ser\ 
dra 
sma 
shor 
ing 


offic 
spac 
Bell 
ders 


OA. 


DY 
ny 
li- 
ng 


and elevations, necessary not only 
to guide mechanics in the installa- 
tion of a complete office, but like 
wise to aid in selling. 
Under standard practice, where a 
installation which will 


large-scale 


result in the sale of batteries of 


filing equipment, tables and special 
desks, the realtor or building agent 
floor plan which shows 
architectural terms the 
location of ducts or electrical power 
supply, telephone wires, air condi- 
tioning and heating, plus all parti- 
tions 


furnishes 
in standard 


Use "Overlay" 


In making up large installations, 
such as an entire floor of a business 
building, the Kendrick-Bellamy De- 
sign & Planning Department makes 
up an “overlay”, a thin sheet which 
is thumbtacked over the floor plan, 


with every piece of office furniture 
and equipment drawn in to scale. 

Such “overlays” have made it 
possible dictate the moving of 
a partition or the installation of a 


metal partition on which large maps 
may be hung by means of magnets. 

“There are a lot of elements 
which go into such service,” Mr. 
Forrest said, “including the work 
flow, the number of people to be 
employed, the use of air condition- 
ing and type of heating. For ex- 
ample, in one installation, for the 
Building, we 
found that plans called for carpeting 


new Denver Club 


at $18 per square yard, over the 
business floor to be devoted to a 
large petroleum organization. Nat- 
management had no de- 
more holes through 
such expensive floor covering than 
necessary, and our ability to plan 
the outlets for adding machine, 
posting machines, electric typewrit- 
ers and lamps, for the minimum 
number of holes, met with a lot of 


urally, the 


sire to cut any 


good will 


Custom Sales Up 


Although design and planning 
service includes such things as the 
draperies and artistic touches in a 
small office, its major virtue has 
shown itself in custom work, accord- 
ing to Mr. Forrest. 
heavy demand for 
office equipment “‘fixtured to fit the 
Space” and consequently, Kendrick- 
Bellamy has consistently gotten or- 


There is 


ders which are based on exactly 
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this ability. In one example, the 
prospect needed a special cabinet, 
72 feet long, with storage drawers 
more than 7 feet long in which logs, 
mounted on huge charts, could be 
stored. 

Mr. Forrest designed this, includ- 
ing even the suspension for the 
drawers, had it built by a local sub- 
contractor, and the three-dimension- 
al drawing which he displayed to the 
prospect to cover his ideas met 
with immediate success. 

Among the assets in the depart- 
ment are templets to a quarter foot 
scale which have been furnished by 
General Fireproofing Company, one 
of Kendrick-Bellamy Company’s 
major lines. Also helpful are pro- 
jection equipment and thick files of 
past floor plans. 

Newspaper advertising week by 
week mentions the Design & Plan- 
ning Department, and encourages 
office holders, large and small, to 
consult for any sort of service, with 
the point that no charge is applied 
played up considerably. 


Any of the six regular salesmen 
in the office furniture department 
are entitled to bring the Design & 
Planning Department into consulta- 
tion, and the operating hours of the 
latter have been so scheduled that 
the salesmen can depend upon serv- 
ice within a few hours’ time. 

This, in turn, produces a powerful 
bit of “sales ammunition” which 
the salesman takes along with him 
on major-volume calls. 


See Expansion 
To date, all calls have been “lo- 
cal” due to the building boom and 
the substantial amount of remodel- 
ing going on. Naturally, in the def- 
initely forseeable future, there will 
be demand for similar such service 
in other Colorado cities, which will 
add the element of “travel time” to 
the work of the Design and Plan- 
ning Department. 
Results since this operation has 
been in existence have been little 
short of sensational, according to 


Mr. Forrest.—RAL 





SEATING By Sixes ... Comfort is matched with beauty in this seat- 
ing installation made in Somerset County Court House, Somerville, 
N.J., utilizing Sikes chairs No. 1922. The dealer was Howard W. 


Boice, Inc., Plainfield, N.J. 
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sel ling POSTURE CHAIRS 


@ JUST A FEW fleeting years ago 
many people working in offices used 
old-fashioned standing desks. The 
writer remembers distinctly that 
some of the largest and most rep- 
resentative business concerns here 
in 1917 bought such equipment. 

We have come a long way in 38 
years, however, and now everybody 
realizes even clerical folk can do 
better work when seated. From that 
day of few sit-down jobs, small 
salaries to office workers, and the 
idea that no chair is needed, or that 
any old chair will do, we now face 
the situation where there are not 
enough workers to go around, 
salaries are at an all-time high, and 
business can’t be indifferent in seat 
ing office workers. 


An Opportunity 


With the advent of the posture 
chair the office equipment dealer 
was tossed a golden favor — an op- 
portunity to sell a service, to pro- 
vide practical working comfort for 
the occupant, and increase the pro- 
ductivity and promote the health 
of the user. This adds up to in- 
creasing the volume of his chair 
business materially. 

The office or business providing 
cheap, improperly designed chairs 
is throwing money away. If the 
height of a chair is wrong there will 
be a strain and pressure on the 
nerves and muscles just above the 
knee; unless the back is correctly 
built, one will lean forward and 
slump at the shoulders, and sit with 
no back support. 


See Potential 


With all the progress, you still 
go through offices and see workers 
sitting on the edge of the chairs, 
with their feet curled under them, 
or slouched forward, actually sitting 
on their backbones. 

The alert chair salesman looks at 
some of these offices and wonders 
if it is an alert, progressive and 
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modern corporation or if it’s about 
to hang its bugle on the willows. 

In our study of posture seating 
one of the first things that impresses 
us is that some people are taller 
than others, some are small and 
light, others tall, heavy and bulky. 
Study your chair line carefully and 
be able to convince your prospect 
that correct posture chair overcomes 
all these difficulties. 

The chair must be adjustable to 
the individual, and by that we mean 
getting the proper height, seeing 
that the back rest is correct, show- 
ing how the back can be moved for- 
ward or backward, adjusting it so 
that the user has support in the 
lower three or four inches of the 
back pad, and arranging spring 
control to provide proper relaxation. 

One must know what materials 
are used in the chair’s manufacture; 
and without becoming too technical, 
point out the principles employed 
in construction. 


Needs Knowledge 


A salesman must be ready to 
describe the upholstering, and stress 
the matter of good casters and 
sockets molded into the base, with 
a guarantee that casters will not 
constantly be falling out of the 
chair. 

Most manufacturers have an ex- 
ecutive type posture chair, a junior 
executive chair, and posture chairs 
for typists, machine workers and 
clerical help in general. 

Visit your prospect and try to get 
permission to make a survey. Pre- 
pare a written report, explaining 
why each chair is recommended. 
Before you know it, you’re well on 
your way to selling a modern seat- 
ing job. 

We know of one man who started 
out making a survey of one de- 
partment of a rather large corpora- 
tion. There were 60 chairs, two or 
three purchased probably five or 
six years before. Others were 10 to 
20 years old, including the wood 





by FRANK O. DENNEY 


vice-president, 
John A. Marshall Company, 
Kansas City, Mo. 


posture chairs of ancient design. 
Some machine workers were in 
high-back chairs with arms. Some 
men workers used side chairs with 
no casters despite the fact that they 
were assigned to arduous desk work. 
The probabilities were that even the 
adjustable chairs had never been 
adjusted. 

Sales Pyramid 

By rational and aggressive work 
a sale was finally consumated, the 
entire department being equipped 
with posture chairs. So extraordi- 
nary were the merits of this change 
that other departments followed 
suit, and in two years over 300 pos- 
ture chairs were sold to this ac- 
count, a 100% installation. 

Posture chair manufacturers have 
figured out various ways of ascer- 
taining the cost of a chair. Someone 
has said that a stenographic or 
clerical posture chair costs 2c a day 
over a 10-year period. 

In 10 years perhaps you pay a 
typist $30,000 salary and she will 
use the chair 20,000 working hours 
The chair will eliminate fatigue, and 
even if the worker gets in five addi- 
tional productive minutes work a 
day, the chair will pay for itself 
in two and a half years. 


Pays Out 


If she types one additional letter 
a day the chair may pay for itself 
in a year. Others have figured that 
by reducing absenteeism the chair 
will pay for itself in six years; and 
another statistician has pointed out 
that if it increases productivity 5% 
it will pay for itself in six months. 

We hammer away to disregard 
the first cost. We sell the chair on 
the basis of an investment in in- 
creased employee efficiency, long 
life, and freedom from expensive 
maintainence. Remember, that pos- 
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sibly one half of our posture chairs 
are sold by putting them out on 10- 
day trials. Follow up closely, adjust 
carefully, and in most instances, if 
you have a real posture chair, it 
will sell itsel! 

Every manufacturer has a “sales 
presentation” and insists that the 
salesman memorize it verbatim. 
Back in the horsefly days we called 
these “canned” talks. The writer 
does not believe in the 100% use 
of such a talk, for too many sales- 
men lean on it unduly. 

We can tell a “canned” talk every 


catering 


time, whether it’s based on adjust- 
able seating, “post holes” or what 
have you. On the other hand, we'd 
encourage the salesman to study 
the content carefully, digest sys- 
tematically the high points of the 
subject matter, and be able to pre- 
sent the case in his own words. 
And a couple of generations ago 
it seemed to be thought that the 
salesman who talked loud and freely 
and boisterously, “like greased 
lightning”, as they put it, could 
outsell us fellows who were ortho- 
dox. We've heard a lot of salesmen 


TO INDIVIDUAL TASTE 


@ ALL OF US are complimented 
by any individual attention paid us. 
We like to feel that which we have 
and use is for us alone. With a 
little thought and effort this repre- 
sents a vast untouched field for the 
aggressive office equipment sales- 
man. 

Catering to an individual taste 
is the way to close sales not dreamed 
of by the average salesman. This is 
the bypass to price cutting and dis- 
counts; also, the way to create sat- 
isfied customers and future sales. 


They Must Fit 


Chairs offer one of the biggest 
opportunities to sell an item that 
can be individualized. First, we all 
know that 50% of the office per- 
sonnel are not properly fitted by 
their present seating. Here, is a 
splendid opportunity to create ad- 
ditional sales through trade-in of 
their present uncomfortable chairs. 
[he proper selection of chairs for 
each individual’s needs, i.e. posture 
seating for secretaries and book- 
keepers, armless chairs where in- 
dicated and then proper selection of 
chairs for the executives. Color 
offers a wonderful opportunity to 
sell new chairs in office and recep- 
tion areas. 

It is only natural the customer 
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will buy new chairs more readily, 
with less thought on price and dis- 
count, if the chairs offered him are 
proper in color and design. 

It is a simple matter, with all the 
new colors offered by the manu- 
facturers, to select a pleasing color 
of upholstery and fabric that will 
harmonize with the surroundings. 

Executive chairs offer another 
opportunity to individualize. The 
executive is greatly impressed when 
a salesman approaches him with 
the offer to furnish him with a 
chair that is better suited for his 
needs that his present chair. 

This need not be a special built 
chair as most of the better chair 
companies have a wide selection of 
chairs that will suit almost every 
size individual. All the major chair 
companies will make special chairs 
where it is impossible to use stand- 
ard catalog items. 

This calls to mind the special 
chairs that my customers have pur- 
chased and the pleasure they have 
had when at last they were fur- 
nished a chair that “fits”. One cus- 
tomer paid over $500.00 for a chair, 
the size and color he needed for 
his requirements, and was so pleased 
he wrote me a nice letter thanking 
me for suggesting he have a “special 
built chair”. 


over 38 years, some beginning no 
louder than an auctioneer crying a 
sale, but in a very few minutes they 
would let their larynx have the gas 
and thereafter produce such blasts 
and hurricanes of sound as no one 
ever heard! But we've buried the 
loud-speaker theory so deeply now 
that the Angel Gabriel couldn't find 
it! 

Know your chair, but mix your 
knowledge with “brains”; and, by 
all means, talk naturally. You can’t 
make the same sales talk to every 
prospect. 





by BERNARD BARLE}) 


Bauman Office Equipment Company, 
Wichita, Kan. 


Chair design is also important 
when we are showing chairs for 
executive offices. Too many times, 
we use no thoughts or effort as to 
the type and design suitable. When 
a prospective customer enters our 
store, too many times we make 
inadequate inquiry, or none what- 
so-ever, as to where the chairs are 
to be used, and with what design 
desk and furniture. Then we won- 
der why we lost the sale when we 
“offered him 25% discount on the 
solid walnut Bank of England 
Chairs.” 


Ideas are Here 


A careful study of chair manu- 
facturers’ catalogs will give the 
young salesman and the store man 
a general idea of the proper design 
seating to use with contemporary or 
traditional furniture. The senior 
salesman should avail himself of the 
many books on design and color. 

Too many times we do not show 
top quality and luxury. The cus- 
tomer is impressed by our interest 
in him if we ask him to sit down 
in our finest executive chair, then 
again, he is so often impressed by 
comfort, efficiency and great luxury 
of the chair that he, on impulse, asks 
us to send it to his office. 
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METAL OFFICE CHAIRS 
Milwaukee Metal Furniture Co. 
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THE GLEN BROOK 
Johnson Chair Co. 


Fresh off the produ r e B 

office nair: 
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THREE-PIECE SECTIONALS 
Bolta Products 
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(Inquiry Card No. 27.) 





BUMPER LOVE SEAT 
Grand Rapids Leather Furniture Co. 


THE ‘‘KEY’’ TO THE CARD 


All New Products displayed here carry an In- 
quiry Card Number. If you are interested in an 
item, simply circle the corresponding number car- 
ried on the Handy Inquiry Card which appears just 
inside the back cover of the magazine. From that 
point on, OFFICE APPLIANCES will take over. Sales 
Stimulators, which appear on the Inquiry Card 











Pages, operate in the same fashion. nart ppearance and tru 
Da a a ae ee Bra ferrule J ate tt a ’ j 
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(Inquiry Card No. 3i.) 


130 OA-5/55 





dD © a «. ess, 








MODERNEASE CHAIR 
Invincible Metal Furniture 
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DESK FILES 
Art Metal Construction Co. 
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DELUXE PEDESTAL 
Barricks Mfg. Co. 
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(Inquiry Card No. 55.) 


CABINET NO. 103 
Interstate Metal Products 
Co., Inc. 
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CONFERENCE TABLE 
Buckstaff Co. 
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EXECUTIVE SIDE UNIT 
Jens Risom Design, Inc. 
Jens Risom has design t 
a brass leas with thre 
include sliding 
section with neit 
equipment and w 
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1 birch. (Inquiry Card No. 10) 





FLEXIBLE SEATING GROUP 
Lehigh Furniture Corp. 
Pictured he r f al | 

ble seatina r Jesiaqned | B 
pany 


Gud No. 5l.) 


CUSTOM CHAIR 
The B. L. Marble 
Chair Co. 
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EXECUTIVE CHAIR rh 
Sturgis Posture Chair Co. fin 
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400 SERIES DESK 
The Worden Co. 
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SECRETARIAL CHAIR 
All Steel Equipment Co. 
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D nd 
(Inquiry 
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PEDESTAL DESK 
Doro Mfg. Co. 


Smartly styled and available in a walnut or ma 
hogany finish is Dor atest pedestal desk model 
No. 6032 |. The desk, with ample drawer space, 
adds a hint of luxury ¢ any Hice, Doro states, 
while offering efficiency and durability at the same 
time. The number measures 60 x 32 inches with a 


height of 28 to 30!/2 inches. (Inquiry Card No. 37) 





PLASTIC DESK TOPS 
Western Mfg. Co. 


TABLE LAMP 
Nessen Studios 


The Studio has created 
the tall. distinctive table 
amp pictured here for 
4 ce, reception room or 
sbby. It is constructed 
f solid brass, contains 
a three-way switch and is 
svailable with a brushed 

polished brass finish 
as well as chrome plated 
The overall height of the 
amp is 32 inches and it 
; equipped with a metal 
disc on the ¢ p of the 





desk tops are being introduced in the hade to eliminate glare 
maire desk ne Available nthe and heighten good light 
xe istrated ngle and doubl. ng. It retails for $75. 
the new tot formed in hial (Inquiry Card No. 29.) 
tea plastic. if aimea to present 
heat and not he affected by . 


rdinary desk tops. Non-por 
never neea paintina or ref nishina 
asserted +t De iff ent to make th 
' ndestructable in normal use. {Inquiry 
Card No. 8) 


MOLDED EDGE DESK 
Hillside Metal Products, Inc. 


The DP60 executive desk pictured here the most 
popular size double pedestal, flat top desk 

+ around executive use, Hillside state The 
wank model contains four storage drawer ne 


full length suspension correspondence drawer, knee 
space drawer and two automat pring-act 
reference shelves. The company manufactures a 
mplete line of quality Sterling molded edge 
desks and tables with linoleum tops and and 


bases. (Inquiry Card No. 38.) 
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no. SP-500 








SECRETARIAL POSTURE CHAIR 


aenieeneenin VOSOUOOREDUEOROEUADGOAOEGOOERGONOEEEOAOEOES sie ne | 


CHECK THESE FEATURES 


Natural satin brushed aluminum finish on the frame. 
Genuine foam rubber cushioning throughout. 





Gracefully styled. 
Upholstering is available in a wide variety of materials and 


Beauty 
colors. 


’ Comfort Materians can be furnished in any desired combination. 
Tineke for : e A beautiful product by expert craftsmen. 


Economy : SPECIFICATIONS 


teneeetencegns 











— Oe Oh GROG se 506 Nn ec edevwevavensseae< cseaeevainceteen ae fee 
Durability EE EERE SL AR RE RE: 16." 
i i. a cnet eae aaa 6 <eWd obo ed eeduseduwewa 14," 

Es cb Rieke dee SEE e MCR N pce es eeeereebeees 7" 

ee cece au aehe ed mes cue avrececiade0vcacewe 12” 

eee eee Te Pere eee eE ee ere Cr coc eee es. 

Se “WOM kctbed eh ewisewcaccncsccecvoauese ...34 Ibs. 





sanneuennat COLUUEEEOEUROAUEGEOEQEDUCUDOROEOEDECEOEOROROE ONE OROE ORONO EOOEOOM: 





Treen 


America’s Standard of Business Seating 


DISTRIBUTORS 


METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 
AETNA SAFE CO., 46 W. 29th St., N. Y 


4 ai 
ALUMINUM SEATING £ orperaken sare a rquipumer CASTERS, Fh DISTRIBUTOR 


17 $. CHERRY STREEr °* AKRON 8, OHIO WEST COAST DISTRIBUTOR 
WHOLESALE OFFICE EQUIPMENT CO., 81 Minna St., San Francisco, Calif. 


WAREHOUSES: Los Angeles, San Francisco, Seattle 
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prized in modern offices 


a. 















M-20 
Deluxe 
Raster A Clerical 
xecutive Posture Chair 
Arm Revolving M-1000 
Chair Matching 


Arm Leg Chair 











METAL-LUX 





THE CHAIRS Oo F DISTINCTION 


More and more offices are wearing the “look of distinction” introduced 
_ by MILWAUKEE METAL-LUX. Businessmen are quick to recognize, first, the 
new note of beauty METAL-LUX has imparted to the metal chair; second, 

the superior comfort and quality construction evident in each model; 
P and finally, the obvious good value embodied in the line. No wonder 
If you haven't yet shared as 

then, with these strong advantages to back them, METAL-LUx dealers are 
in METAL-LUX sales and Mies =” . . pal : — 

enjoying a solid selling success. There is a METAL-LUX Chair for every 


profits, write for full . : : 
literature today. office requirement. Do you have the line on your sales floor? 





7 MILWAUKEE METAL FURNITURE COMPANY «© 101 N. Compbell Ave., Chicago 12, Illinois 
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Overhang Top 
: interviewer Model 
Work -Organizer 
Conference Type 














Volume Handier war 
ef Centinuous Forms g : 
fim 
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te 


Organized Space-Saver 
for Secretaries 





Administrative 


> Work-Organizer es fe 
: . Calculator o¢ 


Typewriter Type 


For Special Projects 
6 sizes 


Stenographic Time-Saver 
14 models 








7] 








bilay —Thke ate the Profit (604 


T BUSINESS today time is the 


small percentage, perhaps. of 
I x I | 





been originating and perfecting 


critical factor. Never before sales, but often a considerable these profit tools of manage-| To 
in the history of American busi- percentage of profits. ment: the organized desk; the} Ne 
ness has the handling of detail But even more important, posture chair that prevents 4:30 tw 
been so important a problem. the efficient use of these tools fatigue; “‘time-engineered”™ filing | Tir 
In the process of organizing does two things: It makes pos- cabinets, payroll equipment, 3 
and handling this multiplicity of sible an orderly flow of informa- and devices to facilitate record-}| 


detail there are consequential 
savings to be made. Efficiency 
here makes for economy. The 
savings from economy go entire- 


ly and directly to profits—a 
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tion essential to management in 
meeting the changing problems 
of our times and frees more time 
of management to manage. 


Since 1899 Shaw-Walker has 


ing, filing and finding of records; | 


a * 
Fire-Files that make records} 
secure and protect them from 
fire. Everything for the office ex- 


cept machines, over 4.000 items. 
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To Help Dealer Salesmen sell the 
New Stylized Desk, a series of these 
two-page, two-color ads appeared in 
Time Magazine, Newsweek, Business 
Week, U.S. News and elsewhere, 
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Space -Saver 
Stenographic 





















There's a specific place for everything in 
the ‘‘time-engineered"’ Shaw-Walker desk. 
Pictures show contrast with confused clutter 
and work-wasting space of any other type 
and make of desk. 


New stylized line! Now 76 models. 


= 


FOR THE EXECUTIVE—MORE TIME TO MANAGE Y 4 al 
UR 








Working behind the comfort and convenience of a 
Shaw- Walker ‘‘time-engineered"’ desk, the busy execu- 
tive gets more done, with less strain, has a clear, re- 
laxed mind and body to devote to management. 





H AW- ALKE Largest Exclusive Makers of Office Furniture and Filing Equipment in the World 
Executive Offices at Muskegon, Michigan— Branches and Exclusive Dealers in All Principal Cities 
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JENS RISOM DESIGN, INC., 49 EAST 53rd STREET, NEW YORK 22 * ALSO: CHICAGO * HOUSTON * ATLANTA . WRITE FOR INFORMATIG 


=fh CL bindwt_/ A4- Kis she, 


The complete and integrated line of contemporary furniture for the better business interior 
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MATIC 





WHY WESCO 
FASHION-AIRE DESKS 










FLAT END CAP tastefully trimmed 
in stainless steel allow desk place- 
ment against walls or end on end 
installation with other desks without 
valleys between to assure full 
working width. 


SUPER REINFORCED TOP con- 
sists of nine channel members cross 
welded with four running length- 
wise and five crosswise. Over this 
frame is welded the extra heavy 
steel sub-top forming a single unit 
construction similar to that of an 


oirpiane wing 


ROLLED EDGES front and rear 
not only lend to the beauty of de- 
sign, but serve a practical purpose 
as well. As pointed out by the 
N.S. O. E. A. Sales Manual, molded 
top desks prevent creasing of im- 
portant papers. 


SUPER REINFORCED PEDES-~- 
TALS contain six vertical uprights 
with slides cross welded giving 
essentially the same advantages of 
construction as the top. Additional 
advantage of this type construc- 
tion is ease of rearranging drawers 
to suit the convenience of the 








customer 
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New York Displey and representive 


206 Lexington Ave., Hew York 16, WY. 




























The Western Fashion-Aire line is designed for greatest 
utility and flexibility in installation. Designed to 
meet the demands of the most discriminating buyer, 
Fashion-Aire is available in decorator colors and 
styled for every purpose. A general locking mechanism 
as an optional extra, assures continuity for any 
type installation. Fashion-Aire is amazingly priced 
much lower than many desks which lack comporable 


features and rigid construction. 


Designed for functional use and years of service 
WHY PAY MORE FOR LESS? 


GESTERN MFG. Co 










AURORA. ILt- 


MANUFACTURING COMPAN 


AQGVOSAQ@waAn « Ct tt eae 


Colitormre Warehouse ond sepresentive 
F. ©. Charles, 24346 £. 8th Se 
Les Angeles, Colifornia 





ee 





Texes Woreh and rep 
C. W. Kose, 2414 W. Hokombe Bivd 
Houston 75, Texas 





Arthur Gordon (o. Associated 
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Traditional Private Office Chairs By Gunlocke 2299 
































Quality... Character... Prestige... PROFITS 


These three words... Quality, Character and 
Prestige... are perfectly dramatized in Gun- 
locke Traditional private office chairs. These 
three words can mean greater profits for you... 
@ Because Quality is the keynote of every top 
executive's private office. He expects the impres- 
sive quality the Gunlocke Traditionals provide: 


Relaxing comfort...top grain leather... the 
world’s finest cabinet woods. Here is life-long 
service! 


@ Because top executives expect a chair with 
Character. Here is Gunlocke artistry in action. 
Their styling was suggested by the famous 
Signers’ Chairs used in Independence Hall in 
Philadelphia. He'll take pride in their look of 
distinction! 
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@ Because the private office demands Prestige. 
The Gunlocke Traditionals meet that demand. 
They say “Prestige” in their comfort... their 
traditional styling . .. their modern construction, 
Yes, when Quality, 
Character and Prestige 
are embodied in chairs 
like the Gunlocke Tra- 
ditionals...they are 
saleable commodities. 
They invite attention. 
May we suggest that 
you write today for fur- 
ther information on 

these chairs? 
No. 2298 





-H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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@ The votes of key men in companies through- 
out the country speak volumes for Lyon. For 
these men gave Lyon five times more first choice 
votes than the second highest manufacturer! And 
twice as many as the next twelve combined! 


A nationally known research company compiled these 
figures when they asked key men in 5,000 companies 
this question: 


‘If your company were in the market for steel 
equipment such as steel shelving, lockers, work 
benches, shop boxes, etc., what manufacturers 
would you consider?”’ 


Your nearest Lyon Dealer offers the world’s most diver- 
sified and most preferred line of quality steel equipment. 
(A few are shown below.) Equally important, he can 
show you how to get the most out of steel equipment 
in terms of time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 528 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 


STEEL EQUIPMENT 
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No. 130 No. 134 No. 100-1 No. 114-1 





; ; Standard Executive Desk Secretarial Space 
Executive Desk ‘| Secretarial Desk eatendies of tin, Whe Sante Cask 
No. 101-1 


Craflsmar vshife 
THE SUPERBLY DESIGNED 


STANDARD SERIES 


J 


Standard Series Table 


No. 105 





Salesman’s Desk 


No. 100-2 


No. 100-3 
Standard Executive Desk 





Standard Executive Desk 
(companion of No. 100-3) 


the all-America tine "No. 112 
of office frrantlu re 


@ quality @ beauty 





@ design @ value 


Interviewers Desk 


Write for the new Executive Furniture 





Catalog showing the complete line. 


IDreneieer ey 
' 2, |. XECUTIVE 
—~ FURNITURE CO. 


2800 VIRGINIA STREET e WICHITA FALLS, TEXAS 








rexat 


142 OA-5 /55 














OA- 





FILING 
UNITS 








NOW offered to DEALERS 
T time! 
MOST for the FIRST time 


NE” 


IN T HE Original Open Shelf Filing Units, specifically 


designed for volume active record filing. Precision 


construction and new exclusive features make Es- 
DEMAND tey Open Shelf Filing MOST IN DEMAND 


Point-for-point superiority and tremendous variety 


















k of stock dimensions — plus economy of cost and 
complete line of Optional Equipment! No wonder 
DEALERS prefer to handle 
ESTEY OPEN SHELF FILING! 
> 


eX ESTEY Steel Bookcases 
Sectional in design. Assemble to any height de- 


sired. With or without sliding glass doors. Exclu- 
sive-Variable Depth For Books—from 9 to 14 





inches 






Write for illustrated Catalog of ESTEY 





E S T E y METAL PRODUCTS, INC. 


ONE CATHERINE STREET, RED BANK, N.J. 


products. Please state particular interest. 






| 
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In the Winter Seal Corporation’s 
Detroit Headquarters ; 


geile 
xt NE ETE 


apenas 


£6 RRR 


. 5 ad 
2 ’ 





Installation by Detroit Office Equipment Mart, Inc. 


HANDSOME BOLING CHAIRS : 
















cus 
bir 
ett 
ad 
z 
In 9 years Winter Seal have expanded their aluminum window, door and 
screen manufacturing plant to over 20 times the original 6,000 square feet. Un 
Reflecting their nationwide sales growth is the new conference room ...| no 
Planning where Boling’s posture-correct “Trend” series of armchairs is a fitting cus 
m Service # choice for comfort and graceful modern design. em 
, eas ; tisi 
Feature the Trend Series (No. 2700) for executive installations — available | 
in chairs, armchairs, executive posture chairs, love seats and sofas with | ‘ 
'S7 arms. Also chairs, love seats and sofas with left or right arms only, for See 
group arrangements. Choice of colors in rich leather upholstery. Walnut, mo 


otal me ste Petal Mahogany, Light Oak or Softone wood finish. . . . Write for new cata- 


log. There is an ideal Boling Chair for every office and institution need! 


POINT BENDING & CHAIR CO 
SILER CITY, N. C 
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IVVINCT BEE, mopernertes 


set the pace tor More Sales... Bigger Profits 































Wore Sales with “Business-Engineered’ features 


Sales come faster and easier when you carry Invincible’s brilliant, new 
Modernette line. Sold with Invincible desks, they give any office an elegant, 


custom-decorated look. Modular design permits unlimited furniture com- 
binations helps solve space-planning problems. And, of course, Modern- 
ettes — like the complete Invincible line — give your customers more 


advanced design and construction features to help you clinch more sales. 


? . “ - MODERNETTE DESK UNIT with individual 
GGCt from “only-through-dealer” sales linoleum top. Adjustable shelf. Avail- 


ane able with or without sliding steel doors. 
ee! Under this sales policy, we sell only to you — there are 
J no company-owned branches or retail outlets to take 
ting customers away from you. What’s more, Invincible Mod- 
ernettes are pre-sold in a dramatic nation-wide adver- 
ble tising program ... with all inquiries directed to you. 
with So — display, stock and sell Invincible Modernettes. 
for See how this “business-engineered” line means more sales, 
nut, more profits for you. Write for details. 
ata- 
ed! 


INVINCIBLE 


Office equipment for better business living 
INVINCIBLE METAL FURNITURE COMPANY ® Manitowoc, Wisconsin 


In Canada: A, R. DAVEY COMPANY LIMITED, Factory Representative 
175 Bedferd Road, Toronto 5, Canada 







MODERNIZE ANY OFFICE with the pres- 
tige building beauty of matched metal 
furniture — from wall units to desks. 
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Enhance the quality 
of your office chairs 





National Lock 


CASTERS 


fried and proven for quality 
construction, long dependable service 





NEW HOODED-TYPE CASTER 


FOR WOOD AND METAL APPLICATIONS 





Designed for both beauty and utility, National struction throughout. Double-race ball bearings 
Lock’s NEW Hooded-Type Caster will lend out- provide free swiveling action. Choice of Rubber 
standing sales appeal to your chairs. Quality con- or Phenolic wheels molded of the finest materials. 





JMPLETE SELECTION OF CASTERS, SOCKETS, LEG EQUALIZERS, FURNITURE GLIE 


Double-race ball bearing casters by National 
Lock are for use on either wood or metal 
office chairs and furniture. Subjected to 
rugged laboratory tests by our engineering 
department, these quality-constructed casters 
assure you dependable long-term service. Both 
grip-neck and top-bearing type sockets are 
available. Samples furnished upon request. 


DISTINCTIVE HARDWARE...ALL FROM ] SOURCE 





IF YOU ARE AN ORIGINAL EQUIPMENT MANUFACTURER OR JOBBER, 
WRITE US. IF YOU ARE A DEALER, SEE YOUR JOBBER. 


NATIONAL LOCK COMPANY 


se ete a” 4B we: 
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Sell them 

J 4 Pe the razor; 
_ they'll buy 
_the fades! 















The Gillette formula turned out to be one of the greatest 
parlays in merchandising history. The ARNOT-JAMESTOWN 
formula, believe it or not, contains a similar element; sell them 
something modular and they’l] need more modular parts 

to combine with the ones they have. Once they've created an 
office-within-an-office with Arnot PARTITION-ettes*, 

they’re in the market for more PARTITION-ettes plus the Arnot 
modular desk-and-table units that go with them.. 


For further information about how you can build sales 
the Arnot modular way, write: 





' 
' 
' 
' 
j 
' 


rdf AETNA STEEL PRroDuCTs ZATION 
] / ARNOT-JAMESTOWN DIVISION 

A / Jamestown, New York 

l/ . J a new Way Of life in the of with 


ee FEOF 
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No. 1425 
Office Guest Chair to 
complement either No 


= 
AT > / 
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No. 1400-G 


Tilting swivel chair—day 


ry, "u long comfort aoe 7 
and a larger backrest 1642" x 13%" herpes / faa 
_ 


Ident in all other specifications to our oP 
_ at 







. featuring a higher back frame 








1200 series (don’t worry—it remains in our line) 
the new 1400’s provide higher and larger 
backrests. And the slight price differential is 





probably less than you or your customers 
hem would guess. We especially recommend 
No. 1400-G equipped with the amazing fiber 
glass base which never gets unsightly, never 
an needs refinishing, is just flexible enough to keep 
all casters firmly planted on an uneven floor 
rnot and eless in motion. Note, however, 
that No. 1400 is the same chair mounted on our = Re. OE tong 
popular streamlined metal base which encloses ponemet bone ye te neem 
the casters. Now you can please them all. 
Engineered for Long Life and Minimum Maintenance 
ber Glass Base: never becomes unsightly, never needs refinishing, 
iol d ggzle on uneven floors and is silent in motion, or 
Streamlined Steel Base: with all casters enclosed and undercoated 
| lening material jor quiet operation 
Nylon Thrust Bearing: takes a lifetime of swiveling. 
Bal Burnished Spindle Bearing: perfect fit for long life. eo stu RE CHAIRS 
Superior Casters: oversize ball bearings, extra wide rubber wheels Manufactured in Sturgis, Michigan and Charleston, South Corolina 
STURLON® Finish On Metal Parts: 70 to 20 times as abrasion THE STURGIS POSTURE CHAIR COMPANY, STURGIS, MICHIGAN 
' re ther finishes. 
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Security State Bank © Installation by Spencer Office Supply, Great Bend, Kansas 


| -Yo} clo lo Mes ma let- mali galhaela— 


COMPLETE OFFICE PLANNING PORTFOLIOS e¢ SALES-PROMOTION HELPS 
NATIONAL ADVERTISING 


Leopold Desks, distinctively styled in fine wood, more than 
meet modern decorative requirements. Leopold quality — 
assures you of more satisfied customers. Leopold “Extras” 
increase store traffic, and make your selling easier, more profit- 
able. 

Write us for details about ad-sales helps and materials to aid 
you in offering a complete office planning service. 


10 goof wari, 


BURLINGTON, IQWA 
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Model 175CL Model 426 








Model 1432 Model 1840 


Here’s NEWS for you Mr. Dealer...make a perfect BULL’S EYE Hit with Modern Steelcraft’s 
popular priced, quick selling Prestige Line of steel office equipment! 


SHARP-SHOOTING Dealers from East to West—North to South are increasing their Sales 
Profits with Modern Steelcraft’s master craftsmanship items. In short, our steel merchandise 
has everything to build the biggest, most perfect steel business your stationery department 
has ever known! Write today for your 26 page SALES WINNING Modern Steelcraft Catalogue. 


Visit Exhibition Room 647 at the Hotel New Yorker on May 15-20 and see Modern Steelcraft’s Priced to Sell! Line. 


To quickly make your sales and profits mount, you cannot - — = 


afford to overlook these PERFECT MARKSMANSHIP sales | modern stecleraft inc. dept. oa5 
| 230 fifth avenue * new york 1, n. y. 


= 
! 

me rchandising aids: | Please send me the Profit-Making modern steelcraft catalogue. 
@ Fixed List Price and Dealer sales policy § nett title | 

@ Territorial inquiries directed to Dealer | company... | 

@ National Advertising campaigns | address. | 

! 


OC) Prompt delivery ; an 0 ae ee ee a 
@ High profit-making price listings Oe eee one one > oe ee ee ee ee ee ee ee 


modern steeleratet ime. 


ae fitth avenue e new york I. a.y. 








For the “REST” of Your Business Days... 
“7 
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Adjustable Arm Sof 
No. 1001 Adjustable Arm Sofa “It’s a Snap to take a Nap” 


The 20 WINKS Two-Seater is a space saver. Designed 
especially for limited space yet offering the same wide- 
ly accepted lounge features of the big 40 WINKS 
Sofa. Takes only a few seconds to convert into comfort- 
able lounging unit. One or both arms fold down. Sell 


4 this double duty adjustable arm sofa. Sell business 


open 
position 











comfort and relaxation . . . then watch your furniture 
sales soar. 











Foam rubber seat, back and arms. Available in top grain or ma- 
for lounging | chine buff leather, Kalistron, Naugahyde and Fabrilite. 


comfort Height of Back 29"—Height of Seat 16!/,'"—Outside Length 
when let down 76"—lInside Length 49""—Depth of Seat 23". 


Dealer Inquiries Invited 


“Upholsterers Co 
American Business” 
MANUFACTURING CO. 


414-20 W. TUCKER STREET, FORT WORTH, TEXAS 
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The Jasper Desk Co., Jasper, Ind. 


Fight styles to select from in a wide range of 
sizes and a price range from budget group to 


the finest hand rubbed solid walnut pieces. 
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Will you help this girl 


More service-minded dealers needed 





to help thousands who suffer 


ce 


from “office backache” 


\ This girl needs help. Like many 
others in your community, she has 


> 


“office backache.’ 


/ As a Do/More dealer, you can help her 
overcome this posture ailment. How? 

Get her boss to buy a new Do/More like the 

one shown below . . . a chair that discourages slouching, 


the primary cause of “office backache.” 






Will the boss spend the money? He certainly will! *Cause 
you’ve got the facts to prove that “office backache” can be 


extremely costly in both quantity and quality of her work. 


This is the Do/More Postur-Matic, different from any other clerical 
chair on the market. It's patented. Notice how seat is sectioned to make 





good posture automatic. Slouching is a virtual impossibility. Seat and backrest 
are also vented all the way through for air-conditioned comfort 

winter and summer. Available in an array of modern upholsteries, colors and 
metal finishes. Detailed specifications are in new catalog showing 

complete line of office chairs by Do/More. 





... posture with a promise! 





DOMORE CHAIR COMPANY, INC. 
DEPT. 512 ELKHART, INDIANA 


R) 
Please let us know if the Do/More franchise for our 
trading area is open. 


ha SEND TODAY FOR PARTICULARS NAME____ wale ee We 8. 
STORE NAME naijesiiiadandin 


a 2 he ee dee ~ameiioaal 
CITY, STATE nance seen 
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two TyYDeS oF cusTOMERS 
CHANGE SELLING TACTICS 


@ TODAY, THE STATIONER 
has more prospective customers 
than he had 20 years ago. The 
need for record keeping has made 
the home owner, the farmer and 
many small independent concerns 
keep records for quick reference. 
This new market is worth going 
after and can be had by a number 
of means such as direct mail, local 
newspaper and radio advertising or 
by direct contact. The latter, how- 
ever, is not too practical but this 
type of customer can be induced 
to come into the store. 


Needs Records 


This type of prospect is some- 
times less familiar with office fur- 
niture than the larger user. Many 
times he represents a new business 
starting with a small capital. Since 
the keeping of records is a must, 
they can no longer be kept in a 
careless unorganized manner. This 
type of customer is now buying the 
home files. Fireproof chests are re- 
placing the bond boxes and small 
filing cabinets and lightweight desks 
substitute for the crude means for- 
merly used for this purpose. 

When a customer favors you by 
coming into your place of business, 
unless you personally know him, 
you will not know what his require- 
ments may be.e Likewise you will 
not know whether he is a prospect 
for your grade “A” lines or the 
grade “B” lines. 


Aim at Quality 


Selling the grade “A” quality 
product should be the aim of every 
salesman. Selling the right quality 
to the right user should also be the 
rule. A professional man will want 
furniture that is rich in appearance 
and attractive to his clients. The 
large user of office furniture will 
want quality that is made to take 
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a lot of abuse and he will not want 
to go through the replacement of 
furniture. He will want furniture 
that can take the strain of every 
day use as it is applied in the large 
office. On the other hand, a small 
user of office furniture may get his 
job done with quality in the lower 
price range. 

Sales meetings well planned will 
produce better salesmen and thus 
build a better sales volume. This 
type of training will train sales peo- 
ple to sell an item on its merits and 
its use. It will produce sales of nice 
installations. If the proper appli- 
cation of the product is not con- 
sidered, the result may be the loss 
of a buyer. But sales training is 
only a part of selling as is the sales- 
man’s effort. There also is a matter 
of merchandising that must be con- 
sidered, the proper classification 
and display of merchandise. 


Like an Auto 


An expensive automobile may 
have many refinements that most 
all auto owners would like but not 
all can afford. It may have appear- 
ance, extra power and performance 
and comfort, plus all of those extras 
that go to make a better product. 
It is made to do a job as are the 
lower-priced models. As for taking 
the owner to his desired destination, 
it may do so more comfortably and 
with less effort than the lower-priced 
models, yet the cheaper ones will 
get you there also. If you were to 
buy a new car tomorrow, you would 
not find them side by side because 
they are made for a different type 
of buyer. 

The different qualities of office 
furniture as we have them today 
are manufactured with the same 
thought in mind, taking care of two 
types of user. The small user will 
accomplish the same net result as 





by L. J. SCHUBERT 


manager, 
Miller Huggins, Inc., 
Anderson, Ind. 


the large user. He may be shopping 
for furniture within his means but 
he will be less inclined to try to 
persuade you to sell at a reduced 
price. 


Display to Sell 


The proper placement of the two 
Classifications of office furniture in 
your display is important in taking 
care of the two types of customer. 
Many times, a costly and attractive 
display will scare the small user 
away and he becomes good bait for 
the mail order house. By the same 
token, the grouping of the two types 
of merchandise may cause the loss 
of a better sale. It may cause a 
customer who might ordinarily buy 
the higher-priced item to buy the 
lower-priced item. Eventually, he 
may be displeased because the item 
does not do the job expected it to 
do. The grouping of the two types 
of merchandise may also create 
price buying and price selling. 

We have adopted the idea of the 
department store in the display of 
office furniture. The basement of 
the department store is usually the 
place where the shopper who can 
not afford the higher quality lines 
goes to make his purchase. We do 
not mark our products to meet com- 
petition but merely place them in 4 
tifferent classification—location. 


Up to Customer 


When a customer walks into the 
store he finds displayed on the floor 
only our higher-priced lines. The 
other lines are not visible at all be- 
cause they are in the basement. As 
soon as we find out our customer's 
requirements we know what to show 
him and where to take him. Natu- 
rally, we always follow the rule of 
showing our better lines first and 
if we can make the sale we do so. 
But if the customer is a small user 
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and indicates that he can not afford 
the better product, we can always 
take him to the basement where we 
have the lower-priced lines on dis- 
play 

We quite often have a customer 
looking at the better 
lines and then at the lower priced 
lines, will decide that the choicer 
furniture was what he wanted after 
all. It is like buying of a new 
hat—the pride of possession often 
outweighs the price. Most all of us 
has had this experience. It is much 
more difficult to sell up than it is to 
sell down so why get yourself into 
a corner to start with. This is the 
order taker and the price cutter’s 
business. He sells 


who, altel 


way ol doing 
price, not product 

[he proper merchandising of the 
two classes of office furniture is 
some times difficult because the lack 
of space may be a factor. A base- 
ment entrance may not be easily 
accessible to the public or it may 
not be suitable for display without 
prohibitive alteration expense. The 
fact that a basement is not available 
need not be the handicap for proper 
merchandising 


Don't Detract 


| have found both classifications 
of office furniture on display side 
by side. Some times the lines will 
be shown with the high-priced files 
and the low-priced files in a single 
battery, sometimes lines mixed and 
sometimes ranging from high-priced 
lines to the low-priced lines. The 
one detracts from the other and a 


ACCESSIBLE FILES One of the 
greatest needs in Hoosier Motor Club 
offices, indianapolis, Inc., was for ac- 
cessible filing equipment to house 
strip maps, folders and individual 
tour routings. Art Metal Construction 
Co. two-drawer files serve as bases 
for open tub files with triple docu- 
ment inserts. Three wings extend 
back from the Art Metal counter, 
separating five work stations and 
providing storage space. Employees 
work from Pace-Setter desks and 
aluminum posture chairs. Installation 
was by Stationers, Inc., Indianapolis. 
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clever buyer will try to take advan- 
tage of the situation and begin to 
bicker for a better price on the 
better lines. 

Many of the lower-priced lines 
outwardly appear to be the same to 
the customer and he finds it difficult 
to justify a difference in his cost. 
Even though the advantages of 
better construction and _ heavier 
weights are pointed out to him he 
may not be convinced that the dif- 
ference would be to his advantage. 
He will decide that the lower-priced 
product will do the job for him as 
well as the better product and once 
he has made up his mind it is al- 
most impossible to persuade him to 
change his thinking. 


One Step Ahead 


We have gone a step farther than 
just grouping the lower-priced lines 
separately. We occasionally trade in 
desks, chairs and files or buy them 
outright. Sometimes an item will be- 
come damaged or shopworn. It may 
be a discontinued or close-out item. 
This furniture is placed at one end 
of the display room, showing the 
lower priced lines and the customer 
will find other items. If he comes 
looking for used equipment he will 
be likely to go away with new 
equipment in the lower priced range. 
Nothing is marked down because it 
is in the basement and everything is 
plainly marked with the price it 
should bring. If we are forced to 
sell down, we do so without the loss 
of our full mark-up. 


Sometimes dealers buy in quanti- 


ties to get extra discounts. This vol- 
ume discount was introduced by the 
manufacturer to persuade the dealer 
to stock and push more of his items 
and it was intended that in doing so 
he would be entitled to a better re- 
turn for his investment. This was 
never intended to be passed on to 
the customer but such has been the 
practice of many dealers. 

Undoubtedly, many dealers who 
compete locally with each other feel 
that their competitor is an outright 
price cutter and if these same deal- 
ers were to be honest with each 
other they would find that these ex- 
tra discounts were being passed on, 
with the customer the only one get- 
ting the advantage of the manufac- 
turers’ extra discounts. 

The matter of proper merchan- 
dising is forgotten altogether, espe- 
cially the merchandising of the 
lower priced lines, or the separation 
of the higher and the lower priced 
lines. Separation of the two will 
eliminate extra discounts. 


Do Better Job 


Be fair to your self and the lines 
you represent. Be fair to your sales 
force. Don’t tell them in your sales 
meeting to sell the better lines and 
then ask them to show the two side 
by side. Remove this handicap and 
do a better job in producing satis- 
fied customers and more favorable 
profits. 

Merchandise your products to sell 
them—don’t price cut them to your 
loss of profit. In most cases it will 
only require a rearrangement of 
your lines on the floor. 





157 











Justallatious 


ALUMINUM SEATING ... The F. W. 
Roberts Co., Cleveland, Ohio, dealer 
for the Aluminum Seating Corp., 
made this large Fine-Rest aluminum 
chair installation. Goals of comfort 
and utility were met by the dealer. 





























BROWN-MORSE .. . Pontiac Coach 
Co., Pontiac, Mich., recently refur- 
nished its offices, using modern life- 
time steel Brown-Morse office furni- 
ture. New pastel colors were chosen 
in the furniture to fit the modern 
decor of the streamlined offices. 


COMFORT IN ST. LOUIS .. . The Com- 
fort Ptg. & Staty. Co., St. Louis, re- 
cently completed this office installa- 
tion for National Petro-Chemicals 
Corp. of the same city. J. W. Miller of 
Comfort decorated the office and all 
furniture used was from Myrtle Desk 
Co. Of special interest is the Myrtle 
credenza which was custom made for 
this particular office. 





SEATING COMFORT ... Milwaukee 
Metal Furniture Co. chairs were cho- 
sen to provide seating comfort at the 
Universal Carloading Co. offices in 
Newark, N. J. Uneeda Office Furni- 
ture Co. of New York City, Milwau- 
kee Metal Furniture Co. dealer, made 
the installation. 











BOLING CHAIRS .. . Typical of the 
Boling chair ‘‘Trend'’ series of arm- 
chairs made by High Point Bending 
& Chair Co. is this installation in the 
conference room of the headquarters 
building of Winter Seal Corp., De- 
troit. The Detroit Office Equipment 
Mart, Detroit, met the requirements 
for comfortable, graceful design. 





MUTSCHLER TABLES ... Arkansas 
Staty. & Furn. Co., Little Rock, Ark., 
installed the Mutschler Bros. tables 
for the board of directors’ confer- 
ence room in the First National Bank 
of Little Rock. Seating is from the 
Johnson Chair Co. 


PARTITION-ETTES .. . New Manhattan 
offices of the American Cancer So- 
ciety are subdivided by metal Arnot 
Jamestown Partition-ettes. The 68- 
inch high Arnot modular units permit 
free circulation of air, thus gaining 
maximum benefit to the office oc- 
cupants from cooling Summer breezes 
from nearby Hudson River. The in- 
stallation was made by Itkin Bros., 
inc., New York office furniture and 
equipment dealer. 


JASPER CHAIRS ... Lee Circle branch 
of the National American Bank, New 
Orleans, La., selected seating by the 
Jasper Chair Co. for this room used 
in connection with the settlement of 
estates and sometimes for small 
meetings. The No. 841 Jasper chairs 
were sold by F. F. Hansell & Bro., 
Ltd., of New Orleans. 
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FURNITURE BY RISOM .. . Quiet ele- 
gance is the keynote of executive 
offices and the reception room (pic- 
tured) at George F. Brown Insurance 
Co. in Chicago, agents for Lloyds of 
London. The installation was ex- 
ecuted by the contract division of 
Marshall Field & Co. and designed 
by Cone & Dornbush of Chicago using 
Jens Risom desks, sofas and chairs. 
The wood is walnut with oil finish. 


FOR WAITING TRAVELERS . . . Seffees 
with reversible seats and cushions, 
the No, 474 model by Royal Metal 
Mfg. Co., were chosen by the man- 
agement of the new Lincoln Air Ter- 
minal of Lincoln, Neb. Of coil spring 
construction, the cushions were de- 
signed for greater comfort. The set- 
tees have reversible, interchangeable 
and easily re-upholstered construc- 
tion. The dealer was Donley-Stahi 
Co., Ltd., of Lincoln. 





TIFFANY STANDS ... The U. S. Gyp- 
sum Co. preferred the modern design 
of Tiffany office machine stands to 
harmonize with the other furniture 
in its Los Angeles branch offices. In 
this office a number of the workers 
do a variety of jobs. Some require 
their own typewriters, others share 
machines. Tiffany office machine 
stands were declared to be ideal for 
this arrangement since they are port- 
able and may be moved to any place 
in the office. 


CHAIRS BY TAYLOR .. . Massive 
leather upholstered arm chairs from 
the Taylor Chair Co. were selected 
in luxurious seating requirements of 
the Wall Street Journal office in Chi- 
cago. The contract division of Mar- 
shall Field & Co. fitted the quarters. 





STEEL-AGE . . . Comfort and utility in 
steel office equipment were achieved 
at the Vita-Craft Sales, Inc., Williams- 
port, Pa., through this Corry James- 
town Mfg. Corp. Steel Age installa- 
tion. W. M. Nicely Co., Williamsport, 
was the dealer chosen to provide 
the office equipment pictured. 


COSCO CHAIRS .. . Hamilton Mfg. 
Corp. Model 15-$ Cosco secretarial 
chairs with the spring back were in- 
stalled at Brooks Brothers, New York 
City clothiers. This Cosco chair order 
was filled for Brooks Brothers by 
Lincoln Office Supply Corp., New 
York City, providing comfort for the 
users of the Diebold filing system. 


PRODUCTION LINE SEATING . . . The 
Hamilton Watch Co. selected the 
"8150", one of Toledo Metal Furni- 
ture Co.'s complete line of production 
seating, for use at the assembly and 
benches pictured here in the Lan- 
caster, Pa., plant. lL. B. Herr Co. of 
Lancaster installed the Toledo posture 
chairs to maintain maximum comfort 
and minimize fatigue for employees 
who sit at precision work all day. 


IN MODERN MODE... An attractive, 
modern office setting is achieved by 
this installation of Model 532 desks, 
manufactured by The H-O-N Co., in 
the office of the Inland Realty Co., 
Salt Lake City, Utah. The installation 
was made by the Salt Lake Desk Ex- 
change, who also furnished the Her- 
man Miller fiberglass chairs to add to 
the modern motif. 








WOOD ON PARADE... The Leopold 
Co. Document line desks add beauty 
to these impressively-furnished of- 
fices of the Fine Hardwoods Ass'n. at 
666 Lake Shore Drive, Chicago. Chairs 
are by the W. H. Gunlocke Chair Co. 
Burdett Green, executive vice-presi- 
dent, has naturally placed emphasis 
on wood in selection of his equip- 
ment. Leopold and Gunlocke supplied 
most of the furnishings for this trade 
association setting. 


WILTSHIRE GROUP .. . The Imperial 
Desk Co. supplied this Wiltshire mod- 
ern grouping of furniture for office 
of Orville Dutro & Sons, Inc., engi- 
neers and designers of printing ma- 
chinery in Los Angeles, Calif. The 
dealer was Los Angeles Desk Co. 
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GENERALAIRE . . . Pictured is a por- 
tion of one of the first large installa- 
tions of The General Fireproofing 
Co.'s new desk line—the Generalaire. 
The installation was made by GF 
dealer, indianapolis Office Supply Co., 
at the Indianapolis offices of the Aet- 
na Life Insurance Co. In the fore- 
ground are Generalaire single pedes- 
tal typing desks. In the background 
are Generalaire double pedestal flat 
top desks. Other equipment includes 
GF's Goodform chairs and files. 


CONFERENCE STYLED . . . When direc- 
tors of Citizen's Federal Savings & 
Loan Ass'n., Chicago Heights, Iil., 
meet in conference they are seated 
on Johnson chairs sold and installed 
by Kendrick Furniture Co., Chicago. 
Johnson Chair Co., furnished the ex- 
clusive order of 65 chairs including 
No.’s 1765LL, 1493LL, 1730, 1742F, 
1515 and 1521 R-L-L lounge chairs. 








EXECUTIVE MODE .. . This handsome 
executive office of J. Stanley See- 
man, President of Seeman Brothers, 
New York City grocery distributors, 
was equipped by Charles S$. Nathan, 
Inc., New York City, with Globe- 
Wernicke metal office equipment. 
The desk is a 60-inch wide Stream- 
liner executive with molded edges 
and the table is a Streamliner panel 
end model. Chairs are also by Globe- 
Wernicke. 


BEAUTY IN A BANK .. . Seitz & 
George Office Equipment Co. of Day- 
ton, Ohio, kept in mind the clean, 
modern lines of the exterior of the 
building when equipping the new 
Eastown Branch of the Third National 
Bank & Trust Co. in Dayton. Frosted 
walnut formica was used for the 
counter, check desks, partitions, rail, 
and doors in the masonry walls. The 
undercounter equipment manvufac- 
tured by Watson Mfg. Co. is steel. 
All of the formica work is by the 
Cincinnati Store Fixtures, Inc. 


DIGNITY IN WOOD .. . Jasper Office 
Furniture Co. provided the dignified 
wood desks for this attractive cus- 
tomers’ conference setting at the 
Chicago Federal Savings & Loan 
Ass'n. Dealer making the installation 
was Spitzer's Office Furniture House, 
Inc., Chicago. 


COURT ROOM SEATING . . . The Rob- 
erts Co., Knoxville, Tenn., installed 
the B. L. Marble Chair Co. No. 1938- 
DUA chairs and No. 996'/, judge's 
posture chairs for an impressive set- 
ting in the Supreme Court Building 
at Knoxville. 








office 
planning 


Service 





by HUGH REEVES 
salesmanager, 
Jacquin & Company, 
Peoria, Ill. 


@ THIS SUBJECT is one that 
the writer has been interested in for 
many years. It is a plan that the 
office equipment dealer should put 
into effect and train his salesmen in. 

The salesman must have more 
than catalog knowledge. He must 
have specialized training in office 
layout, color, design and work flow. 
For good office planning he should 
have some mechanical drawing, 
which may be obtained in high 
school or college night classes. The 
dealer may have a working agree- 
ment with floor covering and dra- 
pery retailers for these items or he 
may purchase one of the services 
offered by some wood manufac- 
turers or trade associations. 

To explain why this particular 
service is so important to the 
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dealer, the salesman and the cus- 
tomer: 

During the period of War II it 
was only a problem of delivery to 
satisfy the customer, so we all be- 
came lax. Now the time has come, 
in fact it arrived some time ago, 
when we must work. We cannot 
wait and let our competitors write 
the specifications for office equip- 
ment, we must get in there and do 
a selling job ourselves. 

I will agree that a planning serv- 
ice will not always work but, when 
it does, you make a profit and your 
competition is practically eliminated. 

Our service is used on one office 
or many and includes these several 
parts: First we must make a scale 
layout showing furniture arrange- 
ment. To get our proper arrange- 


We do not obtain all jobs when 
we use our planning service, but 
neither will we get all straight bid 
jobs, because somebody can always 
bid lower. The installation we will 
receive with the planning service 
will have a fair profit to us and in 
turn to our salesman. Our sales- 
man must use part, or all, of the 
planning service on each equipment 
job. 

We have had many instances of 
jobs received only because our 
presentation was given considerable 
thought and effort. On one job for 
several thousand dollars we were 
the only dealer to give even a pro- 
posal to the prospect. Our order 
was signed while a competitor, who 
had a lower price, was waiting in 
the office. 


BUILDS FURNITURE SALES 


ment, we have a cork board with 
%4-inch scale furniture, on which 
we make a preliminary plan. 

We then select the style and 
quality of furniture, depending on 
the type of business. If the floor 
covering, draperies, and paint are 
to be used, we select colors and 
obtain samples. After careful con- 
sideration of all color combinations, 
we discuss our suggestions with the 
prospect to get his views before 
proceeding with the final step. 

The completion of our service is 
very important. We make a booklet 
in which we have our proposal, 
quotation, scale layout, furniture 
cuts, samples of leather colors, wall 
colors, drapery and floor covering. 
This is presented directly to the 
prospect and explained again in de- 
tail. 

It is surprising the effect a well- 
detailed presentation has on your 
prospect. After we receive the job, 
the presentation booklet is then used 
by our men as a guide for proper 
installation of all equipment. 

A planning service has paid off 
many times for us. We use it on 
any job, small or large, where we 
feel that it will be a help to our 
customer. We make no charge for 
this service although we feel that 
in some instances it would be well 
to do so and credit the charge to 
the purchase price. 


Another case was a job that was 
publicized very much in the news- 
papers so that everybody knew 
about the prospect. We made a 
complete survey of this job and 
made up our quotation, only to find 
that we were about 25% higher 
than the lowest bidder. We received 
this order as our customer felt that, 
because of our preliminary work, 
the installation would have to be 
right. A third job, but a small one 
having only four desks, 20 chairs, 
and other accessories, we received 
it at about 10% above our compe- 
tition. 

The planning service pays off 
otherwise. We had a firm call us 
to do their offices over because 
they had heard of our service and 
ability. This place had never been 
contacted before by any of our men. 

If you are not using a planning 
service, you certainly should be. 
Talk to the representatives of the 
major equipment manufacturers. 
Many of them have a layout train- 
ing course, others have the layout 
kits, complete with scale furniture. 
Some have made available to their 
dealers a decorating service at a 
very reasonable charge. This in- 
cludes samples of paint colors, 
drapery and floor covering samples 
and a book to help you in selec- 
tion of complimentary colors for 
your decorating scheme. 
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@ FURNISHING OFFICE man- 
agers, professional men, and execu- 
tives with “bright new ideas” for 
office arrangement every month is 
the purpose of the “Idea Of The 
Month” display room recently cre- 
ated by S. G. Adams Company, 
major office furniture dealers of St. 
Louis Mo 


Located on the second floor the 
“Idea of the Month” room is ac- 
tually a room within a room, a 
stage-like 12 > 18 
feet, set up directly opposite the 
elevator and stairway which lead in- 
to Adams’ big office furniture de- 
partment. The “room” actually con- 
sists of an egg-crate ceiling, sus- 
pended on four ornametal iron work 
pillars at the corners, reminiscent of 
New Orleans balustrades, a hand- 
some rear drape, plywood wainscot- 


wall of peg board. 


enclosure of 


ing and a side 


Attractive Setting 


rhe floor is raised several inches 
to attract attention and a full size 
carpet provides an additional touch 
of decor. The color scheme which 
can be altered easily began in Jan- 
uary with shades of brown, against 
which a white, floral-over print 
pair of traverse drapes contrast ef- 
fectively 

“The theory of this new devel- 
opment is to provide a convenient 
source of ideas for our customers”, 
stated Jack Weihe, head of the office 
furniture department. “Each month, 
the theme will be an entirely dif- 
ferent subject and we will back it 
up with newspaper ads probably 
containing a photograph of the dis- 
play and inviting interested persons 
to drop in at any time for a look 
at it 


Product of Ideas 


“Naturally, every display will be 
the product of the best ideas which 
we can gain from our own experi- 
the office planning de- 
nufacturers, and other 


ence, from 
partment, ma 
sources os 
During February, as illustrated, 
the display unit was given over al- 
most entirely to reception room fur- 


niture, stressing instead of the 
familiar couch and chairs, light 


weight, wrought-iron legged couches 
and chairs with foam rubber up- 
holstery 


With bright primary colors, this 
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“Idea of the Month’ 


ADDS SELLING PUNCH 


Customers Like Adams Display Room 


display was aimed at waking up the 
attention of businessmen to the eye 
appeal and color possibilities which 
reception room furniture in such 
hues and design make possible. Re- 
sponse was excellent, according to 
Mr. Weihe. 

Later ideas will include executive 
office furniture in complete ensem- 
bled suites from the store’s deluxe 
fourth floor where ten beautifully 


executed model offices are always 


on display, complete steel ensem- 
bles, wood office furniture ensem- 
bles and “specifics” slanted for the 
professional man. 

The department was created at 
modest expense, according to Mr. 
Weihe and will serve effectively as 
a “show case” of the second floor 
office furniture departments ideas, 
merchandise lines, and designing 
skill. This will provide the same sort 
of artistic atmosphere for moderate- 
ly priced office furniture as is fea- 
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HELPFUL . 


tured in the model offices upstairs 
on the fourth floor for top priced 
lines of executive furniture. 

Wherever possible, the room will 
be used to accentuate the factors 
of eye appeal and functionalism 
simultaneously. An excellent exam- 
ple of this came when the Adams 
concern sold a set of reception room 
furniture to a prominent St. Louis 
veterinarian. 


Good Suggestion 


In this case, wire-frame ultra 
modern couches and chairs were 
provided but instead of the rough 
upholstered fabric specified for 
other use, he was advised to make 
use of Naugahyde, a tough but 
handsome plastic. This was sug- 


gested in view of the gnawing in- 
discretions frequently committed by 
puppies brought in by their owners. 

Results have been excellent and 
the space pays off.—RAL 










. the S. G. Adams Co. “Idea of the Month” display room 
described in accompanying article. 
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MSF-60 
60" x 32” Double Pedestal Desk 


TDED-78 
78° x 39” Conference Desk 





4TPL60 
60" x 34” Typewriter Desk 





SECURITY STEEL EQUIPMENT CORPORATION - AVENEL - N. J. 
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WAY MARKET 


Security Steel Dealers are now able to 
meet the needs of all possible markets 
and budgets—their one franchise brings 
them 3 distinct lines of Security Steel 


Desks and Tables. 


SECURITY (oteaC ine 


The ultimate in steel office furniture. 
The exact piece for each and every office 
job—and in the perfect colors to fit into 
any type of modern office planning. 


SECURITY TD 30° SERIES 


A fine line of modern, space-saving office 
furniture. Featured are . . . 30” depth 

of all desks and tables for floor space 
economy—the rugged constructions of long- 
life steel—and truly moderate price. 





iineas Gleg\\Ni 


Design proportioned and efficiently 
planned to meet the demand for better office 
furniture in the lower price field. 











HAR 
OA—: 



















»-»»-when your 


customer demands 


Price...yet 





your future depends 


on Quality 





HARTER 26 


POSTURE CHAIR 


x, = 
> 
ie ae 
a ? 
g ZONE 1, LIST 
@ 
Sure the customer wants “price.” But today, as always, your reputation and ‘your future 


business depend on quality. And in the Model 26 there’s the solid quality that holds cus- 
tomers for you through the years. There’s the exclusive Harter base formed and welded into 
one piece from heavy steel tubing. No bolts or nuts to rattle or come loose! Three rubber- 
covered handwheels give sure, accurate adjustment. No flimsy adjustments here! Seat has 
comfort of foam rubber. Upholsteries and finishes are the finest! At $26.90 list, the Harter 
26 is your solution to today’s problem of supplying both low price and high quality. 


A: RGIs, mMiticuwiGan 
1 TE E L CHAIRS 
HARTER CORPORATION «+ 525 Prairie Street + Sturgis, Michigan 
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Timely mensage lo readers 





05 Ophice Apptiances 


two powerful sales healunes 
4 it is made by Fhomas— 
9-it is covered, with Kalistion 


Take a moment toe Look and nead. 


a good “se ..i. 
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Thomas Furniture’s No. 180 Club 
Chair and Ottoman, covered with 
Kalistron. Luxurious full foam 
rubber tufted back. 


Thomas Furniture’s No. 120 dual 
purpose Club Chair, covered with 
Kalistron. Sell it as a reception 
room chair or a director's chair. 
May be easily moved about. 





The design and manufacturing skills of Thomas find their 
highest expre n in pieces such as those illustrated here 


covered with Kalistron. On your selling floor, these and other 
Thomas chairs covered with Kalistron, will mean bigger profits, 
greater customer satisfaction. 

With Kalistron you can promise customers years of duty- 
with-beauty. That’s because Kalistron’s color is fused to the 
underside of transparent upholstery-weight Krene—the sturdy 
plastic sheeting. Even on arms, backs, seats, Kalistron is practi- 
cally indestructible when it comes to scratches, scrapes, marring. 

Kalistron holds its shape, provides greater seating comfort, 


drapes and tailors beautifully, cleans with 





I a damp cloth. /t will help you create 





bigger volume. 








Member 








Flexible Materials Division 

HIGH POINT, NORTH CAROLINA United States Plywood Corporation 
World's Largest Plywood Organization 
55 West 44th St., New York 36, N. Y. 





FURNITURE COMPANY 
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Here’s A Terrific Value... 
and It’s Outstanding 


In Quality! 





New, Improved 


METALSTAND'S 


HARPER 


4-Drawer Suspension File 


Here's the file that has everything! 

Low price . . . quality features... 

and it's good looking! Truly an out- 

\ standing achievement in engineering 
: \ skill and design . . . and above all 
% — top value! A heavy duty model 

\ with ball-bearing suspension and side 

\ lock compressors. Thumb Latch op- 

\ tional. Due to its structural strength 

| and its smoothly operating drawers, 

this file will last a lifetime. Yes, Met- 

alstand gives you the most saleable 

/ file on the market today. Available 

/ in grey or green baked enamel finish. 





NEW \ 
ADVERTISING [A= 
AIDS TO HELP YOU ~~ ——~"__ WRITE « WIRE « PHONE For The 
INCREASE SALES Most Saleable File On The Market Today! 


To help you get more sales, 


fee METALSTAND 





| service and offers a powerful 
series of direct mail with Ce M P A N 
_ your imprint. 7522 STATE ROAD, PHILADELPHIA 36 e DEvonshire 3-7900 


"Some Files Cost More... But There Are None Better!' 
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BUY AND SELL THE BEST TO KEEP YOUR BUSINESS GROWING 


OLUMBIA 


Steel oe} ice Equipment 


A FILING CABINET FOR EVERY NEED e« DESKS AND TABLES FOR EVERY BUSINESS PURPOSE 


5 DRAWER HEIGHT FILES TABULATING CARD FILES - SPECIAL PURPOSE 
DESK TOPS 


ie 


DESK HEIGHT FILES CROSS FILES =~ CARD INDEX FILES 
ree og 





ONE DRAWER AND APEX GRADE 8 FILES 
SHORT LINE FILES 





LEDGER, MICROFILM & COUNTER HEIGHT FILES HALF ANE BASES FOR 
FINGERPRINT FILES = = BLUEPRINT FILES E SECT UPRIGHT FILES 


E aa \ 


SUBSTITUTE DRAWERS 








COLUMBIA STEEL EQUIPMENT COMPANY 
Established 1919 
4500 NORTH THIRD STREET + PHILADELPHIA 40, PENNSYLVANIA + Michigan 4-3983 


Plant No. 1—Third, Orionna, Annsbury & Wingohocking Streets Plant No. 2—American, Bodine & Wingohocking Streets Plant No. 3—Americon 


THE HIGHEST GRADE EQUIPMENT AVAILABLE PROFITABLE TO SELL 





FULL Sh NON 
SUSPENSION SUSPENSION 









































MODEL 104 FILES 





H-O-N’s line of non-suspen 


MODEL 36 SPEC 1Al UNIFILE sion files repre sents a value 
MODEL 66. STORAGE 


A compact unit that offers 8 unsurpassed elsewhere 
CABINET 

both filing and storage 

Designed for A medium-sized storag: built these files have six 


today s market Ruggedly 


capacity 
either office or home sé complete with three ad 
not One double card drawer able shelves and fixed cen to give 
ter shelf A space sav to drawer loads, and heavy 


full length vertical Z-bar 


; 


well-spaced suppor 


and and one letter filing drawer 
Storaqe section quipoed unit for business and pro gauge torque plates in th 
with locking door fe ss;onal of fice ‘ bases for feleie ire! rigid Ty 





UNIFILES 


We're making an example 


of these two files, for you... 


Here you see two files. Both are made by H-O-N. One is 
full suspension, one is non-suspension. Otherwise they 

are much the same in solid construction, in lasting 
sturdiness and in handsome finish. The pair is responsible 


for a large volume of business by many dealers. 
SBA SERIES 
And here . why: 





The type of merchandise H-O-N produces is not “all things 
to all people’. Rather, it is made and priced to please 

the average buyer... the buyer who expects good 

quality at a moderate price. 


If an important part of your merchandising plans is 
pointed at the average buyer, perhaps you and H-O-N 
should get together. Your request for catalog and prices 
will be promptly answered. The H-O-N Co., 


Muscatine, lowa. 


38D SERIES 


Now—for the Siect time 

these three basic Unifile 
models are available with 
H-O-N‘s distinctive UNI 
LOCK feature and also an 
inner security compartment 
with dial combination lock 
Four versions of these three 
models are nade t vit 


your needs 


Model 38D als« 


legal dimen: 





CARD FILE 








Beautifully 


weight lifet 











MODEL 532 DESK Deep drawn 

MODEL 48B BOOKCASE Styled 

P M EL 38F STORAGE , ' 

Now in even greater de- OD c spall mode Here is a distinctiv ae a 
mand since improvement of tailored desk  especic 


door action with a roller A convenient unit of matct adaptable for use by in 


sightly welds 


the contemporar Tw sizes f 


lacie arrangement A moder- ing proportions to the Un ferviewers, receptionists, anc ————- 


ate price unit to fill many file line fer storing offic salesmen ’P f mor 
office requirements either supplies. Double doors with _— echal te | 5 ; | 
sin ly or in o grouping paracentric lock Als<o va r size dé 2 OFFICE EC M ’ 

Alsp available without gloss able without door MODEl ercnangeadie, rig ; 


doors (MODEL 48A 38E 


—— 











CUSTOMER 
SATISFACTION 


G/W DEALER 





Several years ago the Utility Office Supply Co. sold 

Mountain States Telephone & Telegraph Co. a large number 

of Globe-Wernicke Techniplan work stations, which greatly 

; benefited the customer. So, recently, when Joe Gibas found 

out they were planning to improve office facilities again, 

he advanced a new Techniplan proposal based on the estab- 
lished merits of the customer’s previous installation. 

He reminded them how quickly Techniplan had paid 
for itself in rent savings on floor space by increasing the 
number of work stations in the same area . . . how the 
functional beauty and improved personal comfort lifted 
employee morale to a new high and resulted in increased 








Manufacturers of the 
World’s Finest Office Equipment, 


Systems, Filing Supplies and Visible Records 
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PAYS OFF FOR DENVER . 





Joe Gibas 
Utility Office Supply Company 
Denver, Colorado 


work flow and efficiency. Joe assured the Telephone Com- 
pany that Techniplan’s scientific integration of individually- 
suited work stations would accomplish the same outstanding 
results for them again. 

Of course, Joe’s approach hit the mark — the $9500 
mark. Techniplan had more than lived up to its reputation 
for customer satisfaction. It had continued to sell itsel/, and 
the dealer who recommended it, every working day since 
the time of installation. Why don’t you promote this dy- 
namic, repeat-sales producing product — Techniplan — 
which carries the famous Globe-Wernicke name? Write for 
Globe-Wernicke franchise information today, Dept. A-55. 


Cincinnati 12, Ohio 
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Real Comfort ... Smart Styling ! 


»» Complete comfort is combined with smart styling in these new “Custom” 
chairs. This attractive office is furnished with the “Capri”, one of three styles in 


the new “Custom Line” designed by B. L. Marble . . . all available in a com- 





bination of Fine Fabrics and Genuine Top-Grain Leather or Naugahyde. Seats 
of thick Foam Rubber over “Flexiback” foundation provide long-lasting com- 
fort. There is nothing to wear out. Ideal for almost any commercial interior 
and purpose. Their reasonable price broadens your market still further. Here 


... truly ... is your prestige and profit-maker for 1955! 





matching arm For illustrated brochure, write to 





THE B. L. MARBLE CHAIR COMPANY ° BEDFORD, OHIO 


If STYLE is important, only WOOD willl suffice! 
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The Fastest Growin 
Line in America... 


/ 
CHECK and COMPARE” 
PES Sissmriste ines ot every ores 


level. 


DESKS. . 2 complete lines in every size 








for every budget. HILLSIDE 
J TABLES eee 2 complete lines; leg and panel- "ean 


end in all sizes 


V UTILITY CABINETS... 


2 complete lines for home or 





office 


V COLORS ...5 compiere ronge, 


| grey, green, golden dawn tan, 


: 


- a 


M co. cm « 
fue sted A 


dawn mist green and all grains. 


HILLSIDE METAL PROBUCTS tac. 
262 PASSAIC STREET - OCwae mew sceser | 

















* Send for ‘‘CHECK and COMPARE”’ catalog 


LIL SIDE Metal Produols Ine 
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262 PASSAIC ST. 
NEWARK 4, N. J. 




























How retailers 
are using the 
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wire insulator 
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/ like this 
furniture, but it’s 
so hard to decide 
what to buy. 


This furniture is 
built with Perm-A-lator 
Wire lnsulators...a stronger 
type of insulator that 
gives you more value 
for your money. 














The Perm-A-lator tag on this 
furniture is your guarantee of never 
any “coil-feel.” You can be sure of 
longer-lasting comfort. 


Yes. That sounds 
like extra value to me. 
Can you deliver it soon? 





Good Housekeeping Ask Your Supplier 


For Nationally Advertised Tags! 





, 
%Or ca 
4S aoveatisto 


Ask your supplier for the well known 
Perm-A-Lator tag with the Good House- 
keeping Guaranty Seal on the cover. 
Continuous national advertising makes 
Perm-A-Lator Wire Insulators a quality 
feature known to millions. 





to open 
e 
sale... 


You can pin-point 
their interest! 


You can often turn a “shopping” cus- 
tomer into an interested prospect simply 
by showing the sample Perm-A-Lator 
pad ... by demonstrating how cotton 
padding can never cup into spring 
openings as with fiber type insulators. 


...an 
close 
it, too! 


Guarantee of No “Coil-Feel”’ 
Helps Make Decision to Buy 


Your customers can be sure padding will 
never cup into spring openings when it ° 
has the extra support of wire insulators. 
This is particularly important with plastic 
covered furniture. You can safely guar- 
antee never any “coil-feel” plus longer 
lasting comfort when you specify Perm. 
A-Lator Wire Insulators 
in the furniture you buy! 


NEW! Retail 
Sales Manual! 


Tells how the wire in- . 
sulator feature is used [/" 

in selling upholstered =e 
furniture . « . gives dem- 
onstration ideas. Get cop- 


ies for r salesmen. 
Write a ws) 

















how to use the 








PERM-A-LATOR WIRE INSULATORS 
Manufactured by FLEX-O-LATORS, INC. Carthage, Mo. 


Plants in Carthage, Missouri, New Castle, Pennsylvania and High Point, N. C. 
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everything within reach...including price 


4 


custom tailored... 














from stock components 


This executive office is built to individual specifications—from 
Tower Suite’s open-stock interlocking and interchangeable components 


Construction time? A matter of hours. Cost? About % of a custom 
installation. Materials? Finest Walnut Hardwood for both components | 
and matching wall panel fill-ins. The most dramatic entry in the 
office furniture field of this generation. 






Dealerships Available 


TOWER SUITES, INC. 
1209 North State Parkway + Chicago 10, Illinois 


Write for Illustrated Brochure 
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THE HASKELL 


BUDGET LINE BETTER! 









42” x 30” 
PR 230 
CLERICAL DESK 

















with or without 
center drawer. WRITE TODAY 
FOR OUR 
NEW 
HASKELL | o-ect usr 
Reinforced Top NO. 25 
PUTS THE 


MAGNIFYING GLASS 
ON ANOTHER 











PR-230 Clerical Desk et 
(Single Pedestal) 
' HASKELL BEST SELLER 
Haskell proudly invites comparison! The qual- 
ity is unbelievably high for its low, budget 
price range. Only Haskell gives you heavy | PR-230 
office steel, strong electric welded construc- ° 
tion and other features at moderate cost. Clerical Desk 
Plus factors include modern design — (from Haskell’s PR Budget Line) 


rounded corners and legs, Glidden baked 
enamel finish, Armstrong linoleum tops with 
aluminum banding, smooth noiseless opera- 
tion, DuPont nylon bearings, rubber bump- 
ers and fine hardware. 


JASKELL 


E A 
cool ct PITTSBURGH 


for Haskell’s New Catalog featuring complete 
line of quality-budget steel desks and tables. 











eee EAST CARSON STREET PROVEN PIONEER BUDGET LINE 


PITTSBURGH 19, PA. 





ba - ee _ —— a — | 
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WIDELY ACCLAIMED... 





the distinguished new 


Ce 





ILT TRUE | CLEAR => 









Model F575 
75” x 40” —Regal Walnut 


of furniture for the executive and general offices 


So flexible in the many drawer arrangements made 
possible, so easy to work with day after day— 

that’s the new Hoosier Flex-Eze Series! Each desk 
and auxiliary piece in this new Hoosier Series is de- 
signed for the prestige of the office. Each com- 

bines quality appearance and maximum utility, at 
reasonable cost. That’s why the outstanding 

Flex-Eze Series is a must to round-out a complete 


stock of office furniture . .. to sell the entire market! 








MORE THAN BEAUTY ALONE! 


@ New, exclusive INTERCHANGEABLE File Drawer—read- 
ily transferred to either side, top or bottom, to suit 
the user's convenience. Can be used with hanging or 


suspended files, or with partitions. 


@ Positive-action “EASY-PULL’’ Drawers operate on metal 
runners with NYLON ROLLER and buttons—open and 


close with ‘‘finger-tip’’ ease. 


@ Tops and corners ROUNDED for added sofety. 








HOOSIER DESK 


COMPANY e -asrer, INDIANA 
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FAULTLESS CASTER CORPORATION 


Dallas, Detroit, Grand Rapids, High Point, Houston, Indianapolis, Los Angeles, New York, Philadelphia, St. Louis 
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NOELTING 


2 FULL ROWS OF BALLS 
2 UNINTERRUPTED RACEWAYS 


~~ HELPS 


~ YOU BOOST SALES 


In addition to supplying 
you with the best engi- 
neered Furniture Casters, 
Faultless helps you reach 
and sell more customers 
than ever before. This way 
we both take the waste- 
motion and guesswork out 
of caster selling. 

1. Only “time-tested” 
items have been selected 
for this FREE 4-color Coun- 
ter Display. Customers 
can't resist picking up 

Casters and Glides, on convenient 
handles and selling themselves. Re- 
sult: Faster turn-over and profits on 
an active stock of “best sellers.” You 
pay only regular prices for the 
merchandise—the Display is FREE. 


2. Every type of pop- 
vlor Furniture Caster 
will be found on the 
pages of this new cat- 
clog. A complete—a 
condensed—a quick 
turn-over selection of 
best-sellers. Ask for 
copies of Form No. 
202, no obligation. 

3. A really complete 
line of fine Furniture 
Glides illustrated and 
fully listed in a new 
catalog. Modern de- 
signed, precision work- 
manship and fine fin- 
ish throughout. Ask for 
a supply of Form No. 
201B and boost your 
Glide sales. 





other 


EVANSVILLE 


7 IND. Atlanta, B 


ties, see classified phone d 
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New Skylark Design and Down-to-Earth Price 


Y A 
MAKE lylod MOVE 


Steam-bent, wall-saving back legs. Posture desk chair 
with foam-rubber seat. 


Write for information about Jetline 
designed by Robin Robinson. 


rue Laylor CHAIR COMPANY 


BEDFORD, OHIO 
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Pace Your Sales with the Swedish-Modern Suite 
... the new Peerless style-setter in Executive furniture 


Peerless designers were influenced by contemporary Swedish design. And Peerless 
engineers were influenced by finer, sturdier construction details and richer finishes. 
Together, they have created a real sales pacemaker for the 
year ahead. Picture the sales-appeal the Swedish Modern 
Executive Suite will add to your show room. Better still, 


to get a complete “picture” of each unit, why not 
write for illustrated literature... for prices... for all 


the reasons why it will pay you to put this 





. Peerless Steel Equipment Co. 
new sales-appeal in your show room. 6600 Hasbrook Avenue 
Philadelphia 11, Pa. 
Please send descriptive terature and price list on 


your Swedish Modern Executive Suite 


Name 


PEERLESS |e 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 
New York « Chicago « Dallas « Los Angeles 
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W7'S HERE! A GREAT NEW “ECONOMY” LINE! 





5530 Séyléwer PILOT EXECUTIVE DESK 


Good-looking, sturdy, moderately priced 
steel desks and tables especially designed 
to appeal to the hard-to-sell, price-conscious 
buyer. The 5530 PILOT line offers many 
refinements and construction features pre- 
viously found only in higher priced lines. 
Non-glare linoleum tops, aluminum edge 
trim, baked enamel finish, nylon drawer 
guides, and other features too numerous 
to mention. 





av-3055 Ségléner PILOT COMPANION TABLE 


Dealers! You'll find a ready 
market for this good-looking 
utility line among business and 
professional offices, schools, 
banks, factories, institutions. 
The 5530 PILOT Desk and 
Table Line shown here bridges 
the gap ... enables you to 
close sales you might other- 
wise miss. Feature the 5530, 
and increase your profit po- 
tential, 





$-5530 Shgléner PILOT SECRETARIAL DESK 


Write for Prices, Descriptive Literature, and Complete Specifications. 


ORNA-METAL, INC. + 2412 SO. SEVENTH ST. - ST. LOUIS 4, MO. 
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JOHNSON 
Business Chains 





.......@ line youl be proud to have! 





Johnson Chairs can be a very important part 
of your sales program . . . because you'll 
be offering top quality .. . and you'll 


be proud of it, too! 


A favorite with dealers for more than 84 
years, Johnson Chairs have won the 
respected reputation for quality of 
workmanship and materials, unequalled 


styling and year round dependability. 


Johnson Chairs make satisfied customers . . . 
the kind of customers that keep 


building your business. 





f Johnson 1801 Chairs at First National Bank 
made by Arkansas Stationery & Furniture Co., Little DEALERS: Let us send you the ymplete Johnson story - 
our catalog, price list and the details of our 
allation of Johnson 1525 Chairs at Dollar Savings & dealer program. 
Ohio made by Columbus Blank Book Co., Columbus 
tallation of Johnson 1493LL Chairs at Citizens Savings 
eights, Illinois, made by Kendrick Furniture Co., Chicago 


7109 MERCHANDISE MART 
I 


— hn JOHNSON CHAIR COMPANY 


\\Simco ya 1868 
CHICAGO 54, ILLINOIS 


YL, 
JOHNSON 
Business Chairs 
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A CoMBINATION ... of beauty 
and efficiency is represented 
in the young lady’s manipula- 
tion of the magnetized office 
layout board, one of the fea- 
tures of the model office cen- 
ter created by the Wood Of- 
fice Furniture Institute. The 
device has proven effective at 
Branham’s, Inc. 


by DON L. BRANHAM 


Branham’'s, Inc., 
Oklahoma City, Okla. 


@ LIKE MOST OFFICE furni- 
ture dealers around the country, | 
spent all too many years selling 
desks and chairs in the same fashion 
that I furnished customers with rub- 
ber bands and paper clips. 

Then I decided to take the ad- 
vice of the Wood Office Furniture 
Institute. The result, measured by 
the ledger sheet, was that my sales 
jumped 25%, my expenses dropped 
32%, and I reduced my personnel 
force by 40%. 

But the figures, however dramatic 
they may seem, don’t begin to tell 
the story. There’s much more to 
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four words 


... THAT CHANGED 
MY BUSINESS 


it, both in terms of material busi- 
ness benefits, and in the shape of 
things which I confidently expect 
to come. 

Since all stories are better told 
from their beginnings, I'll go back 
to 1953. The first time I heard the 
magic four words — Certified Of- 
fice Planning Service — I frankly 
didn’t give them much thought. Or 
at least not the right kind of thought. 

If I had been thinking out loud, 
I might have said, “It all sounds 
very interesting, but, for me, it’s 
impractical. It’s probably for the 
second-generation boys — my sons 
might go for it.” 


Heard at NSOEA 


I had heard about COPS — the 
WOFI service which enables a 
dealer to furnish an office moderni- 
zation “package” instead of simply 
selling a desk or two at a re- 
gional NSOEA convention. The 
second hearing was at a National 
Office Furniture Association con- 
vention. 

I was just leaving the room, de- 
ciding I had heard it all before, 
when the speaker who was describ- 
ing the COPS system pointed out 
that the dealer doesn’t have to be- 
come a complete color expert, en- 
gineer and interior decorator to ad- 
minister the program. 

Then he said something which 
stuck in my mind. He said: Re- 
member, in the land of the blind, 
the one-eyed man is King.” The 
moral was obvious. 





This is It 


Shortly afterward, I read all the 
literature which the Wood Office 
Furniture Institute furnishes on the 
subject. Upon studying the plan, I 
decided finally that COPS just could 
by the very thing the industry — 


and I — could use quite profitably. 
I wired WOFI my acceptance and 
air-mailed the subscription check. 

I’ve never made a better invest- 
ment. Within a short time I had 
received the COPS operating manu- 
al, which outlines the dealer’s han- 
dling of the program in a simple, 
understandable fashion, and_ the 
COPS “props.” 

The focal point of the equipment 
is the Model Office Center. This 
consists of a big magnetic layout 
board upon which made-to-scale 
furniture templates may be arranged 
to work out the most efficient office 
layout. From the manual, I learned 
how to trace an office’s “work-flow” 
pattern and show a_ businessman 
how the layout can save man-hours 
lost in waste motion and unneces- 
sary steps. 

WOFI’s “Planning Corners” en- 
abled me to visualize for the pros- 
pect, quickly and easily, the color 
harmonies of various textures, fin- 
ishes and colors of furniture, drapes, 
wall paints, floor covering, and up- 
holstery. 


Helps Provided 


For “outside” selling, | was given 
the Port-A-View Project with which, 
using color slides, I could show, 
rather than just tell, the COPS 
story. The Previewer, a binder with 
overlapping panels, enables a busi- 
nessman to sit in his office and 
see his new office color scheme take 
shape before his eyes. The Scale 
Model kit is a portable office lay- 
out board, divided into one-quar- 
ter-inch squares, each of which rep- 
resents one square foot of office 
space. Tiny furniture replicas, parti- 
tions and cabinets may be arranged 
on the cork surface. 

The COPS operating manual tells 
you how to use each selling tool and 
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what to say during each step of 
the presentation. I quickly found 
out that I didn’t have to be an 
engineer, interior decorator, or color 
expert, any more than a machinist 
has to be able to design the power 
lathe with which he works. 

In telling a prospect how savings 
in man hours can be translated into 
dollars and cents, I could base my 
argument on proven studies and 
statistics provided by the Institute. 
| didn’t have to be a mathematical 
expert, any more than does the 
aerial navigator who simply uses 
the formulas outlined in his books 
and charts to solve given time-dis- 


tance problems 
Service Pleases 


Customers were bowled over by 
my presentations. They hadn't 
known such things existed. Three 
of them pleaded with us to lend 
them the model center for 
figuring out new office layouts. You 
can imagine the good will which 
such interest engenders. 

We built beautiful show- 
rooms in our basement, modeling 
them after our factory showrooms 
and those recommended in _ the 
COPS manual. We held three for- 
mal “openings,” inviting a different 
audience each time. The governor 
and his wife came to the first one 
and stayed two hours. We did a 


office 


four 


nice batch of business while the 
shows were going on. 

For the first time, I found my- 
self able to meet two challenges. 
One was the problem presented by 
the interior decorators who worked 
out deals and brought them to us, 
often playing one dealer against 
another — in some cases, even us- 
ing their own lines of furniture. 
The other problem was in satisfy- 
ing the women, who, I found, were 
playing more and more of a part 








in selecting their husbands’ or em- 
ployers” office furnishings. 

Of course, it’s human nature to 
resist change. Our employees were 
and are human. Some were fright- 
ened by our new style of business. 
In order to overcome this difficulty, 
I went to the local Y.M.C.A. and 
persuaded them to set up a night 
course in interior decoration. I en- 
rolled 17 of our people in a 10- 
weeks’ course. It worked very well. 

Then, feeling that some of the 





INVITING ... One of the model offices set up by Branham’s, Inc., 
Oklahoma City, for finding profit in the COPS plan. 





For THE Executive . . . Complete to draperies and floor covering 
is this model office at Branham’s, Inc. 
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men still hadn’t decided to go all- 
out for the program, — which, in 
large part, involved the de-emphasis 
of small office supply business in 
favor of concentrating on “big-tick- 
et” items — I offered them their 
choice of staying and co-operating 
or going elsewhere. Three left. 

The COPS program, it is inter- 
esting to note, revolutionized our 
policy of training salesmen. 


Saves Training 


In the past, it had been neces- 
sary to put a man on the floor for 
at least a year to learn the busi- 
ness — particularly to become con- 
versant with the thousands of small 
items on sale. Then he was sent 
out to sell. It was several years 
before we could get back any of 
the $4,000 to $8,000 invested in 
the man. 

It literally took years and years 
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before the company could make a 
profit on him. Naturally, it was 
difficult to hire college graduates 
or men with selling promise who 
would have to go out selling rubber 
bands and paper clips. 

Now that’s all changed. We hire 
a better man today. We pay him 
more. He gets three weeks’ inten- 
sive traning on our furniture lines 
and, within a month, is out solicit- 
ing business. Within two months, 
we can measure his progress. If 
he isn’t pulling his weight, we call 
him in and “reappraise him.” If 
he still looks promising, he gets a 
second chance, If not, we take our 
small loss and let him go. 

As I said earlier, by the time 
our pruning was accomplished, we 
found we had reduced personnel by 
40%, cut our expenses by 32%, 
and upped our sales by a whopping 
25%. You can figure out the dif- 
ference in our net profit. 

I feel that I'm in a good posi- 
tion at this juncture to give my 
fellow dealers a little advice. If 
you're interested in more and better 
business, subscribe to COPS. It will 
teach you (1) how much better 
you can do by selling an office 
“package” rather than an office 
desk, and (2) how very important 
color is to today’s operation. 


Color Important 


Color is interior decoration. You 
can’t separate the selection of your 
furniture from your wall paint or 
your floor covering and have an 
efficient, comfortable office. Color, 
it has been proven, affects your 
emotional attitudes. It can make 
you cheerful, make you tired, de- 
press you; even — as packaged 
food producers have demonstrated 
— make you hungry. /f, of course, 
it’s the right color. Studies have 
shown that the proper colors can 
raise a worker’s efficiency by 12%. 

And who knows most about 
color? Women, who are the real 
interior decorators. As women be- 
came color-conscious, they began 
to look at hubby’s office with a 
jaundiced eye. This is one reason 
why I’m sending WOFI’s beautiful 
four-color brochure, Trends, to the 
home of the businessman, rather 
than the office. 

We received six business inquiries 
from the first WOFI ad that had 
our name in a panel as a co-operat- 





OrrFice Livinc ... 


ing dealer. The result: Three jobs 
totaling $18,000. Funny thing about 
that. There aré 15 member manu- 
facturers of WOFI, which con- 
ceived the COPS program. They 
got $9,500 of the business and the 
non-cooperating manufacturers got 
the other. $8,500. 

Perhaps this is none of my affair, 
but it strikes me that someone’s 
getting a free ride. It also occurs to 
me that if the non-co-operating pro- 
ducers moved into WOFI picture, 
it would be a tremendous boost to 
the industry. I’m concerned about 
this, naturally, because what is good 
for the industry is good for me. 

I handle a division of 150 work- 
ers every year in the Community 
Chest drive and we always find 
some “free riders” who figure the 
program will get along without 
them. It always does. The same 
with the Chamber of Commerce. 
Some businessmen always ride our 
coat-tails, figuring theyll get the 
benefits anyway. They do. 


Help Needed 


But what a wonderful difference 
it would make if the coat-tail drag- 
gers stood up and extended a help- 
ing hand. In the office furniture 
industry, WOFI conducts many 
dealer assistance projects and en- 
gages in laboratory and design re- 
search and testing of all kinds. A 
well-supported program could do 
much to strengthen the wood indus- 
try. 





can be comfortable, Branham’s, Inc., demon- 
strates in this model office set-up. 


The modern wood office looks 
more expensive that the others, but 
it isn’t. Frankly, the wood boys 
were asleep for quite a few years. 
But they’re awake now, as COPS 
proves. 


They Like Wood 


The home-builders know about 
the advantages of wood, too. I was 
impressed by the fact that, in shop- 
ping for a new home recently, all 
the homes that were priced at $40,- 
000 or more had beautiful wood 
kitchens. 


But to get back to the COPS pro- 
gram, let me wind up by saying 
just this — COPS can do much 
to eliminate price-cutting and dis- 
counting, major problems to all 
furniture dealers. 


The Whole Job 


Because in the COPS plan you 
can do the whole job. The customer 
furnishes four walls, a ceiling, and 
a floor. You furnish rugs, floor cov- 
ering, drapes, pictures, paint, and 
furniture. Decorators, rug, and 
drapery people will be glad to work 
with you. Your bank will help you 
set up a financing plan so that your 
client can spread the cost over a 
year or two. 


In short, COPS can take the 
dealer out of the furniture-pusher 
category and elevate him to the 
professional class. —-EVH 
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installations— 
PLAN AND FOLLOW THROUGH 


Pre-sale Service Pays Off 
86°, of the Time, Reveals 
South Bend, Ind., Firm of 


Business Systems, Inc. 


@ “PROPER PLANNING can be 
the stepping stone to a sale,” states 
Art Skaggs, one of the three out- 
side salesmen at Business Systems, 
Inc., South Bend, Ind. “We do not 
charge for the service and there is 
no obligation to buy. Of course we 
always hope it means a sale and in 
about 80% of the cases it does. 

“It does not take an artist to 
make the plans nor even an interior 
All of us take pride in 
our drawings and we do keep alert 
on decorating ideas and trends and 
use them in our plans.” 

[he average man appreciates hav- 
ing a blue print type of plan of 
his office which shows what is re- 
quired in the line of office equip- 
ment and furniture, this firm finds. 
They specialize in business systems 
as well as office furniture and many 


sales combine the two. 


decorator. 


Gives Example 


A transaction which involved a 
prosperous old company was cited 
by Mr. Skaggs as an example of 
what he considers proper planning 
and follow through. This company 
had operated in an old house until 
the son entered the business and 
persuaded the father to build a new 
building 

[The architect was consulted to 
get the exact measurements of the 
Offices including the placement of 
windows and doors. The owner ex- 
plained the use to which each would 
be put and individual requirements. 

There is much follow-up in this 
planning stage, according to Mr. 
Skaggs, for each plan must be ac- 
curate to be a practical tool to 
Close the sale 

A four-page 18 20 inch spiral 
bound folder is made up with all 
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the suggested details included. On 
the first page is the floor plan. On 
the second is the sketch containing 
the proposed pieces. This is done 
in suggested color, with floor, walls, 
and sometimes draperies included. 
Leather samples may be added for 
more detailed information. 

The third page of the folder has 
manufacturers pictures of the pro- 
posed furniture so that business man 
can know something of the appear- 
ance and quality of the pieces. The 
fourth and last page is a quotation 
sheet with prices of each item given 
from the smallest to the most im- 
portant. If alternate pieces have 
been discussed, or are possibilities, 
these are also included. 


ls Appreciated 


Business men appreciate this 
clear-cut presentation of what the 
salesman considers will most nearly 
satisfy his needs. It is something 
he can go over thoroughly for him- 
self and not have to remember what 
the salesman said or what a cata- 
log might have presented. 

In this particular case, the pros- 
pect had six or seven other quota- 
tions so Mr. Skaggs considered he 
had stiff competition. At one stage 
he was told he would not get the 
order. After about six weeks he re- 
ceived a call for him to come and 
close the transaction. He was con- 
vinced the layout was the tool that 
sold the order. 

This same method of presenting 
plans is used in all major installa- 
tions. Intricate counters, such as 
are necessary in banks, can be 
treated the same way. 


Makes Layouts 


The salesmen also make layouts 
to include machine bookkeeping in- 
stallations and other business ma- 
chines. These are set up for effi- 
cient use and leave no guess work 
for the man. Some jobs include both 
systems and furniture. 

All plans explain what is avail- 


able and the most efficient use to 
be made, of the items. The business 
man is not confused by having to 
look at page after page of possibili- 
ties and arriving at the point where 
he has no idea of what he wants. 
He sees what will fit his problem 
presented by someone who hgs 
given thought to his own particular 
needs. 

In most instances where a com- 
plete office layout has been sold, 
the salesman is there as it is de- 
livered or shortly after. This is 
important, for it takes care of minor 
adjustments and gives the chance 
for the business man to ask ques- 
tions about the merchandise which 
have come up. 

This follow-up leaves a good feel- 
ing with the customer because you 
are there to see that he is satisfied, 
Mr. Skaggs asserts. It also gives 
added confidence and good will 
which will eliminate competition 
later. 


Checks Sales 


When the installation is complete 
and the office is small the salesman 
tries to get back within a couple of 
months to see if anything more is 
needed. In larger offices, the call- 
backs are more frequent. “This 
makes the man feel that you are 
personally interested in his needs 
and he likes it.” 


It all adds up to plus business 
which helps to make the extra time 
taken in the original transaction 
profitable. 

The layout way of selling creates 
a desire in the customer because it 
makes him want what he sees. It 
is his own office under discussion 
and not just a picture of another 
office or some office furniture. 


Very few men will chisel on the 
price or use the layouts as the basis 
to get merchandise from others. 
Once the idea is sold, in 95% of 
the cases, price becomes secondary, 
Mr. Skaggs concluded.—LED 
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HOMES, TOO 
need 


ottice 
furniture 


Dealer in Bethesda, Md.., 
Finds Big Potential in 
This Large, New Market 


@ THE EXPANDING market in 
office furniture for the home is 
available to any dealer who displays 
attractively units that blend with 
home furnishings, according to D. 
D. Clarke, manager of the office 
furniture department of the Re- 
gional Office Supply Company in 
Bethesda, Md. A year’s trial has 
proven the big potential for this 
market with the suburb’s homeown- 
ers, and has necessitated doubling 
floor space in this department. 


Do Whole Job 
“Half your job is done if you 
can set up office ensembles in a 
variety of wood finishes and metal 
and in sizes adaptable to the limited 
space a home often affords for this 
new necessity — an office in the 
home,” said Mr. Clarke. He stated 
that the pressure and complexity of 
office work and the growing distance 
between suburban home and down- 
town office had necessitated taking 
home almost daily a quantity of 
office work. 
He added, “your displays must 
get away from the cold steel gray 
office furniture. 
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A CUSTOMER .. 


. looks over a small desk and accessories suitable 


for a home office as D. D. Clarke, manager, points out selling fea- 
tures at Regional Office Supply Co. in Bethesda, Md. 


“They must give warmth to the 
home and contribute to the general 
pleasing effect of the home furnish- 
ings.” 

Mr. Clarke indicated that a varied 
stock in the beginning was essen- 
tial and experimentation was the 
only way of learning what sold. Ex- 
perience over a number of months 
would reveal the fast moving items. 
Bi-yearly stock clearances at spe- 
cial prices are held at Regional to 
make space available for more ac- 
tive and profitable items. 

He advised dealers to proceed 
cautiously and to watch sales care- 
fully preliminary to tapering down 
to the items regularly stocked. In 
this list Regional’s findings have 
been a small home desk of one 
and two drawers, combination 
cabinets of safe and filing compart- 
ment, typewriter tables, bookcases 
in grained finishes, one large file 
drawer, a single pedestal wood desk, 
a hanging folder item on casters, 
fireproof equipment. 

The accessories like lamps, desk 
trays, desk pads, smokestands, waste 
baskets are items that sell as they 
fit into the ensemble. 


Regional Office Supply has ex- 
panded from 1440 square feet of 
display and selling space in office 
furniture to 3360 square feet. Their 
window display alternates weekly 
between commercial furniture and 
home office furniture in which they 
stress one item. They have used 
successfully a home office desk in 
saddle tan, another in black and 
gold with good results. 

Weekly advertisements in_ the 
Suburban Shopper with monthly 
promotion on home office items 
bring to the attention of the area 
residents desirable items. Three out- 
side salesmen talk ‘up home office 
furniture in their sales contact with 
commercial offices. 


Give Planning Aid 


“Most customers will come m 
with definite dimensions of space 
that they can give to a home office. 
We offer a planning service when 
customers are uncertain and then 
only do we try to get an idea of the 
function of this home office, the 
kind of equipment needed, how we 
can get everything into the limited 
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space, and what grain finish will be 
best suited,” explained Mr. Clarke. 

“The best preparation a dealer 
can give his sales personnel for this 
market is product knowledge. It is 
important that salesmen know and 
understand the working mechanism 


MAKE MONEY 
WITH mod ules 


@ A NEW OPPORTUNITY has 
become available for the man who 
knows more about the office than 
anyone else: the office furniture 
dealer. 

With his vast knowledge and 
practical experience, it is now easier 
than ever before for him to do what 
comes naturally: to actually plan a 
complete office—everything from 
walls to waste baskets—trather than 
simply sell separate pieces of fur- 
niture. 





Variety Possible 


Modular equipment does the 
trick, component parts that can be 
put together in thousands of differ- 
ent combinations, even millions. 

[his wide variety of modular 
parts means that an office planner 
can come up with practical solu- 
tions for efficient space division and 
work-station arrangements no mat- 
ter what the problems may be. 

From the dealer’s point of view, 
this means that the sales potential 
can be increased from that repre- 
sented by the sale of furniture alone, 
to that acquired by the sale of the 
truly complete packaged office. 

Floor planning and office layout 
is not difficult when modular units 
are used. It’s mainly a matter of a 
dealer’s past experience plus good 
common sense 
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of equipment, particularly insulated 
fireproof equipment which is be- 
coming increasingly popular. Ques- 
tions must be readily and intelligent- 
ly answered,” added Mr. Clarke. 
Regional meets this preparation 
by two-hour classes in office sup- 


plies after store hours once weekly. 
One of four classes is devoted to 
home office furniture a month. 

“We feel that a great potential 
lies ahead for all dealers in this 
field,” was Mr. Clarke’s summa- 
tion.—BM 





by NATHANIEL D. ARNOT 


Arnot Jamestown Division 
Aetna Steel Products Corporation 


For example, if it is found that 
a U-shaped work-station would be 
more efficient than an L-shaped or 
a mere solid rectangle, modular 
units of the proper size can be 
assembled easily to meet the re- 
quirements. 


A Fast Change 
When it is desirable for certain 
personnel to have privacy, free- 
standing partitioning panels in a 
variety of sizes, heights, and ma- 
terials, can be quickly set up to 
create private or semi-private offices. 
All this is a challenge to the 
dealer’s ingenuity. Working with 
these modular products is not only 
interesting, but highly profitable, as 
well. The dealer becomes the space- 
planner. He works closely with the 
client’s office manager and methods 
man, and is able to introduce ideas 
that save space, money and increase 
over-all office efficiency. The ca- 
pable performance of these services 
ties the dealer-space-planner to the 
client more closely than has pre- 
viously been possible. 


Call in Dealer 


When the time comes for internal 
office space changes, the dealer who 
planned the job in the first place is 
called in again. Rearrangement of 
work-stations is quickly, easily and 


economically accomplished by uti- 
lizing the modular components al- 
ready on hand, and by supplying 
necessary additions. 

Educated to the uses of modular 
units, the customer knows that 
changing office space no longer in- 
volves the headaches that accom- 
panied shifting of stationary parti- 
tions and inflexible office furniture. 
He is not, therefore, as hesitant to 
make these changes. To the furniture 
dealer, this replanning invariably 
means additional sales. 


Can Profit 


A number of dealers throughout 
the country have capitalized on the 
opportunity offered by these devel- 
opments to establish planning divi- 
sions. These are specialized depart- 
ments within the store, equipped 
to plan, lay out and design a com- 
plete office, from executive suite to 
file room. 


Modular units are mainly respon- 
sible for bringing these planning 
divisions into being. Through these 
divisions using modular equipment, 
the office furniture dealer is given 
an unprecedented opportunity to tap 
a vast new market where service 
to the customer can result in extra 
sales and added profit. 








“Plan-A-Room’ Graph soosts sates 





EXTERIOR .. . of Dallek’s 


@ “PROPER CO-ORDINATION 
of utility and eye-appeal” expressed 
in the modern mode. This tested 
formula termed “Co-ordini..cd Busi- 
ness Interiors” is producing for 
Dallek Office Furniture, New York, 
N.Y. 

Nathan Dallek founded the firm 
in small quarters in 1920 and ex- 
panded in the same neighborhood 
until at present the company oc- 
cupies two floors at 534 Broadway 
and six floors in an adjoining build- 
ing. Godfrey Dallek, his son, and 
Herbert Schwartzberg are his as- 
sistants. 


Study Pays Off 


Departing from the method of 
desk and chair selling, the company 
has developed the Co-ordinated 
Business Interiors Program through 
a careful analysis of customer buy- 
ing habits over a period of time. 

Today’s business executive de- 
mands for himself and his employees 
a relaxing, cheerful atmosphere in 
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Dalleks of New York Offers 


which to spend working hours. 
Recognizing this trend, Mr. Dallek 
perfected the idea and finally it 
crystallized with the establishment 
of the planned room selectors. 

The co-ordinated selectors are 
adapted to meet the requirements 
of profession, commerce and in- 
dustry. Profitable operation is re- 
vealed by the fact that three bal- 
conies have been installed in the 
two buildings for the specific pur- 
pose of displaying highly styled 
business furniture. 

Each balcony is partitioned off 


'‘Co-Ordinated Business Interiors’ 


into the equivalent of five or more 
different size rooms. Each contains 
office equipment of dramatic de- 
sign and color detailed to fit its par- 
ticular space area. 


Identify Room 


A framed graph about 5 x 7” 
hung on the wall reports: 
“This is a “Plan-A-Room Graph.” 

The size of this room is 0’ x XX’ 
and proceeds to show the business 
equipment that will fit that area. 
The interiors include units selected 
to appeal to all needs from a small 





IN MopERN MANNER. 
fice Furniture. 


. . An office recently installed by Dallek Of- 
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EXECUTIVE COMFORT ... as conceived by Dallek’s. 


to a large reception room or a whole 
suite of offices. The interiors are 
geared to appeal to small and large 
budgets fully equipped to accommo- 
date a wide range of tastes. 

In most cases people do not know 
values in the office furniture field. 
They have preconceived ideas of 
price from advertised specials and 
use them as a basis for pricing the 
entire line. Readjusting customer 
ideas by explaining that an ad 
normally represents a low priced 
item or a “special” is part of the 
overall presentation. 


Price Combated 


To combat price blocks the meth- 
od of approach includes conversion 
by suggesting an entirely different 
unit or item giving the same utility 
and convincing the client that it is 
just as important to buy a better 
piece of furniture for his office, just 
as he would for his home. Plan- 


A STUDY IN GRAY Gunlocke 
chairs finished in opaque gray to 
match desks of All-Steel Equipment 
Co. were used in this new installa- 
tion made by Herbert L. Farkas Co. 
of Newark, N. J., for the National 
State Bank of that city. 
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A-Room Graph answers for the 
client any doubtful problems in a 
“seeing is believing” manner. Up- 
ward sales volume proves the effec- 
tiveness of this method. 

The Broadway window at present 
contains a progressive office display 
tuned to executive appeal. The main 
floor arrangement markets the gen- 
eral line in an approximate 30 x 
75 foot area. 

One balcony of Graphed Plan A 
Rooms is located at 534 Broadway, 
the main building which also houses 
the business offices. Two other bal- 
conies are located in the adjoining 
building on the second and third 
floors. 

Each unit in the balconies is a 
complete arrangement from wall 
decoration, simulated windows, 
drapery, blinds and rugs. As a back- 
ground, Dallek uses varied natural 
wood paneling for walls and bam- 
boo blinds for windows. The effect 


gives fresh, new appeal to the wood 
and steel furniture selections. 
Both light and dark patterns re- 
veal their adaptability to large and 
small areas. Light mellow tones set 
the tempo for numerous executive, 
conference type desks in overhand 
progressive styles. Blends of bur- 
gundy and varied brown shades 
from pastel to deeper tones set the 
color schemes for chairs and settees. 
The air of luxury in no way de- 
tracts from the proper utility bal- 


‘ance. The company pursues a vig- 


orous sales campaign at all times. 
All employees attend regular sales 
meetings and lectures. Talks are al- 
so scheduled by manufacturers’ rep- 
resentatives so that everyone is fully 
familiar with developments in the 
field. 


Mail Helps Out 


Aside from four men travelling 
the trade, direct mail and newspaper 
advertising are integral parts of pro- 
motion. An 82 x 11 inch concise 
brochure gives a graphic outline 
of the firm’s activities including il- 
lustrations of installations, a brief 
history of background with ac- 
knowledgment to and a list of manu- 
facturers they represent. There also 
is a list of the services supplied by 
the company so the client may have 
before him at all times a complete 
picture of what Dallek Office Furni- 
ture can do for him. 

The company believes that the 
office furniture field faces a time 
of unlimited sales potential and 
there is no top to the anticipated 
volume to be achieved. 
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Customers are Drawn by 
Convenience of Roadside Location 


90-mile radius 


WITHOUT OUTSIDE 
SALESMEN 


@ IF JOSEPH STERNBERG, 
owner of the Saveon Office & Shop 
Equipment Mart at 65 State High- 
way, Paramus, N. J., had a literary 
turn of mind he would describe his 
unique operation in terms Mo- 
hammed not having to go to the 
mountain because the mountain (his 
public) drives past in great numbers 
every day. 

In simpler business terms he says, 
“Almost my only merchandising ex- 
pense is my neon equipment. 
Around me is a growing suburban 
residential area. At the end of High- 
way 17 is the Newark-Jersey City- 
New York City area. In the other 
direction is the Catskill resort area, 
well populated with small service 
businesses but having no store with 
an extensive stock of office equip- 
ment.” 


Cash and Carry 


Result: an extensive drop-in traf- 
fic, much of it cash and carry. 

Business men driving south to- 
ward the metropolitan area will pull 
off the teeming highway and load 





JosEPH STERNBERG .. . pro- 
prietor (left) and salesman 
Ted Barnes. 
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their rear seat with a file case or 
office chair, or leave an order for 
quick delivery of a desk. 

“The store’s busy time is between 
8 and 9:30 in the morning, with 
another peak just before 6 p.m. 
when home-going commuters drop 
in with a bit more leisure to inspect 
our stock,” Sternberg said. 


Cross Highway 


“We’re lucky that there are other 
highway outfits with parking space 
across the road, or we’d never get 
the north-bound traffic in the eve- 
ning—a car just can’t break across 
the heavy stream of cars. So the 
customer parks across the way and 
does some fancy footwork to skip 
across.” 

Saveon’s complete staff is com- 
posed of Sternberg himself, Ted 
Barnes his assistant salesman, a 
bookkeeper, and a driver. Either 
Sternberg or Barnes will go out 
occasionally to follow a hot lead, 
but there is no “canvassing the 
trade.” You can’t pin-point a po- 
tential market of millions, ranging 
from city business men to up-coun- 
try farmers. 

“Once I delivered a safe to a 
farmer up in New York across the 
state line, and it was a scream to 
watch him going around into closets 
and under mattresses collecting 
bales of cash which he had finally 
decided was better off in a steel 
box,” Sternberg recalled. “He had 
driven by in an old jalopy and 
turned around, came back, and in, 
dressed in old overalls. By that time 
I had learned not to take farmers’ 
appearances too seriously, and when 
he asked to look at safes I knew he 
probably wasn’t kidding.” 





On Hicu- 
WAY... 
the Save- 
on build- 
ing. Note 
huge neon 
sign which 
dominates 
the scene 
and at. 
tracts pas- 
sersby. 


Towns like Ellenville, Newburgh, 
Monticello and Middletown get less 
traffic from the people who live 
nearby than does Saveon on Route 
17. “Everyone goes to the city 
sooner or later,” Sternberg declares, 
“and it’s easier for upstaters to park 
and shop on their way than it is 
for them to find time when busy 
around home.” 

The present original brick struc- 
ture is two years old, built to Stern- 
berg’s specifications, and quickly 
paid off so heavily that he put on an 
extension last year. He pioneered in 
roadside merchandising six years 
ago when he opened a store on 
Route 22 near Hillside, N. J., just 
outside of Newark. He first went 
into the office equipment business 
16 years ago, with a main artery 
shop on Central Ave., Jersey City. 


Banks on Signs 


The $3,000 neon sign perched on 
stilts above the original one story 
building, plus another neo flasher 
on the face of the store over the 
show windows, are Saveon’s main 
advertising expense. They remain 
illuminated until midnight, although 
the store itself closes about 6 p.m. 
Traffic is heavy until late at night. 
Sternberg believes, on the basis of 
experience, that there is no need to 
stay open evenings to catch late 
traffic, because most of it is of the 
regular return variety. 

Many potential customers register 
the fact of the store’s existence on 
the highway in a back part of their 
brain until the occasion arises for 
a purchase, and then they will drop 
in on the next trip past. So many 
past customers have remarked that 
they stopped to make their purchase 
months or years after they first no- 
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ticed the store on a drive by, that 
Sternberg is sure that there are 
thousands driving by almost every 
day who will stop in when the need 
arises. 

The store’s main stock is in office 
furniture and equipment. There is 
a comparatively small stock of office 
supplies maintained only as an ac- 
commodation for the customer who 
buys a desk or shelving and then 


remarks, “I might as well take along 
some mimeograph paper.” Usually 
the boss or department head who 
lives in the suburbs leaves the pur- 
chase of paper and supplies for his 
secretary to do in the stationery 
store near the office in town. 
Sternberg tries to keep his dis- 
play neat, but is simply too piled 
with inventory to try to make room 
for swank office suite set-ups. He 


carries mainly the middle line of 
utilitarian merchandise, and does 
not try to handle drapery fabrics and 
floor coverings. Invincible, Hillside, 
Royal Metal, Lewis, and Berger are 
his main steel lines, and Myrtle and 
Alma his mainstays in wood. In 
addition to a large selling floor 
crammed with merchandise, he 
keeps a cellar full of reserve in- 
ventory.—OJM 





enthusiaSM can BE BUILT 


BY SALES TRAINING 


@ WE ARE ALL FAMILIAR 
with the idea that sales cannot be 
made without enthusiasm on the 
part of the salesman. Hence, it is 
imperative to us as dealers, store 
managers and sales managers that 
we give to our salesmen the “drive” 
needed to sell our merchandise. 
The best way that we have dis- 
covered, over a period of years, for 
building enthusiasm with our sales 
force is through sales training. 
We cannot stress enough that the 
training must encompass the qual- 
ity of our merchandise, its appear- 
ance (appealing to the _ vision 
sense), and last, but far from least, 
the service of the organization that 
stands behind these salesmen. 


Why Education? 


We feel that coupled with a first 
rate line of merchandise and first 
rate service, sales training should be 
a paramount issue. Such education 
means building enthusiasm in the 
salesman. He will be able to go out 
with firm belief that he is: 

|. Selling one of the best prod- 

ucts of its kind on the market. 


2. Selling one of the best ap- 
pearing products. 
3. Selling a product which, once 


it is sold, will be backed up 
by service to the customer if 


the need arises 
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Enthusiasm is a very contagious 
situation. Through sales training the 
enthusiasm of the sales manager or 
store manager can rub off on the 
salesmen. Just for example, we have 
all seen someone on a busy street 
looking up into the heavens. Soon, 
many others are glancing upward 
in the same manner. So it is with 
enthusiasm. 


Know Answers 


Be enthusiastic at your sales 
meetings and soon the sales force 
is ready to meet the objections and 
excuses offered by customers as 
barriers against purchases. Getting 
the order, these same salesmen will 
be ready to go back again with 
enthusiasm because they know that 
the organization behind them will 
service the products sold. 

We feel that an untrained sales 
person cannot be enthusiastic be- 
cause he does not know the product 
sufficiently enough to be “bubbly” 
about it. 


Stirs Interest 


At one of our recent sales meet- 
ings the fact that our furniture is 
made from cold rolled steel was 
brought up. One of the boys who 
had shown interest, but not en- 
thusiasm, up to this point, became 
very inspired over this one little 





by FRANK A. GROUNDS 
Wagner Office Equipment, 
San Angelo, Tex. 


feature. This new zeal was allowed 
to grow and he passed on to others 
the fact that cold rolled steel is of 
superb quality. 

Thus, one small feature can be 
the spark to push a salesman on 
to greater sales, That, of course, 
means greater profits for himself 
and also for the company which he 
represents. 


What enthusiasm can a man have 
if he knows nothing about the prod- 
uct he sells? 


A steel desk to a man untrained 
is just a steel desk. . . 


And a wood desk is just a piece 
of wood. 


With sales training, that wood or 
steel desk becomes a piece of craft- 
manship, skill—just like a skyscrap- 
er designed for a purpose. 


Means to End 


Such fervor for the product being 
sold can only be reached through 
education in the background of the 
furniture. 

Enthusiasm means belief in the 
thing you are selling. . . 


And it means training, more 
training, and withal, proper train- 
ing. 


Of such clay is a successful sales- 
man molded. 
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CONFERENCE 
TABLES AND 
CHMATEHSeceeece 


No. 19 Series 


No. 605 Arm Chair 


No. 18 Series 








THE ABOVE TABLES ARE AVAILABLE IN THE FOLLOWING SIZES: 
42”x96" 48”x120” 48” x144” 48”"x168” 48"x192”" 





Chicago Sales Roam 
The BUCKSTAFF Co. Write for complete information covering our line of Con- 


‘ ference Tables, Chairs, and other Office Furniture. Buck- 
Yo Wm. H. Wark. staff Furniture is designed to meet the demands of the 
Phone W.H. 4-6958 modern office yet has that sturdy construction so vital to 
666 Lake Shore Drive lasting wear. 


Chicago II, Illinois 














THE BUCKSTAFF COMPANY - OSHKOSH, WISCONSIN 
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PRICES 


It’s like a dream come true! 


















Now you 
You'll find our 


reduced prices compatible with your customers’ 


can talk quality and price. 
pocketbooks. You'll also notice that quality, 

a tradition with Weis, has not been sacrificed 
one iota. What has caused these sizeable 
reductions? New manufacturing methods 
mainly, but also our constant effort to keep 
our products in a competitive price bracket 
and yet maintain a high level of quality. 

You can get complete details on 

new prices by clipping the Request Blank 


and mailing it to us immediately. 


Weis Manufacturing Company 


\ solies Monroe, Michigan 
\ —_— 
\ & \— rom. ae 
wre Gentlemen: Without cost or obligation, send me a copy 
— = : 
\ . of your current General Price List. 
a7 La 
eT Bann cicncsdbisientesiineiiceiek uae 
RGGI «ccna cnicceeastghttlaypuitupies saint 
Cy... ccsccudbalateoace Zone ate ...csususisis 
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Ari able salesman can always sell a- quality line. WATSON bad 


long been established as one of the foremost fabricators of Fe 
fine steel record filing equipment for Banks, Court Houses, ag 


Institutional and Public Buildings, Hospitals and Business es 


% Listed below are the WATSON Stock Lines, — each one com-- 
plete to provide modern and efficient filing protection for most. 
standard types of records . . all loaded with “sellfeatures"h” 


Several dealer territories are open _ . perhaps yaret.: 


since 1887 


celled toe quality, efficiency, endurance: and | ap 








l these are WATSON Stock Lines: 


400 Line — "High Line" of document files and 
roller shelf cases. 7134" high — 
with Companion Units 3434" high. 


800 Line — Horizontal Units—for stacking — 
maximum flexibility —all styles. 


3100 Line — Counter Height Units — 
417/," high—Continuous Linoleum 
tops and streamline counter 
fronts. 


4100 Line — Vertical Units — all styles of 
standard units in 51 7/2"" height — 
also 2 drawer desk height units. 


When you sell this seal - 


5100 Line —5 drawer cap and letter cases. 
Optional Inserts available for 3100, 4100 and 5100 Lines. 


For information on any or all of these lines, write Dept. A-18 


you sell Quality! 


A WATSON dealer has access to Watson Engineering 
Service, — which will design units, or complete installations 
for unusual or special record filing conditions. 


WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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CIGARETTE TEST.. 






BRING MORE CUSTOMERS GREATER PROFITS YOUR WAY WITH... 
new BROWNE-MORSE OFFICE FURNITURE 


Even with the very intense heat of a 
burning cigarette, there’s not the 
slightest mar, burn or discoloration on a 
Browne-Morse Plastite Top. What's more, 
this amazing new Plastite Top is chip- 
resistant, ink-proof and wear-proof. It’s 


practically indestructible! 


Produced exclusively by Browne-Morse, 
the revolutionary Plastite Top is inter- 
changeable on all flat-top desks and is 


fully insulated against sound and vibration. 


re B rowne>. 
— orse 


COMPANY 
MUSKEGON, MICHIGAN 
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But that’s not all! Plastite Tops are color 
blended to suit the most ultra modern 
color designs now available on all 
Browne-Morse Furniture. 


Whether it’s a feather-touch Glider File, 
posture chair, modern lifetime-steel desks 
or amazing Plastite Tops, you'll find a long 
list of exclusive sales advantages with the 
new Browne-Morse Line . . . that express 


themselves in profits. 


New Browne-Morse Furniture on your sales 
floor will literally sell itself. See it! Test it! 
Sell it! 
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Fire-resistive vault doors for 
new construction ond ae 
replacement markets. 








Map and Plan Drawers for 
engineers, art studios, printers, etc. 










Steel Transfer Files priced 
right for contract and 
over-the-counter selling. 


Steel M Chests f h 
(NEW LINE) ee oney ests for everyone who 


exchanges merchandise for cash. 


ne {that SETS THE PACE 


Typical pace-setting advantages of the YORK line 
are these new products and merchandising ideas, 
shown for the first time at our 1955 N.O.F.A. exhibit. 
(1) Insulated Files. In addition to 1, 2, 3 and 4-drawer 
letter and legal models, this new line features 5-drawer 
cross files . . . 5-drawer check files . . . 6-drawer 8x5 
files ... and 8-drawer tab card files. (2) Steel Transfer 
Files. A completely new line priced to capture the cardboard market 
... features simplified new arrangements for locking files together 
without use of tools. (3) Exciting new colors for safes... 
complementing the trend to decorator-planned offices. 














Fire-resistive Safes of 
all types and sizes 
with Underwriters’ 1, 
2, and 4-hour labels. 
(NEW EXCITING COL- 
ORS AVAILABLE) 









































All ingredients for successful merchandising are incorporated 
in the YORK line (sold exclusively through dealers) ... 

a proud name widely known for quality and performance 
... prompt deliveries ... factory representatives ready 

to help increase volume and turnover. Be sure you 

have up-to-date sales data . . . especially on 

our new lines! Use the convenient coupon today. 


YORK SAFE & LOCK 
2000 Mulberry Rd., S. E., Canton 2, Ohio 


Insulated Files 

in many models 
provide 1]-hour 
Underwriters’ 
labeled fire 
protection for 
records at point- 
of-use. (8-drawer 
tab card file 


shown). 
(NEW LINE) 






The Most 
Famous Name 
in Protection 


Daeslers! Get Aboard / 


York Safe & Lock 

2000 Mulberry Rd., S.E. 

Canton 2, Ohio 

Please send complete selling data on: 

















() New Insulated Files ] New colors for safes 

(0 New Transfer Files [-] Complete Line 

Firm 

Individual Title : : ; 
Street 

City Zone State 


NATIONALLY ADVERTISED 
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Wondertul things happen 
to your office 


when you buy 


STEELCASE 





. wonderful things like having a happier, more energetic office 
working force . . . profitable things, such as saving as much as 25 
per cent in office floor space . . . satisfying things like knowing your 
office furniture problems are over, since with Steelcase your first 
cost is your only cost. With absolute satisfaction as its golden rule, 
Steelcase continues to serve the fine companies of America . . . as * 
is has for over forty years. 


FREE... “Sunshine Styling” ... the most unusual, most 
dramatic office furniture brochure ever created. Please re- 
quest it on your letterhead, addressed to Department A, or 
ask your local authorized Steelcase dealer. 








STEELCASE ING 


GRAND RAPIDS, MICHIGAN 


WHENEVER YOU WANT TO MAKE A GOOD OFFICE...A LITTLE BETTER 
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From the current 


Steelcase series in 
BUSINESS WEEK 

U.S. NEWS & 

WORLD REPORT 

DUN'S REVIEW 


AND MODERN INDUSTRY 


P.S. These “Sunshine Styling” 
Booklets are Impressive Sales 
Tools. Make sure you have 
Plenty on Hand! 
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FOR THE CONTEMPORARY 
OFFICE... 


Sleek and trim looking, this is Modern at its 
very best. No frills necessary — beautifully 
crafted Walnut and Oak, and handsome, 
genuine leather make an unbeatable com- 
bination. It would be difficult to find a more 
appropriate group of chairs for the con- 
temporary office. 


Chair No. 850 
THE RIGHT CHAIR AT THE RIGHT PRICE 


—Jasper Chair’ 
Company 





SPER, INDIANA 


pone oegmaea “ee A. LITCHFIELD, SALES MGR. 


























































GEORGE DEUTSCH (SOUTHWEST) BROWNE (WEST) R. J. FREEMAN AND JOHN R. FREEMAN 
FIRST STATE BANK BUILDING Say E. 14th ST. (EASTERN) .385 MADISON AVE. 
DENTON, TEXAS SAN LEANDRO, CALIF. NEW YORK, N. Y. 
4 we JAMES S. FOWLS, (SOUTHERN) JACK S. DORAN (NORTHWEST) w. H. BROWN (CHICAGO-MIDWEST) 
SPen-smor® 327 SUNSET DRIVE, NORTH 1527 E. 14th ST. 666 LAKE SHORE DR. 
ST. PETERSBURG, FLORIDA SAN LEANDRO, CALIF. CHICAGO, ILL. SPACE 844 
BURGLAR PROOF CHESTS =_ bead 
FIRE & BURGLAR PROOF 
SAFES 
P= SCHWAB Product Chai 
tee 
Sell the Complete Schwab Line. Enjoy 
bé © © 9 
lmmeries the benefits of SCHWAB “‘Chain Reaction 
There are no missing links in the Schwab line. It is complete. It is carefully designed 













and well suited to the rigid requirements of today's hazards. It offers the maximum 
protection against FIRE and THEFT. Yes . . when you offer SCHWAB PROTECTION 
to your community, you're selling the best. 


Write for Literature 


SCHWAB 


SAFE COMPANY 
LAFAYETTE, INDIANA 











HOME CHESTS 
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STATES 
ROCKEFELLER 


UNITED 


RUBBER 
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Chairs Courtesy of Steelcase, Inc., Grand Rapids, Michigan 


- 





For Mr. Executive and his staff, this finest of foams is a 
real investment in office efficiency. The deep, buoyant support 
of U.S. Koylon Foam gives the body weightless ease to 
offset “ 


spring and resilience of U.S 


desk fatigue.” In addition to luxurious comfort, the 
S. Koylon Foam keeps cushioning 
always smoothly groomed, day after day— 

in years of use. For office chairs 
that let you be at your best, and 
always look their best—specify 
U.S. Koylon Foam Cushioning, 
to your decorator or 


upholstery supplier. 





RUBBER COMPANY 
CENTER - NEW YORK 
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ARE You 
WASTING 
TIME...2 


, 


and tedious labor in assembling 


with countless nuts and bolts? 





cabinets 


Supreme’s cabinet line is so unique that as- 


sembly requires but a short fiftee 


n minutes. 


Write for catalog illustrating Supreme’s complete line of 
cabinets. Specific gauges of steel and detailed construc- 
tion listed therein will prove quality can still be obtained 


at low cosf. 





THE MOST COMPLETE LINE FOR EVERY REQUIREMENT 
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Write Dep’t C for Catalog and Price List 















How to Make a Sale 
at One ‘Sitting 









It’s easy to sell a Craftsman chair if you 


simply get your customer to sit in it! 


Take the No. 2000. He'll feel at once the 
“just right” resiliency of foam rubber seat 
and back . . . the posture fitting styling. He'll 
admire the rich, warm combination of top 
grade cabinet wood and luxury covering. 


The No. 2000 is one of a proud line styled 
for more than a quarter of a century to fit 
every need and budget. Today’s complete 
line includes both the tried and true tradi- 
tional and the most modern tapered-leg de- 
signs. 
Because Crafstman chairs sell on “‘sit” ... 
come in a wide range of styles and prices 
you can build volume business with 
Craftsman. Write today for details. 
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WE’LL PAY YOU *6.00 EXTRA 
TO SHOW A SENTRY 


TO ONLY 6 PROSPECTS! 


















Why do we make this offer? Be- 
: cause we want you to prove for 
ee yourself what our dealer surveys 
repeatedly show—that every 6 
demonstrations of a SENTRY to 
people interested in personal safes 
will result in one or more sales! 
Therefore, for a limited time 


business man needs one . 


SENTRY .. 





Suggested 


List Price 


*110* 


STANDARD DISCOUNT 
pilus odv 


allowance 


Coclusive SENTRY SAFE-and-CABINET Combination 











only, we will pay you $6.00 to 
show the new SENTRY Safe- 
and-Cabinet combination to 6 
people. This “‘bonus” is in addi- 
tion to the regular liberal profit 
you make from the one or more 
SENTRY sales that should result 
from these showings. 


CASH IN ON A VAST, WAITING MARKET! 


There is a tremendous untapped market for the sale of 
personal safes. Every home owner, farmer, professional and small 
. . yet less than 5% have been sold. Now 
. and only SENTRY ... 


makes it possible for 
you to sell in volume to this 
profitable market. The rea- 
son is simple: 

SENTRY offers personal 
safes priced within reach of 
everyone . priced far 
lower than other compa- 
rable safes. That’s because 
SENTRY is built by revo- 
lutionary mass production 
methods by the world’s 
only specialty safe manu- 
facturer. 


As a night stand... 


Next to desk 
or against woll.. . a> 





NOW is the time to take advantage of our 


special ‘“‘Prove-it-Yourself”’ offer. You can’t lose 


so fill out the coupon and MAIL IT TODAY! 


JOHN D. BRUSH & CO., INC. 


formerly Brush-Punnett Co. 
545 West Ave., Rochester ll, N. Y. 


Gentlemen: I’m interested in your special “‘Prove- 
it- Yourself’ offer, and the opportunity to make 
volume profits with SENTRY. Without obligation, 
send me full details. 








ee SE cs 





Only SENTRY has it—a safe A handsome piece of furniture 
concealed in a genuine African’ that blends with any home or 
mahogany cabinet, 2544” high, office decoration. And look at 
20” wide, 20” deep. Also avail- these big-safe features: r 
able in blonde or walnut finish. a 
@ Fireproof VERMICULITE insulation, as @ Bronze or gray metalescent baked en- t 
required for Army field safes. ame! finish; all bright parts chrome é 
@ Fire protection up to 1700° F plated. 7 
@ Built-in combination lock. @ Weight, 225 Ibs. Capacity, 2340 cu. in a 
@ One-piece door; all-steel interior (re- Dimensions: Outside, 2442” x 1742” x | 
movable); 2 drawers, one with lock 1742”; Inside, 15” x 12” x 13”. ‘ 
§ 
FOR THOSE WHO DO NOT WANT CABINET: . 
SENTRY STANDARD SENTRY MAJOR a NAME 
$69.95 $98.95 ' 
2340 cu. in.—210 lbs. 3285 cu. in.—275 lbs. ADDRESS 
2414" x 17144" x 17%" 241%" x 17%" x 22%" t 
STANDARD DISCOUNT, PLUS ADV. ALLOW. 8 city 
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| more fine features .. . 
than any stand ever built! 





(SHIPPED KD 
OR SET UP) 





Multi. “purpose 
%” plywood 
tops. solidly 


. weld-braced; 


strong 1” 
square-tube 
steel legs. 





Rigid new 
leaf-lock holds 
leaves properly 
in position: 
cannot release 
accidentally. 





Floor - aripping 
safety domes. 
handy lever re- 
lease for silent 
retractable 
casters. 





Leveling de- 
vices assure 
ectly even 
surface in 

.” grease where 
. id is not 
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more real selling points. . . 


“GUARDIAN” 


OFFICE MACHINE 
TABLE-STANDS 








designed to 


SAFELY support the 





heaviest office machines 





Only YOU as a Cramer dealer can 
offer these distinctive stands. Built to 
fill all normal office requirements—de- 
signed especially to rigidly support 
electric typewriters and heavy calcu- 
lating and billing machines—ideal for 
the new electronic marvels that depend 
on complete stability for proper func- 
tioning. 

Available in various sizes and heights 
and in colors to suit, Models OMS-10, 
OMS-1035, OMS-11 and OMS-1129 
are STYLED to complement the decor 
of the modern office. 

MANAGEMENT METHODS, DUN’S RE.- 
VIEW and other leading business publica- 
tions will carry ads featuring these stands 
Informative mailing pieces will be provided 
for your use. Take advantage of this cam- 
paign. Stock Cramer Guardian stands—safe- 
guard your customers’ investment in costly 
office machines build your own profits 


@ Dealerships available 
in certain areas; write 
Dept. OA-1 for the 
complete story 


POSTURE CHAIR CO., Inc 


Meiink 


A, B and C LABEL SAFES, HOME VAULTS, 
BUSINESS MACHINE AND TYPEWRITER STANDS 


1205 Charlotte; Kansas City 6, Mo... 


ENGINEERED - Not Just Built 





HERLULEG 





KNOCKED-DOWN 


TYPEWRITER 


1S SHIPPED 

IN A COMPACT 
INDIVIDUAL 
CARTON 


STAND 


Now Meilink brings you its famous Hercules Arched-Strut 
typewriter stands in convenient knocked-down models 
designed for quick, easy, foolproof assembly with screw driver 
and pliers. All holes pre-drilled. Just follow sketch. 


Method of fastening assures exceptional rigidity. 


Hercules exclusive Arched-Strut design and welded tubular 
frame prevent tipping and provide necessary strength to 


support heavy electrical machines. 


No sharp corners or exposed bolts . . 
with No-Mar soft rubber wheels .. . 


.easy rolling 2” casters 
No-Glare Vibrex top 


Magic-Lok wing for either or both sides; pull and it drops 


. push and it locks 


WRITE NO 


for sample stand and 
illustrated catalog sheet. 


STEEL SAFE COMPANY 
TOLEDO 6, OHIO 
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Excavations in the floor 7 





Time to sell Bassick glides! 








Unguarded furniture legs raise Cain with expen- 
sive office floors. 

If you've re-finished a floor lately, you know it 
produces a large pain in the pocketbook. And if the 
job is postponed, the worse the floor looks. 

You'll do your customers a favor by selling them 
smooth-sliding Bassick Rubber-Cushioned Glides to 
prevent floor erosion. Broad, flat base of polished, 
hardened steel won’t gouge floors. Live rubber cush- 
ion absorbs shocks. A size for every need—adapters 
for metal-tubing legs. Most sizes in 
stock for fast delivery. The Bassick 
Company, Bridgeport 2, Conn. In 
Canada: Belleville, Ont. 


Don’t forget casters! “Dia- 
mond-Arrow” Casters make 
office chairs and furniture 


roll at a touch. Double ball- 
bearing action for easier 
swivelling. Soft rubber or 


tough plastic treads. Types 
for metal or wood legs. 


















ENGINEERED - Not Just Built 


For more chair profits, 
make sure your CUSTOMERS 
know that 





THERE’S A 




























CHAIR 
TO FILL EVERY 





NORMAL AND 





SPECIAL NEED 


MANY A 
MODERN 
BUSINESS 


.in sizes, materials <9" x RELIES 
: ~ A lay 
and price ranges to tT 


suit every requirement. 


As a Cramer dealer, you can offer 
customers their choice from OVER 
A HUNDRED AND FIFTY qual- 
ity-built chairs, each model exactly 
suited to the particular requirements 
of modern offices, shops, factories, 
specialized trades and professions. 


Our records show that dealers 
who make the most profits also 
make the most of this COMPLETE 
line, by furnishing chairs not only 





sti th 


for the customer’s office, but also for 
his entire operation. That’s why we 
recommend that you 


KEEP A REPRESENTATIVE STOCK ON 
DISPLAY — KEEP YOUR SALESMEN 
WELL-INFORMED — AND YOU'LL KEEP | 
PROFITS COMING IN! 
, @ Dealerships availa 
in certain areas; write 


Dept. OA-2 for, the 
complete story, 





POSTURE CHAIR CO., Inc. 
~120$ Charlotte, Kansas City 6, Mo. 
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DORO No. 700 & No. 800 SERIES SECTIONAL BOOKCASES 


Will Intermember With Globe-Wernicke Bookcases 
—Wood-Receding Door Style— 


© ECONOMY LINE 


Overall Dimension 


Item Description Height Width Depth Shipping Wt. List Price 
157. Top 34," 334,” 11." 10 Ibs. $ 8.50 
117 Book Section 134%," 333/44" WY” 24 Ibs. 19.20 
137 Book Section 154%” 334," 11%” 27 Ibs. 20.00 
747 Base, Leg Style ,* 333," 114%" 11 Ibs. 8.50 


Finishes: Oak, Imitation Walnut, Imitation Mahogany. 


Write for Description & Prices also on our 
NATIONAL LINE OF BOOKCASES 





a manufacturing company 


| Send for New DORO Catalog on Complete Line 
WOOD DESKS — TABLES — COSTUMERS 220 Institute Place, Chicago 10, Ill. 

















> $ SMARTER STYLES 
* SOUNDER CONSTRUCTION 
* EFFICIENCY FEATURES 


Value priced to boost your sales 





Steel desks 





~ 
featuring exclusive “PERMA-HUSH" con - ¥ 
struction . . . designed to give jitetime ov 4 oe 
eration for office efficiency. A complete = 
range of styles and sizes for the ultimate ed 
in fiexibility and planning. i 

-~ 

. 


The 6000 SERIES has modern rolled edge 
top with stainless steel trim. The same 
desk models available in EXECUTIVE 9000 
SERIES with conference type overhang tops, 
and the new 2000 SERIES with square-edge 
tops for space saving requirements. Com- 
panion telephone cabinets, credenzas and 
book cases in matching design. 










Steel filing cabinets that are truly Grade 
A! 3200 SERIES has exceptionally heavy 
gauge construction for lasting, trouble- 
free performance, smooth quiet drawer 
operation. A complete line to answer 
any filing need, including counter ar- 
rangements. 

2300 SERIES, identical with 3200 SE- 
RIES, but without thumb latch. 

Write for full details. 













The BENTSON MANUFACTURING COMPANY 


AURORA, ILLINOIS 


IN FIVE STANDARD COLORS 





AVAILABLE 
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7 MTT 
We Uf mal, 


IN BEAUTY... 
QUALITY... 
LUXURY 





No. 400 SECTIONAL 


Available in all sizes 
and with curved units. 


AND INSTITUTIONS 
\e 


allite for New Color « ata log 
modernize INC 


666 Lake Shore Drive ¢« Chicago 1}, Illinois Factories 





JASPER TABLE COMPANY 


presents 
SMART NEW DESIGN DETAILS 


of the flit 4 


SERIES OF OFFICE ACCESSORIES 








BC-634G -TL BOOKCASE 





In addition to the regular island base, a new TAPERED LEG with hand- 
some brass ferrule [illustration C) is now available on many Trimline 
pieces. Also available, as an alternate to the island base on some 
pieces, is a new TURNED LEG [illustration D) that makes these pieces 
harmonious with desks having turned legs. All pieces with tops are 
available with regular rounded edge top or Stratoline square edge top. 




















Our new catalog describes this group in detail. Send for it today. 


Jasper Table Company, Jasper, Indiana 
MAIL ° Please send catalog of complete line. 














a NAME 
ia ‘= TODAY - STREET 
TAPERED LEG TURNED LEG ° city ZONE STATE 
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Desks that have won 


acceptance and 

are backed with 
effective advertising and 
powerful selling helps. 


é Mana ORe 





Your Profits are on the 


Quality S$ ||Je 


Sell the top quality attractiveness and durability 
built into every INDIANA DESK, and your profits 


go up! 


It's easier to sell finely wood-crafted INDIANA 
DESKS to top business executives because they de- 
mand the best. They look for the priDemark of 
skilled craftsmanship in the middle drawer of every 
INDIANA DESK. We drive the message home to 
them in leading business and executive magazines 
that THIS is THE mark of desk quality . . . to take 
no less. 


That's why you close more sales, quickly, and at 
bigger profit . . . when they see this IDentifying 
quality signal in your INDIANA DESKS. 


Send now for 





details on 
how to make 
more profit 
from INDIANA 
DESK quality! 











TINGtANa Se 
AE alt «Si ) ) a i pS y ; 
f iJ - JASPER, INDIANA” 
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ACE LOCK 





FOR PRIVATE STRONG BOX 











DRAWER LOCKS 


Write for our 


Engineering co-operation is 


complete catalog. available without obligation. 





CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 





OA—5/55 








tilat: 
stanc 
off-tl 
Com: 
locki 
fit a 
Douk 

















No. 3-U Basic 4-ft. office 


wardrobe unit provides 12 
wooden coat ~~ (spaced 
4” apart) 12 individualized 
hat spaces on embossed (ven- 


tilated) shelves, umbrella 
stands on each column and 
off-the-floor overshoe shelf. 
Comes in any length (inter- 
locking units) by the foot to 
fit any available space— 


Doubles lockerroom capacity. 







Offices, factories, churches, 
schools, clubs, hotels, res- 
taurants, institutions, 
lodges —even private homes 
—wherever people gather 
today you see VALET and 
Checkerette Wardrobe 
Racks. There seems to be 
no limit to the demand or 
market for these efficient 
units. 


For profitable volume 
sales-talk, display, demon- 





strate and catalog VALET 
and Checkerette Racks. 
(Tie-in your local advertis- 
ing with VOGEL-PETER- 
SON’S extensive program.) 
Write for our file of adver- 
tising helps, mats, cuts, 
\ sales literature, decals, etc. 


No. S6 Answers the wraps problem 


in the small or private office. 
Provides 6 coat hangers, 6 hat spaces and 
a umbrella stand. Keeps wraps in an 
orderly manner—aired, dry and ‘‘in 
press.”’ Will not tip over. 








TT heieietal. - 
| Se 
= SSS >-+-+S== 
! I- —_—— 
ee. 
» -ot 
( t+, 
oo ! ty — = 
hi — Salto 








Combines the 

best features of both ward- 
robes and lockers. Provides em- 
ployees with coat hangers held apart on pre- 


determined centers, ventilated hat spaces, overshoe 
shelf and dry 12” x 12”x 15” lock boxes for personal effects. 
End crumpling of damp wraps in dark lockers, soggy 


lunches soaked by wet hats and mittens, etc. 6 ft. unit 
accommodates 12, 9 ft. unit accommodates 18. 


7 = #86 
' A separate line of smaller large 
capacity floor and wall wardrobe aie 
with a hundred uses. Checkerette racks 
have unique feature of storing away 
like folding chairs when not in use. Go 
anywhere —can be set up without tools 
or fasteners in less than a minute. 


Manufactured only by Write for Bulletin 13. 


VOGEL-PETERSON CO. 


1121 West 37th St. ° Chicago 9, U.S. A. 
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Business Boon for Top Executives 






the remarkable chair 
in which you 
REST as you WORK 







Model 532% UL 





RELAXATOR-POSTURE CHAIR 


Here is the most remarkable seating ever created 
for top executives. Here is an unparalieled, 
self-adjusting posture chair for fatigue-free 
working hours, plus exclusive head-rest and 
proper recline-action for those precious minutes 
of rest so essential for busy executives. 
MILWAUKEE'S Relaxator-Posture Chair is the 
custom-crafted masterpiece with the dual 
advantages you can demonstrate dramatically 
and sell with ease. Write for full descriptive 
details today. 


makers of fine chairs for over haif a century 


MILWAUKEE CHAIR COMPANY 


Milwaukee 45, Wisconsin 








UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 
1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 













able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
COMPANIES: (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
: 240 Fleet St. East, Toronto 2B, Ont. 














oy OLD, OLD LINE 
4vit}) NEW, NEW LINES! 


LOOK FOR YOURSELF --- See the smart new look and 
the great new features on FRITZ-CROSS CHAIRS. New 
designs . . . new colors and finishes . ... new materials in 
upholstery . . . new ‘‘extras’’ to add extra life and com- 
fort, with no added cost. 


For years and years, FRITZ-CROSS CHAIRS have been 
noted for quality and value. Now this pioneer old line 
brings you many of the newest ideas in modern business 
seating. 


Take a good long look at F-C Chairs; your customers will! 


THE FRITZ-CROSS COMPANY 


+ 300 E. FOURTH ST. ST. PAUL 1, MINN. a eae 
MODEL F.C. 870-XL 





FRITZ-CROSS "EXECUTIVE" CHAIRS FEATURE DEEP FOAM-RUBBER CUSHIONS 





212 OA—5/55 














Width 
Betwe 
Depth 
Heigh 
Heigh! 
Depth 



























URA BL Ei is first for GOOD QUALITY at LOWEST PRICES! 


Prime Steel @ Electrically Welded ® Non-Suspension @ Ball Bearing ® Compressor Follow Blocks 
Aluminum Pulls ®@ Finished in Standard Grey or Green Permanized Baked Enamel 


IT’S NEW! 


Low Priced 


MODERN 
EXECUTIVE 

























EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 
FILING CABINETS 
BOOKCASES 
SECTIONAL BOOKCASES 
STORAGE CABINETS 
ROLLER FILES 
TELEPHONE CABINETS 
SPECIALTY CABINETS 





@ Heavy gauge furniture 
steel 


@ Smooth sliding drawers 
with roller bearings 

@ Satin finished 
aluminum hardware 

@ Adjustable height 


$e FOR DURABILITY, © Modern recessed bock 


@ Standard grey or 


MODERN EFFICIENCY, — ottractive desert ton. 


@ Desk Top—53”x25,” 
WORKING COMFORT — © Dest Tep—59”x25¥ 


WRITE FOR ILLUSTRATED CATALOG#15 AND DEALER PRICE LIST. 























Carefetty Patna 
, ‘ pi. up, if Individual 
iy, i § } ‘ Sette: J Cartons 


PROMPT SHIPMENT 





EXEMPLIFIED BY 


BRIGHT! 


Styled for perfect harmony. Fash- 
ioned for luxurious wear. Cus- 
tomed for lasting comfort and 


NO. 1025 SOFA 


Width Overa! 724" 


Setweon Armes oo pleasure. Priced for every buyers 
Depth of Seat 23” . 
Height of Back from Seat... ..17” purse. These are the factors which 
Height Overall! 334 . . 
Depth over 34 make BRIGHT creations a joy 


and satisfaction to every one who 
buys. In a large selection of genu- 
ine leather and Elastic Naugahyde 
and a wide range of styles you will 
find just what you want for every 
customer. 












NO. 90 EXECUTIVE 
POSTURE CHAIR 


NO. 20012 REVOLVING CHAIR 


WRITE FOR CATALOG! 






Depth of Seat... . . 1819” 


Height of Back 
from Seat........ 16” 







133 BLEECKER ST. NEW YORK 12, N. Y. 





NO. 200 ARM CHAIR MANUFACTURERS OF Wshollred laa funilwe 





—_— 
—— 
—_—_—— 
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3 CONVENIENT 


SIZES! 
Electrically welded 6 SLIDING DOOR 
heavy gauge steel MODELS! 





construction helps 
you sell the... 


PARKER 
SLIDING 

DOOR 
CABINET 











features of construction... 





* No swinging Doors to block aisle space. 


* Adjustable shelves for Storage use or easily converted for 
Wardrobe use. 





* Shelves easily adjustable within cabinet. 
* Electrically welded construction throughout. 


* Shipped SET-UP ready for immediate use (no nuts, bolts 
to fuss with). 


* Heavy gauge furniture steel throughout. 
* Baked on Enamel finish in Grey, Green or Brown. 


* Doors operate on large roller bearings which have con- 
tinuous smooth operation. 














STYLE DESCRIPTION SIZE 
Case No. 817 
72SL Steel Sliding Door, 72x36x18 
Storage or Wardrobe 
72SL-24 Steel Sliding Door, 72x36x24 —— 
St Wardrob 
° ° . . 42SL Steel Sliding Geer, . 42x36x18 
Outstanding in quality, of the finest materials, fash- Sessene 
ioned by skilled craftsmen of many years of experi- come ne Seer 42ud6at8 
ence, all HALE Bookcases add a smart, decorative 30SL Steel Sliding Door, 30x36x18 
. Fj h + d Storage 
note to the professional office or home study. 30SLG Glass Sliding Door, 30x36x18 
case 
The CONVENTIONAL DESIGN Available with lock on request 6 
A modern version of the popular door bookcase. Two, three y in 
and four section units. Receding doors are dust-proof, non- A NEW sit's a must for business concerns. Saves val- 
binding, noiseless. In rift oak, genuine walnut, imitation wal- STEEL uable space . . . only one of its kind. Sell wh 
nut and imitation mahogany. Consists of ps yng nee SLIDING its many fine points—you'll profit! Sliding Wi 
51 Samanta! Top Re Be ay fas No. Reza DOOR down ge” or bel bron Seeiety P| 
; ’ ; CABINET... welded. Four shelves adjustable every two 
The “800 Line” of Hale Sectionals will inter- Write inches. Available with lock optional to as- 
member with GLOBE-WERNICKE units of same rez 


for our sure privacy. Available in baked enamel 
latest finish: Green, Gray, Grained Walnut and 
catalog. Mahogany. 


style, stock numbers and finishes. 





WRITE US TODAY FOR FULL INFORMATION ON OUR 
COMPLETE LINE — THE BEST IN BOOKCASES 


F. E. HALE MANUFACTURING CO. Parker Steel Products, Inc. 


HERKIMER, N. Y. 54 North 11th Street * Brooklyn 11, N.Y. 
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Just one of many... 


ready-made market 








Results for Retailers 


@ Volume sales result in profits for you .. . and 
in comfort and satisfaction for your customers 
who buy and use Indiana fine wood office chairs. 
We tell your prospects all about these quality- 
made chairs in our national advertising program 
... let us tell YOU how you can cash in on this 








starting TODAY! 


_- 





SAS PES INDIANA 


wy MEMBER OF WOOD OFFICE FURNITURE 
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“Don't sell the steak, sell the sizzle" is now a well- 
established principle of advertising and salesmanship 





Don’t Sell Safes 
- Sell PROTECTION! 


IT’S a subject of vital importance to every business 


man—growing more important each year as business 
becomes more complex and more and more records 
are required. 

So, don’t talk safes to your customers—talk protec- 
tion. Survey your customer’s needs. Is an A, B or C 
safe indicated? Or a money safe? Or both? Or, is an 
insulated filing cabinet, to protect records at point of 
use, the equipment which will serve him best? 

Herring-Hall-Marvin dealers are specially well 
qualified to sell protection—not just safes—for two 
reasons: 

1. The Herring-Hall-Marvin line includes everything 
in the way of modern protective equipment: safes, chests, 
vault doors, insulated files and a wide variety of special 
equipment. 

2. The two books here shown embody information 
that will qualify the 
Herring-Hall-Marvin 
dealer and his salesmen 
as experts in protection— 
competent to measure 
hazards and togive sound 
advice on indicated pro- 


tective equipment. 





; Exclusive franchises are open in a number of 
e th . . 
. > & important centers. Let us know of your interest 
aT w ll be pleased to send you the two 
gcstHALL ay and we shall be P' y 
<P books above described, together with complete 
.? af 
* tart 


catalogue material. 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 


tim SILVER STORAGE VA 








HIGH QUALITY, HANDSOMELY STYLED 


ALL METAL OFFICE FURNITURE... AT 
REALISTIC “FAST SALE” PRICES! 





PRODUCTS 


for 





¢ THEATRES’ ¢ INSTITUTIONS 





TYPEWRITER TABLES 





WARDROBE 









TYPEWRITER STANDS ° 
WALL RA 


ro SMOKE 
NEW! 
FREE CATALOG 


WRITE TODAY 
for new free catalog of 
co ete tine. Has large 
iltfustrations to show ail 
etails, specifications, and 


WARDROBE CABINETS 


FOR 
COMPLETE, 
STORAGE CABINETS ILLUSTRATED 
DETAILS 
AND PRICES! 














e OFFICES e RESTAURANTS 
e HOTELS e BEAUTY PARLORS 
e MOTELS e SHOWROOMS 


Complete line of 


COAT TREES 
© 


UMBRELLA STANDS 
. 
COAT HANGERS 
om 


SAND URNS 





WRITE TODAY | Penns 8 | 
TO: | List Price 10.00 =>. 
Wardrobe Rack 


interstate 


y 


hd 


ETC. || 





RACKS 


CKS | 


RS 


#300 Coat Tree 
List Price 10.50 ea. 
6 or more 








METAL PRODUCTS COMPANY [Mm GLARO MACHINE PRODUCTS CO., INC, 


LINDENHURST, L. I., 


6 LAKE SHORE DRIVE 7 CHICAGO 11, ILLINOIS 
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| Over 12,000 Folders 
| at your fingertips! 


lina NEUBAUER 
OPEN SHELF FILE 












Designed for insurance b | 
companies and other firms 
with a large number of active 
accounts, the Neubauer Open 
Shelf Filing System provides a 
tremendously increased capacity 
over standard filing systems . 
and at a lower cost too! An in- 
stallation of four double files as 
illustrated handles more than 
50,000 folders. 

Both single and double files 
have seven shelves with variable 
compartments and provisions for 
an index system. 


“TWIN POST” 
Adjustable Steel Shelving 


j F The one shelving with the strength 
: and fine appearance for most 

H office, storeroom and warehouse 
shelving needs. “Twin Post” 
corners are shaped for rigidity— 
hold shelves in line. 

















“TWIN POST” 
all steel Utility Table 
Two standard sizes, 30” high 
with two shelves. Many other 
sizes available. Baked on grey 
or green enamel. Shipped KD. 18” x 36”—List $15.95 
24" x 48” —List $19.50 


WLIO Myg Bj 2017 CENTRAL AVENUE 


MINNEAPOLIS 18, MINN. 
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A LOW PRICED CHAIR 
FOR A HIGH PRICED 
EXECUTIVE 





Gregson No. 505 
Executive Posture 


Plenty of room for executive growth 

Lots of comfort to dispel brain weary fatigue 
. . » Made to sell at a price to please even a 
Scrooge — that’s the new Gregson executive 
posture chair. 

Available in Top Grain Leather and Gros 
Point or Naugahyde and Gros Point combi- 
nations; in walnut, mahogany, light oak or 
softone oak finish. Seng Syncro-tilt mechanism 
gives firm, gentle posture support. Spring edge 
and foam rubber seat. 


The Gregson 505 executive posture is a lot 
of chair for little money. 





GREGSON MANUFACTURING COMPANY 


Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 























| GINGHER 


MANUFACTURERS OF PRECISION METAL PRODUCTS 


A Complete Line of 
Valets & Wall Racks 














Gingher Valet Model V-12-US 


One of many models designed to fulfill any wardrobe storage 
requirement 


Features of all Gingher Valets 

1—Assembly is accomplished in less than half a minute by inserting posts 
in base sockets and sliding top shelf section over posts 

2—Shelves of one piece with rounded corners and coin formed ventilating 
openings. 

3—Extra large individual self-aligning spaced hanger openings 

4—Aluminum umbrella holders in line with mating coat hanging positions 

5—Easy-to-empty aluminum umbrella drip drawers 

6—Rests on non-scuffing square cupped rubber shoes 

7—All welded construction of finest furniture steel 

8—Finished with beautiful gray or green baked-on permanent enamel 


For complete information about this new line 
of quality wardrobe racks, write today to 


P= GINGHER MFG. 


314-328 Depot Street, Scranton 9, Pa. 


Since 1924 Precision Manufacturers of Machine and Electrical 
Products, Instruments, and Components 














Satisfied Customers — 


REPEAT BUSINESS 


The satisfaction given by swivel office chairs and 
typewriter desks depends on the quality and efficiency 
of the operating fixtures. That is why it pays to insist 
on Seng-Equipt office furniture. Seng quality assures 
satisfied customers and future sales. 


Precision engineering and tested designs, are com- 
bined with the finest workmanship and materials to 
make Seng Fixtures last longer, function more smooth- 
ly and protect you against costly adjustments. Specify 
Seng Equipment on all office furniture. It is used by 
manufacturers who take pride in their products. 


For Office Chairs 


Seng action controls are easily adjustable to suit 
the user. Nylon bearings at vital pivot points supply 
smooth, silent tilting and turning and prevent wear. 


For Typewriter Desks 


Seng Fixtures bring the typewriter to typing posi- 
tion with effortless smoothness. They provide a stable 
platform for typing. 


Me SENG Comaany 


1450 NORTH DAYTON ST - CHICAGO +22: ILL. 


SINCE 1874 WORLO'S LARGEST SPECIALISTS 
IN FURNITURE HARDWARE 
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Murphy-Miller Proudly Presents 
‘Posture Prince”’ 








America’s Greatest 


Office Seating Value! 











*% Quality-Covered in 
Genuine Naugahyde 
with Breathable Cloth 


Seat 

















* Finely-Fashioned of 
Solid Walnut 


* Wear-Protected by 
Plastic Scuff Plates 


* Smooth-Rolling on 
Ball Bearing Casters 


* Comfort-Sized with 
Big 20" x 20” Seat 


* Plus-Adjustable with 
Seng “‘Synchro-Tilt”’ 


I’'s Murphy-Miller’s 10th Anniversary — and your 

greatest profits opportunity in many a year! The *& FULL-PROFIT RETAILER 
new “Posture Prince” offers you the most saleable AT ONLY $69.50 ...- 
executive posture chair yet... yet it’s priced low- WITH ALL FEATURES OF 


er than ordinary swivel chairs of “run-of-the- 
mine” quality. Colors? You name it — Avocado, A $200 SELLER! 
Coral, Green, Brown, Ginger, Red, Oxblood, Char- 
treuse — the new “Posture Prince” is available 
in all these sure-selling shades! Don’t wait to 
“SELLEBRATE”. Do rush your order for “Pos- 


ture Prince” today! 


GET IN ON THIS 10TH ANNIVERSARY 


? 
GMA ra fion 


GET YOUR ORDER IN Now! 


INCORPORATED 


OWENSBORO, KENTUCKY 
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““SAFE-TEE”’ 
FOLDING CHAIRS 


This lonia Model 40 is a low-cost, all- 
steel, indestructible folding chair with 
a new safety design. 


eo 





Again Available! 

Our Model 45—luxury chrome 
finish, leather upholstered 
spring-filled seat and back. 
For top-flight executive use. 











Choice of colors. Write today for 


folder and prices. 


“IONIA MFG. CO. « |ONIA, MICH. 


SPACE-SAVER ° SECRA-TYPE 








FINEST QUALITY — BEAUTIFUL 
WOOD OFFICE FURNITURE 





252-ST 
Pat. No, 2133807 


Sturdy construction and finest materials always make WORDEN 


desks dependable and of uniform quality. Investigate the com- 


plete line of WORDEN wood office furniture. 


For particulars or literature, write .. . 


the 


HOLLAND 


WORDEN company 


MICHIGAN 
















THE FIRST NEW CONCEPT 
IN FOLDING CHAIR STRUCTURE 





DURABLY BUILT TO 
WITHSTAND THE MOST 
GRUELLING CONDITIONS 


Krueger's ahead again 

this time with two entirely new 
Y-type chairs — one of tubular 
steel, the other of channel 
steel. Both, boasting radically 
new structural methods and 
details that moke them the finest, 
most durable and comfortable 
portable chairs ever offered 





CHAIRS TO MEET EVERY BUDGET 


LOOK AT THESE ENGINEERED 
FEATURES OF THE sEriEs 8O 


In addition to the tubular 
series 80 chair lustrated) and 
the new Channel series 70, 
Krueger offers a wide range of 


. chairs from which to choose. All 
@ 18-gauge electrically seam- P 


welded tubular frames 
@ Pivot point frame strengtheners 


featuring exclusive structural 


details that assure complete 


satisfaction for many yeors after 
e eee tubular frame your investment has paid for itself 
@ Large reinforced shaped seat — 
14% x 15” " WRITE FOR NEW COMPLETE 
@ Fully covered safety folding LINE CATALOG 
hinges 


@ Form fitting 8” deep backrest 


A RUBGE ES 


METAL PRODUCTS e GREEN BAY @ WISCONSIN 














PRANDLIN 


FINEST 


OLAV 
























PARTS 


FACTORY 


HAND TRUCKS STOOLS 






BOX TRUCKS 
DOLLIES an at Ul. 
° meorr? “ow 
went a1. "the 








DEALERS! 


ASK FOR LATEST 
CATALOG, PRICE 
LISTS AND 
CONFIDENTIAL 


DISCOUNTS SHOP TRUCKS 
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STAKMASTER 
FOUR AND FIVE DRAWER FILES 
from the profit line of 


a, STACOR LIFETIME STEEL 
i DRAFTING & OFFICE EQUIPMENT 






Write today for illustrated catalog. 


STA 
COR EQUIPMENT. ce 


770 East New York Avenue 
Brooklyn 3, N. Y. 


“Te hao 
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COSTUMERS 

Pa S§ ctle SMOKERS—ASH TRAYS 
Top Quality 

IN WALNUT, JEWELER’S BRONZE, SOLID BRASS, ANODIZED 


ALUMINUM, CHROME AND LATEST DECORATOR COLORS 
Send for Complete Catalog ILLUSTRATING 


Nos. 17-21 





A Completely New, 
Easy-to-Sell Line of 
SMOKERS and ASH- 
TRAYS, featuring our 
sturdy, easily- 
cleaned, specially 
designed screen. 


Also new finishes 
and models in LA 
SALLE’s popular 
line of Snuffer All- 
Metal Smokers and 
Open Type Glass- 
liner Ash _ Trays 
and Smokers. 


LA SALLE PRODUCTS CO. 


2216 WN. Clybourn Avenue CHICAGO 14, ILL. 
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Two New Aluminug 
Straight Chairs Adde 


TO THE FAMOUS 








KH 


TWO NEW STYLES are now 
added to the many Rest-All 
straight chair models from 
which institutional buyers may 
choose. The 5020 is a luxurious 
beauty featuring a subtle flar- 
ing out of the backrest, to make 
the chair completely at home 
with traditional and more or- 
nate furnishings, and a service- 
boosting stretcher bar. The 5200 
also features stretcher bar con- 
struction, and its slat-back de- 
sign presents extra areas of 
handcrafted, natural finish alu- 
minum for sparkling, modern 
beauty. Each of the new models 
adds its own individual features 
to the line, but both offer the 
typical Rest-All basic advan- 
tages of greater comfort, gra- 
ciousness and long service life. 
Write today for illustrated lit- 
erature and complete details on 
these handsome new units, or 
information on the complete 
Rest-All line. 


ww 
p dea 
co’ H 
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HAIR CO4%,. 


YOUNGSTOWN, OHIO 
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STANDARD 
EQUIPMENT | 
NOISE 
STOPPERS 
2” RUBBER 
CASTERS 
Optional 
Equipment 























KOL 


1000 SERIES 


VERSATILITY 

Not just one stand but a 
matched series for every office 
need. 

STRENGTH 


All welded steel construction. 


FINISH 

Baked enamel over resin prim- 
er in three colors. 

LEG ROOM 

No braces to catch dust or 
stockings. 

¥ QUIET 


No bolted joints. 


¥ QUIET 

2” soft rubber casters are 
standard. Larger casters op- 
tional. 

¥ QUIET 

NOISE STOPPERS” A KOL 


exclusive—rubber sockets in- 
sulate stand from casters. 


‘ IKOL INC. 


2507 University Ave. 
St. Paul 14, Minn. 


Write 
For 
Your 
KOL 
Catalog 


LAMP 

OM 50” TO 60”. 

23”. MADE''OF 
OLISHED 


TED. 














| (MANUFACTURERS 














s 





S/d 
SHELYIN 
> hi 


Write for 
latest catalog, 
price list and 

dealer's discount. 





Se 5m ae Oo | me 


| 

















NEIMAN STEEL EQUIPMENT CO., INC. 


BALFOUR & VENANGO STS. PHILA. 34, PA. 








PENGUIN custom-built 
si helrigerated Furniture 








Newest bar sensation in cabinets 


~ to fit modern, traditional and contemporary 


decor. One side contains a specially 
designed refrigerated unit, the other 
serves as a liquor and glassware 
storage compartment. 


Illustrated brochure 
mailed upon request. 


Dealer Territories Still Available. 





Springer Industries ine. 


48-01 28th Ave., L. I. City 3, N.Y. 
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The ROL-RACK FOR YOUR MOST / 
with FIVE FEET Us Cumuniducg 
of Shelf Space! 


CUSTOMERS 


R 


Sturdy and Durable 
STANLEY 

Deluxe . . $69.50° 
With Tray . $78.90° 


LOEWY 
DeLuxe $85.50* 
With Tray . $94.90* 





° CLUB 
SMOKERS 





F.O.B. Factory, 
Stamford, N.Y. 
Weight 50 Ibs. 






You can recommend these handsome, all- 
metal, chrome-trimmed smoking stands for 
the most luxurious interiors. For those who 
want smart styling, fine craftsmanship and 
practical utility—nothing quite equals 
Climax Club Smokers. Write today for 


NATIONALLY 

ADVERTISED 

to your best 

customers through 

@ DUN’S REVIEW & 
MODERN INDUSTRY 

® MANAGEMENT 


Dimensions: 32” long, 13” wide, 31” high 
13” between shelves 






nut Natural Wo i 
ut Finish or Natural Wood Finish METHODS . 
‘ © GENTRY dealer discounts and illus- 
B T designed to sel! for $69.5 but because of ‘ . S 
rate > 5-OA. 
production in our own factories, they are @ FORTUNE trated brochure 5 A 
W, LOW price @ INTERIORS *Suggested List f.0.b factory 
tive Dealer Franchises Available 


HEARTHSIDE INDUSTRIES—A Division of The Grolier Society Inc 


2 West 45th St., New York 36, N. Y. 


WARSAW 
INDIANA, U 


PY 4 le] Smee) ite) Fy -vale 








& MONTH 


e OF Te 
SPECIAL OF I 


The Bostrom Chair « 


THAT FOLDS 


Steel TYPEWRITER TABLE. 


This beauty has features for which you would expect to pay twice the price 
* Ideal for house, office, factory or anywhere a table is needed 
© Perfect Hoight for typing, sewing, T.V.—and kitchen chores 





AND 














© Sturdy drop leafs for that extra space when needed STANDS 
ALONE 
¢ SUPERBLY 
: MADE 
TERRIFIC 
VALUE - mh Now! A high style contoured chair that 


folds and stands alone. Beautiful hand- 
rubbed, natural finish. American Walnut 
or White Birch. Unique 14 ga. tubular steel 
frame construction, the heavier the occu- 
pant the more rigid the chair. Non-marking 
clear plastic glides. Easy to clean and pol- 
ish. Ideal for homes, dining rooms, hotels, 
reception rooms, offices, schools, libraries, 
etc. Place your trial order today. 


1. Solid, sturdy, one-piece embossed table top with rounded corners 
2. Heavy gouge furniture stee! legs thot are edge-rolled and snag 


3. Superior underconstruction and reinforced frame for extra rigidity 


4. Full piano hinged drop leats — E-Z Roll casters that don't fol! out 
when moved 


5. Gleaming boked enamel scratch resistant finish 


ann Mayfiacr ai 
COMPANY © 
__ 315 N. DESPLAINES ST., CHICAGO 6, ILL. 4 


BOSTROM 


BOSTROM MANUFACTURING CO. 133 W. OREGON, MILWAUKEE, WIS, 








5 
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WHY SELL AN IMITATION. 


when you can give your 
customer the original at 
less than $1.00 per year 
o- of service! 


TIFFANY 


MODEL 5002 — Heavy 
metal castings form 
solid base for stand... 
cover retractable, posi- 
tive-action casters. 4- 
cup open top locks 
machine base in place, 
reduces noises and vi- } 
brations. 2 sturdy drop J 








OFFICE MACHINE 


STANDS 







leaves attach to each few With one 
side of stand, flush drop leaf, 
with top or low for Model 5000. 





‘ MODEL 5002 
posting tray. 


Mr. Dealer, here's office machine protection and 
greater office efficiency for your customer. With the 
Tiffany open top design, nerve-racking machine 
noises go AWAY FROM OPERATOR. Unusually 
heavy, solid, angle steel construction assures com- 
plete machine safety with no shakes or wiggles. 
Smooth, deburred steel frame eliminates danger of 
snagged hose or scratches. 


MODEL 9000 — 
Extra heavy Ton- 
Tested* stand for 
heavy portable, 
electrically oper- 
ated office ma- 
chines. Oversized 
steel drop leaf. 
Extra reinforcing; 
wider, deeper 
framework gives 
firm foundation. 
Positive caster re- 
tracting device for 
easy operation 
with heaviest ma- 
chines. °T.M 








With two 
drop leaves, $A 
Model 9002. 


Mod oot 102 9000 & 9002 also 
: tand up work. 


Nationally advertised. Sold through dealers only. 


Often Imitated... 
Never Duplicated 





ST. LOUIS 5, MO.t ill 
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VAIEEO ALUMINUM 


ACCESSORIES... SELL ON SIGHT! 
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No. 18-GR Silent Butler 
GARMENT RACK 


Make big profits with this eye- 
appealing satin aluminum gar- 
ment rack for offices, hotels, in- 
dustrials, barber shops, beauty 
| shops, restaurants, taverns, public 
buildings, funeral homes, schools. 
Made from 114” square and 34” 
round aluminum tubing. 67” 
height. 48” width. 18” deep at 
base. 14” deep at top. Furnished 
with casters. 





Tee ee 




















cal 


a op , 
} 


1311 ANN AVE. 





Write for details and prices on the 
complete line of Valco Accessories. 


WA OR 







ST. LOUIS 4, MO. 





This 
STORAGE 
CABINET 


WITH RADIUS CORNERS 


is a real 


*‘BUY” 


Our No. 3678 Cabinet 
will answer your stor- 
age problems in every 
way. It is finished in 
baked-on olive green 
or office gray enamels, 
and has adjustable 
shelves. Spot welded 
assembly with lock in handle and insulated doors. Set 
up only. Shipped one per carton. Size 36’ wide by 18” 
deep by 78” high; weight 175 pounds. 


List price $50.00 each 


Bip : LESS DEALER’S DISCOUNT 
Unie fer eels F. 0. 8B. ST. LOUIS, MO. 


METAL MANUFACTURING CO. 
MIDWEST 1818 N. 18th ST.» ST. LOUIS 6, MISSOURI 
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A Few Choice Territories 
Open for salesman— 
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D es . 
, BEST 
, SELLER! 


4 SMO-KING’S 
4 NEW AUTOMATIC 


“SPIN-TOP”® 
FLOOR MODEL STANDS 


> 





The new No. 38 Smokers’ Stand (illustrated) 
features the sensational “Spin-Top.” A touch 
of the finger —“presto’’—the top spins it- 


Y self clean! 
4 Base and Top are of polished Chrome or 
Brass, combined with Black, Grey, Bronze, 





Overall height—26”, 
. Many other models in 
a complete range of new low prices. 


Green or Maroon. 
top—7 base—8’ 





No Dirt No Smoke 

No Dust No Smell F) 
Write for Illustrated Brochure ao . 
Territory Available to Established ae 


Sales Representatives 


4 SMO-KING PRODUCTS, INC.Dept. s-0 


4 111 Pioneer Street @ Brooklyn 31, N. Y. 


tt i a ee ti et i i i 


ous UNDERWRITERS’ APPROVED oe 


complete line for dealers 


coe eee OOO OOOO oo 














Just one 
of the 18 
sizes 

5 of single 
and double 
door safes 
in the 
FORTRESS 
LINE 
of 
GUARDSMAN 
SAFES 














WRITE 
FOR 
CATALOG 








GuarpsMAN-VALENTINE Inc. 











LA PORTE © INDIAN Asoo 
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The Chair with a Good Write Arm 


TABLET-ARM CHAIR 
by BLAIR 









Disappearing 
ashtray optional 


Available in a 

wide variety of 
upholstery materials 
and colors 


Model 
73-TS 





~' 


J a 


Model 76-TS 


The Blair Tablet-Arm Chair 

is ideal for conference rooms, 
class rooms, sales meetings—wherever people sit 
down to listen and to write. The heavily-uphol- 
stered back and coil-spring seat provide relaxing 
comfort which means less fidgeting, a more atten- 
tive audience. The tablet arm is topped with 
handsome Micarta—tough, cigarette-resistant and 
doodle-proof. The welded aluminum frame is 
featherlight but practically indestructible. 


Compare for price—for quality—for style. 
You'll find that Blair’s ahead a mile! 


Write for complete information. 


There's a Blair Chair 
for Every SiT-vation 





BLAIR ALUMINUM FURNITURE COMPANY 
MARIETTA, GEORGIA 
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+ + » Say many dealers who sell 
Dependable’s Instant Automat- 
ic, Adjustable Tru- Posture 
Chairs and Stools. 


NO COMPETITION! 


Only DEPENDABLE has the Instant, Automatic, Adjust- 
able feature. This exclusive feature is built into: Tru- 
Posture Secretarial and Junior Executive chairs 
Chairs for draftsmen, cashiers, phone operators, posting 
machine operators, etc. Competitively priced, too! One 
demonstration sells! Write for catalog. 


CATALOG ALSO INCLUDES— 


Dependable’s “Rite-Hite’ Automatic Adjustable Stools 
and other fast selling office, factory and school seating 
equipment. Be a Dependable Dealer because— 


When you handle Dependable, you make money. 


Address: 
DEPENDABLE MANUFACTURING CO. 


New Factory at Bellevue, Nebraska 








ULAR) 4 [ole)o} 
with MEW Contour Compt’ styling! 


All-Purpose Folding Table 
Designed for 

COMFORT and CONVENIENCE 

Quality Built for LASTING SERVICE 


NOW: Easier Sales — Greater Profits 
| With the Sellingest table of the year! 


* All popular sizes: Banquet — Smaller — Round 
* Choice of Four Tops 

* "Sales Winning" Low Cost 

* Fast Delivery 

*% Effective Merchandising & Promotional Aids 


Write today for full details about 1955 LUXWOOD Dealer Program! 


THE JAMES P. LUXEM CO. 


3345 North Lincoln Street * Franklin Park, Ill. 








ANDERSON ¢ HICKEY'S 


SENSATIONAL 


NEW "EXECUTIVE" DESK 























No. 4001 


Also available in 
No. 4002 ‘‘Secretarial’’ model 


WRITE FOR COMPLETE CATALOG 


@ DESKS @ STORAGE CABINETS 
@ LETTER & LEGAL SIZE FILING CABINETS 


Anderson * Hickey 


company, inc. 
917 CHEROKEE AVENUE 
NASHVILLE 7, TENNESSEE 




























SPINS itself clean! 
/ WHREO MATIC 


| 
i 








Pat. No. 2659513 


WHIRLS AWAY cigarette ashes 
and butts! 
KEEPS ASHES and unpleasant 
odors locked in! 
CLEANS ITSELF at the touch of 


. \" ‘7 a finger! C2 se 
= i No. 5101 floor 
stand Available in 
ra] 5 finishes. 
; we 
No. 5102 No. 5103 
5102—Floor stand with re- 
movable cocktail tray. 
5103—Desk model in 5 fin- 
i ishes. e 
5107—Brass or Pewter and 
black 
5105—Rocker type in 4 
finishes. 
Send for Brochure of Complete Line No. 5107 No. 5105 


WHIRL-O-MATIC INC. ° 350 FIFTH AVE., N.Y., N.Y. 
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Oklahoma City Elects Homer Manly 

Homer E. Manly, who previously served five consecutive 
terms in the office of president, was elected to head the Okla- 
homa City Stationers’ Association at a recent annual meeting. 
Mr. Manly is president of the Manly Office Supply Company, 


134 N. W. Second St 
Swept into office with him were: executive vice-president, 
i 


Walk, president of Al Cook Desk & Office Supply, 204 





H. MANLY 


J. WREN L. WALK 


N. W. Second St., and secretary, J. Bennett Wren, vice-presi- 
dent of House of Wren, 207 N. W. Second St. 

Mr. Manly helped organize the Oklahoma City Stationers’ 
Club in 1910, along with the late D. W. Collins and the late 
M. B. Mayer. It is the oldest trade association in the county. 

In accepting the title of executive vice-president, Mr. Walk 
agreed to share fully the responsibilities of office with the 
president 

Mr. Wren, graduate of Princeton, joined House of Wren in 
1952, becoming vice-president of the firm founded in 1939 by 
his late father, who himself served many years as secretary of 
both city and state stationers’ associations. 

[he membership of the Oklahoma City Stationers’ Associa- 
tion comprises one representative from each office supply firm 
in the city EVH 





New York OMDA Gets Texas Meet Report 
I he Office 

met Tuesday 

with President 


Machine Dealers Association of New York 
March 8 at the Advertising Club of New York 
Harold Peck, Ideal Business Machines, New 
York, N. Y., presiding. It drew the biggest attendance in sev- 
eral years, Mr. Peck announced. 

Among the guests present were Miss Dorothy Ames and 
Bud Bills of Ames Supply Company, eastern office, and 
George Sawyer of the British Sales Force of Remington Rand. 

When members voiced their approval with the Advertising 
Club as a meeting place, it was voted unanimously to arrange 
to hold dinner meetings there for the rest of the year. 

President Peck reported on the recent meeting of the execu- 
tive committee of the National Office Machine Dealers As- 
sociation held in Fort Worth, Tex., at which he was present 
along with David Silvers, American Business Machines, New 
York City; and Irving Ritchie, Typewriters Distributors, Inc. 

The matter of competition from the discount houses was 
discussed and recommendations to be presented at 
the national convention in June were passed on. It was de- 
cided also that New York would be the site of the 1957 
convention, the New York OMDA was told. 

Following this report, Mr. Peck called on the guest speaker 
of the evening, Sol Hirschorn of Paymaster Company, to 
demonstrate his firm’s checkwriting machine. In addition to 
an explanation of the machine, Mr. Hirschorn told of the 
enormeus loss suffered each year by business through forg- 
eries. He told of the many ways in which a check could be 
altered for fraudulent purposes and showed how the use 
of a checkwriter machine prevents such dishonesty. 


certain 





Ambassador Typewriter Prices Cut 

The Hermes Division of Paillard Products, Inc., recently 
announced a slash in prices on the Ambassador Version -I 
and Version III typewriters. The Version III model, which 
incorporates such features as the automatic paper insertion 
lever, 98 character keyboard and 11% inch writing line, now 
lists for $192.50 plus FET. The Version I, which has all the 
features of the Version III plus electric carriage return and 
decimal tabulation, now retails for $248.50 plus FET. 
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all-STAR 
NEW Slidi bi 
ng Door Cabinet 
This new sliding door cabinet is 
for narrow spaces, Allows for 
tures your customers will appre- 
steel construction, all-welded for 
able on 2” centers, Standard 
Tan baked-on enamel. Locks 
Wardrobe Cabinet: 36” w. 

18” or 24” d. x 42” _ 


- p | Dan Schwartz says: 
? 
e 
profit-makers 

STAR’S ANSWER TO 

a streamlined, space-saving, sure- 

aisle clearance at all times, elim- 

ciate: finger tip control of sliding 

strength (no nuts or bolts), 4 

Dark Green or Gull Gray, or 

available. 

or 24” d. x 72” or 78” h. 

Bookcase Cabinet: 36” w. x 12 


"Check these 
‘ = ji 
a featuring 
STORAGE PROBLEMS!" 
fire seller, specifically designed 
inating protruding drawers. Fea- 
roller bearing doors, heavy gauge 
full depth shelves, easily adjust- 
Decorator Mist Green or lawny 
MODELS: Standard Storage 2 
x 
Counter-Hi Cabinet: A ol w. x 
or 18” d. x 42” h 





es ale 


SINGLE 
TIER 
LOCKERS 


1 Most widely 
tused an 
|} Imost prac- 
tical. Fur- 
I nished with 
that shelf, 
coat rod, 
i on 4 rear 
yan two ue | 
ide hooks, a_ three-po 
; locking device and padlock > 
i tachment on handle. Sines & 
i fit every need. Also availat e 
1 ——double tier and box lockers. 


. ih os, 
—-<——<— 2 ee ee 





eel Equip. 
ment Co,, compe 
of former executives 
os Standard Steel 
Guipment and Stan 
steel Corporation, now 
Offers a complete line 


! 
Redesigned to save our dealers 4 
both time and money. We have 4 
selected the four most popular 1 
sized units, wit _ their com- 1 
ponent parts, for individual oom : 
packaging. Simply order any © : 

1 
! 
! 
! 
! 


sizes and you will get IM- of top- ual; 
MEDIATE DELIVERY! selling Heel” qh” 
Heavy gauge steel. Sizes: 36” ment, 
wide x 12” - 15" - 18" or 24 deep. * 
Heights: either 75° or 87". | | 





= 
coeeaeeeeaeeraneeesee°" | 


Write today for 
illustrated catalog 






117-24 Fourteenth Road, College Point, L. L, N. Y- 
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IT TAKES TO DO 
ALL THESE JOBS SO WELL 


AIDS THE EXECUTIVE 


N-C is the smart-looking, executive-type | 
Stapler — never awkward, never un- 
sightly. Its smooth, plier-type action is 
always q-u-i-e-t. Portable, it stows away 
flat in any desk drawer. Executives and 
secretaries prefer it that way. 


SPEEDS THE FILING 


N-C requires no table-top or file-top 
pounding — it works right in the hand. 
Besides, it’s so much easier to staple-while- 
filing. Faster, too. 


HELPS THE SALESMAN 


N-C provides easiest way to keep field 
reports, orders, memos, expense accounts, 
bulletins, price sheets in proper order. 
Convenient too, because it tucks away, 

+ flat and compact, into the briefcase or 
hip-pocket. 


SERVES THE STENO 


She keeps her N-C in the well of her desk, 
leaving the desk-top free and clear. 


Zz) Quiet, easy-acting N-C invites constant 


use, guards against lost papers. 


BENEFITS THE HOUSEWIFE 


N-C provides the simplest fastening 
method for countless uses. Replaces pins 
and glue. Reseals containers. Aids in 
sewing. Affixes name tags, labels, etc. 
Makes party decorations and favors. 










Remember — N-C Pliers and N-C Pinch- 
point Staples are engineered to go together 
...for better, easier, flawless stapling in 
offices...shipping rooms...stores... 
schools ... factories ...and in the home. 













N-C Phier-Type 
STAPLER 
“it just CL/CKS 


NEVA-CLOG PRODUCTS, INC. 


Bridgeport 1, Connecticut 


0. H. Davison & Co. * Pacific Coast Rep., 
609 Mission St., San Francisco 5 
Canadian Staples Ltd.—Montreal, Toronto, Winnipeg, Vancouver 
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Credit Managers to Meet May 18-20 

: 9 A group of credit managers associated 
| with manufacturers of stationery and 
office equipment will hold their 28th 
annual conference May 18, 19, 20 at 
the Hotel McAlpine, 34th St. and 6th 
Ave., New York City. 

Charles E. Schneider, treasurer of 
Eagle Pencil Company, is national chair- 
man. An invitation is extended to all 
credit men in the industry to participate 
Cc. E. SCHNEIDER in the conference. 

Reservations may be sent to Harry 
Lipshutz, treasurer of Art Steel Sales Company, 170 W. 233rd 
St., New York 63, N. Y. 





Educational Talks Given Chicago NOFA 

R. D. Behm, director of the trade promotion program of the 
Hardwood Plywood Institute, addressed the Chicago Chapter 
of NOFA April 4 on the subject, “Decorative Motifs and 
Packaging.” 

Mr. Behm’s talk did much to further the idea of “selling 
the complete office as a package.” It was another in a series 
of educational talks arranged by Lou Farber, activities chair- 
man of the Chicago Chapter. 

In the March 7 meeting, also held at Fritzel’s, the subject, 
“Co-operative Training for High School Students”, was dis- 
cussed by J. J. “Jim” Coughlin, supervisor of the Bureau of 
Business Education, Chicago Board of Education. 

This new training plan was thoroughly outlined by Mr. 
Coughlin who stressed the importance of business firms train- 
ing the high school students who would eventually prove valu- 
able in industry. The part time employing of these students 
has met with considerable success in other industries and 
NOFA members have responded favorably in adopting the 
plan. Lou Farber will be in charge of co-ordinating this pro- 
gram with the various firms expressing interest. 

Among the 31 members, dealers and guests present was 
John Gray, executive director of NOFA, who gave a brief 
outline on NOFA group insurance. 

The Svithiod Singing Club has been selected as the site for 
annual dinner dance being held on May 14. Hal Johnsen, co- 
chairman of the party committee, delivered a full report on 
the planned program for this gala affair. 

Absent from this meeting was President Hy Natovich who 
had left for a vacation in Arizona. 





Stationers 12:30 Club in Session 

Stationers 12:30 Club of New York met February 28 in 
Rosoffs Restaurant with President Edward J. Healy, Wilson 
Jones Company, presiding. 

President Healy introduced new members Myron Vermon, 
Vermon Paper Company, and Ernest C. Veck, Eastern Tablet 
Company. He then welcomed back Jacob Schulman, Legal 
Stationery Company, Inc., who has recovered from his recent 
illness. The announcement that Mortimer Libien, Libien Press, 
Inc., had celebrated his 27th wedding anniversary was fol- 
lowed by loud applause. 

Secretary Edward Leventhal, Biddle Purchasing Company, 
announced that the Associated Hospital Service of New York 
which costs members of the Club some $8700 per year is now 
all paid up to February 20, 1956. He added that members who 
wish to join the Blue Cross plan may do so on May 1. 

Next to address the group was Mortimer Sellner, who re- 
viewed the club’s group insurance plan for the benefit of a 
new group of potential members. 





Clary Appoints Sales Training Specialist 
Appointment of Ben R. Pfeiffer, widely known as a western 
sales training specialist for the Clary Multiplier Corporation, 
was announced by J. W. Stallings, general sales manager. 
Mr. Pfeiffer will make his headquarters at the company’s 
regional offices at 48 Second St., San Francisco, with J. L. 
Jackson, western regional manager. 
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genuine opportunity 


Here is one of the most profitable opportunities to come your way... 
an exclusive franchise to sell the world-famous Adler Typewriter . . 

Europe’s quality standard for half a century. Product of Germany’s 
finest manufacturers of office equipment. 


The unsurpassed quality of this precision-built Adler means less serv- 
ice and lower service costs plus fast turnover and greater net profits 
for you. Generous dealer terms insure higher gross profits. Lower list 


a 
€ 
p 


Distributors: 
U.S. Except 13 Western States 13 Western States 


price makes it easier to sell and boosts your sales volume. And the 
xclusive franchise means exactly what it says—exclusively yours 
lus a firm retail price. The number of dealerships are naturally 


ADDO MACHINE CO., INC. | GRAMONT corporation 


145 West 57th St., New York 19, N.Y. 2756 Rowena Ave., Los Angeles 39, Calif. 





For further details mail this advertisement with your letterhead. 








White: 


& helps you pull 
-* for profit , 





Ever need a hel ping hand on the other end? Ever lose chips 
because a manufacturer would not take hold? 


W ouldn’t hurry with stock you promised to a customer. 

W ouldn’t give you special packing, or an imprint, or 
information that might keep the wolves away. Once he sold you, 
you could go climb a tree till he wanted to sell you again. 


That doesn’t happen when you deal with WRITE. 





WE NEVER LEAVE OUR DEALERS OUT IN THE WOODS 


We sell you stock ... but in addition we give you service. 

W e’re growing big, but any dealer can reach our management 
and get service right away. 

Everybody knows we make excellent carbon papers, typewriter 
ribbons, Typ-Rol type cleaner. Ask around and 

you'll find out about our excellent service to dealers... 

and how hard we work to keep a dealer’s goodwill. 


write 


« 
incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: 
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Ask 
us today 
for 
more 
information. 











BRIDGEPORT 2, CONN. 
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Royal Typewriter Announces 
Four Managerial Changes 

W. W. Pennels, sales manager office typewriter and supplies 
department of the Royal Typewriter Company, has announced 
four managerial changes in the sales organization. 

A. Durstin Dodge, formerly district manager at Albany, 
N. Y., takes over the Rochester office. Mr. Dodge fills the 
vacancy created by John Glasgow, who has been appointed 
portable representative for the Los Angeles territory. Mr. 





A. D. DODGE 


F. MILLER 


Dodge became associated with Royal as a salesman at Pitts- 
burgh in 1945, and took over the leadership of the Albany 
branch in 1952 

Fred M. Miller, who had temporarily been directing sales 
activities in the East, has been named district manager of the 
Albany office. 

Upon graduating from Yale in 1948, Mr. Miller came to 
Royal as a junior salesman in New York. Various promotions 
and transfers followed and in 1953 he was chosen to assist in 
the direction of the eastern division, the position from which 
he takes over his new assignment. 

Charles L. Toms, former special representative to demon- 
strate the Royal Electric, has been appointed chief of the 





a 


c. L. TOMS 





W. H. BRALEY 


Toledo branch. He is a veteran typewriter salesman whose 
continuous service with Royal began in 1939 when he joined 
the Birmingham branch as a salesman. 

Mr. Toms transferred to Miami, Fla., for a period in 1954 
as special representative to demonstrate the Royal Electric and 
now steps up to head operations at Toledo. 

W. H. Braley, formerly typewriter salesman at Worcester, 
Mass., has been named district manager at Portland, Maine. 
He succeeds J. T. Bergen who has been appointed sales man- 
ager for the Leiden, Holland, subsidiary. Mr. Braley came to 
Royal as a salesman at Hartford in 1949 and transferred to 
Worcester in 1953, the post from which moves on to his cur- 
rent appointment 





U. S. General Joins Gray Mfg. 

The Gray Manufacturing Company, 
producers of specialized electronic com- 
munications devices, has named Briga- 
dier-General Frank L. Howley (USA 
Ret.) a director of the company. 

General Howley is vice-chancellor of 
New York University. He retired from 
the U.S. Army in 1949. During his final 
four years of service he was U.S. mili- 
tary governor of Berlin. His experiences 
with the Reds during these years led to 
the authorship of numerous books warn- 
ing of the dangers of Communism. 
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Any time and every time... 
the YELLOW BOX LINE is best! 


Time-tried. . . quality- proved 


... Customer-preferred ! 


Oakville’s complete Yellow Box Line 
of paper-fastening devices simplifies 
your buying, streamlines your inven- 
tory, cuts your handling costs, saves 
you money! From one source — with 
one order — on one invoice you get the 
merchandise your customers want. 
One-stop buying — the Yellow Box 
way — builds sales and profits! 


Concentrate on the Yellow Box Line 
— the line that’s best for you! 


OAKVILLE COMPANY DIVISION 


SCOVILL MANUFACTURING COMPANY 


A 
vv 
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CASH IN ON THE POPULARITY OF 
i.  sTURDY 








the best 
way to put 
small items 

in their 


RED or GRAY BAKED ENAMEL STEEL FRAMES 
with CRYSTAL CLEAR STYRENE DRAWERS 


@ In every office, in every shop, in every home, there 
are dozens of small parts requiring easy, convenient 
storage. The slickest, handiest answer to this problem 
is the JIFFY Cabinet . and there’s a size for every 
need, a price for every purse. 

@ Everybody likes the new colorful JIFFYS . they 
display well . . . are an excellent impulse item . . and 
a steady, year ‘round seller. Prices are strongly main- 
tained nationally for real top-profit to you. 


CHECK THESE FEATURES: 
REMOVABLE DIVIDERS fur- 
nished give 3 areas per 
drawer. DRAWER STOP pre- 
vents spillage, permits drawer 
to hang open. LABELS fur- 
nished for all drawers fit in 
slots above handles. RUBBER 
FEET to prevent scratching. 
SOLID METAL BACKS are 
DRA key-hole punched for wall 


534" long x 27a’ wide x 11/4"’ deep hanging. 


FIVE POPULAR SIZES NOW AVAILABLE! 
8, 16, 24, 32 and 48 Drawer Capacities 





DRAWER 


r 
| CAMPRO SALES CO. 


| Gentlemen: Send information on 

Jiffy Cabinets and details of the 
| 1310 - 4th Street S. W. | STARTER SET. (This set of only 
| Canton, Ohio 1] Jiffys gives an adequate 
| assortment for good display and customer choice.) 


| 
| NAME ee ae 


FIRM NAME __. = 


| ADDRESS - Aenidd ca seieaneks 


| city _. 





——— HERE’S A GOOD DEAL FOR DEALERS -——- 


ee ee ee ee Ce 


Three New Portable Posts 
Filled by Royal Typewriter 
W. H. Beckwith, portable sales manager of Royal Type- 


writer Company, has announced three important changes 
within the portable organization. 
John Glasgow, formerly district manager at Rochester, 


N. Y., has been appointed portable district representative for 





B 


J. GLASGOW 


JESSE VAN R. DAVIES 


LANDINGHAM 


the Southern California and Arizona territories, headquartered 
at Los Angeles. His continuous years of service with Royal 
began in 1940 as a portable representative. In 1952, he was 
appointed district manager for the Rochester branch. 

Jesse Van Landingham, on rotation from Holland, has been 
assigned portable representative for the St. Louis territory. He 
will also contact dealers in the Little Rock and Memphis areas, 
Mr. Van Landingham became associated with Royal in 1949 
as a district representative in the Rocky Mountain territory. 
He was recalled into the Navy in 1951 and was assigned to 
top secret communications in Japan. In 1953 he was chosen 
for the post of assistant to the European director, F. H. From- 
ming, to set up dealer operations in Holland. 

Richard O. Davies has been named to cover the territory 
headquartered at Montgomery, Ala. He is an experienced hand 
at merchandising and sales promotion, as he has been a sales- 
man in related lines for several years. Mr. Davies will cover 
Montgomery, Birmingham, Mobile and Chattanooga. 





Moylan Named General Sales Manager 

The Audograph Company of New York, has appointed 
James G. Moylan as general sales manager. Previously assist- 
ant to the general sales manager, Mr. Moylan has also served 
as Sales manager of the New York City territory. 








May 1-3—NSOEA Region 6 convention, Wisconsin Hotel, Milwaukee, Wis. 
May 5-6—NSOEA Region 8 convention, Broadview Hotel, Wichita, Kans 
May 9-10—NSOEA Region 10 convention, The LaFonda, Santa Fe, N. M 


May 16-17—NSOEA Region 14 convention, Ambassador Hotel, Los Angeles, Calif. 

May 19-21—NSOEA Region 12 convention, Claremont Hotel, Berkeley, Calif 

May 22-26—36th International Conference & Exposition of National Office Manage- 
ment Association. Mutual Arena and Royal York Hotel, Toronto, Ontario. 


May 23-24—NSOEA Region 11 convention, Hotel Gearhart, Gearhart, Ore. 
May 26-28—Seventh National Convention of the Canadian Office Machine 
Association, Sheraton-Mt. Royal Hotel, Montreal 


May 27-28—NSOEA Region 7 convention, Hotel Duluth, Duluth, Minn. 


May 29-June 1—Stationers Guild of Canada, Inc., annual meeting, Admiral Beatty 
Hotel, St. John, N. B 


June 3-4—NSOEA Region 2 convention, Whiteface Inn, Lake Placid, N. Y. 

June 13-14—-NSOEA Region 3 convention, Pocono Manor Inn, Pocono Manor, Pa. 

June 20-21—NSOEA Region 13 convention, Grossinger’s Country Club, Grossingers 
(Ferndale), N. Y. 

June 23-25—NSOEA Region 1 convention, Hotel Griswold, Groton, Conn 

June 26-29——National Office Machine Dealers Association amual convention, exhibit, 
Cosmopolitan Hotel, Denver, Colo. 

October 1-5— National Stationery & Office Equipment Association annual convention, 
exhibit. Conrad Hilton Hotel, Chicago. 

October 24-28—National Business Show, 69th and 71st Regiment Armories, New York 


Dealers 
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CONVOY 


RECORD STORAGE FILES 


made of chemically hardened 
corrugated fibre board. 





















LIGHT WEIGHT 
PERMANENTY GID 
INEXPENSIVE 











MOISTURE 
RESISTANT 


d A 


NO SAGGING 
OR BINDING 


eg 











Convoy Files are shipped assembled ready 
for use. They'll stack to ceiling without 
shelving, yet operate freely. Mate together 


vertically, have positive drawer stops. 
Steady profit makers. Some good areas are 
still available for franchised dealerships. 












CONVOY, INC. |” 955700" 8] 


CANTON, OHIO 
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THE CROWN LINE 


For that Extra Quality 


Faster Delivery 


THE CROWN LINE! 


Economy Efficiency 


insist on the best line 


a 


Si ibiacatcinantnesmcniatah ated aint eidnleniisuniiinioepanie 


R.A. STEWART AND CO., INC. 


80 Duane Street 


New York 7, New York 
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JUSTRITE ENVELOPE 


Presents the 


ARCHITECTONICS* 


For the Envelope Industry 













NEW 
a || 1955 


aw 


FULL LINE CATALOG 


Now for the first time, a truly complete 
envelope catalog and dealers’ net price list: 
All under one cover, all made by Justrite—the 
home of Quality, Variety, and Service for over 
35 years. 

Whatever your need—commercial, open end, 
banking envelopes, filing jackets, wallets or 
specialties—a flip of the page will give you all 
the information. Write now for this “architec- 
tonics” of the envelope industry. 


A JUSTRITE FEATURE 
Bankers Flap Envelopes 


Strong, durable ee 


paper stock in 
regular or glazed \ OS 
ee 


kraft, with extra 































deep flaps, wide 
seal gumming area 
and regular or 
center windows. 


NORTHERN STATES eee co. 


300 E 4th St. St Paul, Min 


JUSTRITE ENVELOPE me. (et @) 
523 Stewart Ave, S W, All Go 
= a ‘aiede TaaMmielaiclal-s 


to serve you 








| KNOW THE TRADE MARK 


but = who makes it 
7 


ice 


Look iti 4 _ Appliances 





| BUYERS 
Bind) >. 


ISSUE 














Complete buying information 
at your fingertips 


1 PRODUCT INDEX—over 1,500 products classi- 
fied 


| 2 DIRECTORY OF MANUFACTURERS—over 3,000 


with names and addresses 


3 TRADE NAME—TRADE MARK INDEX—over 6,- 
000 with names of manufacturers 


4 MANUFACTURERS’ ADVERTISING——many use 
catalog-type advertising giving complete 
product information 


‘s TRADE ASSOCIATIONS—City, State and Na- 
tional—names and addresses of officers 
and meeting dates 
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REWARD OF MERIT—Presentation was made recently to the 
Atlanta, Ga., Branch of Clary Multiplier Corporation of the 
President's Cup for the best month's record. Shown here (left 
to right) are E. H. Wigand, branch manager; R. D. Dodge and 
John Winters of the home office, and D. L. Brown, Atlanta 
service manager. 


McKeen Named Hano General Manager 

C. E. McKeen has been named general manager of the 
Philip Hano Company, Inc., of Holyoke, Mass., in an an- 
nouncement by Herbert Hano, president of the business forms 
manufacturing organization. 

In discussing the appointment of Mr. McKeen as the new 
general manager, Mr. Hano said, “Joining our organization in 
July of 1946, Mr. McKeen has made an enviable record as 
our plant superintendent and his many years’ experience in 
our field, prior to joining our organization, has well fitted him 
to his new position.” 

Mr. McKeen was born in Quebec, Canada, in 1900. His 
father, C. E. McKeen, Sr., was an American citizen and one 
of the first shoe manufacturers to locate and operate in Can- 
ada. 

Selling out his interest in a shoe company in 1921, Mr. Mc- 
Keen joined the Autographic Register Company, Ltd., of 
Montreal, as a stereotyper’s helper in the plate room. In ap- 
proximately four years he came up through the plant and be- 
came superintendent of the company. 

Late in 1925, Mr. McKeen and seven other stockholders 
started the American Register Company of Boston, a present- 
day competitor of the Hano organization and remained with 
the Boston company in various executive capacities until 1932, 
and today remains one of the original stockholders of that 
company. 

Convinced, in 1932, that the continuous form field needed 
additional manufacturers, Mr. McKeen helped organize the 
Atlantic Register Company of Waltham. 

In July, 1946, he was selected by the late Edward Hano, 
then president of the Holyoke organization, for the post of 
superintendent. 








“Ui 
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“TO THE VICTOR. . ."’ — J. T. Dibrell, winner of Underwood 
Corporation's Distinguished Salesman's Award, and his wife, 
of 606 Wonder Parkway, San Antonio, are welcomed at New 
York's Idlewild Airport. Greeters are (right) R. K. Allerton, 
Jr., public relations director, and E. F. O'Rourke of the sales 
department. Mr. Dibrell won top sales honors by making 246.6 
Percent of quota. The trip was part of his reward. 
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Just off the press! Eight-page ac- 
cordian booklet illustrating all de- 
tails of Hano's Complete Line of 
Business Systems—yours for the asking. 


you can profit with | 
Hano 

the complete line of 
business systems 


You be the judge . . . Check Hano’s 
complete line of Snap-a-Part Forms, 
Continuous Forms, Continuous Car- 
bon Interleaved Forms, Autographic 
Registers and Forms. Recognize the 
profits from first orders and repeats 
on Hano items, such as N.C.R. (no 
carbon required) Forms and the sen- 
sational new HUR Model Registers. 
Remember that Hano products are 
your merchandise, made to your 
customers’ specifications, shipped 
under your own labels, but billed to 
you. Hano dealers make profits with 
the complete line. 

Some dealerships open for 


established Stationers in the 
South, Southwest and Midwest. 


General and Sales Offices: HOLYOKE, MASSACHUSETTS 


Branch Plant: MT. OLIVE, ILLINOIS 
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A Profitable 
Opportunity! 








With the 
automatic, | 
electric 


Patents 
Applied For 


F.O.B. Factory 


plus excise tax. 
Stacker optional at 
nominal price. (Prices 
subject to change 
without notice.) 


opens 200 to 
300 Letters 
per minute 





built right — priced right 


for thousands of small! and 
medium-sized businesses 


NOTHING ELSE LIKE ITI Opens letters 30 times faster than 
by hand! Gets the whole office staff into high gear 
—fast. Designed to handle from 200 up to 2000 
letters per day. Small, compact—readily used on 
any desk or table. “Scottie” weighs only 9 pounds, 
— it’s easy to carry from desk to desk, can be put in 
any convenient corner when not in use. Opens all 
sizes of envelopes,—no clipped corners or damaged 
mail. Takes a clean slice off tops of envelopes, with 
adjustment from 0 to %” for width of trim. 


OPENS A HUGH NEW MARKET — The Scottie Letter Opener 
does a lot more than open mail — it opens the huge 
market of middle-sized offices where the time it 
saves makes it very profitable. It is needed by 
banks, stores, wholesale houses, insurance offices, 
mail order businesses, factories and dozens of other 
lines. 


OPENS A RARE SALES OPPORTUNITY — Reports from es- 
tablished Scottie sales representatives are excellent. 
Thousands of smaller businesses offer a practically 
untouched market for this speedy, low cost machine. 
If you are experienced on specialty equipment sales 
—look into the Scottie for steady, future profits. 


ARNOLD MAC KENZIE, Inc. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 











ARNOLD MacKENZIE, INC. — 
3133 Overiook Drive, Minneapolis 20, Minn. 
@ It am aapencamns in sales of specialty office equipment. Send full ,@ 
information on Scottie Letter Opener. My territory is: 
~ a 
P ROR cs 
es oe eis ec gied and oud outers seedusedeeseebaeses ® 
eee oad does 6a8 06s bk 10936648 s 000 bueheda eee e 
2 
e Gc ccccccveccececccccecccccscccccocl BORED co co ccccccccccccecscoes 
eeeceeeeeeeeeeeeee @ @eeeeees7we#e 
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R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C, 








, Saree H. Moore, Pound & Moore, Charlotte, must have abou 
ame philosophy on life as my dentist. The dentist always said 
that when his w ntertered with rabbit huntin, then to heck wit 
try. George doesn't fuss with rabbit dogs, but he 2pped 

n raising tine show hosses. 


Evidently the store didn't given him enough time to pamper 


said hobby because on March | George retired from Pound & 
Moore with what the Charlotte paper said was around a halt-a-mil- 
bucks. Now that ain't hay, but | bet anybody a plugged 


kel a lot of it goes for hay. 
Shortly after Mr. Moore's retirement, R. M. Pound, Jr. was 
ted to the post of vicé-president and secretary en 
Pound is president and treasurer. 
The Old Jack 


Typewriter Shop in Sumter, S. C. is no more. 
Irvin Findley and John haw we have moved around 


TW owner 


431 N. Main St., and opened a fu yea oftice store along 

the old typewriter line. The new firm, Sumter Office Supply 
Company, has a nice location. Best of everything, boys. 

"Chief" Mangum, Williamston Office Supply amston, N. C. 
just finished the job of doubling the size of his store and along 
tne rede rating nés come up with 4 si nuff 3 q aea 

*¥ £ &€£ €& £ 

Heard that Leo Gassenheimer, Merchantile Paper Company 

Montgomery, Ala., | ad the misfortune to fall recently coming down 
the store steps and wound up with a busted knee cap. Hope 
srything is mending nicely, Leo. . . Lorenzo (Esterbrook) Mayo 
tired of a ating with his appendix and parted mpany with 
+ ently. 


+ &£ & & & 


My good riend Paul Barnett, of Barnett's, Miami, has been hav- 

4 an ther ¢ Sit n wi ith that bum eq r Ss ana naa T pend 
sbout three weeks at home. . . Hiram Gates, manager at Bryant 

e Supply, Miami, al: spent a few day the hospital recent 
Hi" now i ut and hitting on all eight. . . Joe Hutchinson, 
nerly in k with Bill Fowler now with Pound and Moore 

Mr. Newell, for many, many years with Skagseth's and n with 
Long Office Supply Company, Miami, has retired Lynn Gregory 

noved ver fT Mr. Newell's job and now dev Tu 

y «+ k | 

Whooee-we that’ ver for another year. The Reaiona that is. 

tT back f vente the worse tor wear and tea Twas a 
“vention in spite a te weather's be offort nafu it 

Came acre yuite a few news notes at the confab. Learned that 
Paul Barnett, Barnett's in Miami, has apr »d Albert Hawecker 

his new buyer of supplies and equipment 

xe & & & 

Joe Wardman, the Bates politico, now vering North Caro- 
na, along with fF riginal territory. . . Clark Evans, Office Equip 
meant © Tampa, has closed his other store, Office Supply Com 

ny, and consolidated it with Office Equipment Company Gene 
ae ag “e er for Ivan Allen, Atlanta, now the proud papa of 

» No. |. Little Gene weighed in at 8'/2 pounds. 

When Bill Burge left Shaeffer Pen and went out on | wn, he 
was replaced by Harry W. Foster, wt ame over from the Nash- 
ville territory. Harry has been with Shaeffer fourteen years and 
my informant d ay he is a swell guy to know. His headquarters i 
Atlanta 

*¥ £ £&€ & & 

Sen Hunt, Miami Stationery Company, has himss 
baby. “Kathy” came along on March || 

Charlie Kessee, Kinney-Kessee, Greensbor uldn't go to the 

nvention because he was expecting daughter No. 4 any minute. 

*# * € F & 

Millers Book Store recently doubled thi pace Buck- 

aa tore in Atlanta. The beautiful new tore now ha trontage 


both Paces Ferry and Peachtree Road 
*¥ &£ &€ F&F & 
Mrs. Felix Brockman, wife of Felix Brockman, Ledgerton's 


harleston, S. C was seriously injured in an aut 4 Jent 
Mar k 12. Tr IC ident threw her ut tr The or. The ny thing 
that saved ‘ve fe was an ambulance came along right aft he 
dent and hed her tc the Hiah Point } pital wher f all 
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W SYSTEM 





A completely NE 


of spirit process addressing! 





You get these advantages 
with the new 


MODEL 90 cca Alun 


LOW COST MECHANICAL ADDRESSING — Prints from inexpensive PAPER 
AppDRESS S.LIPs which you prepare in your own office on a standard 
typewriter. Type the address once, the paper slip will print it on enve- 
lopes, statements, etc.—up to 50 times over a period of years. 


EASY FILING AND SORTING—FEach prepared Address Slip is inserted in a 
Master Ho.LpeEr-CaArp for handling and filing. These cards fit standard 
3” x 5” card trays. Natural separation prevents smudging, makes 
captions easy to read. Offers many of the advantages of a visible file. 


EXCLUSIVE! ONE FILE INSTEAD OF TWO—lIn addition to re-enforcing the 
master for handling and filing, the folded HoLpER-CaRpD can also be 
used for keeping any record desired. In typical applications, a mail 
order concern keeps its entire sales record on the address card; an auto- 

















Type Master Address Slip on your own typewriter. Address Slip 
printing oreo holds 5 typewritten lines 3 inches long. Each Address 
Slip will reprint up to 50 times over a period of years. (Note: if you 
vse your Address List once a month, you will probably re-type 
after three or four years.) 

















Insert prepared Address Slip into the three-fold Holder-Cord 
easily and quickly. When names or addresses must be changed, 
new Address Slips are prepored and inserted into the same 
Holder Card. 




















Address File Cards come in a sturdy file box which can be used for 
storage. They are designed to fit standard 3” x 5” card trays. 
Holder-Cards are so designed as to separate naturally, affording 
many of the advantages of a visable file. 

Each three-fold Holder-Card has approximately the same record 
keeping crea as a 5” x 7” file card. Holder-Cards are available 
plain, printed with a stock record form, or may be printed to your 
specifications. 


DEALERS... 


This same ad is currently appearing in consumer maga- 
zines. Since the Mopet 90 MasTerR ADDRESSER is hig 


mobile dealer uses the card for a service record; a national advertiser pA gh se Marg products, the number of dealer- 
records inquiries forwarded to dealers; a church records contributions. for your territory, pics wate, or oad eugene 
Address printing medium and records are combined in the same 
piece in the same file for added utility! 7 ee aa ts eas aire nines at 
EASY LIST MAINTENANCE — To change an address, just type the | MASTER ADDRESSER COMPANY | 
address on the opposite edge of the address slip. Then re- | 6500-OA West Lake Street Minneapolis 16, Minnesota | 
insert it in the same Ho_pER-Carp. Total expenditure—3/10 I I am interested in a dealer franchise for the MopEL 90 MAsTER 
of Ic for the little slip of carbon used! ae he : 
nd me complete information 
AUTOMATIC CARD FEEDING For printing, address cards are stacked | | Have your representative call | 
in the hopper of the machine. Successive cards are fed into | | 
printing position automatically with each pull of the handle. | Pires TRG. sibs cocgidaness+stcnesstsane eee 
Average printing speed, 800 to 1000 per hour. 

Each address can be read before printing, skipped, or held for | ADMIN. 2 oo cccvcsconecocenescccecdceeusanscencssesean i 
repeat addressing. After printing, cards stack in the same order | ; | 
for replacement in the file. Tabbed index guides can be run | BP > sbcsransccsensccesescoevessan ee | 
through the machine, and need not be separated from the file. CL —-—————_—_ ~~ ee 
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FISH WHERE THE BIG ONES ARE 


If you want to do big business, go where the big business ideas 
are! That’s New York—the world’s capital of business; national 
headquarters for most big companies. 

That is why the one truly national business show is held in 
New York—for New York is where most national planning and 
buying is done. 





OCTOBER 24th THRU 28th, 1955 


RUDOLPH LANG, Managing Director 
33 West 42nd Street * New York 36, New York - PEnnsylvania 6-6760 
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NATIONAL BUSINESS SHOW 
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wa n duty as house physician. She re 
knee cap and many Cuts and Druise 

e+ &£ & & & 

Carl Rhodes has been transferred 

V e # Savannah wit 
“Pa” yp Forsyth vers. Forsyth, Jr., wh 
r AK cour snd now has been pr 


thir th 


» convention this year. Sally Sows, 


Drangeburg. S. C made if her Tirst 

} : faba She got the ‘full treatment’. . . 

Jess Weeks ‘ ton, brought ? son John and utside man 
Mal Yeo t regional, t¢ 

* *&£ & & & 

Mr Mrs. Saluetyp Mintle, Hinkle's Book Store 

ne with the f r the most spectacular 

“ th a motorcycle escort. Talmadge say 

+ topy J asked him directions and the cop figured 

than to try directina. 
*¥ £ &€ & & 
Ray Wells Webster's Charlotte boy, says to tell all the 


w personally nstaliea air -onditionina n 
Travelers to drop by for a cold beer and 


&¢ & & H& & 
Mighty Good Chompin T'nite” 


nd a really good place tor a steak in 


teaks, but Italian foods as well. Steve 
Ba Port Restaurant and has one of the finest 
Tony Ru name. His Greek salad 
* *£+ & & 
M , Inky" (Sanford Lydiard, Tommy (agrocerie 
Tompkins Johnny (S.P) Floyd for their help this month 


Kxport Statistics 


of U.S. office machines, 
equipment and supplies 





Net Value 
Quantity (Dollars) 
Machines Accounting Non-descriptive except 
Punched card New ea hr ar ss ae 392 523863 
Machines Accounting Descriptive except 
Punched card New eat vaca 694 887475 
Machines Listing—Adding except Punched card New ...... 3565 567632 
Machines Non-Listing Calculating except 
Punched card New ; Diente tte kid ealeeemen 1807 678455 
Machines Accounting Etc., except Punched 
card New, Nes er ionne aie 478 108889 
Machines Card Punching and auxiliary, ‘New ..... i veh 180 832496 
Machines Accounting Etc., Used and Rebuilt ...... eke 750 153107 
Parts for Accounting Etc., Machines ................-00. 1264759 
Addressing Wathines .... ccc cccccccccccs Sie dis eats - 105 $5431 
Accessories & Parts for Addressing Machines ..... yay 44848 
Machines Duplicating Ex Lithographic Offset ............ : 289 44556 
Machines Duplicating Lithographic Offset ................ 49 65607 
Parts for Duplicating Machines ............ nibs oemenal ee 72164 
eS Ss eee eee cede 873 346545 
ee ees Wee GOED « cicccdsdawacenccese caceeah 790 65964 
. * 2 2. eer rere ery er 337219 
Typewriters Standard New except Electric .... tosseunon ae 610416 
Typewriters Standard Electric except Automatic New ........ 347 84400 
Typewriters Portable New ................. isinens aie’ Ce 185220 
Typewriters Used Rebuilt except Automatic ............... 3205 127640 
Typewriters Nes sae bleh wa Gueiie eee 97 $6233 
Parts & Accessories for Typewriters ............---0005. 511219 
Staplers for Office so Necalbewan eee 71003 
Dictating Machines okie trae evetesetwene bane 284 66178 
Mail Handling Machines & Parts ........ CR en ee es 73103 
Check Handling Machines & Parts ........... ee fF 77162 
oe Coens © Pats GO évsecesteesstsccssseeune 96578 
Mechanical Pencils All Materials (Doz. i as ahi cas di daip dian 134576 
TE re ares ear ee ee 13920 
Pencils Ex Mechanical Black Lead SL 61+ cadcacawe ote 44939 122893 
Pencils Ex Mechanical Wes. (Gr.) ...cccccccccccccccece 6718 28014 
Pencil Leads nb BOWIE deeds b vantebelen ee 56690 
ree ee ere ee ee" 39823 
Fountain Pens Ball Type (Doz.) ............--eeeeeees 186495 495506 
Seen Dams Gx Ball Teh GOED oiccecccccécccescccs 50166 691542 
Ball Pen Refill Ink Cartridges (Doz.) .......-..-eee00e. $0025 118171 
Fountain Pen & Ball Pen Points Nes. ...........0--ee5- 166145 
re wan Geet CONS... cvcenusnessvdesntacevede 23236 134700 
mn wee Pen Peles Ci) .cccsccevvccscddconn vaca 3961 6553 
DEE. . ns ccovcsacnnbbadeendudencaekaemannt 12263 27267 
Ink Writing nn v0 bs ede aeaele $9135 
Se nb ane ne 0006s O0eie rae eee +o Cares ; 299972 
re ae ee ee $1499 90835 
Ribbons Cloth Inked Office Maching ..............0+006- 51085 
ar re Ge, . 44. ceca eebeedadeetubds naneueaae 357493 


(Nes.—Not elsewhere specified) 
Figures for November, 1954, Released in February, 1955, 
by the U. S. Department of Commerce 
(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 
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lestont Dry Ine 


10 covors 





Width 10¥2'’'—Depth 1342" 


“With this 
Display, our 
Flo-masters 
practically walk 
off the counter” 


— a typical remark from a stationer 












oe We expected this effective new Flo-master display 
to do a job but we were not prepared for the demand for 
“more displays” from all parts of the country. We now have 
a new batch on hand. Why not put one on your 
counter — and another in your window! 


You'll find it one of the best “silent salesmen” 
you've ever used. “Attractive” is no word for 

this display. It holds six Flo-masters, each with 
a gayly colored cap (red, green, blue, silver, 

gold and black). 


Here is one of your most effective ways of tying 

in with Flo-master’s national advertising — 

more than 25,000,000 individual messages 
reaching “prospects” in homes, schools, 

art studios, commercial offices and industrial plants. 





“fountain pen with the felt tip”— the instrument i 
that writes on any surface. Stock and sell both H 
sizes — POCKET SIZE for general use; 
KING SIZE for big, BOLD, heavy-duty marking. | 
Used with Flo-master Inks—Transparent and 
Semi-Opaque — instant-drying, waterproof, 
non-smudging. | 


| 
; 
Boost your profits with Flo-master — the | 
{ 
} 











Cushman & Denison Mfg. Co. 
Dept. H-38 
153 West 23rd St. New York 11, N. Y. 








Flo-master 


FELT-TIP PEN 
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%& General Office and Factory, Quality Park, St. Paul 4, Minnesota 
%& Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 





OP 
BEST SELLERS” 


from Quality Park that mean 


satisfied customers and 
profitable repeat business 
for YOU 

















2 COMPARTMENT 
and FLAT MAILER 


Heavy durable stock with 
extra wide seams. 2-com- 
partment has cellophane 
windowed first class en- 
velope attached .. . avail- 
able in 4 sizes . . . Flat 
mailer available in 9 sizes. 

















These are only TWO of the 400 styles, 
stocks, sizes, and weights of enve- 
lopes featured by Quality Park. 


SOLD THROUGH DEALERS ONLY 


Q)ality IP .k 
Products. 


CZ 


GtH District Notes 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL, 
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Advance reaistration for District N 6&6 NSOEA reaiona n- 
n Milwaukee, Wis. May 1-3 nting Gaéily S vernor 
Art fame and chairman Erwin W. Doeple, the S en Co., 


are hopetul that this can be a re breaking 
eir latest invitation reads: 

Come t Milwaukee The Cr road t Amer 3 T the Dig- 
4¢ and pest ever NSOEA orr Rea 2 meering M sy 3 ar 
W nsin Hotel, 720 N. Third St. Find out what makes Milwaukee's 
Semuetiicnkeit tlow through your veir Make happy Triendsnips. 

Ar attendance mmittee ha bee named witl Al Teis as 
hairman and Russell Hatsh as c sn. Both are employed by 
e H. Niedecken Company. These men w work ty of 
Milwaukee and the Fox River Valley. Gordon Kickels, ¢ ead 
and his mmittee are to shepherd the Chicag j at- 
NGSance 
A German band to be on hand t n 
Sunday afternoon. In the evening a square cance trouf w put 
ts ‘Buttons and Bows" performance. In additior William Kaiser 
Ww De at the piano to lead any impromtu singing 
The banquet cheduled for Monday evening. On Tuesday noon 
eat Lake Travelers Club will hold a reqular meeting Jiving 
nany members the grave?? deliberations of their club. 
Several talented speakers have been placed n 
yram along with the regular NSOEA, troupe. It adds up 


tun and croftit, point Milwuakee s Art and Erw 
*¥ *&£+ &€ €& & 


Kip Anger, assistant sales manager M 4 e of Ch 
; top speakers, will be the headliner for the GLTC sales rally 
t 7:30 p.m Shen 19, in the Waldorf R n of the Conrad Hilton 
Hotel, 

Featured on the program, according to Chairman Homer (Ditto) 
Smith, w be a new movie How to Sell Quality snd a pane 
discussion. Tickets are to be $1.00 each for the fast-moving se n 


which should help to stimulate better salesmanship. 


Golt new piling up. Here are the highlight 

June 9—First golf tournament of eason—R nq Green 
Country Club. Chairman is Jerry (Crucible) fg on geoe and 
hairman is Rus {American Pad) Regen. With a fine -ourse 
many prizes and the famed Rolling Green dinner in the offing 

w can anyone stay away? 

July—Date this tournament w c men Ed 
(Chicago Desk Pad) Deacon and essen (Codo} Benge. The site 

urse, Ww be their home link Cog Hill. IP South 

Side"’ tournament, close to home tor Tom (Rockweil- Barnes) Gen. 

September 9—This is date set tor the W nsin amen 


Thomas Adams of Sengbusch Self-Closing Inkstand mpany 
nd Tom Ceary | f F. S. Webster Company a hairmen. It 
nay be nat 4 a 1e 


r will be arranged tor the previous evening 
~ 
the Miller Brewing Company, Milwaukee 


It's a boy for the Ken (Carter's Ink) Hendersons, born in March 
at Inga Mer al Hospital, Harvey Papa popped witt 

jars (and a mighty good brand) at rt S>LTC luncheor 
* oe & & # 


> Ed Robinson, m the ®t 


if nave 
T éaveiers ® ud ] a GLTC 


v. v. mM Me x 
vr *r ay Oy 


That manufacturers’ representat with e perpetual! smile 
Neilan Short, has finally been hooked by a lucky g Shirley M. 


Gentner of Jacksonville, Ill. The ceremony will be Springfield 


Bill Leineweber of Associated Sa Su an 3 
been hav a ugh time 1 q at 
W y M Hospital in Chic 

* & & & 

Ray J. Eichenlaub of Service Stee! Products Company has been 
nstalling h elf-service type f tore fixture ) ve fe ago. 
They are featured in that famed 1 LaSalle St. establishment of 
Stevens, Maloney & Company where “Ollie Stevens recently held 

en house for a host of friends, and a at new ened 
Tore T Oh r tationers 2475 W [ evon Chi aq 

The Steven Maloney firm has made it easier f mer 

select merchandise but Bill Durs Ig ne of Ollie's many right 
nana men, fc nt ut that the ideo T elt ervice Ounters 
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ITY CONTROL 


LEADERSHIP 
IN THE DUPLICATING FIELD 


DEPENDABILITY and PRECISION 

has been the keynote of ROSE’S success. Continuous 
research by ROSE has preduced a superior line 

of duplicating products. This basic policy supplemented 
by more than a quarter of a century 

of experience and know-how gives ROSE 


the highest reputation in the field. 


MASTER UNITS 

SPIRIT CARBONS 
HECTOGRAPH CARBONS 
SPIRIT CARBON ROLLS 


DUPLICATING FLUID 
AND HAND CREAM 





RIBBON and CARBON MFG. CO., Inc. 
HARRISON, NEW JERSEY 


Makers of the world-famous patented “Sta-Clean” 
metallic protective-coated master units. U. S. pat. 2,671,734 


CATERING TO THE REQUIREMENTS 
OF DUPLICATING SPECIALISTS ALL OVER THE WORLD 
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ss emee 


Copynile 


A NAME RECOGNIZED THE WORLD OVER 
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No Other Liquid Duplicator Gives You 
All These Copy-rite Features 


@ Instant starting 
@ Roller moistening - No priming 


@ Margi-Set position control with fractional to 
7 line adjustment 


@ Visible indicator to show ‘“‘setting”’ at all times 

®@ Position changeable even while machine is 
operating 

®@ No stencils, gelatin, inks, type or ribbons 


@ Longer runs and sharper copies in single or 
multi-color 


A complete line of liquid process duplicators in- 
cluding electric models—from $157.50 to $349.50 
—all plus tax. F.O.B. Chicago. 


WOLBER DUPLICATOR AND SUPPLY CO. 
1203 CORTLAND STREET 
CHICAGO 14, ILLINOIS 
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epartmentalized and 


+h 5 answer r special items 
a was @ big success and the public wa 
n q nery store wh 60% self service 
Ray iggest were tollowed out by the proprietor, Mrs. 
Ohlson jhting, windows, flooring to installation 


Harrison 


ye eee 


T M tationers' bowling serie st proposed 
n wed on Saturday afternoon ‘March 26, at 
M k t ry for Milwaukee was 102 pins. 

A prime , tor 86 men and women maxed an after 
noon and ev t real Wisconsin hospitality. At this affair 
the president shicago Stationers Bowling League, Roy 
{Globe-Wernicke) Hanson, and the Milwaukee Office Equipment 
Bow Leag Ralph Moore, were introduced 

T Milw ' t finished their 1954-55 bowling season on 
March 29 and ? 3 tr with a sweeper nicht April 5 at which 
time the prize "d was distributed 

Chicag tat have their annual dinner, prize distribution 
and elect t otticers May 10 at Riccard Restaurant 





Burroughs Develops New Printing Technique 
a new super-speed process called “Electro- 
which will print lightning-fast calculations 
of an “brain” at the rate of 5,000 characters a 
second, has revealed by Burroughs Corporation. The 
new printing technique was described by Dr. Herman Epstein 
of Burroughs Research Center, recently, at the West Coast 
Computer Conference in Los Angeles. 

Potential applications for Burroughs electrographic printing 
technique include: 

1. Electronic computer output system. 

2. High speed labeling or strip printing. 

3. Page printing. 
4. Teletyping and telemetering applications. 
5 
6. 


Development of 
graphic Recording” 
electronic 


been 


Facsimile and duplicating applications. 
Display applications. 

The current laboratory model is being used as a basis for 
further research into the development of this new art and 
for exploring its full potential for business, industrial, and 
governmental use. 





Estey Metal Expands Products 

Estey Metal Products, Inc. of Red 
Bank, N. J., manufacturer of metal 
equipment, has announced the formation 
of its open shelf file division. It is 
headed by Norris Fay, who recently 
joined Estey. 

Mr. Fay has 
wholesale and 
equipment since 
New York area. 

As a specialist in open shelf filing, 
he has been responsible for many installations purchased by 
life insurance companies, hospitals, banks and colleges. He 
will be in charge of dealer sales. 


been associated with 
retail selling of office 
1936, mainly in the 








Smith Named Legerton Store Manager 

Legerton & Company, Inc., “Complete Office Outfitters 
Since 1888” in Charleston, S.C., has named Hemphill Smith 
as manager of the Charleston Heights store at 3348 Rivers 
Ave.—EEG 





Clark Heads Uhu Products Sales 

Leroy H. Clark, formerly sales manager of Rex Cutlery 
Corporation, has been named sales manager for Uhu Products 
Corporation. The firm is introducing to the American and 
Canadian markets household glue, which was formerly sold in 
Virtually country in the world, except the American 
markets. 

Mr. Clark was previously with J. Wiss & Sons Company 
and the Kraeuter & Company. He is presently visiting markets 
throughout the country arranging for wholesaler representation 
of Uhu glue and the servicing of its dealers. 


every 
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STOP | MORE TRAFFIC 
WITH THE 


KIL-KLATTER 


THE SCIENTIFIC TYPEWRITER Pao 


national ads like this mean 
more sales and more profits 








Cduiet= 


KIL-KIATTER 


e Your office becomes quieter when 
Kil-Klatter pads go to work for you. 
Distracting typewriter noises dis- 
appear . . . office efficiency goes up. 
The result is fewer typing errors, 
fewer clerical mistakes. 





Kil-Klatter’s aggressive 
advertising reaches 
office managers, secre- 
taries, stenographers 
and typists through 
national office and. 





business magazines, 
clears the way for 


sales for you. 


Plue 


these 
extra 
sales aids 


Absorbs the shock and deadens 
the sound of typing. 


Made from genuine OZITE felt, 
with dent-proof top and 
skid-proof bottom. 


Fits all typewriters and other @ CATALOG CUTS 


office machines too. © NEWSPAPER 
MATS 
2s 
¥: AT YOUR STATIONER OR @ TWO-COLOR 
OFFICE SUPPLY DEALER newness 
STUFFERS 
hil: KLATTER @ COUNTER CARDS 


EMTIFIC TYPEWRITER PAD 





“The Answer to a quieter office 
may be under your typewriters” 











Order your supply of KIL-KLATTER 
typewriter pads and free sales 
aids. . . TODAY 


G0 


e+eFOR MORE SALES 














A Bonny Bit 0'Profits! 


Waldon Roberts Enanon 


ADE IN USA. 


PEN-PENCIL 


Writing of Ball Point 
Pens and Pencils 





ball-point merchandise! 


Made by the world’s eraser experts, 


of specially-textured rubber for clean erasures of all 
ball point ink and ball point lead. 

Like all Weldon Roberts Erasers. the new No. 38 BALL 
POINT is packed in an attractive display box, 2 dozen 
to the box. 


Write for inviting details and sample of this timely, 


red-hot item NOW! 


WELDON ROBERTS 
RUBBER CO. 


365 Sixth Avenue 
Newark 7, N.J. 









Walden Robes 
Enon 


a Correct Mistakes in Any Language 


Eraser Specialists 
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The BRAND-NEW 


No. 38 BALL POINT 


For Cleanly Erasing All 


Feature this attractive, green handy- 


elliptical eraser along with all your 
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IZZY VODA, CORRESPONDENT 
200! S. HANLEY RD., ST. LOUIS 17, MO. 





MEMO FROM THE GOVERNOR'S DESKk 
Thank you are doing a magniticen t help make 
ng regional the most outstanding. Members can't afford 
To nr Tr meeting May 5 and May 6 in Wichita, Kar 
Vaughn Witiome, Schooley Printing & Stationery Co., Kansas 
City, Mo. and r governor of the 8th region, has been re- 
ently app , Paul Burbenk, itive vice-president NSOEA 
epresent the stationery industry f Missour - mon nas with 
representative f all retail operatior They. w try to formulate 
ans to help prevent the proposed lifting of retail exemptions 
the present Waae and Hour Law tT The Federa Labor Standards 
Act. The Federa vernment w attempt ft remove restriction 
n May. Your presence at the 8th Region in Wichita May 5 and 
may save you thousands of dollars in your business. The wage and 
ur law w be explained and you w be instructed on how to 
enr unta eg aTION, 
%*¥ + * € *¥ 
Roberts Printing & Stationery C Hutchin Kar wned by 
Bill Bond and Leonard Wilcox, president of NSOEA, had forma 





gg by Clint Cooper, Dave Neuhaus... 

. Leonard Wilcox, Milton Martin and Jack Robinson greet travelers 
and dealers at Roberts Pig. & Staty. Co. grand opening in Hutchin- 
son, Kan, 

2. Viewing letters sent to Leonard Wilcox and Bill Bond by the 8th 
District NSOEA Foundation acknowledging donations in lieu of 
flowers honoring the store at its grand opening. REAR: Vaughn 
Williams, Bill Cromwell, Ray Kline, Ray Baldwin and Tom Seward. 
FRONT: Leonard Wilcox and John Brain. 

3. Bill Pickering, Eberhard Faber Pencil Co.; Cuba White, Southwestern 
Office Supply Co., Wichita, Kans.; Bob Scharnhorst, mfrs. rep.; Al 
Perry, Federal Staty. Co.; Jack Coleman, Coleman Office Supply, 
Wichita, Kan.; Earl Scott, Bauman Office Supply, Wichita, Kan.; Art 
Pfister, Smead Mfg. Co. (More photos in succeeding column) 


re opening on Friday, March 18. Bill and Leonard should be 

ghty proud of their most beautiful store, with innovations in dis- 
play and self selection. 

More than one hundred floral pieces arrived for the occasion. 
Many gifts in lieu of flowers were al egio 

undation. A eat deal of credit for this beautiful store goes to 


3 


~ 
G 


Jock et ell store manager. He has worked night and day help- 


3 Leonard and Bill make their life long dream come true. 


Greatly assisting Jack were charming Lucille Settle and Dorothy 
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We could call this 

catalog a “‘How to Make 

More Money Book’’. Contains 

old favorites and new items. Plan NOW 

to use this material in your fall promotions 
and to help your salesmen. 


Here are a few examples: 


a 
ss SATS 


earner weee we 


(/LOCKMASTER 








7 \ 
POST BINDERS 





DISPLAY 


This 


PL 


oe 
a 


> Ps 


Sales Promotion Manual 
Helps You... 


AN COMPLETE 





PROMOTION PROGRAMS 


Direct Mail Folders, Blotters 
Bulletins for Your Salesmen 
Counter Displays 
Window Display Banners 


at 
ee 


Individual Help in Planning Spe- 
cial Feature Window Displays. 





ll 





LC ECOL =a 











LOOK! LESS EYE-STRAIN! 


is 3 | fo BUSINESS 
Nii 


AND ACCOUNTING 
RECORDS 

















BLOTTER | 








OTHER NATIONAL PROMOTION AIDS 


@ Factory Sales Schools 


@ Special Catalogs on Gift Items, School Items, 
Diaries and Date Books 


@ Catalog Cover Selector 


Plus Special Promotion such as the current 
Miss Eye-Ease Selection 








DISPLAY BULLETIN 
KEEP YOUR PHOTOS The Nose Exel, 




















NATIONAL BLANK BOOK COMPANY - 
New York 
Dallas 


35 Water St., Holyoke, Mass. 
Chicago . San Francisco . Atlanta 
Boston . Los Angeles 
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NEWSPAPER MAT 


Please send ‘Promotion Materials for your Store Advertising’ 





NATIONAL BLANK BOOK COMPANY 
35 Water Street, Holyoke, Massachusetts 


COCR RR E EEE EEEEE 
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The greatest idea 

for promoting business 
gift sales ever offered 
to the office supply 
and equipment industry. 


Both dealers and 
manufacturers can 
profit from this 

new selling opportunity. 




















watch it unfold in... 





OFFICE APPLIANCES 


The Business Journal of the Office 
Equipment Industry 
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Allen, and + mpetent Milton Martin and Clark Selby. 
hose rest the sales are Leonard Wilcox, Bill Bond, Verne 
Ayers, Chester Guettsche, Earl Siebert and Ray Brown. 

A ; t st Robert Bud Fenton, printing superin- 
follows: Jackie Rucker, Charles Parker, 


A 
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Personalities at Wichita Grand Opening. . . 

1. John Brain, Omaha Staty. Co.; Sid Anderson, Latsch Bros., Lincoln, 
Neb.; Fred Pfaff, Duke, Inc., Wichita, Kan.; Clint Cooper, Esterbrook 
Pen Co.; Ray Kline, Security Staty. Co., Kansas City, Mo. 

. Bill Froehle, Boorum & Pease Co., president Midwest Travelers; Lou 
Blair, Blair Office Supply St. Louis, president Stationers Assn, of St. 
Louis; Izzy Voda, Wallace Pencil Co.; Loyal ‘“‘Munkee"’ Carlon, Bates 
Mfg. Co. 

. Floyd E. Marshall, Floyd E. Marshall Co., Tulsa, Okla., and Floyd E. 
Marshall Jr., Acco Products, Inc. 

- Jack Robinson, mgr. stationery dept.; Dorothy Allen, country sales 
mgr., Clint Cooper, Esterbrook Pen Co.; Lucille Settle, printing dept. 
mgr. 

- Earl Tardy, National Blank Book Co.; Bill Cromwell, Eaton Paper Co.; 
Vaughn Williams, Schooley Ptg. & Staty. Co., Kansas City, Mo.; 
Dave Neuhaus, mfrs. rep.; John Chowning and Al Perry, Federal 
Staty. Co. (Photos by Dave Nevhaus and Clint Cooper). 


Mary Ford, Leon Smith, Moss Cassity and Glen Kollhoff, and last 
but t least, the ¢ t and loss department composed of Dorothy 
1 Wilma Emery. 
avele W ne to Hutchinson to attend this store opening 
Art Pfister, Dan MacDougall, Clint Cooper, Howard Van 
Voorhis, Max Keating, Tom Seward, Newman Donnell, Jerry Dusky, 
Edmond Tardy, Al Perry, Dave Neuhaus, Bob Eldridge, Bill Crom- 
well, Don Lyn Mr. Peepers) Loyal Carlon, John Lathrop, 
Pete Peterson, Walter Lennartson, Bill Pickering, and your corre- 
pondent, Izzy Voda. 


Young ar 


Eighth Reg ers in attendance were: Governor Ray Baldwin, 
Ray Kline, Vaughn Williams, Lou Blair, Howard Hendricks, Howard 
Blanchard, John Brain, Cuba White, Earl Scott, Ralph Bauman, 
Vern Stiverson, Fred Pfaff, Chief Moore and Charlie Mauer. 

+ &£ & & & 


March 19, a pre-regional meeting was 
Wichita, Kan. Governor Baldwin, and 
the Midwest Travelers, presided. After 


Bill Froehle 
tt rmulated for a bigger 


4 piar were 
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PROFITS GO UP 


WHEN YOU SELL ENNIS PRODUCTS 


PRINTED-TO-ORDER 


SALESBOOK CO. 


Factories at Ennis, Texas @ Chatham, Va. 
Manufacturers for Dealers Only 
Branch Offices and Warehouses at Hovs- 


ton, Dallas, Birmingham, New Orleans, 
hes Angeles, Denver, St. Lovis. 


itelalhachic Mme sdeleL: 
Tel iskislele) & 
Guest Check 
Deposit Book 
Tags 

Add to your 
volumes .. add 


to your profits 


with — 


STOCK ITEMS 


Tei tetdelele) a: 
Guest Check 
Teller Cash 
Tickets 

si fels) aa eele 


28 Style Stock 
Jal ahicie Me ele 
ALSO 
MANUFACTURE 








~SPARKZ ~ a> 
Your Vertical Filing Sales 
The ATLAS Way! 


For OFFSET PLATES, NEGATIVES, 
and STENCILS 
ATLAS JUMBO MODELS 





Two drawer cradle suspension cab- 
inets manufactured of extra heavy 
steel. 


A Jumbo (below) 16” wide, 52” 
high, 28” deep files standard off- 
set plates, negatives, stencils 


B Jumbo 181,” wide, 52” high, 28” 
deep files plates, negatives, sten- 
cils 1142” to 13” wide 


C Jumbo (at right) 261.” wide, 
52” high, 28” deep files plates, 
negatives, x-rays to 21” wide 





OTHER ATLAS MODELS 


Portable 
Deluxe 
Twin-DeLuxe 
B Deluxe 

C Deluxe 


WRITE FOR CATALOG ILLUSTRATING 


THE ABOVE ATLAS MODELS. 





ATLAS HANGERS 


ONLY ATLAS MANUFACTURES A 
COMPLETE LINE OF PATENTED HANG- 
ERS in 111", 14” and 22” WIDTHS. 
CHOOSE THE HANGERS BEST FOR 
YOUR REQUIREMENTS 


NEGA-PLATE HANGER 


The Nega-Plate Hanger (illustrated) 
is equipped with two heavy en- 
velopes for offset plate and nega- 
tive. Filed items are protected from | 
dust, scratching and effects of light. | 
Available in 11'/2" and 22” widths i 4 








DSH Hangers — for standard stencils 

DGR Hangers — for foreign heading stencils 

PSC Hangers — for straight edge plates, negatives, stencils etc. 
SH Hangers — for serrated edge offset plates 

G!H Hangers — for group and specialty filing 


ATLAS 
VERTICAL FILING 


FOR STENCILS, OFFSET PLATES & NEGATIVES, X-RAY, ETC 


Atlas Stencil Files Corp., 16716 Westfield Ave. * Cleveland 10, O. 
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and better regiona 


nvention May 5 and 6. Howard Blanchard, 


treasurer 8th Reg checked the committees on the expend 

tures. Lou Blair, secretary, took notes, and Ray Kline, convention 
jenerai b é6irma sgreed ana di agreed ind everytT } went 
along smoothly. Ray Baldwin called on | mmittees as did Bill 
Froehle, and sn assure you that if y this 8th Regiona 


meeting May 5 and 6 at Wichita, it w ean a aertinite 
your company and to you. 

Those “attending this meeting included Jack Low, Bob Scharn- 
horst, Ted Scharnhorst, Norman Hamergiren, Bob Phillips and Jack 
Coleman. 

** & & * 


While in Wichita, Earl Scott took many on a tour of the new 
Bauman Office Supply Company. Also, Cuba White escorted vi 
tors through his new store, Southwestern Office Supply 3 must 
when you attend the convention. Another must at Wichita is a 


steak at Ken's Club. Also, see Art Pfister's crewcut. And don't 
pass up a visit with former Governor Fred Pfaff at Duke, Inc. 

* £ © & 

Word has just come to me that Harry Rogers, Ap has re- 

tired and headed for California. Good luck Harry! Let us hear 


fr om you. 


*¥ *£ & & & 
Mr. & Mrs. Herbert Held, Blackwell-Wielandy Company, St. 
Louis, recently returned from New York where he attended the 


Wholesale Stationers Convention. 
* + © & & 
Seen in the 8th Region recently were Ellis Ryan, manufacturers’ 


representative, and what a swell girl doing a swe b, and Merle 


Kensinger, The Carter's Ink Company. 
*e & & % 
Congratulations and best wishes are in order for Floyd E. Mar- 


shall, Jr., Aicco Company, and Miss Winona Lawson their re 
cent marriage. Floyd is the son of Mr. & Mrs. Floyd Marshall 
of Marshall Office Supply, Tulsa, Okla. 
%*¥ + © & 
Paul McConnell, Dennison Manufacturing Company, is now 
manager of the St. Louis office. Paul came here following the death 
of Bob Lewis, who was manager of Dennison’s, St. Loui fice, for 
many years. 
*¥ * *& & 
George B. Tapner, former southwest division sales manager for 
Permace!l Tape Corporation, is now manufacturers’ agent in the 
Midwest. 
* + * & * 


John Brain, past governor of 8th Region, NSOEA, and president 


Omaha Sct Supply Company and naha Stationery Com 
pany, was recently elected second vice-president of National 
School Service Institute. John is a brilliant young man who is going 

aces. 

* *£+ & & 

Lou Blair, Blair Office Supply Company, St. Louis, Mo., and sec 
retary of 8th Region of NSOEA, was re-elected president of St. 
Louis Stationers Association at a meeting held March 21. Others 


re-elected were John Griffith, Ace Office Supply, v president; 

Robert Burkhart, Miller Printing Company, treasurer: and Chester 

Kennedy, W. J. Kennedy Stationery C snd It. governor of Mi 
uri, 8th Region NSOEA, secretary. 


“STAY ALIVE IN '55 FOR WICHITA" 








HONORED BY YOUTH . . . Edwin H. Mosler Jr., president of 
the Mosler Safe Co., receives plaque for inspiration in the 
Junior Achievement program from Dave Keller and Nancy 
Suplee, students of Hamilton High in Hamilton, Ohio. Dave 
and Nancy are executives of the Novel-Ty-Rack Co., spon- 
sored by Mosler. 
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AMERICAN 
PRESENTS 


THE ALL- 
AMERICAN 
LINE FOR 


1955 














WRITE 
FOR 
FULL 
DETAILS 
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Speeds Payroll Accounting for Users... 





Speeds Sales for Dealers! 
Multi-Rite* 


METEOR 


Bi PAYROLL SYSTEM 


The new Meteor Pegboard — scientifically designed for speed, 
accuracy, efficiency — assures absolute lineup and positive 
registration of payroll forms. At one simple writing, you simul- 
taneously enter Journal Sheet, Earnings Record, Payroll Check 
or Cash Payment Slip. 
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Alert dealers are finding tremendous sales possibilities in the 
Multi-Rite Meteor and in the Meteor Payroll System, with its 
8 big new extras not heretofore available. 








THE C. E. SHEPPARD CO. 
44-07 21st St., Long Island City 1, N. Y. 


! Without cost or obligation, send me full details of your 
THE C. E. SHEPPARD CO. Br face etonaiasiram 
* * _ . 


Write for full details about our economical demon- 
stration kit offer! 


NAME 


E stablished 1900 ee ee ee | 


{4-07 21st Street, Long Island City 1, N.Y. : City 
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Columnar Sheets 
are ruled in 


PERMANENT INK! 


1 








Lines can’t smudge «- Ink Eradicator won’t remove lines 


Dealer sales are multiplying as enthusiasm 
grows for these new FAULTLESS Columnar 
Sheets. They’re the first great improvement 
in years! Lines are waterproof, won’t smudge 
under moist hands — even ink eradicator 
won’t remove them. 

Lithographed in brown and green on fine 
quality white stock, FAULTLESS Colum- 
nar Sheets offer maximum contrast with 


far greater eye comfort. Lines are always 
uniform — register is perfect! 

Tell all of your customers about new 
FAULTLESS Lithographed Columnar 
Sheets. There’s no easier way to insure ex- 
tra profits. 


STATIONERS LOOSE LEAF CO. 


MILWAUKEE 1, 524 NORTH BROADWAY 







NEW YORK 3, 114-116 EAST 13TH STREET 





written figures, eliminate glare and produce 








- 





262-D.P.S. 262-A.T. 4%" 











282-A7T.6%" 


262-40 








262-W.B. 


Also manufacturers of Office Desk Pads, Home-style Desk Pads, Work Distributors, 
Telephone Book Covers, Office Chair Cushions and Acetate Products, including Sheet 
ATMZ Protectors, Card Holders and Protective Holders. 


CHICAGO DESK PAD COMPANY, INC. 


15 NORTH JEFFERSON STREET CHICAGO 6, ILL. 
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**Just Among Friends”’ 
By E. J. Mitchell, 
329 Belt Ave., St. Lovis 12, Mo. 
ed from Bob Eldridge, lowa representat 
: mpany reming us That a the A é 
. try sre n + la ntinea > the turn ture depart 
Les Clark of Commercial Office Supply C 
wa as an example. Mr. Clark early this year 
re than Il om n paper clips tor ne 
apers heard of it and dubbed the firm 
ya's | Les, with partners, Bill Phillips and 
Roland Baird ied the firm several years ago and under their 
j Jily prospered 
* &£ &€ & F 
A atior nvention in St. Loui the 
t many of our i friends among the sch 
uding; Meridan Gleason, vice-president 
; mpany, Omaha, Nebr.; Don Tye and Al 
Kastman B Kansas City; Pres. Tomlinson of Sch 
Wichita, Kans.; A. Don Sloane, vice 
Buffalo, N.Y.; Stratton A. Terstegg of Binney & 
Fred Grube, representing Farnham Stationery & 
ny, Minneap 
t ictive part in the convention were: Rus- 
sell Hadden \ Wielandy Company and Frank W. Palmer, 
Jr } & Blythe Manufacturing Company. 
x & & & 
Edward Conlon, vice-President, Butler Pape 
1 to report | yood health and good busine 
1 tidinas from Ed 


%&* &£& & & 


Greater St. Lou s held its reqular 





March 21 and re-elected all 1954 off 
term, which means Louis Blair, Blair Offic: 
T r Tne presiaency f r another year The 
1 Wm. Kincaid, Jr., Schaar Bros., In 
mamdnacdiin 
Victor Adding Expands Operations 
The Victor Adding Machine Company announces the 
opening of a new branch office in Richmond, Va., and an 


agency operation in Salt Lake City effective March 1. Both 
will provide complete sales and service facilities for the com- 
pany’s adding machine and cash register lines. 

Within recent weeks Victor has converted the Durrett 
Typewriter Exchange in Atlanta and the Alabama Typewriter 
Birmingham, to direct factory branch operations. 
This brings the total number to 35. 
| “These moves,” stated Vice-President A. F. Bakewell, “are 
all part of Victor's current diversification program. Not only 





Company, 


do overall plans call for the introduction of new products 

under the Victor name but also for the development of distribu- 
tion facilities.’ 

In opening these new branches the company has assigned 

a number of long time Victor men to serve as managers. 

In Richmond, Allen Budinger has been placed in charge. 

Clyde Checketts, long associated with Victor's McCaskey 


Division, will be manager of the Salt Lake City operation. 
Everett Mueller and William Usinger, both active in the 

company’s Chicago branch for a number of years, have been 

issigned to the Birmingham and Atlanta operations respectively 


as branch managers 





Facit Reports Many Missing Machines 


Sender Jaari, sales manager of Facit, Inc., 500 Fifth Ave., 
New York, N.Y., reports that a number of machines are 
missing from the service department—the third time that the 


is been burglarized. 

[hese machines are: 

Halda typewriters—Serial No.’s 57543, 
57548, 57549, 57551, 57567, 57568, 57569 and 57578. 


warehouse h; 


57547, 


portable 


Facit model NEA’s—Serial No.’s 402377, 402378, 402367, 
and 402384 

Odhner models—H.11S4 No. 162795, X11CS5 No. 129987, 
X9C5 No. 172981, X9C5 No. 172982. 
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Profitable, Fast Selling 


STATIONERY ITEMS 


Vew 


MEMO-MASTER 


Write long or short memos on this continuous paper 
roll. Sturdy, break-resistant plastic holder is handy on 
desk or wall. Needed everywhere — office, home, work- 
shop and factory. Colors: Walnut, Ivory, Black, Red, 
Gray. Successful as advertising specialty with 3-line 
imprint. Has holes for hanging, pencil holder, rubber 
feet, and improved paper grip. Display boxed 87%” x 
44” x 314” with 150-ft. roll of paper. Retail $1.25. 


~~. 





Read and Work with a 
HOLD-A-BOOK 


Holds recipe books, catalogs, Do-it-yourself instructions, 
and other papers at proper angle for quick and easy 
reading. Secretaries love them! Sturdy, break-resistant 
plastic in Black, Ivory, Blue, Red, Yellow. Display boxed 
with see-thru opening. Retail $1.00. 


AKAY CORPORATION (eee 


DIVISION OF HAUSER PRODUCTS, INC. NOW | 


4034 N. Kolmar Ave., Chicago 41, Illinois 
AKAY CORP. Dept. OA, 4034 N. Kolmar Ave., Chicago 41, Ill. 









5 
i 


occsenanewee doz. Memo-Masters to retail at $1.25 each (Packed 
4 doz. to ctn. Wt. 45 Ibs. Specify color) j 


ow cheaweee doz. Hold-A-Books to retail at $1.00 each (Packed 
4 doz. to ctn. Wt. 15 Ibs. Specify color) 
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MARKS UP TO 
3000 GARMENTS 


ODORLESS 
QUICK DRYING 


BLACK 
INDELIBLE INK 


RUN PROOF 
WON'T WASH OUT 
WON'T EVAPORATE 


writes and marks directly on: 
COTTON e NYLON 
e WOOL e SILK e 
LEATHER e RAYON 


used by professional laundries everywhere 


NATIONALLY ADVERTISED 
DEALERS’ AIDS AVAILABLE 


brilliant 4 color 
display card 


INDISPENSABLE TO: 









% HOUSEWIVES 

* SCHOOLS 

%& NURSERY AND 
KINDERGARTEN 

%& SUMMER CAMPS 

%& CHILDREN’S 
CLOTHING 

% COUNTRY CLUBS 

% HOSPITALS 

% INSTITUTIONS 

x LAUNDRIES 

% DRY CLEANERS 

%* HOTELS 

* MOTELS 


{ manks ve te 
3000 canmenrs: 











Odorlers 
eX MeotueL rey 


. 
Mt wor fvaronar, 











SAMUEL TAUBMAN & CO. 
1 WEST 34TH STREET, NEW YORK 1, N. 
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ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 


















NEW IN CHICKASHA .. . The office supply department in new 
store, Johnson's, recently opened by Joe B. Johnson at 314 
Chickasha in Chickasha, Okla. Mr. Johnson was formerly lo- 
cated at 212 Chickasha. 


It is nice to report that | have been 
weeks and that if | follow the medic's very strict orders | wil 
be able to visit with all of my good dealers who have been very 
thoughtful of me during my long illne I| 
for me within a reasonable time. 


| have had a little help from a few 4 
stopped long enough to dash off a few news items. Thanks fo 
the co-operation. 

* + &€ & 

W. H. Blake, formerly with Blake & Bowles, Baton Rouge, La., 

representing Associated Stationers in Louisiana, Arkansas and 
Mississippi. John Bonner is in charge of the stationery department 
yf the Conroe Courier at Conroe, Tex. 

* + & & 

Jim Fowler has joined the office staff of Stationers Distributing 
at their Houston branch. Dave Reed is back with Stationers 
Distributing at Fort Worth, covering the West Texas territory. 

* £ &£ & & 

Horace Allen, who was connected with The Shelby Company, at 
Dallas in a sales capacity, has taken over the stationery depart- 
ment of the West Texas Printing Company at Brownwood, Tex... . 
L. & H. Printing Company has moved into a new building at 
Morgan City, La., with an enlarged stationery department 

* &€ &€ HF 


Hester's Office Supply at Lubbock, Tex., has the family doing 
a good job. Ross in charge of the printing division, David the sta- 
tionery and furniture department and W. L. Hester the buyer and 
aeneral manager. Reid Steele, who was in the stationery depart 
ment, is representing American Seating Company of Dallas in 
West Texas and headquartering at Lubbock. 

* &£ & & & 

Mrs. Elizabeth Roberts has taken over the management of the 
J. C. Roberts Office Supply since the death of J. C. and is as- 
sisted by Mrs. Dorothy Pratt, a sister of J. C. and Billy Garratt, 
who is an outside salesman. The firm was recently opened at 1112 
Bilbo in Lake Charles, La. 

* &£ & & 

Berry Office Machines is out of business, at Brownwood, Tex. ... 
J. R. Gillingham has taken over the buyers’ desk at Stewart Office 
Supply at Dallas, replacing Carroll Wood who resigned to enter 
the insurance field. 


* &£ &£ & & 


R. M. Jenkins is issuing the purchase orders at Fort Worth Blue 
Print Company, who recently opened an office supply department. 
.. . Dick Reeves, formerly with Coleman-Democrat Voice at Cole- 
man, Tex., has bought the Journal-Tribune at Seneca, S. C. 

*¥ £ & & & 

Sam Patterson of Texas Office Furniture, Dallas, won a 1955 Ford 
n the Eversharp contest. . . . Geo. Bradley, who a few years back 
store at Carthaae now representing Western 


+ Shreveport in East Texa 


wned a stationery 
Newspaper Uni 
*¥ *& & & 


“11 


Tom Flaherty, Dixon Crucible representative in Texas, will walk 
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SEAL-O-MATIC 
SENIOR 3” 
AUTOMATIC 


$39.98 


retail 


Finest made for heavy duty shipping. Tapé widths 
1%” to 3”. Features a lifetime stainless steel 
blade, 2 pure bristle brush wetting. Visual mea- 
suring scale. Self adjusting moistening element. 
Automatically measures, wets, cuts, ejects tape 
lengths adjustable 242” to 36”—each pull. Side 
bottle maintains water level in large tank. Fully 
encased body 


the profit line for 


i iiize..Speed and Service 


IN OFFICE, STORE AND FACTORY 


* Featuring “advanced-styling” in a complete line of automatic and pull type tape dispensers, 
“lowest in price—highest in quality” . . . designed with the cooperation of 


Stewart-Warner engineers. 


SEAL-O-MATIC 
“WALTERS 60° 


AUTOMATIC 
Chrome 
Top Model 
$17.95 
retail 
New 3%” to 14” tape sealer with front press down 
handle. An unbeatable leader in style and mechan- 
ical efficiency. Nothing like it before!! .. . And at 
a price so low. Precision formed. Rustproof. Un- 
breakable body. Lifetime blade, yd 
ejects strips in lengths adjustable 2” up to 742”. 
Available in hammertone gray—$16.95 retail. 









SEAL-O-MATIC 
. “CELLO” 
DISPENSER 


retail 
For Cellophone 
or Pressure 
Sensitive Ta 
Fantastically low 
price... 
Compare it with 
all competition!! 
Feed stop mechanism measures and ejects lengths 
adjustable up to 4” each press. Tape siitter fs 
tachment splits tape in half lengthwise, ejects two 
pieces—each press. Tape slitter attachment $1.00 
additional. 





SEAL-O-MATIC 
“FLASH” BRUSH 


SEALER 
With Removable 
Water Box 





retail 
The best brush pull type machine for tape widths 
up to 142”. Features control guides to prevent un- 
ravelling of tape, non-clogging top, end-to-end 
moistening; important for safe sealing. One piece 
body 


Other models available 

LIGHTNING 3” BRUSH SEALER.....$9.85 retail 
UTILITY 3” BRUSH SEALER..... $7.98 retail 
LIGHTNING 3” ROLLER SEALER. .$8.85 retail 


* All mode feature end-to-end moistening ana 
have removable, heavy cast aluminum water boxes. 
in hammer-tone gray . some models have op- 
tional colors 


SEAL-O-MATIC 


“JEWEL” 
For Office & 
Shipping Room 
3” Brush 
Envelope and 
Label Moistener 
New Low Price 


retail 


For labels, stamps, envelopes, etc. Moistens gum- 
med surfaces for quick, permanent adhesion. Rub- 
ber feet. Heavy galvanized non-tipping metal base. 
Chrome plated brass top. A must for every office! 
one, ““SURWAY” 12” brush model, $2.98 
retail. 


Lipton Dispensers and Sealers Sold Exclusively 
Through Dealers and Wholesalers. 
Regular Trade Discounts. 


Send order Now .. . 





or write for literature and 
complete details to: 








World’s Largest Manufacturers of Low Priced Quality Aut 


Lewis 
TRIGGER-ACTION 
— 
$1.50 
Py 
REAL 
PROFIT. MAKER 
—Without Bright Chrome Finish 
competition 
Exclusive, patented all-purpose knife. Protective 
spring action safety guard eliminates the hazards 
of exposed cutting edges. Nothing to adjust. a 
ready to cut. Rustproof. Unbreakable. Is 
all users. Priced no higher than other knives with- 
out safety features. Also available: Exclusive Flash 
Carton Opener only $1.75 retail. 





MANUFACTURING CO., Dept. OP-1 
52. W. Houston Street © New York 12, New York 
tle Tepe Ot 











World's Smallest Adding Machine 


SLUT] T 


VISIBLE ADDING DIALS 


9 COLUMN CAPACITY 


= ADDING MACHINE 


SWIFT BUSINESS MACHINES CORP.Great 
YOU AT NOMDA'S 30th CONVENTION @ 


WE'LL SEE 
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Barrington, 


JUNE 26th @ 


Massachuse S 
DENVER, COLORADO 
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the exciting NEW 


O33 


portable 
typewriter 












keyset tabulation 
cast aluminum frame 

left and right carriage release 
Y spacing 

left hand variable spacing 

two color ribbon 

plastic card holder 

erasure table 

visible margin 

smooth, durable-enamel finish 
choice of color and type face 
big machine results 


Write for complete dealership information 





Product of Western Germany 








Featuring standard and 





plus F.E.T. 


13” Carriage BUSINESS-RITER 
METROPOLITAN TYPEWRITER COMPANY, INC. 


Exclusive Distributors for the U.S.A. 
18097 SORRENTO AVENUE + DETROIT 35, MICHIGAN 








THE REYBURN MANUFACTURING COMPANY, 
ee ee 
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All quality merchandise conveniently 
packaged to practically sell itself. You 
will find Reyburn’s stationers items are 
in constantly increasing demand. 


The smart red and black easy to use 
boxes and cartons invite customer 
interest. 


You will find an item to fill your every 
need in Reyburn’s extensive line, 
backed by 60 years’ manufacturing 
experience. 


o Geto ee 








INC. 
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lores from LeMars, lowa Eaton Sta 

f t has been mpletely remodeled. Girard 
L Fox c T manader. 

* &£ & & & 


Gordon Steinmetz f Sanford Ink, a former Texas Travele: 
} South America tor his company 
: Supply was pened in San Mar 

J. C. Bair ha me out etirement and taken over 


f Maverick Clarke at Au tin, Tex. 
et &£ & & & 


Charles McDan e's Travelers’ Secretary can now be rea hed 
t 3¢ B [ Fort Worth, Tex. All having any rea 
the above address. Call information for 
desire to have nversation with him. 


n late February and due to his mother 
Worth he moved there to be near her 


&¢ &# Ht @& & 


Equipment Company held a forma! open 

2 Crokett, Beaumont, Tex. John A. Fernon 

f the busine ana are being assisted 

J. B. "Happy" Alpuente. Manufacturers are requested to send 


+ &= & & &F 
ed from 908 N. 8th to 208 


M } pany, has 


5 A y with three time the tormer pace. Jack 
Mayfield t the Abilene brar nd Lee Mayfield mar 
* + © & 
George Ro sson “ r Cr wiley La. ¢ onfined T h 
from the business for some time. .. The 
Alex Szafir Szafir & S at Beaum nt, Tex., passea 
* &£ &€ & & 
an to visit the new Carlton Hotel. Just 
way 
+ & & & & 
manager f E Dorad 


Lee Zachary esident and sale 
R mpany and Southern Folder & Index Com 

f absence to be named executive dire 
Dorado Committee. A new _ industrial 


eking to bring more companies to the 
Lee Jent of the Arkansas Junior Chamber of 
the £1 Devedé Savcone ses Ht iad @ 











HERE’S HOW .. . Robert Spelman displays 
WOF!'s three-dimensional office scale model 
kit to bring out selling point to Washington, 
D. C. area salesmen at the Mayflower Hotel 
recently. The assistant secretary of Wood Of- 
fice Furniture Institute explains that use of 
the kit enables an elert salesman to work out 
an entire modernization program in a pros- 
pect's office. 
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Why buy your 


index cards 


from 


IMPERIAL METHODS ? 





important 
reasons 





*:+ LOW PRICE 
* QUICK SERVICE 
‘+ TOP QUALITY 


AVAILABLE in 3 weights, 
7 colors and a wide 
variety of rulings 





white for samples and prices 





SEE for yourself how 
imperial Methods new 
Production Facilities can 
better meet your volume 
requirements. 


Imperial [hethods G 


FOREST PARK. ILLINOIS 





255 





a ar 


EERE ETE CL 


nh 


256 


Corury 

or ath. a by * 

Good Housekeeping 
ca .) 


Heavy gauge all vinyl — 
plastic zipper portfolio 
To Retail Profitably at 


Watch these 2 7& star salesmen put across 

a better product without costing you any- 

thing extra 

e Only Zippalopes are made of Monsanto 
Ultron Vinyl Film 
Only Zippalopes of Ultron have been 
awarded the Good Housekeeping Seal 
Only Zippalopes are carefully checked 
for perfect construction 
Only Zippalopes are packaged with eye 
and sales appeal . 

e Only Zippalopes offer you attractive 
dealer aids for easier sales 

Write for free Zippalope program today 
Jobber and Dealer Inquiries Invited 


sa 








METROPOLITAN TRAVELERS 
CLUB NOTES 


Jim Hurley, Correspondent 
Oxford Filing Supply Co., Inc. 








325 Broadway, New York 7, N.Y. 


To those who would like to become members of the Metropolitan 
Travelers Club may we suggest you send in a check for $10.00 dues 
and $5.00 initiation fee immediately. A club roster is planned and 
we want to have as complete a membership listing as possible. 

%& £&£#t & & 

Governor Carl Judkoff of Region 13 NSOEA is recovering from 
a hernia condition. 

We learn, too, that member Bernie Tripp of the American 
Crayon Company has been laid up with a heart ailment. He is 
slowly improving, coming in to work tor part of the day. 

* &£ & & & 


George Nicklaus and Howard Shoemaker of our placement 
committee are working with a proposal designed by chairman 
Bill Lowenthal which promises even bigger and better opportunities 
for those seeking them out. More of this at later date. 

*&* &¢ & & & 

Sig Engelberg has just turned 70. 
* &¢ & & & 

Morty Libien, Libien Press, Inc., recently observed his birthday 
and 27th wedding anniversary. Morty, | believe is now 39 years 
old—no relative of Jack Benny, just a coincidence. 

+ &£ & & & 

We must hear more of the Porto Rican trip taken by Bill Low- 
enthal, Howard Shoemaker and George Nicklaus. 

+ &£ & & & 

Leonard A. Matthews, Weis Manufacturing Company, is at 
Saint Mary's Hospital, Hoboken, N. J. Matt has been ill f 
time but we hope to see him calling on his customers soon. 

* £ & & & 

It's good to be able to report that Dan Nigro, Nigro-Kuester As- 
sociates, has recovered from a recent illne 


r some 


+ &£ & & & 
Jack Rossi, MU 7-5875, is a good contact for art work, layouts, 
lettering, typography, sketches for letterheads and brochures. 
* £ & & & 
The February 28 meeting of the Stationers 12:30 Club had an 
unexpected turnout of 46. This was very good considering that 
many members were present at the Wholesale Stationers Associa- 
tion convention. 
&* &¢ & & & 
Ken Reed was the speaker for the February 17 dinner meeting 
of the Stationers Square Club, attended by some 40 members and 


guests. 
* £ & *& & 


It is with regret that we note the death of Louis Levy of the 
Levy Company, Brooklyn. 
*& &£ & & & 

COMING EVENTS 

May 2, June 6, September 19, November 7—Metropolitan Trav- 
elers Club meetings. 

May 15-20—New York Stationery Show, Hotel New Yorker. 

May 7—Stationers Association of New York golden anniversary 
dinner dance, Hotel Commodore. 

June 20-2i—Region 13 NSOEA convention, Grossinger's, Fern- 
dale, N. Y. (Reservations can be made with Carl Judkoff, 5 W. 
33rd. St., New York, N. Y.) 





Marchant Buys Plant for 
Operation in West Germany 

Marchant Calculators, Inc., Oakland, Calif., will commence 
manufacturing operations in a West Germany factory the 
latter part of this year, it was announced by Edgar B. Jessup, 
president. The company has purchased a factory near Ham- 
burg. The plant will be re-equipped for calculator building 
with machinery of the latest American and European types. 

The establishment of the European factory is an extension 
of Marchant’s standing policy of aggressive cultivation of the 
overseas market, which now accounts for approximately 20 
per cent of the company’s unit sales. 

A team of engineering and production specialists from Mar- 
chant’s Oakland headquarters will supervise installation of 
machinery and production lines in the Hamburg plant. 
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MORE MONEY 











For 2 and 
3-Ring Binders 
° METAL EYELETS— 


an exclusive 
Amfile feature 





-—— —__y 


=S —_———_ 


rae” ae They glamorize proposals, 


Q iy —7, . i : , 
\\ SS {{£2£425550—72 pricelists, testimonial letters, 
ro) fz TY mn : 

Aji iz any letter-size papers. Hold 
0 6 == fa /t presentation material flat, 











free from dirt and smudges. 
Each Protector comes with a black mount, all punched to fit 
binders. A one-inch ring binder accommodates up to 25 protec- 


tors. Available with or without metal eyelets. 


Made of heavy-gauge, non-inflammable acetate, .005 thickness, and 


are easily cleaned by wiping with a cloth. 






Set that 


Banks use 
GREGORY FOUNT-0-INK COMPANY 


LOS ANGELES 65, CALIFORNIA 


A NEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK | CATALOG CASES 
uf) 


yy ZIPPER RING BINDERS 
Hi BRIEF BAGS—PORTFOLIOS 


Priced to Assure Good Dealer Profits 


% Packed 25 to box. 250 to shipping carton. 


4 (a | . Write for prices and dealer discounts 
plas 


AMBERG FILE & INDEX CO 





Kankakee, Ill. 





















34” Lip 
Greater 


Foot Space 


A Quality line, smartly designed for School, Business and Pro- 
fessional Use. It satisfies particular customers. 





5 Colors 


EXECUTIVE MAT 
No. 1502—48"x54" 


Protects carpets—covers worn spots. Made of Durable 
Tempered Fibre. Colors: Brown, Green, Black, Maroon 
and Silver Gray. 






4 SHIPPING POINTS 
Long Island, N. Y. ¢ Chicago, Ill. ¢ Laurel, Miss. ¢ Cleveland, Ohio 


WRITE FOR 
ILLUSTRATED 
CATALOG showing 
our complete fine. 


WooDALL [NDUSTRIFNS [NC. CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. ® CHICAGO 6, ILL. 











3500 OAKTON ST. Chicage Telephone co 7-2600 SKOKIE, ILL. 
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‘for quick sales 
‘for big profits 


IV OTANA 


UNDER-COUNTER 
CASH DRAWERS 


NO STOCK TO CARRY 













4 MODELS 


MEET ALL NEEDS 


Model R-1 (illustrated). 
Has removable metal 
money tray with 
lock-on lid. 


List 24 HOUR 
$44.50 SHIPMENTS 
FULL DEALER 
DISCOUNT 


» NO COMPARABLE 
PRODUCT AVAILABLE 

3 Additional Models — 
$26.50 and up 

A sample of one model is all 

that is necessary to show Indi- 

ana’s high quality, workmanship 

and practicability. 


When you display one of these Cash Drawers — they sell 
themselves. A high quality product of Indiana hardwoods — 
smooth finish inside and out. Quiet roller mechanism — warning 
gong rings when drawer opens. High-grade disc tumbler lock. 


Write for details 


INDIANA CASH DRAWER CO. 
P.O. BOX 236-E 


Shelbyville, Indiana 












PRECISION MADE <Q 


STAPLING PRODUCTS 





| 


a 
4 
rN 





Model No. 202 
HEAVY DUTY 
OFFICE STAPLER 





\ Model No. 105 
4 4-WAY OFFICE STAPLER 









Model No. P-22 
PLIER TYPE 
HAND STAPLER 















Model No. T-50 
AUTOMATIC 
GUN TACKER 






Ee che see 


reow Fasrener [0. Jnc. 


ONE JUNIUS STREET BROOKLYN 12, NY 





it’s the natural thing to do! 


AS 
WHEN YOU'RE 0e VOU HIT (A 
SIBEIF 0000 THE HAY! 


IF YOUR TOOTH ACHES, 
KYOU CALL THE DENTIST! Ae 














And When You Need 


INDEXES. tier ane noex sreciausts 


When you need standard In- 


Sit dexes, for Ring and Memo 
Books, Post and Ledger 
(— eee Binders, Strip Tabbing or 


Pre-Cut Tabs, you can count 
on Aigner. And Tabs and 
Tabbing are Typewriter 
Spaced for easier typing of 
titles. For Made-To-Order 
Index jobs, Aigner supplies 
quick quotations, free de- 
sign service. 





It’s Profit Wise To Use this One Source Of Supply! 


You save on ordering, bookkeeping, stock and storage 
with Aico Products. And Aigner Helps You Sell with 
Ads in business papers and Free Selling Aids. 

Keep Your Stock Up. Order Your Needs Today! 


Bd HE 97 Reade St., New York 13, N.Y. 
Chicago 7, Ill. 


426 5S. Clinton St., 








INDEXES 
















PUSH ELITTON CONTROL 





BARRICK’S Folding Tables with “push 
button” operation reduce setup time. 
Exclusive steel center channel construc- 
tion adds strength—reduces weight. 
Choice of rectangular, square or round 
tables with plywood, formica or blonde 
hard board tops in sizes and styles to 
your exact needs. 


With Barricks patented B A F R j Cc K Ss 
AUTOMATIC LEG LOCK 

legs lock in open position F Oo L D i N G TA B L E Ss 
and close at the touch of 
a finger— automatically. 








See your dealer or write for 


mom) BARRICKS 


MFG. CO. 
2259S. HALSTED ST. 


CHICAGO 8, ILL. America’s Finest Folding Tables 
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11tH District Notes 


ROBERT ANDERSON, CORRESPONDENT 
7541 28th St. N.E., SEATTLE 5, WASH. 


Clarence Larkin of Distr 


ny details concerning 
May 22, 23 and 
24 at ; the Sea, Gearhart re, 
] t tor those peo- 
nd by pla and 
ttee plans 
noer 3 ) 
M Sunday atternoon 
KA rom Portland to 
the coast me 75 
f CLARENCE LARKIN 
Reservat the nvention, and hotel 
equests, are to be mailed to Howard |. Bobbitt, 606 Failing Build 
jz, Portland 4 ecks are to be made payable to Harper 
Jamison, ¢ 
jram f nt | the convent 
MONDAY, MAY 23—Convention calied to order at 9:15 a.n 
Leonard B. Wilcox and Lon Mann appearing at 
tTlatch af n n, Tesy of Oreg n Tra 
Henry Berry and ‘William Goss speakers 
] tlatch and beact party, arranged by Oreg 
T 
TUESDAY, MAY 24—Forenoon session with Paul Burbank and 
George Lazier ker at Workshop Clinic. Potlach and luncheon. 
Dealers’ f Elect of officers. Annual banquet in evening 
t » being made by Governor Larkin, Lieutenant 
; Jack Overholt and James Wilhelmi, Treasurer Harper 
Jamison, | Jent Kenneth Dickensheet f Oregon Trail Travelers 
na +h ¢ + rm ry ttees 
Finance Harper Jamison, hairman; Horace Kilham, Bob Need- 
ham 1 Jack Overholt. 


Rea Transportation—Dick Newton, chairman; Walter 
ie thi Mac Smith, Lowell Jones, Francis Fowlks, Clint Martin 
nd James Wilhelmi. 

Enterta nt—Frank leruilli, chairman, Charlie Helwig, Pete 
Shasliodh snd Chet Williams. 

Publicity—Howard Bobbitt, chairman, Bob Flynn, Fred Aust and 
Earl Howe. 

Ladie Mrs. Peter Elsenbach and Mrs. Kenneth Sutherland, 
hairmar ( ther committee members. 

Hote Kenneth Dickensheet, chairman, Bob Needham, Harper 
Jamison, Francis Fowlks, Howard Bobbitt, Dick Zeisler and Lee 
Robbins. 





l4th DISTRICT NOTES 


Jack Ellis, Correspondent 
Box 722, Manhattan Beach, Calif. 





Phil Redford has purchased the Sterling 


heart of Beverly Hills where it is surrounded 
hops. Lots of the screen and TV celebri 
Phil's. | was king out the window and 


people were walking out in the traffic, and 

e didn't mind getting hit by a car on that 
hances in a 100 it would be a Cadillac. 

* &£ & & & 

pss and Cecil Risch. It was a girl, the first 


it two boxes of cigars 
* &£ & & & 
Bill Carey now Stationers C rp. new store manager. Bill has 
ked hard i tainly rates this tine promotion. 
* &£ & & & 
Louis Brown pped over in LA. on his way to the Phillipine 
nds. | president of the Eberhard Faber line and is an 


former Traveler 
+ &£ & & & 
heard n "Phil Pillsbury and Art Weaver from up north 
the | 1 grit nly a little bit firmer, and | guess the 
y speaking, LOUSY! 
%* &£ & & & 
Pete Masterson leave for a trip north. Pete 
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BLACK BEAUTIES 












*eeceecee 
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ee 
—— 
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CONVERTIBLE 
To 
FOUNTAIN PEN 
OR BALL PEN 


“ 
eovecccer™ “oveeerer** 


PERPETUAL CALENDARS 


IN BRONZE OR CHROME 
SINGLE OR DOUBLE FACE 


Write for Literature 


Telephone 3-7965 546 South Rockford 
Tulsa 20, Oklahoma 
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HERE... 
for an increase tH Your 


Filing Salés/ 















ee 





SAVES FILING SPACE 
Watton 






















Si 





as 


For those buyers who quickly recognize the modern, 
efficient way of doing a job and also for those difficult, 
harder to please customers, suggest Barkley Tab Card 
Guides. They spell improvement in any card file system. 
The crystal clear plastic tab angled for greater visibility 
is the feature that does the "trick." Available in all stand- 
ard sizes 3x5, 4x6, 5x8. Special arrangement of tabs for 
any special system—do it with color. 


Write for IHustrated Literature 





Established 1921 


[). L. BARRLEY & CH. 





+9 | sis fasclurers of Filing Sup plse s 


1220 W. Van Buren St. Chicago 7 
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had his overshoes, muttler, overcoat and gloves, all over his bed- 
room. | had forgotten what all that equipment looked like. Pete 
said it was the tirst time he nad brought ut the the i eignt 
years, and he mentioned that car owners up north and in the east 
put anti-treeze in the car radiators, by 

AS ts 4 . 

r . ‘ 5 

Carl Grimes is now the new general manager of Grime 


ery. Congratulations, Carl. 


The wives of 25 Travelers and stationery executives met at 


Wayne and Eleanor Journigans lovely Marc 2 
They are going to organize a service league type club. | suggested 
that 90c out of every dollar be set aside for poor broken-d 
Travelers. More about the club later. Another meeting being 
held at the Carl Draper mansion March 30 
x“ A'S x“ A'S So 
Tommy Thomas is on crutches. Tommy suffered a broken hip 
bone while on vacation at Palm Springs. Someone said he did it 
pole vaulting. How invigorating can thi mate get? 
* % & & 
The Travelers are holding a golf and dinner party at the country 


club in Newport. This is way off the beaten path and is not expected 
to draw our usual group. It is however, acr the street trom the 
home of ‘'Silent' Margon who, as chairmar t the golt mmittee, 
selected the club. 


"DOWN HERE WHERE THE HAND GRIP IS A BONE CRUSHER" 








Leonard E. Best of Richard Best Pencil Company, Inc., 
was a visitor at our headquarters on March 10. He had been 
in attendance at a convention of the Association for Curric- 
ulum and Supervision Development, which is a division of 
the National Education Association. He served on a panel 
in a discussion of means of deciding teachers’ pay on basis 
of merit. Mr. Best is a school board member. In his school, 
business and association connections he serves as a sort of 
liaison representative between schools and businessmen. After 
spending a few days back in Springfield, N. J., he expected to 
return to Chicago on March 16 to attend another school 
convention. 


George B. Tapner, Webster Groves, Mo., made us a brief 
visit on March 14. After a long period of service with Per- 
macel Tape Corporation, most of that time as district man- 
ager, Mr. Tapner resigned to operate as a manufacturers’ rep- 
resentative commencing April 1. He plans to travel Missouri, 
Nebraska, Kansas, Arkansas, possibly Oklahoma and Mem- 
phis. The exact area will be decided by the requirements 
of the companies whose lines he will sell. Whereas in his old 
connection he covered various industries including commercial 
stationery, he plans to concentrate on products sold by com- 
mercial stationers. 


Wilbur M. Elles, Evansville, Ind., stopped for a visit on 
March 29, Mr. Elles will be remembered by many as pro- 
prietor of the former Evansville Desk Company. He has given 
some thought to a return to the field of office furniture as a 
retailer. 





Ford Stages Gala Opening 

Ford Office Machines held a gala opening recently in their 
new quarters in Boulder, Colo. The company confines its 
activities to office machines, repair and cleaning service and 
kindred items. The staff passed out balloons, baby orchids 
and gave away a Royal portable typewriter in the day-long 
celebration. Owner Kenneth M. Ford, who currently is presi- 
dent of the Boulder Chamber of Commerce, has twice been 
Victor “dealer of the year.” 
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Huy) automatic electric eraser 


good profit maker with a wide market 





strongly gummed 
invisible stickers 





for mounting snapshots 
and 1001 other uses! 


When came 


eoeeeerre 
aapenesewenerent 








eoerees benesoooserrr® 
ra 


sat 


Pa a 








Get your share of the profitable electric eraser business. Sell 

the fully automatic dag 1a Colman electric eraser with exclusive 

self-starting feat Just pick it sale and start erasing. Quickly, 

smoothly erases penc il, ink, type... fine lines or solid blocks. 

A valuable timesaver needed by engineers-draftsmen, 

architects, artists, business offices, schools, studios. ) US ; 

Carefully ponent eas for effortless erasing. Quiet, ‘cian one as -- — 7. os tes foe York [i 
efficient, trouble-free 115V, 60C a-c electric motor. cinatnia Sh ment © - 

Highly dependable . . . thousands in use. A good-profit, es —— en otel New Yorker, May 15-20 
good-selling item for you. Write now for prices and = = * ? 





des¢ riptive folder 


BARBER-COLMAN COMPANY, Dept. Q, 1244 Rock St., ROCKFORD, ILL. 


CENTRALS BETTER BUYS! 


Kolledge i 


READY 
SELLER 


© Roll Edge rim ; AT 
Easy to lift! 


¢ Inverted bottom 5 75 
© Tapered design 
© Popular size TAX EXTRA 


and colors INCLUDING 
TELESCOPIC 
EYEGUIDE 








STEEL WASTE a ETS 











Takes all copy up to 20 inches 


A money-maker that is easy to sell. 
Now the RITE-LINE Copy holder has 
the new Telescopic Eyeguide at no 
extra cost. Takes all widths of copy 
EYEGUIDE CONTRACTED from a machine tape to 20 inches. 
_ Self-contained, all-metal, compact, at- 


pei: oe oan. __ |tractive. Requires no installation or 
jad service. Illustration shows it with LINE 





CLICKSNAP 


STEEL BOXES 





One of Central's complete line of Cash, Bond and Utility boxes. ST COU MAGNIFIER attached. Magnifier is 
Ten styles— One-piece construction—Heavy gauge steel—Rounded EYEGUIDE EXTENDED extra equipment you can sell. 
corners— Hammered silver finish. Fer full particulars, discounts, ofc. write to 

See your Jobber or write us for complete details. RITE-LINE CORPORATION, 4209 39th Street, N. W., Washington 16, D. C. 


CEST Eert Sascee eS sya s aaa 
2415 WEST 19th STREET, CHICAGO 8. ILLINOIS 
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FORCE 
Columbia 


Big, legible figures on 
papers and records make 
work easier for customers 
and make fast, profitable 
sales for you. Feature 
this popular large-figure 
numbering machine. 
Automatic — sets for con- 
secutive, duplicate or 


repeat. 


WM. A. FORCE 


216 NICHOLS AVENUE, BROOKLYN &, N.Y. 
SALES OFFICES: NEW YORK, CHICAGO, SAN FRANCISCO and CANADA 












Now You CAN GUARANTEE accuracy 
with every postal scale you sell— 


if it’s a new PELOUZE Y-Line scale 


The new Pelouze Y-line of all steel postal scales now gives ab- 
solute accuracy—never before possible, because there’s “no wob- 
ble on the platform.” The wide post holds platform steady to 
show exact weight at any point on platform. The all steel hous- 
ing holds mechanism firmly 
mounted on a heavy steel chan- 
nel—distortion CAN NOT AF- 
FECT OPERATION. Try this 
yourself and see! 


Sell the only complete line of 
modern Postal Scales on the 
market today—sell several to 
each office on your list—sell 
the right scale for the right 
purpose—new low prices mean 
more sales and profits for you. 


Stocked by leading jobbers 
everywhere. 





LINE INCLUDES: 


The N-1 ae 1 Ib. by 
1 oz. only 4” 


Y-5—(illustrated) rs Ib. by Y2 oz. for 
all classes of mail. 


Y-10—10 Ib. by 1 oz. 
Y-25—P.P. only—25 Ibs. by 1 oz. 
Y-50—P.P. only—50 Ibs. by 2 oz. 


PELOUZE MFG. CO. 


1212 CHICAGO AVE., EVANSTON, ILL. 


> wot Wesel 
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BULLETIN, DIRECTORY 
and MENU BOARDS 
CHANGEABLE LETTER 
SIGNS and CORK 
BACK BOARDS for 
THUMB-TACK 
NOTICES 
CHANGEABLE DESK 


NAME PLATES WRITE FOR OUR 


LATEST ILLUSTRATED 
CATALOG 


37 EAST 12™ STREET 
NEW YORK 3, N. Y. 


x |BULLETIN COMPANY 
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PROTECTED PROFITS FOR YOU 


WITH ADVANCO'S POLICY OF 
SELLING THRU DEALERS EXCLUSIVELY 








Fons 





RECEIVED OF PETTY Cam —— — 
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Write for General Catalog and Price List 


ADVANCO eA RL Inc 
MANUFACTURERS oe 


148 WEST 24th STREET .NEW YORK 1.N Ye ine CHelsea 3-1276 





OA-5/55 








Abr 
well 
pape! 
pend 
was 
M1 
Broo 
Mah 
He 
and 
Pape! 
a pri 
cousi! 
grow 
A 
Wars 
there. 
Be: 
Stank 
and | 
and \ 


Jam 
pione: 
hospit 
vetera 
famili 
Mr 
take 
Parro 
He iz 
them 
He 
Union 
viving 


Perr 
A ¢ 
Paper 
York 
Tape 
In 
provec 
introd 
dimen: 
which 
Perr 
compl 
colors, 
ages fc 


Rebu 


Step 
facturii 
tric ty} 
Dealer 
specim 
ivory a 

Thes 
color ; 
conven 

The 
parable 
green. 

Ship: 
chines 
are bei 
facture 


OA—5 








Passed Away 





Abraham Warshaw, 
well known manufacturer of filing supplies and gummed 
paper tapes, died Sunday, March 20 aboard the liner Inde- 


pendence while on a Mediterranean cruise with his wife. He 
was 57 

Mr. Warshaw had his city residence at 450 E. 63rd St., 
Brooklyn, N. Y., and a home at 15 Tamarack Road, Lake 


Mahopac, N. 

He was president of the Warshaw Mfg. Company, Inc., 
and vice-president and treasurer of the Atlantic Gummed 
Paper Corp., both of Brooklyn. Mr. Warshaw established 
a printing and lithographing business in Brooklyn with his 
cousin, Nathan Warshaw, and the partners saw the enterprise 
grow into one of the country’s largest makers of filing supplies. 

4 Fellow of Brandeis University, Waltham, Mass., Mr. 
Warshaw established the Warshaw Science Research Fund 
there 

Besides his wife, Mae, Mr. Warshaw leaves three sons, 
Stanley P. of Brooklyn, Jerome M. of Forest Hills, Queens, 
and Howard of Manhattan; two sisters, Mrs. Mylka Tucker 
and Mrs. Fannie Lepowsky, and a brother. 


+~+ + + + 


James R. Howard, 
pioneer Iowa printer, died March 9 in an Independence, Iowa, 
hospital after a lingering illness. Services for the 80 year old 
veteran were conducted in Waterloo, Iowa, where he was a 
familiar figure 

Mr. Howard came to Waterloo from Chicago in 1904, to 
take charge of the composing and press rooms for Matt 
Parrott & Sons Company, a big printing and stationery firm. 
He later became their production manager. He was with 
them 45 years before he retired in 1949. 

He was a past president of the Waterloo Typographical 
Union, and active in the Elks and the Masonic lodges. Sur- 
viving are his wife, one son and a sister.—AL 





Permacel Introduces ‘‘New Look’’ 

4 “new look” in cloth tapes, was introduced at the National 
Paper Trade Association Show at the Waldorf Astoria, New 
York City, March 28-30, it was announced by the Permacel 
Tape Corporation 

In addition to the new line of cloth tapes, which feature im- 
proved unwind characteristics and sharper colors, Permacel 
introduced its Texcel Spring Promotion, consisting of three- 
dimensional motional displays for floor stands or windows, 
which is being backed by full-page color advertising. 

Permacel showed for the first time at the NPTA show a 
completely new line of plastic tapes available in 10 different 
colors, new freezer tapes and new masking tapes. New pack- 
ages for these tapes were also unveiled at the show. 





Rebuilt Machines Introduced in Pastels 

Stephen J. Kantor, vice-president of Shipman-Ward Manu- 
facturing Company, Chicago, rebuilders of all makes of elec- 
tric typewriters, recently addressed the Texas Office Machine 
Dealers Association. At that time he introduced a number of 
specimen machines finished in pastel shades of pink, blue, 
ivory and green 

These colors are intended to blend with any office or home 
color scheme and supply the eye-appeal lacking in the long 
conventional black 

The new typewriter pastels are being offered at costs com- 
parable to the also-available black, gray, dark brown and dark 
green 

Shipman-Ward is offering this innovation for rebuilt ma- 
chines at the same time that new machines in pastel colors 
are being placed on the market by the larger typewriter manu- 


facturers 
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Write for full information con- 
cerning the new Victor desk stapler 
—today’s best valve in stapling 
machines. 


IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


|‘; oe Se 
MANUFACTURING 


COMPANY 
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Build Bigger PROFITS S 
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SPONGE RUBBER STAMP PADS 


The Only ALL-PURPOSE 
Stamp Pad Line! 


With the fast-selling Speed-Mo line, you can offer your customers 
stamp pads and inks for every purpose — in office, warehouse, 
factory. Speed-Mo is the only complete stamp pad line on the 
market. You need carry only the most common pads. We furnish 
prompt delivery on special purpose pads (up to 20” x 36%). 

All Speed-Mo stamp pads are of specially treated, odorless 
sponge rubber. Clear impressions guaranteed. Re-inking is 
simple — you just brush the ink on Speed-Mo pads. 


LIBERAL DEALER DISCOUNTS —““ite,’2r, folder showing 
RIVET-O MANUFACTURING CO. 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 


in Canada, for complete information write: 
Bossence & Co., 429 Main St., West, Hamilton, Ontario 


WEBER COSTELLO COMPANY 


CHICAGO HEt@ eo 7 een OFS 


MANUFACTURERS OF: CHALKBOARD + CHALK + ERASERS 
ART MATERIAL + MAPS + GLOBES 
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Patents 








(Copies of patents can be obtained from the Commis. 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted March |, 1955 

2,703,070. Mechanical Pencil. C Walton Musser, Philadelphia, Pa. assignor to 
Prismatic, Inc., Southampton, Pa. 

2,703,167. Bearing Frame Unit for Key-Operated Business Machines. Heinrich 
Schmitt, Frankfurt am Main, Germany, assignor to Rudolph Wittich, Frankfurt am 
Main, Germany 

2,703,245. Loose-Leaf Storage Device. Leonard D. Kerwin, Detroit, Mich 

2,703,268. Co-ordinated Timing Mechanism and Hammer Mechanism for Recording 
Apparatus. Henry K. Rixford and Albert E. Rockwood, Gardner, and Jacob K. Maki, 
Westminster, Mass., assignors to Simplex Time Recorder Co., Gardner, Mass. 
Illustration. 

Granted March 8, 1955 

2,703,548. Schedule or Inventory Board. George L 
Y., assignor to The Tablet and Ticket Co., Chicago, Ill 

2,703,616 Automatic Repetition Punch for Record Cards. Michael Maul, Schwabach, 
near Nurnberg, Germany 

2,703,617. Record Card Reproducing Punch. Michael Maul, Schwabach, near 
Nurnberg, Germany. 

2,703,618. Machine for Copying Data on to Record Cards. Michael Maul, Schwa- 
bach, pear Nurnberg, Germany. 

2,703,641. Noiseless Typewriter. Harry C. Yaeger, West Hartford, Conn., as- 
signor to Underwood Corp., New York, N. Y. Illustration. 


Mackintosh, New York, N 








2,704,591 

















2,703,642. Line-Spacing Mechanism for Split Platens. Walter A. Anderson, Trumbull, 
Conn., assignor to Underwood Corp., New York, N. Y. lustration. 

2,703,678. Electronic Counter. George W. Hopkins, San Leandro, Calif., and Wesley 
\. Holman, Phoenix, Ariz., assignors to Friden Calculating Machine Co., Ine. 

2,703,715. Composing Machine. Chester A. Macomic, Chicago, Ill., assignor to 
Patent Development Corp., Chicago, Ill. Illustration. 

2,703,741. Collapsible Table. Joseph Pucci, Philadelphia, Pa., assignor to P.B.R. 
Mfg. Co., Philadelphia, Pa. 

2,703,744. Rotary Card File. Abraham §S. Karper, Jamaica, N. Y. Illustration. 

2,703,821. Automatic Telephone Attendant. Seymour Kopp, New York, and Benno 
Herz, Flushing, N. Y. 

2,703,823. Auxiliary Cradle Bracket for Telephone Stands. Francis Orms, North 
Akron, Ohio. 

2,703,824. Telephone Handset Support. Thomas W. Bowman, Richmond, Va. 

2,703,836. Illuminated Typewriter Platen. Curtis H. Minogue and William F. 
Kottmeyer, Chicago, Il. 


Granted March 15, 1955 

2,704,024. Data Comparing and Record Posting Machine. John T. Ferry, South 
Norwalk, Conn., and John L. Sterling, Bellerose, and Erich H. Mobius, New Hyde 
Park, N. Y., assignors to Remington Rand Ine., New York, N. Y. Ulustration. 

2.704,025. Means for Minimizing Distortion of Duplicating Masters in Use. Bror 
E. Anderson, Park Ridge, Angelo H. Caliendo, Cicero, and Henry E. Renwick, Wheaton, 
lll., assignors to A. B. Dick Co., Niles, Ill. 

2,704,028. Duplicating Machine Master Sheet Clamp. Herbert F. Bruns, Chicago, 
and Bernard J. Golbeck, Crystal Lake, Ill., assignors to Ditto, Inc., Chicago, II. 
Illustration. 

2,704,077. Pen and Pencil Holder. Berkley Prillaman, Martinsville, Va. 
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PRIOR 
PORCELAIN MOISTENERS 





NO. 10 CADET 


Glazed white porcelain base and roller on metal rod. 
Sanitary and efficient. Size of base: 2 1/8” x 2%". 


Width of roller 1144”. Individually boxed. 


List: $.80 ea. 


NO. 20 PILOT 


Neat appearing sanitary porcelain base and roller. 
Roller revolves easily on rustproof metal rod. Size of 
base: 414" x 344". Width of roller, 3”. Individually 


boxed. 


List: $1.15 ea. 


NO. 30 ACE 


Modern design, glazed white porcelain and roller. 
Sanitary, easy to keep clean. Roller revolves on rust- 
proof metal rod without resistance. Size of base: 


3 1/8" x 414". Width of roller, 2 1/8”. Individually 


boxed, 


List: $1.75 ea. 


Wholesale Stationers 
374 Broadway 





New York City 





Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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Cc-THRU 


ENGINEERS’ FLAT 
SCALEMASTER 


E99 ENGINEERS’ SCALEMASTER 

















CALEMASTER 








9 FULL DIVIDED SCALES 


@ Convenient slotted apertures to 
scale drawings with minimum of 


For the first time, 
here is a FLAT trans- 


parent plastic Scale- weuble. 
master embodying 
multiple scales, yet @ Easy to handle and store — only 


exposing all. at one 12% x 3%". 


time! No squinting or 
oy $gOo 


searching, no twisting 
or turning — every 
scale is always in full 
view ‘2 aa. » as Also available! Architects’ FLAT 
need for triangular or Scalemaster, same construction — 
other scales, with 14 scales, $1.00 


Send in your order NOW ... Send for FREE C-Thru Catalog 


. tN . A 


VLA Wtf 





attention 
dealers... 








how to turn casual 


all types of 

adding machines 
calculators 
typewriters 

bookkeeping machines 





SELECT ROUGH and 
REBUILT MACHINES 












INTERNATIONAL OFFICE 
APPLIANCES 


Q é => Gentlemen: Attached is our business letter 
, ye { head. Please send me your dealer price 
:) i dist. 

, Sg) 

FF Oe 


: cS gant for ADDRESS e 
list today! , ta ZONE ..2ee-STA TE occesnon 
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ee eo 
MINUTE 


BOOKS 


Corporation Outfit 
Supplies 
Loose Leaf Binders 














For complete information and lat- 
est catalog write to 


H. LIEBERMAN & SON 


52 Beekman St. New York 38, N. Y. 

















OUR Avitograph> NAMEPLATE 





“Tha to “AUTO- 
GRAPHS”, we sold a 
$300 set of filing cabi- 
nets to a customer whose 
only previous purchase 
was a $3 letter tray! 
Why? Because our name, 
our “AUTOGRAPHS”, 
was on that tray. He 
couldn’t forget where he 
bought it! Desk-top 
items . . . letter trays 
card files and nci 
sharpeners are ideal pro- 
ducts for name advertis- 
ing, but we use “AUTOGRAPHS” on major equipment, too! 
With “AUTOGRAPHS” mounted prominently on everything 
we sell, a we sell sells for us. That’s one very im- 
portant reason why Orlando people “Check with George 
Stuart” for all of their office needs.” 


WITH “AUTOGRAPHS” ON EVERYTHING YOU SELL, 
EVERYTHING YOU SELL SELLS FOR YOU! 


Colorful, custom-designed “AUTOGRAPHS” are produced 
from lustrous .016” Aluminum. They’re much more durable 
than foil or paper labels, more impressive and easier to 
mount than conventional nameplates. Simply brush sol- 
vent on the adhesive backing and press inte place with 
your fingertips. Mount them in seconds on almost any clean 
surface ... even on crackle finish! 





TRY BEFORE YOU BUY! 
If you aren’t ene of the 2000 
office equipment and supply 


dealers already using “AUTO- METALAAAT nc 


s 
GRAPHS”, write for literature! MASON CITY, IOWA, U.S.A. 
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a t SPEED-SPACER 
A Fully Automatic Copy Holder 


To Sell For 


only 









PLUS 59c 
FEDERAL 
EXCISE TAX 


Compare FOR Conventence 
Compare FOR Cost 
Compan FOR qonsmaucrion 


FULLY automatic operation of the ‘“‘SPEED-SPACER"’ is designed for 
speed and elimination of errors. Can be adjusted for any spacing 
from zero to one half inch. For standard typewriter and steno 
book spacing and all lined pages. 

* HEAVY GAUGE STEEL 

* BAKED IN GREY CRACKLE FINISH 

* GUARANTEED NOT TO CHIP OR MAR 


Requires no attachment, can be placed anywhere 
SEND FOR FOLDER AND PRICE LIST 
SPEED-SPACER COMPANY 321 GREENWICH STREET 
NEW YORK 13, N. Y. 
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a combination. jubilee of more 
SILVER ok Sa S-) 
wf. FOU aoe 


2 
- 


a 


as wee 


Silver Tip Ribbons and Silver 
Leaf Carbon Paper, Non-Smudge 
Typist Delight 1d 40) eh 0) ss 
lame 40) Obi 
SILVER TIP 
RIBBONS 
@ Handy - Clean 
For All Machines 
All Colors-Bichrome 
300 T.C. and Higher 
Pure Silk or Nylon 
Unconditionally Guaranteed! 


LEEDALL NEW PACKAGING 
DISPLAY “PRE-SELLS” it self and YOU 
CAN BE SURE with our “COMBINA- 
TION JUBILEE” the REPEAT ORDERS 
are always yours! 
Write today for complete prices and quan 
tity discounts on this wonderful “Combin 
ation Jubilee”’ 
LEEDALL PprRODUCTS MFG CO 
Main Offices & Plants MILLTOWN 3, NEW JERSEY 


INKED RIBBONS e CARBON PAPERS e DUPLICATING SUPPLIES 


SILVER LEAF 
CARBON PAPER 
@® NON-SMUDGE 

@ PLASTIC BACK 

@ 100% Rag-NON-CURL 
@ ALL WEIGHTS-SIZES 

@ All Finishes 
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104,113. Swive Adjusting Means. William H. MeKinley, Youngstown, Ohio, 
enor to 7 ( woofing Co., Youngstown, Ohio 
2,704,145. Attachment for a Writing Machine. Lester K. Fleischmann, Chicago, Ill 
2,704,184. Expan Filing Device. Homer V. Martin, Lincoln, Nebr. 


2,704,186. Appa Feeding and Sensing Statistical Cards. Karl J. Braun 
shook (en 


2,704,216. Clip Boa I K. Slonneger, Dayton, Ohio, assignor to The Fogarty 
Mig { 1} { 
Granted March 22, 1955 

2,704,509. Selection Means in Address Type Printing Machines. Franklin E. Curtis, 
jec ease t ) Ohio, by Edith D. Curtis, administratrix, Willoughby 


enor r Multigraph Corp., Wilmington, Del. 
2,704,532. Collet Guiding in Mechanical Pencil. C. Walton Musser, Philadelphia 
nor to | Southampton, Pa 


0 


2,704,533. Writis truments. José Paulo Spallini, Sao Carlos, Sao Paulo, Brazil 
wr La I Lid., Sao Carlos, Sao Paulo, Brazil 
2,704,546. Ring Binde Bruce K. Slonneger, Dayton, Ohio 
2,704,578. Single Notch Punch. Arthur W. Feiertag, Athens, Ohio, assignor, by 
g! | McBee Corp 

2,704,591. Carriage Feeding and Returning Mechanism for Listing Business Ma- 
chines. Thure B Sweden, assignor to Aktiebolaget Addo, Malmo, Sweden 
Illustration 

2,704,602. Machines for Sorting Statistical Cards. Arthur Thomas, Wallington, 
England, assignor t rs-Samas Accounting Machines, Ltd., London, England. 


2,704,634. Method 


i Means for Controlling an Apparatus. Konrad Rauch, Dayton 

0 gnor to T N il Cash Register Co., Dayton, Ohio 
Granted March 29, 1955 

2.704.976. Addre Type Selective Printing Machines. Frederick Ernest Lingard, 
Kenton, Englat mesnhe assignments, to Addressograph-Multigraph Corp., 
{ ind i 

2,705,043. Foldir Chair Alfred ( Hoven, Grand Rapids, Mich., assignor to 
Ar in Seating ( ( Rapids, Mich 

2,705,067. Overtyping Control for Last Line on Flat Platen Machine. Elmer L 
Wise, Farmingt ( issignor to Underwood Corp., New York, N. Y. Ulustration. 


2,705,068. Split Platen Paper Feed Mechanism. Howard M. Fleming, West Orange 
signor iting Machine Co., Orange, N. J. Ulustration. 


2,705,106. Calculat Machines. Karl Westinger, Ernst Altenburger, and Otto 


N. J 


Hirt, Obert Neckar, Wurttemberg, Germany, assignors to Olympia Werke 
West G. n H en, Germany 

2,705,107. Multiple Totalizer Recording and Displaying Accounting Machine. 
i r. G Minn., assignor to Mul-T-Unit Corp., Minneapolis, 

2,705,109. Calculating Machine Key-Board and Differential Actuators. Francisco 
Can Pa r to Societe Anonyme dite: Societe des Brevets Logabax, 
a Fra 

2,705,142. Fred Me for Control Cards or The Like. Walter T. Gollwitzer, Euclid, 
0 issignor to A ph-Multigraph Corp., Wilmington, Del. 

2,705,264. Auxil Telephone Bracket. Everett W. Gendron, Chicago, Ill 





Curtis-Young Gains Additional Space 

Due to the rapid growth of their business, the Curtis- 
Young Corporation has leased two additional floors in the 
building which they now occupy at 110 W. 18th St., New 
York City 





Buys Interest in Chicago Firm 

Marshall Silverman has acquired a 
substantial interest in Kriloffice, Inc., of 
Chicago, it recently was announced by 
Lou Kriloff, president of the company. 
Mr. Silverman assumes the role of vice- 
president and will take an active hand 
in Operations. 

It was stated that the added capital 
will permit the firm to expand opera- 
tions with an enlarged selling force. 





M. SILVERMAN 





Teleregister Appoints District Manager 

Paul H. Larson has been appointed Houston district manager 
for the Teleregister Corporation. He was formerly associated 
with the electrical division of Underwood Corporation.—JHR 


Business Opportunities 





Cuban Dealer Seek Products-Gregoric Martin, who represents Cole Steel Equip 
ment Compat I Cuba. is anxious to handle additional products which do not 
ompete witl ! He states he covers the entire island with two sales 

Mr. Martin’s address is Apartado 3516, Havana, Cuba 


New Jersey Firm Wants Contacts with Suppliers—Consolidated Office Equipment 
{ 2 i \ Perth Amboy, N. J., is a newly-organized firm which is 
and contacts needed in building up the business 
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STEEL TRANSFER CASES 


25-R 
GRAY or GREEN oven-baked finish 


IMMEDIATE 
DELIVERY 


@ Brass finish cardholder and handle 
@ Four rollers for ease of operation 
@ index guide rod with brass knob 
@ Self-locking follower available 


Top FLIGHT PRODUCTS 
Company, Inc. 


WAlbrook 5-7100 Chicago, Ill. 


A Sturdy Recessed 
Base with Toe 
Clearance at Front 


6224 S$. Oakley Ave. 





. . - another BIG Profit-Maker 
from the GOODFREND line 


STATIONERY RACKS 


ALL STEEL 


FITS IN ANY 
STANDARD 
DESK DRAWER 


IMMEDIATE 
DELIVERY 


* Keeps various 





* Enables finding the 
correct form at a 


glance. 
* Five stationery 
compartments. 


* Two envelope com- 





AVAILABLE IN TWO SIZES 
No. 90-L Holds No. 10 Size Six racks per shipping carton 


INDIVIDUALLY CARTONED 
Envelopes 934” X 21” X 344” 


No. 90 Standard Stationery 
Size 8%” X 21” X 3%”. 


(,OODFREND Manufacturing Corporation 


Manufacturers of Steel Specialities 
14819 SOUTH LOOMIS AVENUE, HARVEY, ILLINOIS 
Direct Chicago Phone IN 8-7300 


Approx: six pounds per rack. 
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CAN YOU SELL T0 
THESE BUYERS ?... 





«) 
© 


Secretaries, office managers, 
sales managers, advertising 
men, purchasing agents, in- 
dustrialists, bankers and gen- 
eral business men are reading 
about ACCO products. Acco’s 
largest national advertising 
campaign is conditioning your 
prospects for your Acco recom- 
mendations. Feature the ACCO 
line this year and watch sales 

jump. 





ACCO PRODUCTS, INC. 


OGDENSBURG, N. Y. 
In Canada: Acco Canadian Co., Ltd., Toronto 








CALENDAR 


pads, available in al! sizes, are lithographed on high- 
grade bond paper OF UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast, 
2-color lithograph printing enables us to give you the best in 
quality and prompt service. 
write or e for complete details 


“IN CALENDARS THE QUALITY MARK IS STARK"’ 


GTARK CALENDARS 





100-112 BISSELL ST. * PHONE 338° * JOLIET, ILL. 


639 
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HAPPY BIRTHDAY ... 
Haughty Marietta’s first 
year with General Bind- 
ing Corp. is marked by 
a birthday cake pre- 
sented by Ralph Steiner, 
vice-president for pro- 
duction. The manikin 
“operates’’ GBC's elec- 
tric power punching 
equipment for perform- 
ance tests. The machine 
is used for plastic bind- 
ing of printed, dupli- 
cated, written or typed 
material. 








Mittag & Volger Makes Appointments 

Mittag & Volger, Inc., has announced the appointment of 
W. S. “Tommy” Thompson, former Kansas City assistant 
branch manager to the position of branch manager at 1013 
Grand Ave., Kansas City, Mo. Prior to his joining the Kansas 
City branch, Mr. Thompson had been the Texas representative 
for four years. 

Coincident with this appointment, Charles Milne, former 
Kansas City branch manager, was named to the position of 
special representative responsible for servicing certain key 
customers of Mittag & Volger. Mr. Milne will be located in 
the home office in Park Ridge, N.J. 


‘Financial Notes 


— 





Clary Multiplier Corp., San Gabriel, Calif—The board of directors declared a divi- 
dend of 7% cents per share on the common stock for the first quarter of 1955, Hugh 
L. Clary, president, announced. The regular quarterly dividend of 6% cents was de- 
clared on the preferred stock. The common stock dividend was payable April 7, 1955 
and the preferred dividend April 1, both to shareholders of record on March 25, 1955. 


Dennison Manufacturing Company, Framingham, Mass., reports earnings for 1954 of 
$2,160,000, or $3.52 per common share. This compares with $1,957,000, or $3.29 
per share in 1953. Sales were down from $38,613,000 in 1953 to $36,911,000 in 
1954. The 1954 figures include a non-recurring credit of $170,000 (3le per share) 
resulting from a beneficial change in the tax law. After payment of the regular $8.00 
per share dividend on Debenture stock and $1.40 per share on common, $1,148,000 re- 
mained for reinvestment in the business. 


The General Fireproofing Company, Youngstown, Ohio—Net sales for 1954 were 
$39,665,338 as compared with $47,309,685 for 1953. Net profit after taxes 
amounted to $2,590,183 or $4.00 per share of outstanding common stock. This 
compares with a net profit of $3,103,502 or $4.79 per share of common stock in 
1953. During 1954 cash dividends of $2.50 per common share were paid, maintaining 
the rate of the previous six years. 


Sheaffer Pen Company employes have received quarterly profit-sharing checks amount- 
ing to 32 per cent of their total earnings for the December-January-February period. 
The profit-sharing payment is the largest paid during the company’s fiscal year which 
ended Feb. 28. It brings to $14,190,000 the total paid out in profit sharing since 
the program was started in 1934, G. A. Beck, executive vice-president, said. 


Marchant Calculators, Inc.—In its 1954 anmual report recently issued, Marchant 
reports met income after taxes of $988,734 or $1.75 per share. In 1953 net income 
was $1,219,080, or $2.15 per share. The report revealed that 1954 net income was 
affected by research and development costs of $778,708, a record high, and a $215,- 
037 special operating reserve set up under provisions of the 1954 Internal Revenue 
Code. Gross sales and service volume last year were $20,291,000 as compared with 
$21,960,000 in 1953 


Minnesota Mining & Mfg. Co.—Sales and net earnings broke all-time records in 
1954, the company reported. Sales totaled $230,890,482, an increase of 5 per cent 
over the $219,916,383 of 1953. Net earnings were $24,624,225, or $2.95 a 
share, compared with $17,977,771, or $2.14 a share, a year earlier. 

Results of the company’s expanding Canadian operations were included for the 
first time in the consolidated statements. The company’s current assets for the first 
time passed the $100,000,000 mark, totaling $102,395,421. 


Friden Calculating Machines Company, Inc., San Leandro, Calif.—The company 
declared a 100% stock dividend—equivalent to a 2-for-1 stock split, to be paid 
to stockholders of record March 25. Walter S. Johnson, president, said that sales in 
1954 amounted to $25,597,000, agaimst $23,004,000 in 1953. Share earnings in 
1954 were about $5, he said, compared with $3.92 a year earlier. Sales in the first 
quarter of the current year, Mr. Johnson said, will exceed the like period last year. 
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VINYL BRIEF COVER 


Not just a piece of paper or imitation 
leather. THIS cover is of heavy duty, 
long wearing washable Vinyl Plastic. 
A rich looking cover for catalogue 
sheets, price lists, reports, presenta- 
tions, etc. 

Complete with 3 fasteners 

Holds 11” x 8%” sheets 


ge ~ , Me Capacity: 4” 
COLORS: Red, 
Green, Brown 


Black 


No. BC-11 


TO RETAIL FOR 80c 
Liberal Dealer and Jobber Discounts 


MAJESTIC STATIONERY CO. 
260 North Third Street - Philadelphia 6, Pa. 





TYPEWRITERS 
ALL MAKES 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 

















“P & P” ... (press and peel) . . . the new ad- 
hesive-edged carbon paper. 


Press it... zip... to any accounting form. Peel 
it... zip... when finished. Use it over and over 
again! 


A new carbon paper that has many applications 
. . . journal posting, payrolls, inventories, etc. 


This item could be a real profit-maker for you . . . 
do you want samples? Just say the word! 


U. S. 


CARBON & RIBBON MFG. CO., Inc. 
621-623 Cherry St., Phila. 6, Penna. 
established 1895 
























A proven way 
$ to accumulate 





STEEDS 3 <7RONG 


COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 


Seal Presses * Legal Seals * Downey Change Trays 
Teller’s Moisteners * Currency Racks * Coin 


aging 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kwertet * Tubuler * Gunshell 


BILL STRAPS 
Federal * Colored * Banding 


o 
Write for information! 





Counters * Pack Treys * Linen Shipping Tags 












200 HUDSON ST. e NEW YORK 13, N Y 





| 
> — 
| THE C. L. DOWNEY CO. HANNIBAL, MO 


OA—5/55 269 








MAY SWEEP THE NATION - BUT! 


..there’ll-always be a DEALER 


to SELL ond SERVICE 
OFFICE MACHINES! 











. .. and profit-minded dealers 
will always DEPEND ON 


Exclusive 
World-wide 
Distributors of 


PLATENS! 








- the house that progress built - 


for the latest and best in 

office machines « dealer 
service ¢ supplies 
e selling ideas! 








Visit our 
NEW HOME 
in Chicago! 









SHIPMAN-WARD MFG. CO. 


320 West Ohio Street * Chicago 10, Illinois 


Branches and agencies in major U.S. cities and Canada 








SHIPMAN-WARD |.F. Goopricu 









INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, dignified, povmement. personalized, all Acme plastic 
name plates are interchangeable . . . can be changed instantly 
with new name inserts . . . make changes to suit your require- 
ments. Illustrated are the popular models. 


No. 600, desk type, gray; 
No. 60!, brown, size 1%,"" 
s +. 


by 6% 


















No. 602, transpar- 
ent door style name § 50 
plate, size 2” by 


10”, name on black 


background, gold 
letters. 
No. 603, trans- 
parent easel $300 
type name plate 
for desk, size 
2” by 10”, 
black back- 
ground, gold 


lettering. 


No. 604, desk 
style, vertical. § 00 
can be read from 

both sides, size 

2” by 10”, black 
background, gold 

lettering. 


No. 605, wall 
style name, § 
ean be read 500 
from both 

sides, size 

2” by 10”, 

ee a 

nd, 

New name inserts can be Caras.” 
ordered as required at rea- 
sonable prices. Prompt delivery .. . 
today. 


ACME PRODUCTS CoO. 


406-408 North Van Buren St. ° Green Bay, Wis. 





order your requirements 

















ne ee 


METAL BASE j 
CUTTING BOARDS 


The Most Versatile 
Cutting Boards 
Ever Designed! 


A host of new features—never before available in cut- 
ting boards—makes the Premier Line a must for YOU! 
Ideal for use in office, plant, art dept., shipping, pro- 
duction, sample dept.—wherever materials from feath- 
ers to light metal must be cut quickly and accurately 
the Premier Line will bring you immediate new profits. 


CHECK THESE FEATURES! 


© Automatic Paper Clamping Device Keeps Material in 
Position 

Rugged, Ali-Metal Construction 

Hollow Ground, Self-Sharpening Blade 

Permanently, Accurately Scored Half Inch Squares 
Automatic Guard Rail — Completely Accident Proof 


P 334 N. BELL AVENUE 
Photo Materials CHICAGO 12, ILLINOIS 





PROFIT most compere Line 





Don't Waste Time ! 
Ofice ) 


ppliances 









LOOK IT UP | _A 


BUYERS @f 
INDEX | 












This is your ANSWER BOOK 
to all your Buying Needs 








SSS SSSS555S5SSSSSS—=—_ } 


Easy-to-Use BUYING INFORMATION 

1. PRODUCT INDEX—over 1,500 products classified 

2. DIRECTORY OF MANUFACTURERS—over 3,000 with names 
and addresses. 

3. TRADE NAME—TRADE MARK INDEX—Over 6,000 with 
names of manufacturers 

4. MANUFACTURERS’ ADVERTISING—many use catalog-type 
advertising giving complete product information 

5. TRADE ASSOCIATIONS—City, State and National—names 
and address of officers and meetings dates. 


Keep your copy handy-use it often 
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SEEN & HEARD IN 
SOUTHERN CALIFORNIA 


by J. EDWARD TUFFT 
2012 Huntington Dr., S. Pasadena, Calif 





~8 tornia Bu iness Sh w ponsoread 
f the National Association of Cost 
ed history. The show, opened at the 
Angele: Tuesday Apr 12 and extended 
k t Apr Il ¢t 5 was pr aimed “Busi 
Mayor Norris Poulson. 
A € gain wa Ji Sf syed under one roof a 
the newest and latest in busines 


vara f 30,000 people in professiona! and 
w. There were approximately 45 ex 





TIME IN FOR BUSINESS . . . The week of April 11-15 was pro- 
claimed ‘‘Business Show Week" by Mayor Norris Poulson, 
right, of Los Angeles. The event was in connection with the 
Eighth Annual Southern California Business Show staged the 
same week. Aiding His Honor are Show Queen Marie Engen 
and Robert A. Chapman, Business Show chairman. 


tield Rep r+ indicated 
t were displayed at th 


were Harry Kamph, pre 


Chapte NACA: Robert Chapman, 

Roy McRann, busine show manaaer 

Frank Lowe A nairmar ind Marie Engen, queen 
* &£ & & & 

Geo. E. Montg mery, } the Ge E. Montgomery Com 
14 V Blvd., | Angeles, reports that the 

Voice Writer, though introduced only 

me t with excellent acceptance So 


be yrried in a briet case. Mr. Montgom 
Geo. E. Montgomery, Jr., and Allen C. 


Brooks n made junior partners in the firm. Both 

th the mpany tor me time... . E. E. 
Thorton f the Addo-X Sales Agency, 292! Beverly 
Blvd Jo-X machines, which are manufactured in 


M wn ft the United States by air 
* &£ & & & 

t a new ‘magnet memory" device for 
side at the 1955 Western Computer Con 
he Statler Hotel, Los Angeles, Marct 
Corporation, 717 North Lake Ave. 


+t were shown how a "Data-reader” mag 
memory apacity— of typical! 
machines by as much as 120 times 


th number storchouss # wil Mis bem 
400,000 ten-digit numbers for future use 
rn payr nventory billing or dozens 


will automatically replace data in the 
with an entire new set of facts in less 
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TRANSPARENT 
SIGNALS 
CRIMPED saa taaih 





Graffco SiGNALs 


There's one best signal for each 
kind of record housing . . . and 
Graftco makes them all. A_ full 
variety of colors, shapes and sizes, 
to classify, remind, warn or call for 
action. Close your “system” sales 
faster with practical demonstrations 
of how they come to life with 
Graftco Signals. 
GEORGE B. GRAFF CO. 
54 Washburn Avenue 
Cambridge 40, Mass. 


EVERYBODY'S A CUSTOMER FOR 
NEW SECURITY PHONE-LOKS! 





for Protected Visi 








@ Prevents unauthorized 
outgoing calls. 


Reduces telephone bills. 


Top impulse 
profit-maker! 


Colorful, self-selling 
merchandiser card helps 
your dealers make ex- 
tra easy sales right off 
the counter. 





Installs in a jiffy! 


Display 8°’ x 102" 
contains 12 locks—in- 
dividually packed with 
keys. 12 merchandisers 
(144 locks) per master 
carton. Approx. 10/2 Ibs. 


Contact your jobber! 


if It’s Security... 
ae 


PRES. OS 


SECURIT HARDWARE 
MFG. CO. INC., veo: 


858 East 29th Street ° Brooklyn 10, N 
Cloverdale 3-6350 














“BELLEVUE”’ 
Made-to-Order Covers 


for Every Kind of Business Machine 
Desks — Chairs —- Open Bookcases 


However Unusual You Need, 
Budlew Will Design a Suitable Cover 
Proof against Cracking, Water, Acid & Mildew 


Flame-Resistant 


Available in Clear or Opaque Black, Silver Gray & Patterned IMPER- 
IALYTE BROCA-CHINE Silver-Gray Opaque, and translucent clear. Also 
transparent clear 


Write for New Catalog A-1955 


BUDLEW PRODUCTS CO. 


3535 W. Cortland Street _ CHICAGO 47, ILL. 








THE LEADER 
Ss IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 






ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


1913 Commerce St. 545 Mission St. 


SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 
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| seme NEW 
| Poste, Rings, ote ) 
| “AETATE ENVELOPES “ 
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45th Anniversary — 2 CAT 
Loose-Leaf = pip 
ihe F 
00Sse- @a alll a 
BINDERS - SUPPLIES === © 
= 3 








| “tiie $$ FALL 
mee + 
CATALOG 62 | aa" RIVER 


ABee 

NUMBER } Sem ae ae MASS. 
Prner Addoves Bone Ba 
Rng Book 


= ——*| IN NEW YORK 
| Se.) 4it—éth AVE, 
ts AT 28th ST. 








SALES EQUIPMENT =. 














“-FOR-ALL 


a | REFILLS BY FISHER 


‘'We believe that the smaller Indepen- 


dent Merchant needs and deserves a 

better margin of profit and we (at the 

Fisher Pen Co.) are determined to do 
what we can to help him get it.’’ 








—— 
We Can Refi! 
Your Bai| ac, 















than eight seconds, a short cut of weeks and mont t convention- 
al bookkeeping and tabulating. 

Frederick M. Hoar, in charge of the mpany's pub relations, 
tates that the major aim of the clinic was to determine needs of the 
ndustry tor tuture data processing equipment 4 4 guide ft re- 

r ma deve pment, 


Dr. Vierling Kersey, director of the | Angele 
Cc lleges, was guest speaker at the Annua Educatior 
sponsored by the Los Angeles Chapter of the Nat 
agement Association, at the Rodger Young 

Education Night is one of NOMA's most important events of the 
year. High sch students and their teachers are special guests, 

As i customary af each month y meeting, a 4 
hine exhibit was held. Two exhibitors den tre 
new equipment at the March meeting. The ‘'Cable-Typist’ was 

wn by the Auto-Typist company and Mult-O-Matic" an 
all-purpose figuring machine, was exhibited by the Victor Adding 
Machine Company. 

At this writing, Jesse W. Tapp, vice-president of the board of 
directors of the Bank of America, is the scheduled sst speaker 
at the April meeting. 


* ££ &€ & & 

Earl Pence of Industrial Age Magazine was the principal speaker 
at the dinner meeting March 7 of the Southern California Office 
Furniture Association. Mr. Pence chose ‘Advertising’ as his sub- 
ect. 

A color film, “The Purple Cow’, was presented by George 
Davidson of the McPherson Leather Company, whict the West 
Coast representative for the Eagle-Ottawa Leather Company. The 
film was given through the courtesy of Eagle-Ottawa Elmer Green 
of the Green-Penny Company, Los Angeles, was program chairman. 

Leo Hawkins, president: of the Southern California Furniture 
Association and Floyd Fenn, past president, attended the National 
Convention in Chicago. 

%*¥ ££ &€ & & 

Rex-O-Graph, Inc., manufacturers of fluid duplicating equipment 
2216 South Hill St., Los Angeles, on March | opened a West Coast 


warehouse to take care of the nine western states, according to 
Arthur E. Gabriel, Los Angeles branch manager. Mr. Gabriel was 
recently appointed West Coast district manager but a will con- 


tinue as branch manager of the Los Angeles office 
*¥ + &€ & F 
The recent new location of the Egry Register Company, 323 
East Washington Blvd., has three times the floor space of their 
former headquarters, according to J. K. Shutts, West Coast sales 
manager. The force has been increased and the printing de 
partment will be further expanded. The mpany is sixty year d 


Mr. Shutts ha been with Egry 25 years. 


The General Binding Corporation, 1822 We Ninth St. 5 
Angeles, took part in the Annual California Conference of Crafts 
and Arts he a Exhibition Hall Ba boa Park San Dieg Mar h 
18-19. The nference, which is held each year primarily for shop 
teachers in California, had an attendance of 1500 to 1700 with 60 
exhibitors participating, according to J. N. Stout, manager and 
vice-president of General Binding, who with Murray Lawrence, a 

mpany salesman, had charge of the exhibit. 

A unique feature of the conference was a contest in which each 
teacher was given a card which, when punched by every exhibitor 
to indicate a visit, entitled the bearer to participate for prizes 
ffered by all firms. The conference closed with a dinner on Satur- 
day night. 

*¥ *&£ & & & 

Fred Bullis, who has been with the Royal Typewriter Company 
Inc., 1034 Scuth Broadway, for over 30 years, retired March 3}. 
Mr. Bullis, who was senior service manager, plans to spend most of 
his time fishing. George G. Ralls, former Royal Los Angeles dis- 
trict manager, who retired last year building a new home in 
North Hollywood 

* *£ & & F 

The remodeling program at the Brown Shop, 150 East Colorado 
St., Pasadena, was scheduled for completion about May |, accord- 
ing to Charles Brentner, one of the partners in the firr 

The balcony being changed to provide more working space 
and new displays are being added to the main floor. Modern light- 
ing was installed a short time ago. The Brown Shop has been at 
150 East Colorado St., for the past 48 year 


G-W Restyles Profit Pointers Bulletin 

Profit Pointers, the business bulletin for the dealer family, 
has been entirely restyled announced W. Kesley Downing, 
sales promotion manager of The Globe-Wernicke Co. Former- 
ly of tabloid size, the new Profit Pointers is now in the popular 
business magazine size and printed in two colors. 
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STAPLING MACHINES 


™ and STAPLES... since 1919 


y x In many localities 2 out of every 3 
aa staplers in use are MARKWELLS. 
MARKWELL MFG. CO. 


200 HUDSON ST., NEW YORK 13, N. Y 


PLEASE WRITE FOR 
DEALER DISCOUNTS 
AND CATALOGUE 


ROLLING STORE LADDERS! 


ROLLING LADDERS—Made 
from Oak or Birch. 

SIDE and CEILING TYPES— 
with steel track for mounting 
»n shelving, filing cabinets or 


ceiling. 
“A” and LIBRARY TYPES— 
require no track and are 
meunted on wheels with Auto- 
matic Safety Brakes. 
Send for Circular 42-OA and 
lealer discount. 
WELDED STEEL SAFETY 
LADDERS—Made from i” di- 
ameter round furniture tub- 
c. with expanded metal 
steps. Mounted en Swivel 
Brake Casters. Ladder can be 
rolled freely when no one is 
en it. hen you step on the 
ladder the rubber tipped legs 
rest om the floor and prevent 
rolling. Made in 2 to 8 step 
heights, and 3 widths. 
Send for Circular 53-OA and 
dealer discount. 


Manufactured by 


4535 N. Ravenswoood Ave. 
CHICAGO 40 











I. D. COTTERMA 


win 








200 Stock Signs* 
to select from with and 
without holders 

1. To Han 

2. For Walls 

3. For Door or Desk 
*Name panels easily changed 
to allow for personnel changes 
NEW .. . Lire of Bank 
Signs ‘Next Window’— 
“Bank Holidays” etc. 


| Engraved OFFICE SIGNS 


uD 


For those customers who want 
Custom signs... . BRADEN 
Made to Order ENGRAVED 
SIGNS ~- Complete flexibility 
to fill every special sign need 








FIRST manually operated folder with 
fully automatic feed! ii , ' 


NEW, IMPROVED (f= 


Ti fon ORnronate 


— 


DESK MODEL FOLDING MACHINE 


FULLY 
GUARANTEED! 


Write for complete Catalog o 


hes'oved BRINT-O-MATIC CO., INC. 


nq Eq 
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WANTED 


Men Capable of Managing Stationery 
Stores in Mid West on A Franchise Basis. 
Investment Required. Income Guaran- 
teed. Reply by Letter Only weit Full 


Particulars about your background. 
UTILITY STATIONERY STORES 


Div. of Utility Supply Co. 
307 W. Monroe St., 
Chicago 6, Ill. 
REPLIES CONFIDENTIAL 


Dept. OA 








CONVERTERS OF OFFICE PAPERS 
FOR THE STATIONERY INDUSTRY 








@ OUR PLANT is located in the heart of the Wisconsin 
paper producing area. 


@ POOL and GROUP CARS are available to most 
cities with marked savings in freight to you. 


@® Send us your inquiries and specifications. 


I. Edward Conlon, Sales Manager 





THE PAPER MILLS COMPANY, Division of 
BUTLER PAPER CORPORATIONS, 223 W. Monroe St., Chicago 




















STAPLES 


“A Ty-Dee job's a better job” 
and a better buy, too! 
STANDARD & SPECIAL STAPLES 
FOR OFFICE & INDUSTRIAL USE 
Precision made of finest quality rust-resistent stee! wire. 
UNCONDITIONALLY GUARANTEED “Si 


Custemer satisfaction & repeat business 
essured * Ask For Dealer's Price List 


UNITED STAPLE CO., Inc. 


35-56 9th STREET, LONG ISLAND CITY 6, NEW YORK 














THE INCOME TAX MAN 


will let you deduct the cost of business 
travel — but only if you have definite, 
itemized records to show him. 


BEACH’S 
‘Common Sense”’ 
EXPENSE BOOKS 


are best because you jot down the ex- 
pense as it is incurred rather than later 
when a lot of it is forgotten. 


Mr. Stationer, recommend BEACH'S to 
your customers. They are now more 
portant than ever! 


Beach Publishing (Co. 


7338 WOODWARD AVE. DETROIT 2, MICH. 
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THE NEW “Wlodorn 
Hollywood” Aill-Foam 


Designed and created by Furniture 


CHAIRS— 

COUCHES 

OTTOMANS 

DIVANS 
LOVE SEATS 
of All - ~ 

~ w ir 

Grand Rapids 7 





Pe a ee Sy : 

TWO LOVE SEATS Each 30x51”, 
eating height 17”; back bolster height 12” 
width 37”. In fabric, Nauvgahyde and leath- 
er, with zippers. Turned tappered legs with 
brass ferrules, black satin finish. Foam rub- 
ber seat and bolster. 








Photos and prices to d 


GRAND RAPIDS LEATHER FURN 





on r ? 
q 201-207 Front Ave., N.W. 
ITURE COMPANY § Grand Rapids 2, Michigan 





TEMPERED HARDBOARD 


HARDBOARD FABRICATORS, inc. 


59 BRANCH ST eos . © Mes. 72. 





' P mt ga 


é T 














preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


Here’s the fast, clean way to get perfect 

S&S lead points every time, points up to ¥” 
long, without breaking! Simply insert 
wood or mechanical lead holder and use 
to rotate lid. Sturdy, lifetime construction, 
non-skid base. 


“ ZZ | aa + Sasa a —____ =) 


Txa- Potat Lead Holders 


WRITE FOR LITERATURE . . . light, balanced. Press-top, 
AND DEALER PRICES single- and double-end models. 


ELWARD MANUFACTURING CO. cotowa"Micn. 

















a time-saving 


on every desk: 


New combination Tape Dispenser and 
Precision Pencil Sharpener, that speedily 
sharpens standard and jumbo pencils or 
crayons-replaceable razor harp blades 
Any small roll f tape will fit into 
base—up to 34”—any kind of tape 

Write for descriptive literature and price: 


See us at the STATIONERY SHOW 
Hotel New Yorker — Room 971 
Exclusive Distributor 
FRED BAUMGARTEN 
675 Cooledge Avenue N. E., 
Atlanta 6, Georgia 


> DUX “COMBI” 








ADDRESSING MACHINES 


EQUIPMENT — SUPPLIES — PARTS 





REBUILT ADDRESSOGRAPHS REBUILTELLIOTTS Sj 
ALL MODELS 
HAND & ALL MODELS 
ELECTRIC HAND & 
WE MANU- ELECTRIC 
FACTURE... 
BUY and SELL w NU 
Pilates, frames FAC 
tr » cabinets BUY and SELL, 
tabs, ribbons, Fibre stencils, 
speedaumats. tong & short 
Our large sten- trays, cabinets, 
cil embossing liquid & paste 
dept. gives ink. Also Smith 
fast, accurate Stencil type- 
service. writers. 





WRITE FOR INFORMATION, PRICES & CIRCULAR 
Dept. AP, 40 W. 15th St., N. Y. 11, N. Y. 


MAILERS’ EQUIPMENT CO. 
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OUR NEW POSTCARD MIMEOGRAPH 
WITH LATEST 
IMPROVEMENTS 
Fully Automatic 
Guaranteed 2 Years 


r g 






DISTRIB- 
UTORS 
WANTED | 

Write for 


particulars to 
manufacturer | 





List $17.95 with supplies ; 
SPEED-O-MATIC CO. Established 1930 


7640 W. Norton Ave., (Hollywood) 











LOS ANGELES 46, CALIF. 





Wf, Ouigtual 


SINGLE’ FLUID 


INK and STAIN REMOVER 


CARDINELL CORPORATION MONTCLAIR. NEW JERSE 
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TICKET PUNCHES 








FOR 
EVERY 
PURPOSE 


TALLY PUNCH 






Nos. 17, 33—Notches cards, sheets, ete. No. 
17 dies not over %” wide, %&” deep; No. 33, 
not over %” deep. 

No. 2—For %-%” round holes; 1%” reach. 
No. 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 
Talley Punch—Registers number of punchings to 
99,999. Punches %”, *%&” or %” round holes—also 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for circulars. 


NOTCHIN 
3 THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn. 


PUNCH 


















DEVORE’S 
INTEREST 
TABLE 
BOOKS 


Used by banks and 
financial houses for over 





AnDme=>mo 





50 years. THESE It costs less to draw from our huge 
Sold by most leading SHOW stock of desks, chairs, steel furniture, 
office suppliers and sta- ROOMS leather furniture and accessories. 


tioners thruout the United 
States. 





EW 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 
Devore’s Interest Tables, Wauseon, Ohio NEW YORK 4. NY. MIAMI, FLORIDA 


BOw 


T Y E The Miracle 
type-cleaner 
GONE FOREVER oe the messy, 
dirty, old fashioned brush and solvent that 
smears fingers, or gums which must be 
kneaded before using. 
Now you can offer your customers the new 
“Typex”’, the modern type cleaning device, 
with interchangeable adhesive refills. 


Keeps type sparkling clean. Works fast. 
Write fer free folder at once. 




































\ OL L ke 
My CELLULOID PRODUCTS 


Loose-leaf envelopes, punched: card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markilo 


902 S. Wabash Ave. Chicago 5, Il. 











FASTENER 


NEVER EMPTY - NO CLIPS TO BUY! 


All you do is punch down 
firmly and — PRESTO — papers 
are securely held together. 

Pays for itself rapidly. 


meni LANSDALE PRODUCTS CORP. 
hide BOX 568 LANSDALE, PA. 
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BROCHURE AVAILABLE ON REQUEST 


*Downease Cushions available. 
*Trade Mark Registered 





in LEATHER 
in FABRIC 


“y 


for the Executive Suite 
Hand Fashioned by Craftsmen of Experience 


moderately priced 


niemann inc. 





A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS 








FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 








THE VERY BEST VALUE 
IN COPYHOLDERS 


STAND-B 












@ Patented Knee-Action Grippers 
Hold All Copy Securely 






16°W «x 12°H 


CURTUES@= eae eG CORPORATION 
Copyholders Duplicating Supplies Carbor 


O West 18th Street New York 11, N. Y e. CURTYOUNG 





NEW FOR 1955 .. . NAUGAHYDE FABRICS 


KING announces the addition of durable, fine 
quality NAUGAHYDE FABRIC for all 1955 chair 
models. KING offers the most complete selection of 
upholstery finishes available . . . KOROSEAL, 
CLAREMONT and now NAUGAHYDE, in a choice 
of colors. This means KING can provide over 15 
models in a combination of more than 4000 color, 
upholstery and modified variations. 


KING 


POSTURE CHAIRS 

The Popular 222-S Model . . . SPECIFICA- 
TIONS: molded aluminum base; 22” caster 
spread; ht. adjustment 16!/o” to 21'/2”; Tufflex 
padding; 2” soft tread ball bearing casters; 
available in a wide range of standard colors; 
upholstery Koroseal, Claremont, and 
Naugahyde in a choice of colors. 
Write for Complete Catalog and Price 

List on the Entire King Line 


KING posTURE CHAIR CO. 
953 S. Raymond Ave., Pasadena 2, Calif. 


MODEL 222-S 














FOR OFFICE EQUIPMENT & SCHOOL SUPPLY 

LETTER FILES 

CARD INDEX 
FILES 


INDEXES 
e 


A QUALITY LINE 
AT LOW PRICES 
* 





ASK FOR 
OUR LATEST 
LITERATURE & 

PRICE LIST 

* 
Se 2 HAVE TERRITORY 
is AVAILABLE FOR 
DISTRIBUTORS 


ARROW PAPER PRODUCTS CO. 


502-504 W. 30th Street, Telephone Chickering 4-6782, New York 1, N.Y. 
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DAYTON STENCIL 
WORKS CO. °oiis" 


SELL MASTER SPEED KEYS 
THE 


Spring- Cushioned 
Typewriter Key 


for old and new typewriters, 
bookkeeping and billing machines. 
+. - * 
Don’t Delay 
ORDER TODAY! 
ADD THAT EXTRA PROFIT 


SPEED KEY CORPORATION 2°%, J Chauncey, Street 











De your work in 











Wherever Sorting Is Necessary 
FILING - BILLING 
ENTERING - DISTRIBUTING 
SORTS 
ALPHABETICALLY - MONTHLY 
DAILY - NUMERICALLY BY 5's 


**SHORTER'’ Time 
**SHORTER'’ Space at 
**SHORTER'' Cost 











made of 2” MAHOGANY PRESSBOARD 
with 4” clear, insertable TABBING 
and EXPANDABLE CHICAGO SCREWS 
#25-61—25 Division—for cheques J 
and slips .... $5.45 "as z 
#25-1—25 Division—general use $5.95 
#31-10I—31 Division—general use 
$6.95 
#50-10I—50 Division—special use + 
$10.95 


RECORDPLATE CO. 


16 E. HOLLY ST., PASADENA 1, CALIF. 
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“ADD-A-SECTION” 


INTERLOCKING 
Pele] Coe Ft 





VAI Etat ila level an alias eee (elss) anole Mme Olalhate—eL 


styles formerly manufactured by Ci fe) 







12 pattern numbers in a wide 
variety of combinations . . 


available in Light Oak and 
Medium Walnut .. . popular 
priced. Write for Catalog q 
No. 800. 





FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 


Here’s a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
Street, New York, N. Y. 





TTA LLL i 


RIDGEWAY, VIRGINIA 


be-Wernicke ( 


“Bookcases that grow 
. ” 
with your needs 
A DIVISION OF 


GRAVELY NOVELTY FURNITURE CO., INC. 


Originators and Designers of 


4 QUTSTANDING STATIONERY SPECIALTIES 

















Trays 
it's different! Hond-bound 
with “‘Leatherlex” (U. s. Crealiot 
Rubber Product). BOOK 


"Bonny Maid" Vinyl Plastic 
—net just another lineleum 








BINDERS 
. ; 
note ote SS 


Note 'N 
Doodle Mula eaeel a) 
Desk 
Pod Lae amen 

A hendy 
desk utility for heme 

end office. Made in four sizes. Biba eoe ee 





PARRMMEAEEE Home Budget, Concelled Checks, 


smmeeond Valuable Documents. 


























A complete line of Binders for the 


Commercial Stationer 


Write today for Free Catalog 


NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC. 


1717-19 S$. HALSTED ST. * CHICAGO 8, ILLINOIS 











DON'T 










PASS UP THOSE 
EXTRA... 
COMMISSIONS 





You can earn good 
commissions selling our 
complete line of passbooks, 
pocket check covers, coin 
savers, and other forms to 
financial institutions, 
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TAPE PRINTERS FOR THE TRADE SINCE 1937 


Scotcn TAPES 


- - « from 6 rolls up 


TRU-TEST penne 
GUMMED TAPE; 'NVITED 


- «+ from 10 rolls up 


Supplying Jobbers from week service. OPEN NEW 
coast tO coast since 1937. ACCOUNTS BY _ SELIL- 
Specialise in short runs, 2 ING PRINTED TAPE. 
Sample folder and price lists on request. 
1832 WESTWOOD AVE 


Ebol-Binder Qo. i322, 455" 92° ys, 
EXTRA PROFITS cust 


SCHOOLS © CHURCHES ¢ CLUBS etc 
WE DROP SHIP DIRECT TO YOUR CUSTOMER 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYLES 
STEEL OR WOOD 
FOLDING 





SPEEDY 


SERVICE 














TABLET ARMCHAIRS 
AUDITORIUM UNITS 
6 Ft. and 8 Ft. TABLES 
SCHOOL DESKS 


= 
e 
@ NON-FOLDING 
* 
. 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 





277 








Extra wide 





No. 1250-N No. 1263 


Royal’s new, extra wide deep cushioned 
seats and backrests give luxurious com- 
fort. Rugged, square tubular steel con- 
struction is fully welded throughout, for 
years of dependable service. 


Handsome 


No. 1277 





Handsome Royal chairs are available in 
a number of smart designs and finishes— 
color co-ordinated to complement any 
office decorating scheme. 





metal furniture since '97 


Royal Metal Manufacturing Company 
175 N. Michigan Ave., Dept. 55, Chicago 1 


Factories: Los Angeles « Michigan City, Ind. « Warren, Pa. 
Walden, N.Y. « Galt, Ontario 


Showrooms: Chicago « Los Angeles « San Francisco « New York City 
Authorized dealers everuwhere 
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Two part harmony 


EXECUTIVE-SECRETARIAL 
CHAIR COMBINATIONS 
BY ROYAL 


Two in one package—smart Royal 
metal, Executive and Secretarial chairs 
are a natural sales duo. Unmatched 
comfort—harmonizing styles and colors 
make these Royal pairs perfect for 
enhancing an office—increasing your 
sales volume. Double profit Royal duos 
are available in every price category. 
Write today for literature. 
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THE WORDEN COMPANY—An ambitious effort over past per- 
formances by the company has resulted in an attractive 24 page 
catalog. Products of Worden are richly illustrated in such @ manner 
BROWNE-MORSE CO.—Turned out in color and with pictures that even small details are shown clearly. The format shows rich 
and sketches portraying their wide range of desks, tables and restraint and all items carry ample descriptive matter. Featured in 
chairs is the company's latest promotion release to dealers. En- the issue are all manners and types of desks, bookcase and chairs. 
hancing the cover is a sleek looking pedestal desk with plastite (Card No. 125.) 
top for beauty and durability. The product comes with self-leveling 
island glides for easier positioning on any type floor and is offered NORTHERN STATES ENVELOPE CO.—The company, together 
in a complete color range. (Card No. 123.) with its affiliate, The Justrite Envelope Mfg. Co., has announced 
the release of a new envelope catalog and dealers cost price list 
No. 56. The booklet, illustrating and SS ae new enve 
SECURITY HARDWARE MFG. CO.—The company's new Phone- items, has been prow A expanded and completely rearranged 
' d “gs the convenience of dealers. (Card No. 122.) 
Lok is hitting the market places backed by an extensive advertising 
and sales program. The campaign will feature colorful full-page THE STEELMASTERS, ART STEEL CO., INC.—An attractive 
ads, along with window and merchandiser card displays. A pin Steel master window decal has been made available by the company 
tumblina e that locks with a key guards against unauthorized covering its line of files and desks. The company reports the em- 
calls while still permitting incoming calls. (Card Ne. 124.) blem is a traffic stopper which drums up interest in the products. 


BURROUGHS CORP.—Colors to com- 
plement the decor of the office and please 
the teste of the operator now are avail- 
able on the new 10 key adding machines. 
Burroughs states that this is the first time 
any manufacturer had departed from the 
standardized, neutral colors on adding ma- 
chines. The company says the 10 key prod- 


uct now is being volume-produced in amber 
gray, alpine blue, sea mist green and capri 
coral. Keytops and platen twirler also have 
been ¢ tyled on the new models. (Card 
No. 101.) 


ORNA-METAL INC.—In perfect har- 


mony with the firm's line of ultra-modern 
Stratoliner equipment is Orna-Metal's latest 
catalog. The issue comes out in color and 


is richly illustrated. Highlighted on the 
cover is Mode! E-872 with non-glere Arm- 
strong linoleum top with an overhang desk 
top of 34 x 72 inches. The unit comes 
equipped with interchangeable drawers, 
pencil tray, Yale lock with satin-finish metal 


drawer pulls. (Card No. 105.) 


PERMACEL TAPE CORP.—A new four 
page brochure, ‘Permacel 2 in | Electrical 
Tapes," which discusses the application of 
one tape doing the work of two, now is 
available to dealers. The profusely illus- 
trated booklet points out the following ad- 
vantages accruing from use of any of the 
14 different 2 in | electrical tapes carried 


in the line: simplified inventory, fewer re- 
iections and greater safety factor. In addi- 
tion, the brochure supplies a complete ta- 
ble of technical date. (Card No. 103.) 


BARCLAY INDUSTRIES CORP.—An at- 
tractive, compact self-service display stand 
is being offered without cost to all dealers 
who handle the “utilicase" line and to all 
new dealers who purchase a dozen or more. 
The stand displays 12 utilicases and has 
storage space for an additional dozen. Bar- 
clay states the cases are available in the 
two handy sizes, are durable, light in weight 
and easy to keep clean. (Card No. 107.) 


SALES in an icular , si ¢c 
STIMULATORS Fea ihe cal sod dn 6 


Every Sales Stimulator carried on this and the suc- 
ceeding page carries a number. If you are interested 





















number on the card and drop it into the mail. No 
postage is required. 








It is available to all Steelmaster dealers. (Card No. 121.) 


service bureau OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key numbers | have circled, to 
send further information without delay. 




















NEW EQUIPMENT & SUPPLIES SALES STIMULATORS 
1 6 11 16 21 26 31 36 41 46 51 56 61 66 71] 101 106 111 196 121 126 193 196 148 
2 7 12 W 22 27 32 BF 42 47 52 67 62 GF 72] 102 107 112 117 122 127 1392 187 142 
3 8 13 18 23 28 33 38 43 48 63 58 63 68 73] 103 108 113 118 193 128 133 198 143 
4 9 14 19 24 29 34 30 44 49 54 59 64 69 74) 104 109 114 199 124 129 194 199 144 
5 10 15 20 25 30 35 40 45 50 56 60 65 70 75] 105 110 155 120 125 130 195 140 148 
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outstanding results for the Bower Company, office supply 
Phoenix, Ariz., during June of 1954. 
promotion, E. J. en, head of the department, 
“Scotchman” motif. A sign at the front of the 
department called attention to the event with the 
Day is June 20”. 
Alongside the headline appeared the figure of a Scotchman, 
| playing his bagpipe. Below, listed in turn, were such sugges- 
tions as plastic playing cards, pen and pencil sets, playing 
cards, poker chip sets, scrap and photographic albums, ash 
trays and smoking stands, address books and list finders, desk 





lamps world globes, drawing sets and supplies, desk, 
chairs and filing cabinets, leather zipper books and ring bind- 
ers. 


Samples of each item were ringed around the sign, with 
smaller signs pointing out “For the Businessman”—‘“For the 
Traveler”—“For the All-Around Man”. 

For several weeks prior to Father’s Day, the display sign was 
moved from the gift department to the front window of the 
store and proved highly effective in sales-building—RAL 


Students to Vie for Evans Prize 

The Vernon R. Evans Company, office supplies and equip- 
j ment shop of Utica, N. Y., has established a prize to be 
awarded the student in the new Office Practices class at the 
Hartford high school who shows the most progress during 
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Appearance Vital Factor 
In Office Publications 

First impressions usually determine whether a book bound 
in your office will be closely read or shoved aside was the 
view expressed by an expert on office procedures recently. 
That’s why the binding and cover on office-produced publica- 
tions are so important, John M. Kuhn, director of office pro- 
cedure for the General Binding Corporation, Chicago, com- 
mented. 

Mr. Kuhn suggested a three-point checklist for determining 
a company’s binding needs: 

1, Summarize your office’s production over a period of time. 
Check on the management reports, brochures, policy manuals, 
presentations, catalogs, or any other items that you distribute. 

2. If your office material has a sales function — whether 
it’s selling your company’s products or an idea to employees, 
management, or stockholders — give serious consideration to 
the appearance of the finished product. 

3. Look for an in-the-office binding system that incorpo- 
rates utility, appearance, and economy. 

Both the chosen system and the finished product should be 
easy to use. The binding should be able to withstand constant 
use 


If your new system doesn’t provide an attractive, prestige 
appearance for your finished product, it’s not doing its job. 

Consider the long and short run applications for the binding 
equipment. Whether you’re turning out five booklets or 500, 
non-skilled office personnel should be able to perform the 
binding operation. The bound product, however, should look 
professional from cover to cover. 


Rn een SALES STIMULATORS 








FIRST CLASS 


Sec. 34.9 P.L.aR. 
CHICAGO, ILL, 


C. M. WHITNEY CO.—The firm has 
available for dealers a new free display of 
nameplates and desk signs for home or 
business use. The presentation features the 
most popular sizes in black and walnut sur- 
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face bakelite with lifetime white core. Let- 
ters are precision engraved through outer 
surface into white bakelite core. No paint 
is used which means lettering can never 
come off. Special colors and sizes are avail- 


able. 
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FEEDRAIL CORP.—A flexible system of 








supplying electric power necessitated by re- 





! OFFICE APPLIANCES 





arrangement of business machines due to 





volume and type of work changes has been 





600 West Jackson Bivd. 


devised by the company. Feedrai! has is- 





sued a bulletin (No. 47) which describes 








in pictures and words their "60" ampere 





Chicago 6, HMinois 


overhead trolley busway electrification sys- 





tem which eliminates new and costly re- 








wiring when machine relocation becomes 
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Please ask the manufacturers, indicated by the key numbers | have circled, to 


send further information without delay. 
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Vv. & E MFG. Co.—A self-service dis- 
play made of Masonite and California Red- 
wood features the new Vemco duraluminum 
architects and engineers scales which are 
claimed to be as accurate as machinists’ 
scales but offered at lower prices. Features 
and prices of the items are clearly shown 
on the display and duplicated on the 
reverse side for sales personnel. The promo- 
tion aid, valued at $3.00, is offered free 
with the purchase of 14 assorted scales. 


(Card No. 106.) 


H. LIEBERMAN & SONS—The company 
announces it has available to the trade 
their catalog and price list describing their 
entire line of minute books and transfer 





ledgers. Lieberman states they have an am- 
ple supply of these items in stock and im- 








mediate delivery can be made. Dealers are 
requested to write for descriptive materia 
which will be mailed without cost. (Card 





No. 108.) 
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the first 


truly 


electric 
duplicator 


the 





CONQUEROR 
SPIRIT OF 76 


MODEL 
i an 


,6 S$ Peet 
CATOR 







THE FINEST IN AUTOMATIC 
ELECTRIC DUPLICATING... 
THE MOST SIMPLE DUPLICATOR OPERATION KNOWN —All you 
do is push the button—and the Conqueror Spirit of ’76 starts print- 


ing. Copies come out at a steady rate of 110 per minute, automati- 
cally. Last sheet through turns off feed and motor. 






THE MOST UNIFORM COPIES OBTAINABLE—Model 76 operates at 
steady, best impression speed . . . copies come out cleaner, sharper 
than possible with manually operated duplicators. 


THE LONGEST RUNS IN THE FIELD—Because the operator is freed 
from manual effort it is now possible to operate calibrated pressure 
and fluid controls while copies run. Starting at the lowest pressure 
and light fluid settings, and watching copies during run, you can 
gradually increase pressure and fluid as necessary . . . thus achieving 
maximum copy runs. 


COMPLETE ELIMINATION OF EFFORT—Now, with the Conqueror 
Electric Spirit of 76 you get complete freedom from manual effort! 
All you do is prepare the master, attach to cylinder, push the but- 
ton and away you go! While copies run you can go on to other 
tasks . . . and the last sheet through shuts off both feed and motor 
—automatically! 
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Kleen-type is easy to use! Apply a Kleen-type strip on 
the platen, strip off protective paper and type a few 
lines. That’s it! No ink-stained fingers or harsh 
liquids to bother with! 


¥ s . « , 
kf. ’ . 4 i“ Z 
; V . wt a. . ; 7 


7 


Underwood announces a revolutionary 
new kind of type cleaner—Kleen-type! 































Here’s the type cleaner you and your customers have 
been hoping for—one that puts an end to the mess and Unde yneed aan 
bother of cleaning type the old fashioned way! Your v hew te 
It’s new Kleen-type . . . and you can order it now will show y® red 
from your Underwood Office. | 7 end dirty, blur 9 
Office managers and secretaries alike are enthusias- hard te read type 
tic about Kleen-type. It’s so fast, clean and easy to = 
use... and it can be re-used over and over again! Get Like thise 
. "fig — 
aboard this profitable bandwagon now! Write on your 
business letterhead to Underwood, Dept. OA, 1 Park 
Ave., New York 16, N. Y., for free sample and full in- After usi 
formation on new Kleen-type. Better do it right now! typing has” Kleen-type 
SUPPLY DIVISION quali ty pa Clean-~eyt + 
w7Zp O * “Cconomi 
UNDERWOOD @RDIT METI BR corporation ime and typist Pe Saves 
eS Wr x te fo >a emper Ss T 





One Park Avenue, New York 16, N. Y. 











